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This year’s home-gardening market, swelled by 2 
million more marriages and 950,000 brand new 
homes, is ripe for hardware dealers who feature 


SPEEDLINE tools 


-..the only tools designed specially for \ ~ 
home gardeners — light, strong, extra 
fast and easier to work with 

«-. all matched in type and finish with blue 
handles and gold trim. 


Matched garden tools, under the famous, nationally 
advertised SPEEDLINE brand, display and sell much 
better than mixed, old-fashioned stocks. Best of all, 
the customers you sell this spring will come back 
for a tool that matches when they buy again. 


THE UNION FORK & HOE COMPANY 
COLUMBUS 8, OHIO 
UNION Farm & Garden Tools © RAZOR-BACK Shovels 





This is the year 


to start them kuying 


garden tools that match 
sR 





HERE’S AN IMPORTANT MESSAGE. 
TO YOU. 
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DEAR MR. RETAILER 


THE BAKER BRUSH COMPANY HAS EVOLVED A SELLING, ADVERTISING AND 
MERCHANDISING POLICY THAT MEANS INCREASED PROFITS TO YOU -= _ 





IN SEVERAL TEST SALES TERRITORIES, RETAILERS HAVE DOUBLED AND EVEN 
TRIPLED THEIR DOLLAR SALES VOLUME ON PAINT BRUSHES SOLD -- 








IN THESE TIMES OF HIGH OVERHEAD AND OPERATING COSTS, WE ARE SINCERE 
IN THE BELIEF THAT THE BAKER BRUSH COMPANY 








-- AND AT NO COST TO 
YOU -- OTHER THAN THE REGULAR MERCHANDISE LIST PRICE COST FOR BAKER PAINT 
BRUSHES. 





AT NO OBLIGATION TO YOU, THE BAKER BRUSH COMPANY'S AUTHORIZED 
DISTRIBUTOR FOR YOUR TERRITORY WILL BE HAPPY TO CALL UPON YOU AND SHOW 
YOU THE METHODS USED -- AND THE PROVEN INCREASED PROFIT RESULTS. 


WE WELCOME THE OPPORTUNITY TO BE OF THIS VALUABLE SERVICE TO YOU. 
WE FEEL SURE THAT YOU WILL FIND IT A MOST WORTHWHILE CONTRIBUTION Ni 





YOURS IN THE INTEREST OF BUSINESS AND SERVICE 


THE BAKER BRUSH COMPANY, INC, 


Write a Card or Letter to THE BAKER BRUSH CO., Inc. 
83 GRAND’ ST., N. Y. or THIS MAGAZINE 
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Stock, display and advertise 
YALE’S ALL STAR CAST 


of Screen Door Hardware 


Highest Quality Performers 


NEW 1011 “PUSH-PULL” SCREEN 
; Y) poor catch. Unmatched in 
quality. Easy-working—no 
knob to turn. Sure-holding— 
positive lock. Quick to install 
—just one hole to bore. 






















506 AIRLINER—PNEUMATIC-TYPE SCREEN DOOR 
c.oser. Adjustable spring is completely 
concealed against dirt and moisture. Mod- 
—.. ern appearance—attractive finish. 










FEATURE PRESENTATION” PACKAGE 
includes 25 1011 “Push-Pull 
Catches”, free mount for dis- 
playing one catch, two free win- 
dow streamers, one free news- 
paper mat, one free sign on 506 
Airliner. 

Tell your YALE distributor 
that you plan to “bill” this YALE 
feature. THE YALE & TOWNE 
MANUFACTURING Co., Stam- 
ford, Conn., U. S. A. 





570 SCREEN DOOR CLOSER—LIGHT MODEL 
tiauio-tyPe. Quick, quiet, complete “+ 
closing. Easy to install and adjust— 

no reversing—screw holes spotted by 
full-size marker. 
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MAIL THIS COUPON Now! 





“Masonite 


” and “Presdwood’’ are registered trade-marks. ‘‘Masonite’’ 





New Craft-Pak is made to order 
for you! A brand-new idea. Conven- 
ient-size panels of strong, grainless, 
moisture-resistant Masonite Tem- 
pered Presdwood in packages. These 
neat, attractive cartons have un- 
usual display value, will build traffic 
and get repeat sales. 

They'll go like hot cakes to home 
workshop enthusiasts, handy men, 
farmers, plant maintenance men, 
manual-training students—to mil- 
lions who know about Presdwood 
and who have been looking for some- 
thing like this for years. 

Inside each Craft-Pak are five or 
six Tempered Presdwood panels, 


TEMPERED PRESDWoop IN 
HANDY PACKAGES! 






plus a folder chock-full of ideas for 
building things from Tempered 
Presdwood and including a blank 
for ordering construction plans pre- 
pared especially for Craft-Pak by 
famous Popular Mechanics Magazine. 

A potentially great sales leader, 
Craft-Pak also will encourage sales of 
related items: hand and power tools, 
nails, screws and other hardware, 
paint, ete. It’s a natural for fast turn- 
over with high profits all year “round. 





Four package sizes available: 
Small .. . 6 panels, 44'"x 11.34" x 23 34"... approx 12 sq.ft, 
Medium .6 panels, 14""x 15 34°" x 23 34"".. . approx. 16 sq. ft 
Large .. . S panels, +4" x 23 34°°x 35.34"... approx. 30 sq.ft 
Long... . 6 panels, :46" x 1134x3534"... approx. 18 sq.ft 


4, MASONITE PRESDWOOD te bu word. 
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signifies that Masonite Corporation is the source of the pr oduct. 
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NOT _.. BUT 
JUST SAFETY HASP 7 | 


0 Pel 


PROTECTION 
PROTECTION TOO! 
































Screws “LOCKED-IN” with 
Master Safety Hasp 


with old-fashioned hasps 


an now Master rity 


a ae 
WITH SCREWS 


SAFETY HASP wo. 704 








@ At last! A safety hasp that matches th em xtra heavy, one-piece padlock eye that “rolls with 
strength of Master padlocks. @ Study/ the photo the punch” and can't be knocked out! New recessed 
above and you'll see how far Master has really gone and reinforced screw seatings that protect and con- 
to eliminate one of the weakest links in padlock pro- ceal the screws when hasp is closed. What's more, 
tection and put new “safety” in Safety Hasps. Pow- these hasps are rustproofed with pure cadmium, 
erful new pinless hinge! New wide-ribbed packed complete with screws. The price? 
construction — adding still more strength to Only 29¢ retail! Your jobber has them 
the heavy, hard wrought steel hinge plate! — ask him! 


Make sales faster with 


Colorful new display 
packaging helps 
ho a de | ie S make the sol! 
EVERY ONE AN OUTSTANDING VALUE 


Master Jock Company, Milwaukee, Wis. @ Wold’s Leading Padlock Pe A 
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" Mol“ CS.S AMERICAN FENC wn Ke an any er Vi@NL. 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 

COLUMBIA STEEL COMPANY, SAN FRANCISCO 

TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


AMERICAN FENCE 
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AKE a Careful look at this pic- 
‘ae It shows how a pros- 
perous farm can be built with 
good soil conservation practices, | 
Contour plowing, terracing, 
proper use of slopes for pasture 
all help to save the last six inches 
of top soil that mean success on 
the farm. Note the contour fence 
below the corn strip that keeps 
livestock where it belongs. ) 


Doe Soil Conserwadlion fray off 


Successful farmers are among | 
the nation’s best customers of | 
building supply, hardware and | 
farm equipment dealers. They 
come to your store for everything 
from fence and nails to major ap- 
pliances. That’s why it is impor- 
tant for you to help promote soil 
conservation. Many U-:S°S 
American Fence Dealers are help- 
ing to arrange soil conservation 
meetings in their districts. You 
can get the facts from the booklet. 
“It’s your Top Soil.” Address 
American Fence, 410 Rockefeller 
Building, Cleveland 13, Ohio. 
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The New 505— 


A 1949 PRECISION LAWN 


upholding the High Quality Standard 
of the oldest Lawn Mower Manufacturing Company. 


Sets a New High in 
Performance—Style—Durability 


MOWER 


Years of experimenting and testing in the 
GRANITE STATE factory and in actual 
field have proved 

THE GRANITE STATE MODEL 505 
5 Blade, 17” Cut Lawn Mower to be one 
of the finest ever developed. 


Ask for bulletin 10. 





The New Capitol rrimmer anv eocer 


Another New Member of the GRANITE STATE LINE. 


A fine Outstanding Labor Saving Lawn Aid that does the hardest 
half of the work a whole Lawn Mower only half does. 


We are the 
originators 
of the Com- 
bined Lawn 
Trimming and 
Edging Machine and 
The Capitol 
T. M. Reg. 
is a 1949 version of the 
original — improved, 
developed and stream- 
lined to meet modern 
requirements. 
5 Blades—6” Cut. 
Ask for bulletin 12. 


GRANITE STATE MOWING MACHINE CO. 


HINSDALE NEW HAMPSHIRE 
HIGH GRADE LAWN MOWERS SINCE 1856 
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LIST PRICES 
$146.50 


with std. clutch 


$157.00 


with mercury clutch 
Attachments extra 
Plus Freight. 


¢ 


Spring is months away but that doesn’t —~ 
mean hibernation for the CHOREMASTER. 
Hundreds of dealers display and sell this Ps 
most-wanted garden tractor right through the 
winter months for snow-plowing... have their 
customers all ready for spring lawn care and 
cultivation. Along with the generous profit 
on the tractor, dealers reap extra dollars 
from the sale of attachments for grass and 
weed cutting, plowing, furrowing, seeding. 
hauling, sawing, discing, crop and paint 
spraying. Because the CHOREMASTER is 
an all-season tool, it’s a year-’round seller 
... year round profit-maker! 


AVL 
ZF 
-—/ 
CULTIVATING J J 


ae | 








HOW TO SELL MORE CHOREMASTERS 


Enthusiastic dealers report selling the CHORE- 
MASTER is easy! When home owners find the 
CHOREMASTER, plus a simple, inexpensive 
hitch, converts their present hand mower into an 
effortless power mower... they’re sold! 


CHOREMASTER SELLS FasTER! 


Be 
| 






a 









because... 







1, One-wheel tractor does more jobs ~ 
better. 


Backed by national promotion unequalled in the field, the CHOREMASTER * ; oer P : 
is fast becoming the leader, both as a garden tractor and as a power mower. e oe Caen, seg aay ag pe x 
In the next year, millions of impressions will be made on readers of leading “ ee ee 4 
magazines such as Better Homes and Gardens, House and Garden, House ( 3. Light, rugged and powerful. sy 
Beautiful, Popular Science, Country Gentlemen, Successful Farming, Pro- 4, Year-’round tractor for all season a 
gressive Farmer and others. » aie ae 

WRITE FOR FRANCHISE INFORMATION §, Many inexpensive attachments. : 


You'll want to get your share of the business being generated by CHORE- 6 
MASTER. There are still a few dealer franchises available. Write, wire or hh 
phone today for details. 


Made by Special Products Division 


The LODGE & SHIPLEY Co. 
828-2 Evans Street Cincinnati 4, Ohio 


Easier to handle, most economical to 
run. : 


7, Made by Lodge & Shipley. 
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e This sturdy, permanent, all-metal floor 

ae display is tree with an initial order for 

Rit 5 cases of Sandee Feather-Lite Co- 

‘ Polymer Garden Hose. It displays 6 - 

re 50 foot lengths and stores 6 more. 

Occupies surprisingly little floor space, 

yet quickly catches the eyes and the 
aa j dollars of gardeners. 


Manica Ve itihams 


- | HOw Ee) 
"| MAKE MORE MONEY 
ON 


GARDEN HOSE 





ere’s the one sure-fire method for getting the lion’s share of the profitable garden 

hose business .. make the Sandee all-metal floor display your garden hose 
department. Put it out front where all customers can readily see it. Let the colorful, 
good-looking Sandee Feather-Lite Hose attract your trade. This tested, proved sales- 
maker does just about everything a clerk can do except wrap the package and make 
the change! See how very much more hose you'll sell . . and how much more money 
you'll make! Here’s “the finest hose you can buy”..GUARANTEED by the “world’s 
largest custom extruders of Plastics ’as well as by “Good Housekeeping Magazine”’. 











MiB ES ° 
Order from your jobber now. 
STER ot OR RtfuND oF 
ed $’Guara ed by © 
fe Nationally advertised with \arge size advertisements in Good Housekeeping 
‘ season, in BETTER HOMES AND GARDENS and GOOD HOUSEKEEPING £0745 apveangtn WEE 
jobs $ Magazines. Free cuts and literature for local tie-in advertising available. 
SAA ES RE? SES EMT AT EY ES. Re we, AFIS ee aoe ee 


WORLD'S LARGEST CUSTOM EXTRVUSGERS OF PLASTICS (| 


—_—_—_—_—_—— eee 
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Sell Them om 5S. 


one Advantages... 
Product of Secret Formula 


SMOOTH --- spreads on easily; no lumps, no oily mess! ... 
can be painted immediately after application . . . PER- 
MANENTLY E-L-A-S-T-I-C; never gets rock-hard; won't 
chip, crack or crumble in service. 


Give your customers—home handymen 
and contractors —a break! 


One-Pound Container shown, 
also packed in 2, 5, Steer them AWAY from hard-to-han- 


10-Ib. and larg- : ¥ dle, short-lived putty for new glazing 
er containers. pa % and repair jobs on wood or metal sash. 


Switch them to Armstrong’s **33” 
E-L-A-S-T-I-C Glazing Compound — 
and believe us, you’ll make many friends. 


33” is miles ahead — actually fun 
to work with! Unlike putty, when ap- 
plied it “STAYS PUT” — you can paint 
over it without waiting. 





But that’s only half the Armstrong 
story! Unlike putty “33” never gets 
rock-hard, It stays E-L-A-S-T-I-C .. 
keeps the bond between sash and glass 
UNBROKEN through many years of 
weathering — no cracking, chipping 
or crumbling. 


Yes, here’s a product EVERYONE 
likes. You can well afford to feature it. 
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dd hee 
.., Instead of cen Putty 


National Advertising 
. Starts Next Month! 


Starting next month seven leading national maga- 
zines will carry the story of Armstrong’s “33” 
E-L-A-S-T-I-C Glazing Compound to 8,000,000 
homes, and to contractors. Soon you will have 


many calls for this superior, but inexpensive 
product. 


ORDER FROM YOUR JOBBER Coc’ 


Stock *33,” and profit locally from our national publicity pro- 
gram. Your jobber carries “33” Glazing Compound or can get 
it for you promptly — or place your order et 
directly with our nearest office (Chicago 9, 

Detroit 17, Dallas 1). 





POINT-OF-SALE DISPLAY 


One-pound “33” containers come packed 
in attractive display cartons (24 per 
carton). Prominently placed on one of 
your counters, surprising how much 
“33" this display will sell. 


Please send me FREE 1-lb. sample of your ‘t33”’ E-L-A-S-T-I-C Glazing 
Compound. 





KINDLY GIVE US NAME AND ADDRESS OF YOUR FAVORITE JOBBER 


NAME 





STREET ADDRESS 





CITY. 
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The many loyal 
friends we have won 
is ample proof that 
Pitegoff quality 
brushes have served 
them faithfully. 
Around the calendar 
for 1949 we look 
forward to your 
continued loyalty. 




















PITEGOFF BROTHERS, Inc. 


320 VAN BUREN STREET 


Inquire of your Jobber or Dealer 








SEND FOR OUR 
NEW 
CATALOGUE 










BROOKLYN 21, N. Y. 


Makers of Quality Brushes for Two Generations 
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IT’S THE NATION-WIDE 
FAVORITE AND THE BEST 
SELLER EVERYWHERE... 


\) 
745 adventistd WES 


THE { ALUMINUM PAlyr7 
rat DOES THE ENTIRE op 


Your customers deserve the best — 
and the one best in aluminum paint 
is SHEFFIELD “SUPER-KROME !” 


Guat check these features 


* One Coat Covers Everything 
For Exterior or Interior Use 
Heat Resisting 
For Wood, Brick or Metal 
Perfect for Undercoating 
Flows on Satin Smooth 
Will Not Lose its Brilliancy 
Ready Mixed—Ready To Use 


7 No need to stock 3, 4, 5 or more 
ANNAN 


SSA grades of aluminum paint, when 
1} ANN SUPER-KROME alone does the job — 
We and does it BETTER! Your customers 
depend on you — justify their confi- 
dence by giving them’top quality that 
they'll come back for again and again! 
A Write Today for further particulars 
> -<\ and a catalog of the 40 other Sheffield 
=< @ fast sellers, as well as the dealer helps 
Sheffield offers. Window and counter 
displays, window streamers, news- 
paper mats, envelope enclosures, — 

Write Department HA. 





ShetticldZeonge f 


PAINT CORPORATION & 
CLEVELAND 19, OHIO 













2 
RECOMMEND 
POL-MER-IK BOILED 


Supertreated Pol-mer-ik Boiled 

Linseed Oil contains the quality 

driers to assure proper drying 
we 


SEND FOR THIS 


ARCHER-DANIELS-MIDLAND CO. 
684 Roanoke Building * Minneapolis, Minnesota 


Please send me your new profit-producing 
sales builder for use by my cash register. 


Name 
Address 
a State 


We purchase our oil from 





have 


SUBSTITUTES 


When you ask for a 
trade-marked product 


u get it! . 
YI 


sae POLMERIK 


A HANDY ITEM IN EVERY HOME 


FREE SALES te 





@ Take your linseed oil sales out of the small profit class! 
For example, retailers everywhere are making over 30 % on sales 
by featuring the fast-selling quart size at 99¢ to $1.15...a 
better gross profit than on the usual paint or hardware item. 

Pol-mer-ik is supertreated to produce a better looking, longer 
lasting paint job. It deserves and gets a better price. Available 
in both raw and boiled, packed in handy, attractive, easy-to-sell, 
pint, quart, gallon and 5-gallon containers. 

Do as thousands of successful retailers are doing. Send for 
this attractive, profit-producing sales builder. Put it next to 
your cash register. Enjoy real profits on your linseed sales. 


Polmerik 


100% PURE LINSEED OIL 


EXTRA QUALITY 
DESERVES A BETTER PRICE 
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A NEW LINE OF PACKAGED BATHROOM ACCESSORIES... 





chon 


LETONE 





See how easy it is to 
store packaged Style- 
chrome bathroom acces- 
sories. 





heel a 
Here's a new line of bathroom accessories that — ae , ea) 
meets the exacting demands of you and your customers. > ie 
Style-chrome by Tiletone—Beautifully designed, wrought 
and forged of enduring brass, nickel plated for protection 
and then brilliantly plated with sparkling, lustrous, lasting 
chrome. 


PACKAGED FOR GREATER CONVENIENCE... 


Packaging means a saving of time and correct filling 
of orders. Every accessory is packed complete with screws, 
backplate and instruction sheet. And all at no extra cost— 
yes, Style-chrome packaging offers you these four advantages: 

1. Easy to find—reduces error 

2. Better display—eye appeal 

3. Easy to store 

4. Protected against damage 

Tiletone also offers a complete line of Ceramic bath- 
room accessories in white or black finish. 

Look for our booth at the Hardware and Builder 
Supply Shows. 





Partial list of other Tiletone Bathroom Accessories . . . 


Paper Holder— Aluminum Roll Round Towel Bar Please send me my free copy of your 


a ane ico a catalog—Style-chrome Bathroom Acces- 
Square Towel Bar Tumbler Holder sories by Tiletone— H.A. 


Soap Holder and-Grab Bar 


° TILETONE COMPANY 


2323 Wayne Avenue, Chicago 14, Illinois 
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Neat, complete Acme Paint department helps to 
systematize selling and foster impulse sales. Re- 
You don’t have to have a gigantic store to suc- lated items for painting and repairs move fast 
ceed with the Acme Paint Program! The Gilbert- when displayed with Acme Paints! 

son Hardware, East Stanwood, Washington, is no 
bigger than the stores of thousands of Acme 
dealers who have “‘cleaned up’”’ with the Acme 
Paint Program. 
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GILBERTS ARE 
EAST oon A 
STANWOOop, was 





Sells $4,800 Worth of 
Paint in Only 7 Months 





me Whit 
8250 st © Lead ~ Color Works 


Petros Avie Avonsa 































HE P ~SELLI RECORD of the Prais ° 
phase AINT-S NG RD ucts, “ram SPprectat; Por tunt ty to ex 
Gilbertson Hardware, of East Stan- industry and 2*, COmmunt ty. the te, Qang, FOU some 
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’ g ’ . ; p through Morse Hara ©P and dai ry Pond orld Seed 
of how dealers can cash in with the of there®s and wither? Company n 
Mai i wi? Salesman, pin? Utstangie’ Acme dt 
Acme Main Street America Program. “ e nding efforts aii tor tn 
d yo and attent 
fon 








You'll find the full story on this page, 
in a letter written by Proprietor Otto 
Gilbertson. 


ative, 









NOTE THAT THIS DEALER more than 
doubled his paint sales with the Acme 
Quality Paint line, in slightly more 





your y 









: ery fi 
than 7 months. Is this record unusual? Pca * aoa 
ely h 
NOT WITH THE ACME LINE! * Ope it @surable 
increascortain that NCreased, ealers, 
DEALER AFTER ACME DEALER—from ® with the Ache gheint business 
TY w 





PRODUCTS "122 Continue to 






coast to coast, in village and city, with 
: small businesses and large—has a 
‘ similar story to tell. In every section 





Yours very truiy 
a» 








of the country, the Acme “‘package’”’ Otto CLlberts, 
. n, 
a deal for selling paint has gone over Prop. 














big! The best proof of this is that of 
all the dealers who bought such a 
deal, more than 86% have reordered! 


ACME WHITE LEAD & COLOR WORKS DON’T COME LATE! 


Detroit 11, Michigan 

THE ACME PROGRAM HELPS YOU SELL PAINT 
LOTS OF IT—IN RECORD TIME! You 

wouldn’t want to get “left’’ on a good thing 

like this, would you? 


WRITE, PHONE OR WIRE 


YOUR ACME DISTRIBUTOR or Acme White 
Lead and Color Works, Detroit, Michigan, 

today for full details on the paint-selling, 

volume-building Acme Paint Program! 





QUALITY PAINTS 





HARDWARE AGE, FEBRUARY 10, 1949 














LONG PROFITS 


and 


CONTENTED CUSTOMERS 


Sell these items 
To HOME-OWNERS: 





FOR RENEWING FOR MIXING 
ASBESTOS CONCRETE 
\ SHINGLES HYDROXIN. An integral liquid na_naa= 











ATBESTOLLITE | 


ASBESTOS-LITE is a com- 
pound for restoring old, 
weather beaten shingles. 
Applied either by brush or 
spray. It leaves a durable 
rock like surface that is 


completely weatherproof. 





compound to be used in the 
making of water repellant con- 
crete. Mixed with cement it 
speeds up hardening. . . . Resists 
freezing until setting takes place. 
. The result is that concrete is 
more dense, water tight and will 
not scale chip. 
Ideal for cement-plaster, mortar, 
dustless floor finish, control of 
water seepage, grout work and 
all concrete work. 


“HY ll 


NTA usm cera Ve 


FUR 
+ AGH TTRENE TEE 
+ WOTER BPEL - 
+ WN FREEING - 
+ MEALORATEN BRAUN » 
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for Water Seepage 
In Porous 


PROTECTS 
peAuTIFE 


WHITE e¢ GRAY 





FOR CONTROLLING 


For the farmer or city home 
owner with the problem 
of moisture penetration 


or stopping water seepage 


thru porous masonry Kay- | 


Tite is in a class by itself. 
Can be applied easily with 
brush or spray. 


BRICK RED © ROSE e 





CREAM «¢ BUFF e 


WATER SEEPAGE 
KAY-TITE PRIMER. This 


compound conditions non- 
porous surfaces so that reg- 
ular KAY-TITE may then 
be applied. This primer 
adheres to any painted or 


unpainted surface. 


IN 8 COLORS 


KAY-TITE HAS GIVEN MORE THAN 


SPANISH BUFF 





GREEN & BLUE 


20 YEARS OF SATISFACTORY PERFORMANCE 


At Your Wholesalers or Write 





WEST ORANGE, NEW JERSEY 


KAY-TITE COMPANY 
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Vibro -rprayer 


Pat. Applied For 





A self-contained, one unit electric 
sprayer. Weighs only 2 Ibs... . 
for one-hand operation. To be 
nationally advertised to millions of 
prospects. FREE DISPLAY AND 
LITERATURE WITH EVERY SHIP- 
MENT. 


THERE’S A 


It’s your dream of a really hot money-maker 
come true! The handy Burgess Vibro-Sprayer 
is so easy to use and priced so low millions 
of people can afford one. Anyone who has 
ever painted furniture, waxed a floor, touched 
up a car fender or mothproofed clothing is a 
prospect! 


ee 


vow-priced oloet’ 





Exclusive nozzle 
gives smooth, 
even results! 


Built-in-head o 
motor and 
compression unit! 


Efficient 


strainer filters 








: 





Large 25 oz. 
mason-type jar! 





Never has there been anything like it! No 
motors, compressors, hose, or extras of any 
kind. Just plug into any 110 volt A.C. socket 
and spray household enamel, lacquer, var- 
nish, shellac, light oils, insecticides! And, 
remember . . . you get a long, satisfying 
profit on every quick sale. 


Order Now For Spring Delivery! 


BURGESS BATTERY COMPANY 


Handicraft Division 
Copr. Burgess Battery Company 
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Lake Zurich, Illinois 


point sprayer 


Handy, finger- 
tip control! 


Simple spray 
adjustment 
screw! 


Just plug 8' cord 
into any 110 volt 
A.C. socket 
and spray! 

















W-I-D-E O-P-E-N MARKET FOR BURGESS VIBRO-SPRAYER 


>. 


Xrae 


Call your jobber or 
write for catalog and 
price sheet. 
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Your Factory 


Ref resentallves 


1. George F. Carr Company 
317 Temple Bar Building 
Cincinnati, Ohio 


2. R. H. Gaebler Company 
4060 W. Pine Boulevard 
St. Louis, Missouri 


3. P. Jj. Halter 
232 Mt. Vernon Avenue 
Rochester, New York 


4. The Jeff A. Hedden Company 
158 Picdmont Avenuc 
Atlanta, Georgia 


5. A. O. Holbrook Distributing Co. 
21246 W. Seven Mile Rd., 
At Westbrook 
Detroit 19, Michigan 


6. Hollabaugh-Pacher G Associates 
930 S. E. Oak Street 
Portland, Oregon 
1016 First Avenue South 
Seattle 4, Washington 


7. M. J. Hirschfield 
40 Longwood Avenue 
Brookline, Massachusetts 


8. A. E. Judd Company 
2716 North Broadway 
Los Angeles 31, California 


9. John Petty Company 
64 Wall Street 
New York, New Yotk 


10. William Propst 
2566 Kemper Road 
Cleveland, Ohio 


11. F. W. Sieffert Company 
1215 N. Branch Street 
Chicago Illinois 


12. Edwin B. Smith G Associates 
44 McLea Court 
San Francisco, California 
G. M. Estep 
Edwin B. Smith G Associates 
524 Mining Exchange Building 
Denver, Colorado 


13. Walter C. Watts 
416 Santa Clara 
San Antonio, Texas 


14. J. W. Worthington 
401 North Broad Street 
Philadelphia, Pennsylvania 
Ted Barto 

J. W Worthington 

2301 N. Charles Street 
Baltimore, Maryland 
























Lona Va WW LUla Vohall Si icmmerey 1 -)-V\ Bb 4 


NEWNAN, GEORGIA 
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Can YOU 
resist the 

temptation, 
Mister ? 


‘ 
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Don’t let customers talk 
you into it. 


Never sell the accessories 
off of your Gerity board. 





Better to keep a good 
stock of Lifetime Chrome on 
hand. 


write today for we 
| complete catalog and 

price list on 
Lifetime Chrome 





P.S. The Gerity medicine 
cabinet, too, offers top quality 
for top sales power. Perfect 
image mirror. Full length, chrome 
plated, piano type hinge. 

One piece construction. 
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and, Mister, if you don’t have a board at all... 


Hard-selling display boards for wall, 
counter, window. 


Supported by national advertising. 
Complete line of bathroom accessories. 


Smartly modern designs with all the 
screws concealed. 

Tougher, heavier chrome that won't 
flake or wear off. 

Quicker, better installation with self- 
centering backplate. 








Gerity- 
Michigan 


CORPORATION 
ADRIAN, MICH. 
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—for vital hospital services 


Among the great institutions of mercy there are 


few that can surpass the renowned Los Angeles 
County Hospital in beauty and utility. In it, as in 
many other modern hospitals, everything that pro- 
motes the health and comfort and sustains the life of 
ill humanity, has been incorporated. 

Primary and vital in the operation of this hospital 
is the maze of steel piping that transmits water, 
heat, steam, electricity, chemicals, and compressed 
air to implement the ministrations of the ‘“‘men and 
women in white.” 

In the selection of materials and equipment for 
such services . . . where only the most suitable is 


COMMITTEE ON STEEL PIPE RESEARCH 


good enough ... it is not surprising that stee/ pipe 
is the first choice! Architects, engineers, and con- 
tractors know, from more than half a century of satis- 
factory experience, that steel pipe combines the 
qualities of serviceability, durability, adaptability, 
and economy. 

The fact that the overwhelming predominance of 
pipe used for plumbing and heating purposes is stee/ 
pipe, proves conclusively that stee/ pipe is first 
choice! 


The interesting story of ‘Pipe in American Life” 
sent upon request. 


OF AMERICAN IRON AND STEEL INSTITUTE 
350 Fifth Ave., New York, N. Y. 
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Distinctive Hardware... 
All From 


[Source 
THY LOCh COMPANY 


Rockford, Illinois «© Merchant Sales Division 





a hU.klCU __ 
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ex 


for greater sales!| 





AMERICAN BEAUTY ROD 
NOW with the exclusive THIMBLE TIP* 


* Judd’s famous patented built-in thimble-tip that won’t snag curtains 


. . slides into curtains more quickly, easily than ordinary rods. 


The same exclusive, wanted feature that “sold” so many women on 
Judd’s higher-priced rod—now available in Judd’s American Beauty 


Rod at no increase in cost! 


Show it to all your curtain-rod customers. 
For every window in the house. 


Volume sales obtained readily and easily. 


Single Rod #19341 
Double Rod #19342 


IVORY FINISH. 28°’ TO 48’ EXTENSION. - ORDER NOW FOR IMMEDIATE DELIVERY. 
| | | | makes hardware fer housewmt(ves 
H.L. COMPANY,WALLINGFORD, CONN. 
87 Chambers Street, New York 7, New York 
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STEEL 
KITCHEN CAGINET 
INSTITUTE 


LAP eNn TTD 18a 
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A PARTIAL 
LIST OF 


LYON 


PRODUCTS 








Shelving itchen Cabinets Filing Cabinet Storage Cabinets ¢ Conveyors ® Tool Stands e Flat Drawer Files 
Weld 4-343 dis Equipment Cabinet Benches t e e Shop Boxes @ Service Carts c rays @ Tool Boxes 
Wood V/orking Benches Cabinets medic ilate Mm @ulelia; W « e e Bor Racks © Hopper Bins s . rting Files 


Economy Locker Racks W ¢ 3 Drawing Tables Yrawer Uni @ Bin Units e Parts Cases @lroning Tables 
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‘*Sell’’ Easier, Faster . . 


of sales appeal. Yes. consumer-preference is up/!- 
yours are the extra profits resulting from faster. 
sales of Lowe Brothers products! 





LOWE BROTHERS STYLE-TESTED PAINTS 
More Profitably 


Current sales records prove that Style-Tested Colors have 
given famous, Lowe Brothers Paints a great new margin 


easier 











And 





Style Toited 
MELLO-GLOSS 


(famous semi-gloss wall and woodwork finish) 


has a selling edge that gives 
you a profit edge! 


Sales records from Lowe Brothers dealerships every- 
where are showing a fast-climbing consumer-prefer- 
Fact is, famous Mello-Gloss has a real 
over conventional shelf-weary wall and 
Mello-Gloss incorporates all the 
customer-wanted features: Its Style-Tested! One 
coat covers! Extra long wearing! Retains original 
beauty after repeated w ashings! These are but a few 
of the standout features which add up to a big Mello- 
Gloss “selling edge”—and big Mello-Gloss profits for 
Lowe Brothers dealerships everywhere. 


ence today. 
“selling edge” 
woodwork paints. 
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Every product in the Lowe Brothers line has all the 
features your customers look for in the finishes they 
buy today. Remember, when consumers make a 
painting investment now they want to be sure—color 
sure, quality sure. They’ve been quick to learn that 
they can always count on Lowe Brothers. And that 
is why you can count on more volume, bigger profits 
with fast moving Loewe Brothers stock. Write, phone 
or wife today for complete agency details. 


THE LOWE BROTHERS COMPANY *® DAYTON 2, OHIO 





=) Powerful sales helps and consistent ad- 
i = vertising backs Lowe Brothers products 
\\ amg Beton, \* Lowe Brothers products are supported by 
\"2 wont Be the kind of sales helps that pay off! Among 
them are colorful, action-provoking dis- 
plays and literature that tersely tell power- 






x 
Ss 
2S2Z 
ful sales stories. These, and many other helps, plus a 
consistent program of hard hitting ads, build extra 
store traffic and profits for every Lowe Brothers dealer. 





HARDWARE AGE, FEBRUARY 10, 1949 








Ac 
of mi 


T 
cludes e 
the brick 
er, cem 
other tre 
tools hay 
ing choi 
for 64 
line for 


a 
DEAL! 


G 
to deale 
to offer 
dealer d 


® 


HARDWA 





id 


all the 
Ss they 
ake a 

color 
n that 
d that 
profits 
phone 


, OHIO 





D, 1949 








A complete line 
of mason tools and 
supplies 


The Goldblatt line in- 
cludes everything needed by 
the bricklayer, mason, plaster- 
er, cement finisher, and all 
other trowel trades. Goldblatt 
tools have been the outstand- 
ing choice of these tradesmen 
for 64 years—are an easy 
line for dealers to sell. 


ATTRACTIVE 
DEALER DISCOUNTS 


Goldblatt sells direct 
to dealers —is therefore able 
to offer especially attractive 
dealer discounts. 









is to Silver 


Goldblatt TOOLS 


v¥ balanced better, 4 more comfortable, 

~¥ forged stronger, ¥ shop tested, and guaranteed, 
¥ lighter in weight ¥ time savers, 

vy wear longer, V¥ work savers— 


YOU are assured of... 


FASTER TURNOVER SATISFIED CUSTOMERS 
GREATER PROFITS REPEAT SALES 


we 


Send Today for FREE Catalog 


Write for your copy of Goldblatt's illustrated cata- 
log describing the largest and most complete line 
of masonry tools and supplies. 


- er oe — 
i ee 4 





Goldblatt Tool Company 
1524 Walnut Street Kansas City 8, Missouri 


bi Re “ eee 


FIRST CHOICE OF THE TRADE FOR 64 YEARS 
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REED & PRINCE RECESSED-HEAD SCREWS 


Whreche: auto-race driving or screw-driving — 
you waste time and speed when you have to change 
drivers! When you use the Reed & Prince ONE 
DRIVER method, you do not need to change drivers 
for varying screw sizes. There is no fumbling, no 
shifting, no wasting time. Remember, ONE Reed & 
Prince driver fits ALL Reed & Prince recessed head 
screws and bolts. Good workmen appreciate this fast, 
modern, efficient method — and it shows up to ad- 
vantage on your time sheet. 


REED & PRINCE 


MANUFACTURING CO. 
CHICAGO, ILL. WORCESTER, MASS. 



























MANUFACTURING 
Recessed and Slotted 
Wood Screws Sheet Metal Screws 


Machine Screws Stove Bolts 
Also 
Cap Screws Set Screws 
Machine Screw Nuts Wing Nuts 
Rivets and Burrs Rods 
Screw Drivers and Bits 
Specialties 
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No. 100 AUTOMATIC DRILL 


Here’s a sales natural. Hand tools come and go, but the auto- 
matic drill sells on — especially when it’s completely redesigned 
like this colorful, handsome, rugged Millers Falls model. Func- 
tional, too — has the best time-tested features of all Millers 
Falls automatics. Complete with 8 drill points. 





No. 624 DIE CAST ALUMINUM LEVEL 


Finest ever made. Frame is die-cast smooth aluminum finished 
in glossy gray enamel, working faces precisely ground and 
buffed, two level and four plumb vials accurately set in large 
wells to provide best visibility and well protected on both sides 
by solidly set glasses. Four lengths — 18”, 24”, 28’, and 30”. 


i i li 


Nos. 104—%” and 308—%<”’ HAND DRILLS 


Something new has been added — a new %” enclosed gear 
hand drill No. 308. Its drive gear is no ordinary die-casting, 
but machine-cut cast iron, to mesh cleanly and smoothly with 
the machine-cut steel pinion. Packed with other sales features, 
too. Both complete with 8 drill points. 


No. 300 HACKSAW FRAME 


New, different, and saleable! Lever action cam mechanism 
gives greater, more uniform tension, longer blade life, faster 
blade changes. Frame finished in gleaming nickel-plate, with 
an eye-catching red handle of unbreakable, resilient plastic, 
molded on! Complete with one long-lasting 10” Millers Falls 
“Tuf-Flex’’® blade. 


Fine new tools like these can make the hardware business pleasant—and 
profitable. Their quality is typical of what your customers expect in 
Millers Falls tools . . . and they’re packed with eye appeal — sales appeal 
— as well. Display them prominently and let your customers sell them- 
selves! But first, be prepared—get a good stock. 


MILLERS FALLS COMPANY, GREENFIELD, MASSACHUSETTS 


Millers Falls Tools 
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MILLERS FALLS 
TOOLS 
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ONE PAGE SELLS THE STORY 
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NOW IS THE TIME TO 
torr > WRITE, WIRE OR CALL YOUR JOBBER. 


REO DELUXE TRIMALAW 
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33,000,000 COLOR PAGES 


TELL THE STORY 
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Reo DeLuxe Trimalawn 21” and 
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i ae 25"cut. 1% hp 4-cycle Reo engine. 
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ewe wheels that ride The Name You Know” will be still better known to millions 






of lawn mower prospects throughout the coming season. 
33,000,000 FULL-PAGE FOUR-COLOR ADVERTISEMENTS 
in America’s best selling magazines will attract the attention 
of every lawn owner in your community. They can’t miss seeing — 
these dominating, different Reo sales messa . i 
Reo is today’s Best Buy in Power 

know Reo is 0 name fesioue Se de 


on cut grass only. 
Snow Plow attach- 












ment optional. 










lawn mower history, backing up 
you can sell. Get set for the Reo 
be heading your way! 


Be ready to go with Reo: \ Vir 
Decal, National Ad Reprints, R 


paper Ads, Envelope Stuffers, 
“What You Should Know About 






















LAWN MOWER DIVISION 
















_—_ REO MOTORS, INC. 

‘ LANSING 20, MICHIGAN 

ae NOISELESS HAND MOWER... RE  @ 
0, 1949 
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“CRESCENT” is our trade-mark registered in the United States and 
foreign countries for wrenches and other tools. ‘’Crescent’’ tools CRESCENT TOOLS 
are made only by Crescént Tool Company of Jamestown, 


N. Y., and are sold by leading distributors everywhere. lo 
, 
f/ 
Z 


7 


CRESCENT TOOL COMPANY 


Jamestown, N.Y. 
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HOW TRUE! 


Trueness is all-important in the screw fas- 
tenings you offer your customers. For 
replacement needs especially, consistent 
accuracy in dimension, thread and concen- 
tricity is essential. * 

The unvarying precision fit of “Safety 
Plus” Products in quantities of tens or mil- 
lions means that every one will be satis- 
factory for any fabricating or replacement 
job for which it is purchased. Their greater 
tensile strength assures a better fastening 
job every time. 

Sturdily packaged in clearly marked 
boxes, they are available in a wide range 
of sizes and styles to meet every consumer 
demand. Have your customers find out how 
true it is that the trueness and strength of 
Chicago “Safety Plus” Socket Screws make 
them best in every way for every purpose. 


ad * 

Chicago Safety Plus” Products Include: 
Socket Head Cap Screws * Socket Set Screws * Strip- 
per Bolts or Shoulder Screws * Square Head Dog 
Point Set Screws * Socket Pipe Plugs * Keys for 
**SAFETY PLUS"’ Socket Products * Hexagon Head Cap 
Screws, Steel and Brass * Square Head Cup Point Set 
Screws * Headless Set Screws °* Fillister Head Cap 
Screws * Flat Head Cap Screws * Taper Pins * Milled 
Studs °* Semi-Finished Hexagon Nuts, Steel and 
Brass °* Semi-Finished Hexagon Castellated Nuts. 


Ask for “CHICAGO” products when ordering from 
your hardware distributor. 
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They are good bolts. 


identified by the attractive 
red-and-white Bethlehem label. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM BOLTS 


Your customers will like them. 
So stock up on Bethlehem Bolts 
— the popular, easy-to-sell brand 


Bethlehem Bolts are made from a tough grade 
of steel. They've got the straight shanks, 
smooth threads and easy-to-grip heads 
which are so much in demand. They come in 
more than 800 different diameters, lengths 
and types, making it relatively easy 
to meet the varied needs of your customers. 
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FAT PROFITS 
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Only BALANSAW combines the two features you want— 
Balance and Visibility. With Balansaw, the weight helps 
do the work instead of dragging on your wrist. And you 


sight this saw right on the line you're cutting; an internal - 


blower clears the cut of sawdust. Users call it the world’s 
sweetest operating saw, and so will you! 

Finest Construction! READ: 6-in. combination blade, 1% 
in. in the wood. Blades for flooring and transite available. 
Steel base adjusts instantly for depth of cut. Die cast alumi- 
num alloy frame. Automatic safety guard. Heavy duty 
switch. Precision alloy steel worm, navy bronze gear. 
Impeller-cooled. Anti-friction N.D. ball and roller bear- 
ings. 12-in. overall, wgt., 11 Ibs. Try BALANSAW at 
dealer's or mail coupon. You'll agree it’s the easiest, surest 
saw you ever used! 


- 
. CUMMINS PORTABLE TOOLS DIV. 
Cummins Business Machines Corp. 





NOT THIS: 


Pn £ 
Unbalanced. Breaks Your Wrist 
NOT THIS: Ral 
Somewhat 
Balanced. 4 
But You 
Can't See 
Youre Doing 
INSTEAD: 
/ — 
Visit ility / 
EASY ON THE WRIST) 





4740 No. Ravenswood Ave., Chicago 40, Ill., Dept. No. 3 


Gentlemen: At no obligation send me details on the big Balansaw discounts 


and sales aids. 
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here's a McKay Chain 
for Every Use 


for Farm... 






he 


- Cow Ties - Trace Chains = Well 
Chains - Stage Trace Chains - 
Stretcher Chains - Halter Chains 
- Wagon Chains - Breast Chains 
- Tie-out Chains - and many 
others. 


for Home... 


The wide selection of chain available to you is the secret of 
more sales for McKay “Engineered” Chain. This selection enables 
you to fill every customer request for chain used in farm, home, 
shop and factory. 








When you handle McKay “Engineered” Chain, you can sell 
your customers with the confidence that you are giving them good 
chain—made in the most modern chain manufacturing plant in 
the country with equipment that is specially designed by McKay 
Engineers. 


- Twist Link Machine Chain - 
Victor Pattern Coil Chain 
Sash Chain - Repair Links - Tow 
Chains - Tire Chains - Jack 
Chains - and many others. 


for Shop... 





Tell your McKay jobber or representative the types of chain 
that are best sellers in your area and let him show you how you can 
sell more chain, more profitably, and with less effort when you 
handle the McKay “Engineered” Chain line. 





- McK-Alloy Chain - Hi-Test 
Chain - Sling Chain - Proof Coil 
Chain - Iron Dredge Chain 
Steel Shovel Hoisting Chain 
and many others. ) 


WELDING ELECTRODES . COMMERCIAL CHAINS ... TIRE CHAINS : : Divi: 
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Write for descriptive literature on the 
Power Master and the fine line of Worces- 
ter 1949 hand mowers. 


*Model!l 850 available with lightweight, 
compact, efficient “‘Power Products’’ 
engine at $99.85, retail, F.O. B. Factory. 


WORCESTER LAWN MOWER COMPANY 
Division of Savage Arms Corporation Dept. AG-1 
CHICOPEE FALLS, MASSACHUSETTS, U. S. A. 
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IN 
NATIONAL 
MAGAZINES / 


& Powered with world famous,dependable, 
oa © W ~ ie M A Ss T E R heavy-duty Briggs & Stratton engine. 


y 


onto AND co, 
IN 
LEADING 
‘NEWSPAPERS 
ALL 
OVER 
THE 
COUNTRY 


Y, 
/ 






















AT ONLY *119 © 


RETAIL F.0.B. FACTORY 








Eye appeal ... price appeal . . . volume. 
You get all three when you feature the 1949 
Worcester Power Master. We’re telling your 
customers about the new, reduced prices with 
26,976,737 messages : : . concentrated this 
spring in the magazines and newspapers that 
penetrate big towns, small towns, your town. 
Everything’s here to make this the greatest 
mower year. Get your share. See a Worcester 

jobber now. read 
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Put them all together 


New Monogrammed Hostess Set 
by LIBBEY GLASS! 


@ Just put a display of these dramatically personalized glasses on 
your counter and watch them spell profits .. . profits . . . profits! 
Wonderful to own and wonderful for gifts . . . they’re styled by 
designer Freda Diamond to blend with traditional or modern décor. 
Each lovely satin-etched initial is wreathed in 22K gold... rims are 
22K gold banded. Bases are heavy, capacity 11 oz. They’re backed 
by Libbey’s guarantee: “‘A new glass if the ‘Safedge’ ever chips.”’ 
The Monogrammed Hostess Set will be introduced to your cus- 
tomers in the March House BEAUTIFUL! Minimum 96 
set original order, based on social security initial 
breakdown, gives you balanced assortment. Re- 
orders can be assorted as needed. Write, phone 
or wire your nearest Libbey branch office or 
Libbey Glass now for 12-page Monogrammed 
Hostess Set Brochure with complete details. 








ist ilps soa tha tt tise 














Set of 8 only $3.00*... comes beauti- 
fully prepacked in its own distinctive 
emerald and gold gift carton. 

*Slightly higherin the West and South. 


' 
)) pix 5 


eet, 
ake nee 


- - 


seine WOSTESS GUASSWARE le 

Free eye-catching display unit is 
only one of the merchandising aids de- 
signed to help the new Monogrammed 
Hostess Set spell PROFITS for you! 
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3 Libbey Glats, Division of Owensillinels Gloss Company, Toledo |, Ohi 
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GET MY 
$18 PROFIT PACKAGE 


YOUR COST ‘30.00 
-SELLS FOR *48.00 


PACKS MORE PROFITS, MORE SALES 















For limited time. Quantity limited. First come, first served. Package you 
' get for $30.00 contains 12 fast-selling nationally advertised Sentinel clocks, 
with display material, illustrated below. Nets you $18.00 profit—fast! 





yok WISE y 4 Cost to you = Sell for 


4 Liberator 8-day Alarms $11.24 $18.00 


4 Prince 1-day Alarms 
(3 plain and 1 radium) 9.38 15.00 


4 Princess 1-day Alarms 
(3 plain and 1 radium) 9.38 15.00 



















$30.00 $48.00 


YOU GET FREE 


(A) Counter Display Piece 
(B) individual Clock Display Cards 
(C) Colorful Folders 
(D) Trademark Display Card 


DFITS 


1uti- 
tive 


Chocks and Ulatehes 





PRINCESS: Smart, miniature 1-day Alarm, 3%” square. Ivory baked enamel case, brass plated bezel and 
hands, single wind for time and alarm. Retail—1D-0-13 Plain Dial, $3.50.1D-0-15 Radium Dial, $4.50. 





PRINCE: Round, miniature Alarm. Ivory baked enamel case, modern satin brass plated airflow base, 
single wind for time and alarm. Retail —1D-0-16 Plain Dial, $3.50. 1D-0-17 Radium Dial, $4.50. 


LIBERATOR: The great Sentinel 8-day Alarm. Gleaming ivory baked enamel case, brass plated bezel. 
Very beautiful hands and dial, watch-type escapement, clear bell alarm. Retail—8D-182, $4.50. 

















; — ee ee oe ee oe aan enw = = = —_—— wee ew ewe NK Ow EM NK NM ee -——-—-_-fFFe- = -——_ = 
it is : 
~ To My Sentinel Distributor ; 
mec 
you! Ship me______Profit Packages at $30.00 each i 

i 

THE E. INGRAHAM COMPANY Name. ; 

Bristol, Connecticut ; 

Established 1831 Address i 

In Canada—Toronto 14, Ontario = ! 

I Prices plus taxes, subject to change— City State ' 

€ slightly higher in Canada EE en ee ee a ae ee ee ee eT J 
HARDWA ’ ’ 
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ALL STAR ; 


CC SLime- ies 
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improve 
hub Ne 
Like the stars whose signatures and endorse 
ments they bear, Globe's baséball gloves are 


the best in the game. You can't do better 
than offer your customers the complete line of 


easy acti 


upright 


Globe quality m rchandise baseball's best % ae ies 
equipment. ‘ , Bakes ‘ : 


Write now for Globe's new illustrated catalog 17 ae wie. a) 
of rel alale ME-Valo MET [aalaalslaey ole] a slate Me lololo cS . £2 4 raw 


to sell 





THE WES 
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] « SINCE the beginning of 1948, 

Columbio has odded many now- 

k W h at § ii h famous features of exclusive 
design and construction, 


( 

















COLUMBIA FLOATING - ACTION 
Spring Fork with trailing hub, 
for velvety rides. 


BUILT-IN KICK STAND that folds 
snugly streamlined when closed. 





THERM-O-MATIC FRAME that com- 
bines greater strength, better 
appearance. 


* *% FIVE STAR SUPERB MOTOBIKE 
x* 







Consider such additional features as full protection chain gua 
improved crank assembly S streamliner headligh! “XQ solid front COLUMBIA PROTECTO*LOCK so soto 


; fx) a that fire and theft coverage 
Bs ; ined # 
5 hub rigid fender braces rivnut-attached rear fenders Si car Re Sota Terra 
fi \) 6 = F : per yeor, 

easy actien seat post binder lock-joint construction of main and ger : 
upright tubes IX new head and crank dust caps @ forward drop- 
| Out rear end ples) end plate attachment of rear fender braces 
*/...and you'll understand why Columbia is still the easiest bike 
to sell—the hardest bike to sell against! 


DUO-TONE BEAUTY with two con 
THE WESTFIELD MANUFACTURING COMPANY, Westfield, Massachusetts trasting tones of either red, 


reen or blue, 
SINCE 1877 .. . AMERICA’S FIRST BICYCLE : 
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Watch for these ads: 

Life—March 28, April 18 

Look—April 26 

Better Homes and Gar- 
dens—April 


Saturday Evening Post— 
April 2 


Listen to the Fred Waring 
Show Thursday nights on 
NBC 


Look for our ads in Sunday 
Supplements, in leading 
newspapers and in Nancy 
Sasser’s Buy-Lines. 


one \ 
pan Qp eecTRIE | 


7 gene 


Biggest, brightest ad campaign ever — starting in March! 


General Electric's tremendous, coast-to- kicks off the campaign, which includes 
coast advertising campaign will pre-sell full-color pages in Life, Look and Better 
families in your neighborhood, bring Homes and Gardens. What’s more, 
crowds of “Brighten-Up Time” custom- “Brighten-Up Time” will be plugged on 
ers into your store! G.E. is pulling out all General Electric’s big network radio 
the stops to tell the “Brighten-Up Time” program —The Fred Waring Show—and 
message good and loud! A 2-page, full- in 81 newspapers all over the country 
color ad in The Saturday Evening Post through the Nancy Sasser column! 
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Sure-fire dealer package reaches new 
high in sales-power! 


Never before a Point-of-s 
~Of-sale package like this! 
Every item helps identify sane wane mer 
". Ties in related items. 


ludes bright iti 
» €XCitin 
pre ped material, like the large card at left ig 
. . 4 : 
re Promotion ideas, dealer tie-in ads and com- 
mercials. Make the most of this nationwide 


advertising Campaign by using ail these Sales 


helps! - 


You can’t miss with a feature item 
like this! 


Mass displays of General Electric’s new 4- 
lamp package have already set new records in 
lamp sales all over the country. As the feature 
item of your “Brighten-Up Time” promotion, 
the 4-lamp package makes the sky the limit 
on increased sales! Easy to display, easy to sell. 
And remember, it sells four lamps instead of one! 


Here's your all-time golden opportunity to line your pockets with profits! 
SO STOCK UP ON THE FULL G-E LINE! Call your G-E distributor today! 
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po “Why do it the hard way? Get an Actionrod!” asin 


@ For more fun out of fishing, it’s Actionrod—the steel 

















rod with /ive action! 

Delicately balanced and tapered, Actionrod’s tip- 
action is responsive to your touch. It’s the perfect rod 
for those long, easy casts—right where you want ’em. 

Look for Actionrod at your favorite sports store. 


It’s the rod with quality you can feel as well as see. 


| ORCHARD INDUSTRIES, INC. DETROIT 5, MICHIGAN 


Complete 
price 
range 











Notched 
Blade Lock 


ACTIONGLAS—Orchard’s great new development in glass 
Available in bait casting and fly rods. $25 to $35. 


Owner's Name 
On Handle 


Wedge -Type 
Ree! Lock 


rods. 


“SOLID STEEL WITH LIVE ACTION” 


d ads appear 
jneS-«e 


Afield 


Actionro 
in these magaz 


Hunting 
Outdoor 
Popular Mecha 


Life ° Outdoorsman 
cs « Popular Science 
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i” OF COURSE IT’S “*e. 


gs oe : “THERMOS” BRAND ? 


; 
is e 
f * 





Yoo CAN SEE the “Thermos” touch in this beautiful jug set — 
and it’s the perfect touch for water service in office or home. 

You'll recognize the “Thermos” styling—the charm and dignity 
—both subtle and. striking in plastic and chromium. And you'll 
find the jug has typical ““Thermos” efficiency—it’s insulated like 
your- Thermos brand vacuum bottle, to keep the water icy-cold. 


Look for ““Thermos” brand jug sets next time you shop. 


,@* 
oe? 


“LOOK FOR THE 


“ TRADE-MARK HEBMDs 


e TRADE-MARK REG VU. 6. PAT. OFF. 
eeoo0@ 


The best haown baad off rncuum ware 


THE AMERICAN THERMOS BOTTLE COMPANY « NORWICH, CONNECTICUT 


Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 
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@ Here's your newest “Thermos” 
advertisement, appearing in the 
February 7 issue of Time, in the 
March 12 issue of The Saturday 
Evening Post. 


You'll find advertising like this 
helps to build confidence in 
Thermos dealers... increases 
your prestige . . . creates good- 
will. And you'll find this stress on an 
old American trade-mark assures 
continued respect for “Thermos” 
brand merchandise. 
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This Typical Display of 


7. 


in a Midwestern Store 

sold per sq. ft. 

against a national average 

1947 figure for housewares of 
per sq. ft. 









If you're interested in profits, it's becoming more 
important all the time for you to have a Revere 


department in your store. And remember, you have 





this kind of sales per square foot within your reach. 
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Revere Ware Builds Big Profits 
Make It Work for YOU 








Bry: As 


See if y° 


We have so 


REVERE COPPER AND BRASS INCORPORATED 
ROME MANUFACTURING COMPANY DIVISION - ROME, N.Y. 


HARDWARE AGE, FEBRUARY 10, 1949 





47 








d CAN COMPANY 


Now sales 


Remember when we asked you what you 
thought of Decoware’s new American 
Beauty pattern? 


You said it would be a winner. And you 
were right! 


Today merchants everywhere are telling 
us that American Beauty is the fastest 
selling line we’ve ever made. 


American Beauty has the eye-appeal of 


IN THE 


ertCN 


are in full bloom... 


a bouquet of long-stemmed roses plus 
the solid, high quality construction that 
clinches the sale. The lithography is the 
kind that skilled craftsmen are proud of. 


Colors are clear and crisp... designs per- 
fect down to the last leaf and rose petal. 
That’s why sets of American Beauty 
kitchenware have proved so popular as 
wedding and other special occasion gifts. 


DESIGN 








Plastic 
metal- 








not 


CONTINENTAL © CAN COMPANY 


100 EAST 42nd STREET, NEW YORK 17, N.Y. 


CENTRAL DIVISION: 
135 S. LA SALLE ST., CHICAGO 3 


PACIFIC DIVISION: 
155 MONTGOMERY ST., SAN FRANCISCO 4 


EASTERN DIVISION: 
122 E. 42nd ST., NEW YORK 17 
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Opening for mounting 
on rack in kitchen. 


Powerful Red . 3 New 3013X Display Assortment 


and Ivory color 
combination. 


Includes attractively designed display fixture 
Plastic “welded” to and one dozen each of 16 most pepular | 


metal—handles will kitchen tools and strainers. 
not come loose. 


Brilliant new red and ivory plastic handles 
a are acid and alkali resistant, odorless and 
igh ching tester—staye tasteless, will not chip, warp or fade. Molded 
nowdtocting Sor yours. to fit the hand, attract the eye. 
Sturdy steel metal parts of modern func- 
tional design — heavy nickel finish, sanitary, 
easy to clean, long lasting. 


See Your Jobber Salesman... tim'ron compere Devairs 


Copr. 1949 by 


THE WASHBURN COMPANY ANDROCK 
WORCESTER, MASS. [tele @ie) i) ele @ 
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Gas 


Home 
ICE CREAM 


@ easezen 
Ice Cream 
Dolly Mad ison Gl Wren 


ee HUSKY freezer 


ay Sp 


You can double—triple—sell more home ice 

cream freezers than you’ve ever sold before 

—now, simply by using these gorgeous, 

natural color FREE displays—to promote 

the sale of Porter-made HUSKY HAND 

FREEZERS and DOLLY MADISON ELEC- 

TRIC FREEZERS. Watch them move when 

you put them out where shoppers can see 

them! Super-quality, feature-packed, 

AGED HUSKY and DOLLY MADISON 

ae freezers are America’s biggest sellers. 
HUSKY Backed by PORTER’s FREE promotional 
freeze! plan for you—they are sure-fire profit- 
makers—for you. But Hurry—the supply 

is limited—Write for your displays today! 


USE THEM WAYS 


These easy-to-use displays are ideal for window, counter, 
table or floor displays. They will sell freezers all year 
‘round—in winter as well as summer. 


CO PU LLEE 


CORPORATION 


America’s Largest Manufacturers 


of Home Ice Cream Freezers YEARS OLD 


HOME OFFICE: OTTAWA, ILLINOIS — EXPORT OFFICE: 201 NORTH WELLS STREET, CHICAGO, ILLINO/S 
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in Advertising 
Revenue 


In 1948 Country Gentleman reached 
twelfth place among all magazines in ad- 
vertising revenue . . . with an all-time 
high for any farm magazine. 


WHY? 


Because advertisers know Country Gen- 
tleman’s 2.300.000 circulation is concen- 
trated among your best rural customers 
—the “top-half” families who get 90% 
of the nation’s entire farm income .. . 

























Because advertisers know these rural cus- 
tomers are not reached effectively by any 
other kind of magazine—not by leading 
women’s magazines nor by leading week- 
ly magazines . 

Because advertisers know dealers over- 
whelmingly prefer Country Gentleman 
for its selling effectiveness—by a 116% 
lead among hardware dealers. 


Your Best Rural 
Customers 


Read 
Country Gentleman 
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Here’s the Display Deal 
that will help you 


Sell More 
MOET; 


Folding 


CAMP STOVES A 











Without extra charge 
you get this beautiful, life- 4 
size, traffic-stopping, hard- 
selling window and floor dis- 
play with your order for 12 or 
more Coleman Folding Camp 
Stoves PLUS 3 or more No. 10 
High Stands. The display is 
shipped with your order. 


folding CAMP SToyg 


Used and endorsed by Famous Sportsmen 







Order from your jobber today. ; Se Cooking anywhere you go 


Let this colorful, life-like !dis- 2' lights instantty 

play add excitement to your ¥ Chromium Steet Burners 
windows and sales floor... sell 4 Instant Heat Reguiation 

more Coleman Camp Stoves Gone Heat 

during the big Spring outdoor © Removable Fue Tank 

season. Order now—offer ex- Carries Like 4 Small Suiteas 
sires April 1 # Stronger in Struct ; 

I p : Ughter in Weight wedi 
Fastest Selling Camp Stove Made ATCT a g 

It was a sell-out in ’48. It’s backed by OUTDOORSMEN a { 

strong national advertising. Cooks Reuinywheret ' 

like a city-gas range. Carries like a suit- ain 
case. Bakes, boils, roasts, fries, broils, Perens 
toasts. A proved profit-producer. Order Your Stock Now—Be Ready When the Sales Start! 


The Coleman Line is Your PROFIT LINE Because More 
People Buy Coleman Than Any Similar Line of Appliances 


Timely Products to Push for Profit Now— Order from Your Jobber 


Cum 7 
| | | —~....  SpeedmasterStove 
hi H// |) Daylight 





= 





Floodlight Handy [=> Good eats fast— 
Lantern Gas Plant at home or away. 
A favorite Fastest _sell- Quick heat Pocket Stove ig 


for farm,dai- 
ty or truck- | 
ing business. 


in homes ing farm and 


beyond the sport light— 
b 4 high line. 3 models. 





For outdoors- ‘4 
J oe | 
THE COLEMAN COMPANY, Inc., Wichita, Kansas _ 
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Quick Turnover 
Top-notch Quality 


ie 


ia 


It’s good business to handle long established, 
well accepted Johnston power and hand mow- 
ers. Smooth running and easy handling, — 
these units have plenty of sell-appeal. 
They're streamlined in appearance, 
precision-built from finest mate- 
rials, and have a record for long 
life and dependable service, For 
prices and further information 
about these fast-moving mowers 
see your jobber. 


DHNSTON LAWN PATROL POWER MOWER 


_ For city lot or suburban lawn, the Johnston Lawn 
~ ;,. ¢ Patrol Power Mower gives you two features of 
‘Bhat particular importance to residential users — light- 
“ess of weight combined with the lasting sturdiness 

and stamina a machine needs for power operation. 
Highly maneuverable, simple to operate, this light 

* weight power mower handles so easily it’s a pleasure 

to run it. Two sizes — 18 and 20-inch cutting widths. 


JOHNSTON ALL-STEEL HAND MOWER 


_ This easy running, clean shearing Johnston hand mow- 

er is built to last a lifetime. The chassis, designed to 

support an engine for power mower operation, has 

extra margin of toughness and rigidity, Engineered 

for easy operation as well as strength, the Johnston 

> handles so easily even a youngster can operate it, 
Two sizes — 16 and 18-inch cutting widths, 


OVE 


tsmen 


4-9239) 
Start! 


|) JOHNSTON LAWN MOWER CORPORATION 
«Ottumwa, lowa 
% ‘ete ghee Subsidiary of Jacobsen Manufacturing Company, Racine, Wisconsin 
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yur FLoor war Sales uae 
INTO THE NEARBY GROCERY STORE 


Yes, 20 to 1 you are kicking sales away when you sell her a floor wax she can get at 
her grocery store! Remember, she goes into her grocers or supermarket 20 times more 
often than she goes into a hardware store. So, if you sell her a wax she can buy any- 
where you're throwing away repeat sales! That’s why smart hardware men are stocking 
and pushing BEACON Quik-Gloss, the floor wax housewives have discovered gives a 
more radiant finish that lasts and lasts, the floor wax they've come to call for and come 
back for again and again! So push Beacon Floor Wax — display it — reap those repeat 
sales for yourself and KEEP them in your store! 


The ONLY Big -salling Floor Was, NOT old thru Grocery Stora! 
ASK ABOUT BEACON’S GUARANTEED SALES PLAN . . . write to THE BEACON CO. BOSTON 30, MASS. 
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THIS PICTURE OF A HARDWARE STORE in Memphis, Tenn., shows how 
“epen vision” design—in which an attractive interior is utilized as a 
powerful display feature—gives a store attractiveness, smartness and 
sales appeal. “Pittsburgh” modernization should not be regarded as an 


dd tal: 1 d 
” 7? 


|, as an investment that brings 





expense—but, when 
worthwhile returns. Architect: Austin K. Hall, Memphis, Tenn. 


@ At least that’s been proved 
in retail selling—to the advan- 
tage of merchants all over the 
country. And hardware mer- 
chants who have transformed 
their stores with modern “open vision” designs—in 
which the entire store interior becomes, in fact, an 
eye-catching, impressive and sales-producing dis- 
play—have increased their list of customers; boosted 
their sales and profits. They’ve found by doing a 
thorough remodeling job—no half-way measures!— 
that this has been a real investment in the future 
of their business. 

You, too, can achieve the same results. Why not 
plan now to remodel your store with Pittsburgh 
Glass and Pittco Store Front Metal? 

Talk over your needs with your architect. He’s 
thoroughly familiar with Pittsburgh Products. And 
he will see to it that you get a well-planned, economi- 


“PITTSBURGH” 


PAINTS - GLASS - 


G 


PIiTTSQurRe ee PLATE 
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CHEMICALS - 


GLASS 






to put up a front 
that people can see through 


cal design. We'll be glad to cooperate with both of 
you in every way. Also, if you wish, you can arrange 
for convenient terms through the Pittsburgh Time 
Payment Plan. 

Meanwhile, get your free copy of our fully illus- 
trated book, “Modern Ways for Modern Days.” It 
contains scores of examples of “Pittsburgh” mod- 
ernization jobs. Just fill in and return the coupon 
below. 


Pittsburgh Plate Glass Company 
2082-9 Grant Building, Pittsburgh 19, Pa 


c 
| Without obligation on my part, please send me a rree copy of 
| your book. ““Modern Ways for Modern Days.” 
| 
| 
' 


Name nee 
Address 


City state 


More, Tironth and Malorions- 


BRUSHES - PLASTICS 


COMPANY 
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Tool ’n’ Rak cradles a complete shopful 
of motor-driven tools! Keeps accessories 
and power tool fingertip handy — ready 
for instant use! 


Tool ’n’ Rak takes the clutter off a work- 
bench—hangs up out of the way with 
other essential tools! 


Never before such a practical package! 
Styled in enduring solid hardwoods, 
beautifully finished! Just the right size— 
1%" wide; 12" high! 


NEW TOOL ‘N’ RAK onreare woof 


SOLD ONLY THROUGH RETAIL STORES! 


nit) « fel pA At ed ol 
Pn > 1a) 


CASCO 


| ELECTR-O-TOOL 


Here’s the latest addition to the famous Casco Power Tool line — the 
that is setting astounding sales records for 20,000 Casco retailers! It’s 
Power Tool package that the genuine home craftsman has long awai 
Thousands actually asked for it! Your market is ready-made—and gro 
even bigger as the greatest advertising drive in Casco’s history hits the pa 
of SATURDAY EVENING POST, LOOK, COLLIER’S, POPUL 
SCIENCE, POPULAR MECHANICS! Telling millions of home craftsn 
and hobbyists all about it! How it can cut home repair bills! How it ¢ 
earn extra dollars for every Tool ’n’ Rak owner! It’s new! It’s differe 
There’s nothing like it! It all adds up to volume profits for you! 


DON'T MISS THE NEW MARKET OPENED UP BY TH 
re EXCLUSIVE CASCO POWER TOOL! 


“ 


kA CASCO POWER TOOL L 
\ ; 


By sy 
me ay Y RF : 
si Baile aR iat 





CASCO | 
ELECTROMATIC } 
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Seymour SmiTH 
y She Line of keuabiy 


6G 
@t" NATIONALLY ADVERTISED ‘A 


PRUNERS 
Mutti-Ruer 


HEDGE 


ee SHEARS | 
Ay 


ntine —available now at pre-war prices. 


9 Styles LONG 
and Sizes HANDLED 
PRUNERS 


EZY-CUT 


GRASS 
HEARS 


~ 


profitable. Nationally advertised in leading consumer magazines. Your customers 


PRUNERS 


3 Styles 4 Y 
me Y 





‘y and 


5 Sizes 
f 


rd 

5 
: 4 y 
4 . 

t 
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prefer Gum Turpentine. Avoid substitutes—sell genuine Gum Turpe 
AMERICAN TURPENTINE FARMERS ASSOCIATION - General Offices: Valdosta, Georgia 


Clean, easy to handle— 


ee 


— (= 
ey Bate ‘J 5 


2 Sizes 


aaa PLIER-WRENCH 











Leek for the AT-FA Seal on the package. 


SEYMOUR SMITH & SON, Inc., Oakville, Conn., U.S.A. 


OLDEST AND LARGEST EXCLUSIVE PRUNER MANUFACTURER 
Sales Representative: John H. Graham & Co., Inc., 105 Duane St., New York 8, N. Y. 
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TELL YOUR CUSTOMERS ABOUT 


Swart fee 


WITH LOCAL NEWSPAPER ADVERTISING 


Hie Plan now to get the lion’s share of your local garden hose busi- 
nia ness with Swan advertisements in your home town newspaper! 


























Now is the time to decide the details of your Swan Newspaper 
Campaign, then time it to hit during the coming garden hose 
selling season. 





Order your free Swan newspaper mats through your Swan 
jobber now, and have them on hand when the season starts! 





oO 


SWAN FURNISHES NEWSPAPER 
MATS FREE OF CHARGE! 


Swan's big 16-page merchandising brochure 
illustrates a wide variety of newspaper mats. 


Order yours today. They're FREE! 








Tn 
VEWS PAPER AVERT Sey 
twp 
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Your local: newspaper advertise- 
ments are a powerful selling force. 


SWAN RUBBER, COMPANY 


BUCYRUS, OHIO 
WORLD’S LARGEST MANUFACTURER OF GARDEN HOSE 
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DREAMING OF BIGGER PROFITS 


on thermometers and barometers ? 








New Taylor Indoor-Outdoor Thermometer. Leaves 
no doubt about the temperature inside or out. 
Tells "em both at a glance. Simple, complete 
mounting instructions insure quick installation, 
long, accurate service. No. LAP1 warm ivory or 
1AP2 walnut plastic case. $7.50_ea. 





5908 Candy and Jelly Thermometer. 
Every woman wants one! Not only 
helps avoid cooking failures—but 
saves sugar too! Easy-reading Binoc 
tubing; stainless steel scale and ad- 
‘ustable clip. $36 dez. 5910 Deep 
Fry Thermometer. Same as 5908 
with appropriate scale. $36 doz. 


























5304 DeLuxe Window Thermometer. 
Always a favorite. Large diameter 
tubing, specially selected for magnifi- 
cation. Pleasing gray and ivory vitre- 
ous-enameled scale with bold black 
numerals and graduations fired-in for 
permanence. Open 10” scale. Stain- 
less steel mounting bracket. $42 doz. 
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5936 Roast Meat Thermometer. Here's a truly de- 
pendable aid to perfect roasting! Tells when any 
roast is rare, medium, or well done. $21 doz. 

















You'll make bigger profits if you stock and display 
Taylor—America’s hottest selling cold weather 
line. In fact, they’re pre-sold for you by hard- 
hitting ads in The Saturday Evening Post and Better 
Homes and Gardens. Don’t wait—order from your 
wholesaler today! Taylor Instrument Companies, 
Rochester, N. Y., and Toronto, Canada. 
(Prices slightly higher in Canada) 





2280 Fisherman's Barometer. [his barometer tells 
when the fish are biting! Extensive research by 
veteran fishermen proves it right 94 times in 100. 
Good grade movement in 3” green plastic case. 


$8 ea. . 
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HENRY BOLTINOFF 
FAMOUS SATURDAY EVENING POST, 
ESQUIRE AND COLLIER’S CARTOONIST 


“Montgomery is so clever! 


He anticipated this business increase 18 years 
ago when he reminded the Builder that — 


—~2— hing Manges On Hager/’ 


1948 











C. HAGER & SONS HINGE MFG. CO. - St. Louis, Mo. 
U FOUNDED 1849—EVERY HAGER HINGE SWINGS ON 100 YEARS OF EXPERIENCE 
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Screen-wise people know 


BRONZE COSTS LESS 
by-the-year 


HEN YOU THINK of insect screening it’s natural and 
proper to think of bronze first. 
It stands in a class by itself for toughness and long life. It 
will never rust. It admits maximum light and air. 

Most everybody knows these things. But what a lot of 
people don’t know is that bronze actually costs less than 
the other less durable screen materials when you figure 
Price-per-year rather than price per foot." 

This year, you tell ’em! 


*The American Brass Company does not weave bronze 
insect screening, but from the earliest use of metal for 
screens, we have furnished uniform, high-strength bronze 
wire to the nation’s leading manufacturers. 
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ANACONDA 


_ 


BRONZE SCREEN WIRE 
THE AMERICAN BRASS COMPANY 


General Offices: Waterbury 88, Connecticut 
Subsidiary of Anaconda Copper Mining Company 


In Canada: ANACONDA AMERICAN BRASS LTD. 
New Toronto, Ont. 
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Woman's Friend |Washer 
Exclusive Direct Franchise 








(1) Manufactured and sold for 
OVER FORTY-EIGHT YEARS 


(2) The ONLY washer GUARANTEED 
for FIVE YEARS 


(3) Built to Banish: Breakdowns -to 
Banish costly.gervice expenses 
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WHEN YOU SELL A BATHROOM HAMPER, suggest to your 
customer that she buy another for her own or the children’s 
bedroom. post point out how a second hamper will save steps, 
make the bedroom more attractive, and keep it in better order. 
She'll be interested, for women welcome suggestions for easier 
housekeeping. You can show her such a variety of styles and 
designs in the stunning new 
Whitney Hampers that she'll 
find it easy to choose a 
second hamper in just the 
color scheme she wants. 


You’ll ring up a DOUBLE SALE! 
Try this idea tomorrow! 
F. A. WHITNEY CARRIAGE CO. * Since 1858 * LEOMINSTER, MASS. 
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@ Whale and Tite-Rope Display 
Containers — plus Free Window 
Stickers — plus Free Dealer Ad- 












—— 
hes 


vertising Mats — will 
practically put an end to 
“LOST” clothes line sales. 






3 
WINDOW 
STICKERS 






@ This new Samson 4-Point Promo- 
tion Program is just what merchan- 
dising experts ordered to make it 
easier for you to sell more clothes line 
in 1949 than ever before. How? By 
giving you sales-building helps that 
match the quality and value of Whale 
Clothes Line and Tite-Rope Clothes 
Line. By giving you practical store 
aids — for use both inside and out- 
side the store — to make it easier for 
you to tell all housewives that YOU 
ARE HEADQUARTERS for Clothes 
Lines — that you sell both cotton 
and plastic types — and that you rec- 
ommend WHALE Solid Braided Cot- 
ton — also TITE-ROPE Wire Line 
with Durable Protective Plastic Cov- 
ering. These two quality lines satisfy 
the needs of 99 out of 100 customers. 
Some women prefer a solid braided 
cotton liné. Others. prefer plastic. Sell 
BOTH Whale and Tite-Rope. Feature 
this combination — use all 4 store aids 
— and you will come pretty near 







SAMSON CORDAGE WORKS 


89 Broad Street, Boston 10, Mass 
Please send through my jobber 
doz. 50-foot hanks WHALE CLOTHES LINE (12 hanks in Display 


° . = Container) G@ $7.80 per dz. S$ ested | ice, 98 li 
keeping ALL clothes line sales right | Siar a eae eye 
Z doz. 50-foot hanks TITE-ROPE CLOTHES LINE (12 hanks in Display 
in your Own store — and get double Container) @ $12.00 per dz. Suggested resale price, $1.50 per line 
profits. Please send NEWSPAPER MATS +1 +2 


Specify which you will use 
NAME 
ADDRESS 
MY JOBBER IS 
ADDRESS 
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Feature ‘GLASS WAX’ in QUARTS 


PROFIT 


‘GLASS 
WAX’ 


That’s a real money-making mark-up for ¢ 
as fast-moving an item as “GLASS WAX”. 
And demand for quarts is growing daily, 
as women discover new uses for the Gold 
Seal glass and metal cleaner. 





Ta bat 


TS: 








e One out of four new users buy "'GLASS 
WAX" in quarts. 


@ Over 2 of “GLASS WAX” repeat sales 
are in quarts. 


® 20csavingsonqt. purchases make'GLASS 
WAX’ equal to 49c products in price. 


e Arthur Godfrey Radio Show, national 
magazines, and local newspapers are 
supporting the "GLASS WAX" quartdrive. 


For greater dollar value and higher unit profit... 


V Feature “Glass Wax“’ in quarts 
Yr Sell “Glass Wax’’ in quarts 


‘GLASS WAX’ 


A PRODUCT OF THE 


GOLD SEAL CO. 


“Glass Wax” is a registered trademark 55 E. Washington St. 


and is the exclusive property of the 
Gold Seal Company. CHICAGO 2, ILLINOIS 
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If it’s more sales you’re looking for, 
Club Aluminum is thinking right along 
with you. And here’s what we’re doing 
to keep sales a-sizzlin’. 


Month after month, we’re dishing 
up big ads in big magazines— Ladies’ 
Home Journal, Woman’s Home Com- 
panion, Better Homes and Gardens. 
Full color, too! 


Also coming up are special full-page 
promotions in Life and Bride’s Maga- 
zine. 


And have you been listening to ‘‘Club 


Aluminum 


ed WED 
2 A » 


- Club ) 
Alumi 
} um 
WAMMERCHAET COGnwane 
TRADE-MARK REGISTERED 


This trade-mark appears on botiom 
wf every Club Alumin 





rare: 


Time’’? It’s our national network radio 
program. On the air every Tuesday 
morning. Lets us talk directly to women 
in their homes. And, of course, we urge 
them to pay you a visit. 

Tie in with these activities. Feature 
Club Aluminum in your ads and in 
your store. 


Special Spring Promotion bis ‘Mon, 

begins with this full- by gee 

page, full-color ad in “Pg 
the March 7 issue of eg 


Life. Ask your job- 
ber for tie-in mate- 
rials. He has them 
for you. 





HAMMERCRAFT WATERLESS COOKWARE 
If you are not now a Club Aluminum dealer and are interested 
in becoming one, talk to your jobber or write 
CLUB ALUMINUM PRODUCTS CO. 
1250 Fullerton Avenue, Chicago 14, Illinois © 1949 CAPCo 
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SELLS... like magic 


because it 


WORKS .. like magic 


@ Keeps new brushes new—restores old 
paint-hardened brushes to 
springy usefulness... 





@ Easy to use—just mix with warm water 
—brushes come clean in a jiffy... 


@ Nationally advertised to your best 
customers—creating ready-made 
business for you... 








@ Good profit—fast turnover... = 
3 convenient sizes... 
ORDER FROM YOUR JOBBER 
PATENT CEREALS COMPANY = GENEVA, N. Y. . 
MAKERS OF REX PRODUCTS ‘"° DIC-A-DOO CLEANERS ba ve 
: Py ie 





Introducing Bissell’ 


A CHROME-O-PLATE 


We've I 
and nei 
pare Bi 
OF any | 
Model 

Silver S 
Grand | 
Vanity 


COSTS 30% LESS THAN This pe 
ORDINARY ALUMINUM PAINT a iad 








The Closest any Paint has ever come to Chrome itself! 


Illbronze has done it again! After years of research Illbronze We've ; 

presents the ultimate in a Chrome finish, Ready-Mixed Aluminum meant | 

Paint . . . CHROME-O-PLATE! Producing a smooth, brilliant metallic yet 

finish amazingly like the actual chrome itself, this sensational new to put « 

paint is destined to revolutionize the Aluminum Paint field! Fast oe 

drying; highly heat resistant; for indoor or outdoor use! fidence 

| © G 
--- T -é)- ILLINOIS BRONZE POWDER CO., Inc. When t 
SENSATIONAL LOW 2023 S. CLARK STREET - CHICAGO 16, ILLINOIS Rapids 


PRICES NOW! 





“Reg. U. § 
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With each and 
every Sweeper 








you get a 














The policy you get with every Bissell Sweeper is invisible, 
but very easy to understand. 

We offer you this policy free with the belief that is has as much 
to do with making Bissell Sweepers a good line to carry as do 
Bissell’s patented features. Here it is, in three parts: 


Our policy on PRICES: 
CUSTOMERS LAST LONGER 
WHEN YOU DON’T SKIN ’EM ALIVE! 


We've had to raise prices, sure. Labor and materials cost more 
and neither we nor you are in business for our health. But com- 
pare Bissell’s increases with increases in the cost of living index 
or any other specific price category: 


Model Pre-war Price Present Price % of increase 
Silver Streak $4.95 $6.45 30 
Grand Rapids 5.50 6.95 26 
Vanity 6.45 8.45 31 


Increase in cost of living, 74% 

Increase in retail cost of housewares items, 95% 
This price table shows you our policy on prices: A fair profit 
for us, a fair profit for you, honest value for the customer with 
a little change left over. 

Our policy on QUALITY: 
A GOOD NAME IS GOOD BUSINESS 

We've always tried to see that the name Bissell on a sweeper 
meant a good sweeper to anyone who saw it. Only a good 
name is going to sell merchandise for you and for us. 

That policy could have taken a kicking around when we had 
to put out a sweeper under war restrictions. Maybe we were 
being a little too strait-laced when we labeled the sweeper ““War 
Model’’. But we kept our self respect and, we think, the con- 
fidence that a lot of your customers have in our good name. 


Our policy on NEW MODELS: 
GOOD CUSTOMERS COME BEFORE BIG PROFITS 


When restrictions were lifted back in 1946, the smart boys said 
we were crazy. Why? Because we concentrated on our Grand 
Rapids Model and gave it our patented “Bisco-matic’* Brush 


*Reg. U. S. Pat. Off. Bissell's patented full spring controlled brust 
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Action as soon as we could. Nobody had to tell us that we could 
have made more money then by pushing a higher-priced fancy 
model. 

But your customers wanted sweepers, lots of sweepers, and so 
did you. So we gave you the “Grand Rapids”, a good sweeper 
that we could turn out in volume. Maybe it wasn’t smart but 
some of the smart boys with fancy models aren’t in the sweeper 
business any more. 

We added a “carriage trade’’ sweeper as soon as we could. 
That was the “Vanity”, and a good value for the money. But 
we didn’t add the “Vanity’”’ at the expense of volume on the 
“Grand Rapids”’. 

Now we're out with the third addition to the line, the Bissell 
“Silver Streak”. It’s not a dolled-up, priced-up dee-luxe with a 
flashy paint job. Nor is it a stripped-down, priced down hunk 
of borax. For $6.45, your customer gets a trim, efficient sweeper 
with “Bisco-matic” Brush Action, a real Bissell in every way. 

Did somebody say, "SO WHAT’? 
So what? So this; when you deal with Bisseil, you get a square 
deal. So does your customer. We're just simple enough to think 
that year in and year out, it’s steady-selling items delivering 
honest value that keep a store going. At a profit! 


The Bissell Carpet Sweeper Co. « Grand Rapids 2, Mich. 
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SAWS THAT MEET EVERY 


There’s almost a century of saw making 
experience back of Ohlen-Bishop saws. 
Wood workers and master carpenters 
will tell you that this wealth of experi- 
ence shows in every saw produced by 
our trained workmen. 


The Ohlen-Bishop line of carpenter and 
mill saws is complete. Every handle and 





JAMES OHLEN 


Niue 1552 


under 


DEMAND OF THE TRADE 


every blade is designed to provide the 
greatest ease of operation and working 
efficiency. 


Recommend and sell Ohlen-Bishop saws 
with confidence that you are giving the 
purchaser the finest product that can be 
nade and one that he knows by name 
and experience to be truly good. 
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Forged Ball Pein 


Hammers 


A typical selected assortment of fast-moving Indestro Tools found on all 
popular Indestro boards. Tools here represent the three most popular series 
Q of box wrenches available: Long 45°, short 45° and medium 15° types. 


splay the PROFIT LEADERS 


fi']);;!] on Self-Selling Indestro Tool Boards! 


Every Indestro Tool Board features the high-volume, 
high turn-over tools which mean fast profits and 
repeat business for you! When you display these 
popular tools on the inviting red-and-yellow boards, 
they'll move faster and, beyond that, every sale will 
lead to a chain of “repeats,” right down the complete 
Indestro farm-tool line. 

End Wrenches Here's why: once a farmer or tractor mechanic uses 
one of these popular-type Indestro Tools, he'll buy 
ieihilinial, Indestro from then on every time he needs tools. 
isccitities He'll prove to himself that Indestro’s rugged durability 
and unfailing dependability are right for the price 





ts and Fittings 


Drivers with 


Chrome Alloy Steel ee: right for the job! 


esand Chisels ~Here’s how you get in on PROFIT-LEADER Business! 
Today, send for Indestro’s up-to-date Catalog No. 16 
and ask us for information concerning opportunities 
to obtain complete merchandising displays FREE! 


Select Steel BOX WRENCHES 
Drop forged .. . highly polished and brightly plated heads 


NDESTRO 064 fi sence 


INDESTRO MANUFACTURING CORP.,N. Kildare at Schubert, Chicago 39, Ill., U.S.A. 
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Jungle dampness. . . immersion in sea water .. . 
chemical fumes—these and many more rugged 
war time tests have proven Lufkin Chrome Clad 
to be an outstanding development in measur- 
ing tapes. 

The illustrations below show why they are the 
first steel tapes with both durable and easy to 
read markings, features every tape user will 
welcome. The hardened steel base is of remark - 
able toughness and flexibility. 


Over this goes a rust resistant coating—next, 
multiple coats of electro- 





KINKS RARELY BREAK THEM 


A tough flexible “‘kink-resist- 
ant”’ steel protects against 
line breakage, and saves time 
as well as repair expense. 
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DIAGRAMMATIC CROSS-SECTION VIEW 


1. Hardened Steel Tape. 2. Rust Resistant Coat- 
ing. 3. Multiple Coats of Electroplating. 4. Hard, 
Smooth, Non-Glare Chrome-Plating. 5. Black 
Markings Bonded to Steel, Sunk Below Surface. 


plating —and then a heavy chrome plating with 
a non-glare satin finish. Against this light-absorb- 
ing surface the jet black markings stand out 
sharply, easy to read in bright or poor light. 
And notice how the markings are bonded to the 
steel base—sunk below the chrome surface to pro- 
tect them even against concrete or gravel wear. 


If you want to sell a tape that will not crack, 
chip or peel—a tape that will assure customer 
satisfaction and repeat sales—sell Lufkin 
Chrome Clad steel tapes. 





EASY TO READ IN ANY LIGHT 
Durable, easy to read mark- 
ings stand out sharply against 
the non-glare, chrome surface, 
even after years of tough usage. 


She [UF KIN 


PRECISION TOOLS + TAPES + RULES 


THE LUFKIN RULE COMPANY 


Saginaw, Michigan « New York City « Windsor, Caneda 





SELL YOUR CUSTOMERS STEEL TAPES WITH EASY TO READ MARKINGS THAT ARE DURABLE 





71 





B. S. ALDER COMPANY—45 Warren Street, New York 7, New York 
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Pi Svery DOOR NEEDS THREE! 
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For more than 50 years Griffin 
hinges have been known for their 


fine materials and workman- 


ship. Griffin hinges are 


part of a wide variety of light 


builder's hardware... 


quality produced by 








ERIE 


* PENNSYLVANIA 
REPRESENTATIVES 


WILBUR H. DAVIS—1639 Fargo Avenue, Chicago 26, Illinois 
GEO. A. GREGG—9344 Woodward Avenue, Detroit, Michigan 
AUSTIN & EDDY, INC.—II5 Broad Street, Boston, Massachusetts 
CHARLES L. LEWIS—703 Market Street, San Francisco 3, Cal. 
W. J. JOHNSON—917 St. Charlies Avenue, Atlanta, Georgia 

E. H. FARRAR—229 Shell Bidg., Houston, Texas 

R. F. BEVERS—4524 East 60th Street, Seattle, Washington 

L. J. FULLER, JR.—785 North President Street, Jackson 6, Mississippi 
HARVEY D. RUSH & SONS—4638 Hill Creek, Kansas City, Missouri 


_ 


MANNING | 


IN CANADA 


SHORE—Merchandise Sales of Canada 
15 Wellwood Avenue, Toronto, Ontario 


Griffin. 


Mn. 





HERE ARE CLOSE-UPS 
OF OUR “STARS” 


POPULAR GARAGE AND BARN DOOR HARDWARE 




















“GLIDE”’ 
HANGER 


Applied to inside of door 
-.. out of the weather... 
takes any thickness of door. 
You can’t derail “Glide” 
Hangers. Have great 
strength because door is 
carried directly under cen- 
ter of Track. Smooth oper- 
ating because of large 
wheels, roller bearing- 
equipped. For doors weigh- 
ing up to 750 lbs. 





“GLIDE” 
TRACK 


Track and cover in one 
Piece the original 
“water-shed” type. A pat- 
ented telescope joint gives 
smooth continuous tread. 
Lag screws at 1 ft. intervals, 
hold Track securely to the 
building, without brackets. 
Top of door protected. For 
use with “Glide” No. 1 and 
No. 2 Hangers. 





























TROLLEY 
HANGER 


For doors weighing up to 
350 pounds and from 134” 
to 212” thick, Trolley Door 
Hanger No. 61 is tops. Set 
No. 62 includes pair of No. 
61 Trolley Hangers, three 
track brackets, two end caps, 
and necessary bolts. Hanger 
has vertical and lateral 
adjustments, flexible joint 
allowing door to swing out. 












TROLLEY 
TRACK 


Trolley Track No. 110 is 
used with Hangers No. 61 
and No. 62 Frantz Trol- 
ley Hangers. Any similar 
hanger may also be used 
with this track. For all 
average-weight barn and 
garage doors (doors weigh- 
ing up to 350 Ibs.). Made of 
16-guage steel, it comes in 
lengths of 6, 8, and 10 feet. 












Write today for details on the complete Frantz Line. 


FRANTZ 


GUARANTEED BUILDERS HARDWARE 





| FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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the CHROMEDGE TRIM -ateria 


is your selling display of the 
fastest-moving metal trim shapes! 





Trim-ateria does a thorough mer- 
chandising job for you! It tells and 
sells—shows your customers how 
and where they can use Chromedge 
to repair, modernize or decorate. 
You get quick turn-over, long prof- 
its. No cutting, no stock-chasing, 
no waste. Handy envelopes contain 


screws or nails for each stick of 


“YoU GET 100 





free installation a € 
“idea” folders R 
for your 
customers | 4 ‘ 


{ 


YOU GET 


the “‘sellingest” 
metal trim 
display ever 
offered 


YOU GET 10 


Fastest-selling 
extruded 
aluminum-alloy 
shapes 


~ YOU GET FOUR 


75’ rolls of our 
two most. 
opular strip 
mouldings 





The 
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B«T METALS COMPAN 


Columbus 16, Ohio 


metal. You sell the handy six-foot 
lengths right out of the display unit. 
Your customers will like the extra 
“quality feel” of these sturdy ex- 
truded aluminum mouldings, Make 


the most of this new, big, fast- 


growing profit source with genuine 
Chromedge Metal Trims. Mail the 


coupon today! 





| 





THE B & T METALS CO., Columbus 16, Ohio 


Please send full details and prices on the 
CHROMEDGE TRIM-ateria to: 





Name 

Firm " 

City ‘ Zone State 
Please check whether: ( Distributor or © Dealer 





TYPE OF BUSINESS: © Hardware 


| 2 Floor Covering 
| OC) Dept. Store 0 Building Supply 
| 


© Other (fill in below) 











Shel-Glo PLASTIC HOUSEWARES 


.- «+ MADE BY PEOPLE WHO THINK 
IN TERMS OF YOUR RESALE 


A FEW ITEMS FROM THE 
BIG SHEL-GLO LINE 


THESE FACTORS MEAN 
QUICK TURNOVER - GREATER PROFITS 


© A complete line from one 
reliable source 


© Individual items designed 
to meet market demand 


@ Priced for full profit 


@ Individual items priced to 
meet established retail brackets 


@ Colorful packaging to build 
sales-producing displays 


® Quality merchandise backed by 
a sound and well established house 


© A constant flow of new items 
to build greater retail volume 






MANUFACTURING CO. ®) 


WESTERVILLE, OHIO U.S.A. 
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WOW... it's ALALEAL 


the brilliant new NATIONAL CAN housewares design 


It’s new—it’s news— it’s here... Azalea...National 
Can’s colorful housewares design for 1949. Blos- 
soming with eye-catching sales features, Azalea adds 
a lustrous matched set to a line already famous for 
proved customer acceptance and dealers’ profits. 
New Floral Design! Popular Azalea —in single 
flowers and sprays— brilliantly lithographed against 
gleaming white backgrounds touched off with red 
and green. Permanent finish—color fast, easy to 
clean, free from unsightly peeling or chipping ! 


New Curved Construction! Domed lids on Azalea 
design canisters and step-on cans—stronger, more 
attractive and distinctive. Round-top treadle on step- 
on cans—even sturdier, simpler, easier to operate! 

Priced Right — Sells Right! For faster turnover, 
for big-volume profits, sell the entire Azalea line— 
make eleven sales instead of one! Ideal for mass 
display merchandising. For full information on 
Azalea prices and details, write today to Dept. HA, 
Housewares Division, 


10 qt. Step-on-Can: 26 qt. (round) Waste Basket: 12 qt. (oval) Waste Basket Two Compartment 
Bread and Cake Box: Oblong Bread Box: Four Piece Cannister Set: Covered Dust Pan: Match Safe 


NATIONAL CAN 


c O R P O R A T 


110 East 42nd Street, New York 17, N. A 
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CONCENTRATE on 





Every / SOUARE | of Kitchen-Can 


Space Will Produce 


HIGHER GROSS 


HOT-DIPPED . 










GALVANIZED RUBBER 
LEAK PROOF PAIL EDGED 
COVER 


LASTING 
FINISH 
BAKED ON 


) ( 






WHITE 
AND WANTED 
COLORS 





EASIEST ACTING FOUR RUBBER FEET 
FOOT PEDAL (EXCLUSIVE) 


_EASIEST TO SELL | 


More LEADING Hardware 
stores sell SANETTES ex- 
clusively than any other 
step-on can 


5 
BEST-SELLING SIZES 


MODEL S-10 - 10 quarts 


S-12 - 12 
. S14 - 14 “ 
“ $16-1% ” 
“ $20 -20 “ 


Sparkling Bright 
CHROME COVERS 
Order from your jobber. If he does 


not have the size or color you 
want, he will get them for you. 


* 


MASTER METAL 
PRODUCTS, Inc. 


All Available with 





Model S-12-C 
with Chrome Plated Cover 
321 Chicago Street, Buffalo 4, N. Y. 





76 














« 


. .. STOP’em 
and SELL’em 


with Amazing 


New | 
Blucttes 


Home and Garden Gloves 


with Elastic Knit Lining 
rugged new mate to [Buncttes 


They’re taking the country 
by storm—these handsome 
blue neoprene dandies that are 
johnny-on-the-spot for every household task — 
indoors and out! Enthusiastic buying response 
everywhere Bluettes have gone on sale. 





‘outa 
PLuctte,s 


wen Hae & Corder Genes 


Bhuctties 


MEDIUM 


This Bluettes 
display SELLS 


takes less counter 
space than a pack of 
cigarettes! 


Here’s why! 


Elastic Knit Lining inside tough liquid-tight DuPont 
neoprene, completely flexible, new comfort even in 
scalding dishwater — grease-proof, sun-proof. 


Easy On and Off — a happy feature when telephone 
or door bell rings! 


Short Curved Fingers — fit every hand snug to tips. 
Amazing Pioneer Non-Slip Finish 
— grips wet slippery things as 
if dry. 

Small Stock to Carry—only 3 
sizes, small, medium, large. 


Over 56 Million Ads in National 
Magazines sell for you in 1949! 


=a | 







Banded in pairs in an attractive / 
sales-making counter Display & 
Carton — holds 6 pairs — moves 
"em fast. 


Order Bluettes from your jobber today — or write 
for full profit story and prices. Immediate delivery! 


MEG. DONT FORGET Thenettes 


Pioneer’s premier all-neoprene 
housekeeping glove — and proved 
moneymaker. Sells off counters 
fast. Same important comfort fea- 
tures as Bluettes — without the 
elastic knit-lining. Stock up now! 


Write to 


The Pioneer Rubber Company 
306 Tiffin Road * Willard, Ohio 
Los Angeles, California 


OVER 30 YEARS OF QUALITY GLOVE-MAKING 
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full-color pages 

6 to demonstrate double-profit 
Bruce Floor Products 
to 











aul 











$1.89 Extra 


zit retails ot se 
Floor Cleaner fogrssd (7% Pp. / P. : ae 


Bruce Doo 
pads 19¢ each. 





Bruce | | 
68¢ qt., $2 10 gallon. Write direct for i : ‘ , 7 | | | - 
price lists and full information Be = > : : 
sure to ask about the sensational new | : 
‘ display rack es 
Floor Products — 


sf pecially a ’ Gas 
“Salesmaker ss ts @ 


designed for Bruce 





Here’s the kind of housewares advertising that clears the 
shelves, empties the stock room and keeps buyers from 
getting old. No fancy claims or exaggerated promises, 
these big full-color pages and bleed half-pages just roll up 
their sleeves and demonstrate the wonderfully easy kind 
of floor care Bruce Floor Cleaner and the Bruce Doozit 
make possible. 


te, Self-Polishing Waxes, Nearly fifty million readers will see these demonstration 
age Asphalt Tile Cleaner ads in Life, Ladies’ Home Journal and Better Homes and 
nee Gardens. Better check your stock and order plenty of 
E.L. BRUCE © 0. Good Housekee Bruce Doozits, Bruce Floor Cleaner and the other great 
MEMPHIS 1, TENNESSEE A y Bruce Floor Products today. The ladies are sick of scrub- 


bing—they won’t take “‘no” for an answer! 
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PIPE WRENCH ECONOMY. 






That's what makes it easy 
and profitable to sell the 


RibkzaIp 





this Housing ever 
Breaks or Distorts we 
will replace it Free 





More sales in the 
new RED Finish | 


@ The famous Ritaip guarantee is just one 
of the features that make Rimaip the out- 
standing favorite of your customers. They also 
like the free-spinning adjusting nut, handy 
pipe scale on the hookjaw, the comfort-grip 
I-beam handle with flared end that keeps 
your hand from slipping off. It pays you to 


sell Rimaim wrenches, preferred by millions. 





WORK-SAVER PIPE TOOLS 
THE RIDGE TOOL CO. ¢ ELYRIA, OHIO 
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Peerless 


CARPENTERS’ and MASONS’ 


LEVELS 


Y Accurate v Dependable 


’ 






nn 


nN 


Catalog Available 
in Colors 


—=S= 


Write for your 
copy today 
with price 

list 





Peerless a leader for over 30 years 


} U, 
LEVEL & TOOL 
COMPANY 
STERLING, ILLINOIS 








Youre tu ~ 


the “Jap aud Die Business 
utth this display on your counter 


IN fola obbotcam comme lommole Lame) olsele-lmer-buce)olr-b elem olbhi 
the c4ce self-seller cabinet on your counter. 


Stock is all arranged, and this constant 
silent salesman of items that are always 
in demand immediately goes to work for 
you. This c4ce assortment is worked out 
on a turnover schedule of each size based 
on actual sales in hardware stores. From 
your jobber or 
HENRY L. HANSON COMPANY 
Worcester 8, Massachusetts 
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Fast - of 
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hex-key 
shanks ¢ 
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& Here’s the “inside story’ on Home - Utility’s 
quality construction . . . the stand-out features 
that mean more to farm and home craftsmen than fine 
words and fancy promises. This Home-Utility 14” Electric 
Drill is typical of every Home-Utility Tool and accessory 


. 
. expertly built of good quality materials . . . with 


4 large volume production that keeps prices low! It’s exactly 
C7 ves You eee what you would expect of Black & Decker Products .. . 


built by the world’s largest manufacturer of quality electric 
STAND-OUT 

















tools for over 38 years. 


And remember, no other manufacturer can give you the 
benefit of anything like Black & Decker’s 27 Factory 
Service Branches ... for expert repair and guaranteed 


vy! 
































_ FE ATURES replacement parts that keep your customers’ Tools in per- 
| fect condition. Order Home-Utility Drills, Stands and Kits 
from your Home-Utility Distributor today ... and get 
for your share of the profits from this whopping big market! The 
Black & Decker Mfg. Co., Dept. H-653, Towson 4, Md. 
your 
oy ee ci a 
list Powerful ‘“‘universal’’ and — 
motor will operate from andie ) 
any standard 110-volt est contro 
circuit, AC or DC. and faster 
\ work. 
years 


Sturdy, full-size gears and 
Pinions operate on oil-im- 
pregnated bearings, for a 
full, smooth flow of power. 





Fast - operating gen- 
: eral- purpose Jacobs 
“1 hex-key chuck holds 
shanks tight. 


* 


Strong, light die-cast r | # 
aluminum housings 

will take a lot of 

hard use. 


















Instant-release “trigger” 
switch—easy to operate, 
safe to use. Can be ™==-> 
locked “‘ON”’ if desired. 














Correct spindle speed for 

all-purpose drilling, wood- 3-wire electric cord; 

boring, Hole Saw cutting. third wire for ground 
connection to ret 
from shock. ial 





COMING 


NEXT MONTH 
Brand-New 


P ELECTRIC N 
HOME-UTILITY a 


Products of THE BLACK & DECKER MFG. CO. WATCH FOR 
%" Drills « Yo" Drills * Drill Stands * Drill Kits * Abrasive Kits ANNOUNCEMENT 


Buffing & Polishing Kits * Wire Wheel Brushes 





Sold Through Leading Distributors Everywhere 
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rg 4 YORK CITY: 
S. SMITH & COMPANY 
321 Yeoudeus 
© BOSTON: 
FRANK E. WARREN SALES CO. 
25 Huntington Avenue 
PHILADELPHIA: 
M. M. DAVIS 
1754 oo Street 
© DETRO 
WILTAK FOGEL & COMPANY 
3224 Lawrence Street 
© CHICAGO: 
J. B. LOWENSTEIN 
192 N. Clark Street 


@ ST. LOUIS: 


= 
er 





TAYLOR LOCK products listed 


G. EDW. REINERT 
407 N. Eighth Street 


© NASHVILLE: 
LOUIS T. HUDSON & CO. 
309 Jackson Building 
© HOUSTON: 
B. M. VAUGHN & COMPANY 
2912 Crawford Street 
@ LOS ANGELES: 
VICTOR HANNON COMPANY 
606 South Hill Street 
SAN FRANCISCO: 
VICTOR HANNON COMPANY 
1355 Market Street 
@ CANADA: 
DORKEN BROS. & COMPANY 
408 McGill Street, Montreal 


Meet the entire 
TAYLOR LOCK 
Sales Family .. . 
strategically lo- 


cated in key hardware trade centers from coast to coast. 
We salute these names — Your Friends — who are well 
qualified to represent the superior quality and crafts- 
manship that distinguish TAYLOR LOCK products. 
They are,ready to help you win new customers... 
FOR SAFETY’S SAKE 
ALWAYS SAY TAYLOR. 


TAYLOR LOCK COMPANY 
PHILADELPHIA 32, 


to show you that 





above are distributed exclu- 
sively through leading Hard- 
ware Wholesalers and Lock- 
smith Suppliers. Inquire NOW 
about the complete TAYLOR 
line through our representa- 
tive nearest you. 


it pays to 





Makers Of Quality 
Products Since 1926 


PENNSYLVANIA 








Bucken 








POWER & HAND } 
LAWN MOWERS 


Model 76A Power King is a thoroughly dependable 
product resulting from nearly 70 years of specialized 





MODEL 550 DELUXE 


Lightened by aluminum alloy— 
yet shock-proof, sturdy and dur- 
able. Smooth running, prompt 
acting, easy to propel. An ex- 
clusive Buckeye feature, the 
double pawl clutch, gives quick 
pick-up to the reel, 


. Tubular steel handle, 


stands vertical for easy 
storage. Rubber grips. 
10” wheels. Tires 
semi-pneumatic, 5- 
blade ball bearing 
reel, 16” cut. 

Rubber roller. 
Weight 29 Ibs. 





















lawn mower manufacturing experience. You can offer 
this quality power job to your customers with ab- 
solute confidence. 


Completely modern design, precision built. 
Many desirable features:—Aluminum alloy 
castings. Tubular steel handles. Attractive 
baked enamel finish. 5-blade ball bearing 
reel with take-up for wear, 20” cut, ad- 
justable for height. Positive clutch. Highly 
reliable power unit, Rugged tires. 


LAWN 
MOWERS 


SINCE 1880 


LIGHT 
STRONG 
MODERN 
. 
WEIGHS ONLY 
87 LBS. 
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MODEL 76A 





S10 


Information 
on request 





POWER KING 


MANUFACTURING COMPANY 
SPRINGFIELD, OHIO 
POWER & HAND LAWN MOWERS 
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tne Red Brand Practical 
Land Use Program... 


is a campaign to help farmers get bigger returns 







from the time and dollars they normally put into 





‘2 
SS ay 
; ; SSFULFARMING WSs 
their farms. The program is built around you, Zz 


“Red” Brand and his farm friends are appeor- 
ing in cartoon strip ads in leading national 
and sectional form magazines. 


the dealer. When you help the tarm-customers 


in your community increase their incomes, you 


“ 
ee 


are making more and better customers for your 





Red Bore OF bl Rs Bs, . 

NN eee 
Supporting Identification Material 
Free. attractive two-color window decals, ad 
blow-ups, window streamers and newspaper 
mats are yours—FREE—to properly identify 
your store. 


complete line. A Practical Land Use Program in 


your community will mean more immediate business a 
Twice each week, over fifteen 
‘leading farm radio stations, 
“Red” Brand interviews farmers 
whe have successfully used 
Practical Land Use. 








for all the goods you sell and assure you of increasing 


rood-will and continued business in the years to come. 





HERE IS THE COMPLETE MERCHANDISING PROGRAM. a4 
/ Farm Broadcast Books 


/ Every two weeks a new booklet containing 

four Practical Land Use broadcasts, com- 

/ plete with pictures of the farms, will be 
ready for you to mail your customers. 


KEYSTONE STEEL & WIRE COMPANY 
Peoria 7, Illinois 

Please mail me complete information about the “Red” Brand Practical 
Land Use business-building program. 
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754 PRIZES 
754 WINNERS 
New Customers 
Old Customers 
Everybody's In 


Easiest contest to enter you ever saw. 
All the contestant does is complete 
the following statement in 25 addi- 


tional words or less, “I like the West- 
ingkouse (name of product)......... 
because...” 


Easy, simple, fun. That's why you 
can expect a whopping lot of ¢us- 
tomers to enter. And that means busi- 
ness, high-profit business. For you! 


Sure, it's a real 
traffic builder 
/ Contestants buy helps you sell 
[ bulbs to enter... . more merchandise 
\ that’s where of all kinds 
\ you come in 











ght bulbs are one of the 


member, li 
Re ur store 


highest profit items in yo 


* You'll increase 


the unit 
eg) of sale — 
sell six 


bulbs ata 
time 
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CONTEST FOR 


YOUR CUSTOMERS 


Westinghouse Presents 
Biggest Opportunity _ 
Dealers Have Ever Had to 
Sell More Light Bulbs 





Plenty of display material . . . streamers, 
cards, banners — yours for the asking 


Seven weeks of 
big light bulb 
sales... contest 
runs from 

March 15 to, 
May | 









1S THERE A LIGHT BULB 
DEALER IN THE AUDIENCE 
WHO DOESN'T HANDLE THE 

WESTINGHOUSE LINE? 
THEN, READ THIS: 





Lamp Division, Westinghouse Electric Corp. 
Bloomfield, N. J. 


Gentlemen: | am not now handling Westir ghouse light 
bulbs, but | want to know how I can cash in on this con- 


you CAN BE SURE...1F ITS 


Westinghouse santana 


SOSH EERE HEHEHE HEHEHE HEHEHE EH EEE 


eeeeeeeeeeeeseseee 
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Protection 
that 
saves 
money... 


Information 
that 
makes 


money... 


MODERN MECHANIZED METHODS 


of record-keeping and cash control! 


A modern National Cash Register Sys- 
tem will give you Protection that Saves 
money as well as Information that 
Makes money. 

The figures shown publicly in the 
register indication panel, and on the 
printed receipt, build customer confi- 
dence by showing the exact amount of 
each purchase. On multiple-item sales 
they show the price of each item and 
the total of all, thus eliminating mis- 
takes in addition and speeding service. 
The printed, unchangeable record of 
every transaction, locked inside the reg- 
ister, must be matched by money in 
each cash drawer. All this gives Protec- 
tion that Saves money. 


THE NATIONAL CASH REGISTER COMPANY 


86 


The register tells you, daily, the sales 
of each salesperson so you can com- 
pare them and take steps to stimulate 
their sales. It tells you, daily, the sales 
by departments so you can buy — and 
sell—more profitably. It gives you exact 
facts with which to meet business prob- 
lems. All this is Information that 
Makes money. 

Have your local National 
representative show you what 
a modern National Mechan- 
ized System, designed ex- 
pressly for hardware stores, 
can do for you. Or, write to 
The National Cash Register 
Company, Dayton 9, Ohio. 


CASH REGISTERS « ADDING MACHINES 
ACCOUNTING MACHINES 
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Show More 
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with these Nine New WILLIAMS WRENCH Display Boards 


Every smart hardware man knows __ sales, but double up purchases 
that effective display is the very from the customer who comes in 


essence of successful retailing for one wrench and buys several. 

o% Now, Williams has applied this You may order the complete set 
PASC ) profit proven principle to the mer- = or as many as you require for your 
VV Se =chandising of wrenches. trade. Boards remain in your store 


With these nine eye-appealing and you replace your depleted 
display boards you can set up a __ stock from your wholesaler. 
COMPLETE wrench department in Call your Williams wholesaler 
a very small space. You not only for attractive discounts and de- 
reap plus profits on “impulse” _ scriptive literature. 





ee) | Lee | le —— 
nnn) FERRED 






J. H. WILLIAMS & CO. e BUFFALO 7, N.Y. 
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They sell themselves! 









sell themselves. 





No. 555 Line and Surface Level 

Used extensively by masons, contractors, road builders, 
mechanics ... Made of %” hex tubing, 3” long. Levels from 
hooks or base. Individually packaged with 12 levels in 
counter display box. Weight per doz., % Ib. 


_ 1913 Stevens Levels, sold only through distributors, 
have been “tops” in accuracy and dependability. 


There’s a quality Stevens for every level use. You can supply 
every need of every customer with one line. . 


lower inventory for faster turnover and greater profits. 


Levels illustrated on this page are especially adapted 


for counter display. And—on display, Stevens 






. Operate with 








P&P-5009 








No. 556 Aluminum Pocket Level 

1,000 plus one uses on the job or around the home. Made 
of polished %” hex aluminum tubing, 5%” long. Sturdy 
pocket clip. Packed in sturdy display box of one dozen. 
Weight, per doz., % Ib. 








No. 350 Torpedo 

The Aristocrat of Torpedo Levels . . . one level, one plumb, 
one 45° vial. Finished in varnished walnut. Aluminum plate 
extends full length of level (9 inches). Weight, per doz., 214 Ibs. 


No. 399 Torpedo 

Made of solid, highly polished black walnut. One level, one 
plumb, one 45° vial. Aluminum top plate. Weight, per doz., 
2% Ibs. 











No. 400 Torpedo 

Solid cherry finished in natural grain. One level, one plumb. 
Aluminum top plate. Popularly priced. Weight, per doz., 
2% Ibs. 











a. a J 
Since LEveEt> 1913 





200 Series General Purpose Levels 

Selected California sugar pine, kiln dried. Sealed with clear 
varnish finish. One plumb—one level covered with aluminum 
top plate. 


No. 203—12”—packed 72 to carton—weight, 46 lbs. 
No. 204—18”—packed 36 to carton—weight, 32 Ibs. 
No. 205—24”—packed 36 to carton—weight, 46 Ibs. 


— oo a 
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AMMER CORP 


The Cheney Forged Steel Vise is tops in 
utility, strength and sales appeal. All steel 
construction, advanced design make this vise 
extremely powerful and virtually indestruct- 
ible. Swivel base. Width of jaw 312”. Weight 
15 Ibs. Order now from your jobber. 





. Made 
Sturdy 
dozen. 


oN | i wil 
5 \" . \ ill 
\\\\ . a os 
tJ 


\ 





The Cheney Nail Holding Hammer, only 


a0 hammer with the patented, exclusive nail 
fi: holding device that saves time and labor. A 
fine tool, correctly designed, carefully made, 

: \) \ backed by over a century of manufacturing 

— ‘ee A experience. CHENEY, World's Standard 


Since 1836. 





th clear 
minum 


ESTAB. 1836 


: Pp, nenry CHENEY “cove'® 


Ibs. Y 3 LITTLE FALLS, N. Y., U.S. A. 
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Golden : 


Fence Tool 


Weighs Only 8 Lbs.—Pulls a Half Ton! 


Once a farmer uses a Golden Rod Fence Tool, he'll use no other!— 
and every neighbor will want one, too! For it's unquestionably the 
greatest tool of its kind for stretching and splicing wire. Does the 
most difficult fence work so much Easier, Better, Faster. Makes 
fence repairs in half the usual time! Powerful, easy to operate. 
Mechanical "dogs" on strong hooks grip any kind of wire securely— 
never slip. Ideal for drawing and holding both wire-ends for splic- 
ing. Has many uses besides fence work. Built ruggedly of finest 
materials. Main bar is I'/4" wide, full 44" thick. Ratchet action 


is full 24". ; 5 ™ 


DUTTON-LAINSON COMPANY, Mfg. Div. 


Dept, 4, HASTINGS, NEBRASKA 


Individually packed in attractive 
3-color carton. Retails for 


Order Through Your Jobber 
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Does 6 Hours 
Fence Work in 3 


, 
& Stretching 


Splicing Wire 











Wire 











Stretching 
Around Post 











NATIONALLY 





ADVERTISED —_e 
FARM JOURNAL Wire 
HOARD'S DAIRYMAN Down 
WALLACES FARMER 
PRAIRIE FARMER “Ship 1 dozen All-Purpose Fence ‘Tools 
THE FARMER Farmers have been asking for them.’’ ( Nebr. 
NEBRASKA FARMER dealer ) 


“Our customers think yours is the only 
stretcher. Ship us 2 dozen.’’ ( Tezas dealer) 
KANSAS FARMER “‘We have always liked your stretcher and get 
WESTERN FARM LIFE lots of calls for them. Ship us 12.’’ (¢ Illinois 
WASHINGTON FARMER dealer ) 

OREGON FARMER “‘After using your good wire stretcher for 12 
IDAHO FARMER years and losing it, then having to go back to 
OHIO FARMER the old kind, it is really a headache. Send me 
PENNSYLVANIA FARMER one of your good stretchers.”’ ( Missouré 


farmer ) 
pe en vt FARMER “I borrowed one of your stretchers — * 
neighbor and found it to be the best I have 
WESTERN LIVE STOCK seen. I would like to buy 2 or 3."" ( Lowietane 
farmer ) 


WISCONSIN AGRICULTURIST 
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Self-Propelled Power Lawn Mower 


as EVERYTHING 


It's Lightweight! It's Rugged! It's Priced Right! 


CARY QUALITY LIGHTESTonthe market for18"size (65 Ibs) 


POINT-BY-POINT STRONG, for hard work, long life 


@ ENGINE: Gasoline powered GARY engine— 
1%” bore, 11%” stroke, 1 H.P. Of die-cast 


Sean nity. Guise oo wi ve POWERFUL... QUIET-RUNNING 
1 ae 
for life NIT: A 6” diameter eect power OELF-PROPELLED: Even a child can run it 


the wheels through spring clutches for 








smooth action, No ratchet noise. High chrome 
alloy steel blades hold a keen cutting edge. 
Hardwood roller operates quietly. 

KNIFE BAR: Lipped type chrome alloy steel, 
spring loaded. 


DRIVE: V-belt and _ rolle hain to jack 
het ndcuch. * WEIGHS JOBBER 
CONTROLS: Automotive type, extending TERRITORIES 


through tubular handles, controlling clutch 
and speed. 


CUTTING HEIGHT: Low %”, high 214’ ONLY AVAILABLE 
NET WEIGHT: Only 65 Ibs. Light enoug she 


for high maneuverability and effortless oper- 


ation; heavy enough to hold the ground and - 4 
cut clean as a whistle. tz 
td 
a | ee 


EE ue 























A 


$ 









RETAIL PRICE 


FA 51092.. 


The Gary 1-H.P. gas engine is mightiest on market for 














ur : bd . 
+ weight, only 17 pounds. New type muffler and sealed, self-lubri- 
in 3 cating ball bearings on all méving parts make for Quiet Opera 
tion. Sturdily built throughout of tough, lightweight aluminum 
alloy and special-purpose steels. Complete with fly-wheel hous- 
| ’ ing and gas tank unit, steel guard bumper, rubber tires and 
— bicycle type handles with rubber grips. Striking red trim and 
smart streamlined design. 
we 
aay 18" CUTTING WIDTH 
eaten AVERAGE CAPACITY: 


\round Post 


1¥2 TO 2 ACRES A DAY 


3 oe 
‘ence Tools. 
em.”’ ( Nebr. 


czas dete) PRODUCTS CORPORATION 


cher and get 
* ( Illinois 


ter fc 1 Lawn Mower Division 
the. Send me 


Sages: NORFOLK, VIRGINIA 


best I have 
” ( Lowietane 
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MORE SALES! 
MORE PROFITS! 
utth this NEW 


ROYAL MERCHANDISER 
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testing STRETCHability here 
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— fee 
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..gives you better WQORKability 


in PANTHER and DRAGON 
Rubber Tapes 


» 


& 








— 








And I 

Testing the tape’s stretchability on a Scott tester, as 
shown here, is only one of a series of quality control One lost 
: : . form or s 
tests made during various stages of production that at 
ays pro 
make PANTHER and DRAGON Rubber Tapes “tops tl = 
in tapes”. You can count on these tapes to be strong code os 
3-in-1 DEAL for FASTER TURN-OVER! enough to stretch without breaking . .. make better in or out, 
ae ; splices that will last longer. vent erro! 
. a complete department in just 1 1/3 square feet of : a on are 
counter space! This handsome steel rack will display your Made by a company in the insulation business for — 
ROYAL merchandise . . . will SELL it . . . with less sales’ nearly 70 years, PANTHER and DRAGON Friction will simp 
effort by you and your clerks. The 3-in-1 deal merchandises | and Rubber Tapes pass ASTM and federal specifica- stock tak 
the 3 items most homes need most... cord sets, wire, and ; f , ‘cal 2 dete “i th : know hov 
fuses .. . the sturdy, colorful rack is a valuable permanent ee ee ee ee Standa 
store fixture you'll use for years. It’s YOURS only with the #3 wide margin of safety. They have proved their worth ie Con 
3-in-1 deal! Write for complete details. in successful splicing jobs of all kinds. Sold only many coy 
through recognized inde- exclusive 

Y 

vor pendent wholesalers. 


WHOLESALER 


The Okonite Com- 


pany, Passaic, New 
Jersey. Cr 
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PLUG and 
CARTRIDGE FUSES + FUSTATS )p ar 
WIRE * CORD SETS * TROUBLE anth r d g 
LIGHTS * CHRISTMAS LIGHTING SETS : e an rd on ren 
CANAD/ 


ROYAL ELECTRIC CO., Inc., PAWTUCKET: R-I- friction and rubber tapes” 
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A Day's Frotit Lost_ 





with Lost Forms! 
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And loose forms mean 


One lost record, written on a paddéd 
form or sales book, can easily cost a 
day's profit! But it’s just as easy to 
have safe, perfectly controlled records 
of cash and charge sales, money paid 
in or out, These same forms can pre- 
vent errors, losses and misunderstand- 
ings in deliveries and shop work. They 
will simplify your bookkeeping and 
stock taking. They will help you to 
+ know how you stand all the time. 

Standard Form-Flow Registers as- 
sure fast, convenient writing of as 
many copies as you need. Standard’s 
exclusive Pin-Wheel Feed and pre- 















Standard Register 


Originator of the Pin-Wheel Feed 
and Marginally Punched Continuous Forms 


THE STANDARD REGISTER COMPANY, 3302 CAMPBELL STREET, DAYTON 1, OHIO 


PACIFIC COAST: Sumset McKee-Standard Register Sales Company, Oakland 6, California. 
CANADA: R. L. Crain Limited, Ottawa. GREAT BRITAIN: W. H. Smith & Son, Ltd., London. 


HARDWARE AGE, FEBRUARY 10, 1949 


cision printing make all copies exact- 
ly alike. The forms provide ample 





The Standard Electric 
Fully automatic! Write, touch a button, that's 
all! Hundreds of other models — desk, counter 
and portable, for all kinds of businesses. 


Form-Flow Register. 


YP YA 


leose control of your business ... errors, waste 


room for all needed information 
about each transaction. And one copy 
is automatically locked into the Reg- 
ister—a permanent record, safe from 
loss, alteration or destruction, always 


available for audit. 


FREE——Business Helps 

Write today for “Helpful Hints” 
and proof that Standard Form-Flow 
Registers and Forms provide simple, 
easily kept records, give you complete 
information, prevent mistakes and 
delays, stop losses, protect and in- 
crease profits. Mail the coupon now. 





Name 


The Standard Register Company 
Dept. 3302, Dayton 1, Ohio 
Please send, without obligation, "Helpful Hints’’ 


complete information as to 
Registers and Forms can belp my business, 


Mail This Today! 


bow Standard 











0000000000 


City 





Type of Business. 
Street Addr 
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CL like gold, the pure manila 


fibre you get in famous Columbian Tape-Marked 
Rope is the standard of matchless quality. 


From the leading fibre-producing plantations 
of the Philippines, Columbian buys only the 
choicest fibre. 


It's thoroughly cleaned. It’s graded and classi- 


There is no finer rope! 


manila fibre before shipment to the States. 





fied by Columbian’s own inspectors. It’s rigidly 
inspected by government officials. Then — and 
only then—is the fibre sent to the Columbian 
Mills at Auburn, N. Y. 


From fibre to Tape-Marked Columbian Rope 
. every step is quality-controlled for your 
satisfaction. 


COLUMBIAN ROPE COMPANY 


400-70 Genesee St., Auburn, “The Cordage City,” N. Y. 


MARKED 
PURE MANILA ROPE 
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eating that seals out 
Water. eit and dirt. 


y 
iG ODS 
PROTECTS = a~ ... baseball, football 
peileicy tei 4 ~ & other equipment 
el Ee ao can be waterproofed 





WIN NEW SALES WITH KRYLON ... 
REVOLUTIONARY PLASTIC COATING OF 1001 USES 


Here’s one of the fastest moving lines in the hardware field. Hailed by the 
press of the nation... proved by the Army, Navy, Air Force and Industry 
this revolutionary plastic coating is sweeping the country . . . breaking 
all sales records. 

Krylon is a transparent plastic coating that is easily applied with a 
spray, brush, or wiping. Protects surfaces with a colorless, flexible, water 
repellent film that is long-lasting. Won’t peel, crack or discolor . . . resists 
heat .. . has 1001 uses in home, office al industry. 

Krylon Line is complete to fit every need . . . to win every sale. In the 
self-contained spray can at $2.95 .. . the combination package of cleaner 
and coating at $1.69 . . . the plastic coating or solvent in bulk containers 
of eight ounces to one gallon. 

Get on this profit band wagon. Cash in on the sales demand. Get full 
details on avin now! Foster & Kester Co., Inc., Philadelphia 32, Pa. 


THERE IS ONLY ONE KRYLON... THE ORIGINAL PLASTIC SPRAY 


SAVES CHROMIUM SILVERWARE 

. . « keeps bumpers, < . .. Prevents tarnash- 
ariils, trimwork on L ing. Just polish silver - 
cars sparkling and tar- L ware and «pray with 
nish free. a Krylon .. . stops tr- 
nishing. 


—__—__ 


withlong -lasting, fler- 
ible film of plastic. 
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7 homes 
out of 10 








All-Steel 


Easy-To-Adjust 
FLOOR JACKS 


DOUBLE 
PINNED 
For Extra 
Safety! 





If you want to earn 
greater, quicker prof- 
its, switch to TAPCO, 
the precision-engi- 
neered, streamlined 
floor jack. Tapco has 


many superior advantages that 
make it the top choice with alert 


dealers everywhere. 





For free literature and 
name of your nearest 
distributor, write .. . 
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TAPCO DEPT. H-10 


THE AKRON PRODUCTS CO. 
SEVILLE, OHIO 











“BRACE” 


YOUR 





SPRING 


PROFITS 





ORDER 


“ALUMALOY”” 


ALUMINUM ALLOY 


SCREEN DOOR 
BRACES NOW! 


Alumaloy Screen Door Braces are 
profit pushers for spring and sum- 
mer — they'll sell because they are 
rugged, won’t rust or corrode, and 
are priced right. Retail at 20c 
uncarded, 25c mounted on indi- 
vidual display cards. A superior, 
all-aluminum brace that is com- 
petitively priced. 42” long, alum- 
inum turnbuckle, 5/32” threaded 
special hard alloy aluminum wire 
rods. Order now to have your stock 
ready for spring. See your distribu- 
tor or write us today for further 
information. 


HARDWARE AGE, FEBRUARY 10, 1949 








@ je] @ ol i¢ 
































*REG. TM. 


PACKED 3 
WAYS: 1 dozen 
per box with 
screws. 1 dozen 
per box, carded, 
with screws. 72 
in shipping carton. 
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You have the French shank 
design with all its artistic ap- 
peal, plus the rugged long life 


synonymous with Corbin. 


Installation is quick, easy and 


the cost is low. 


Corbin Tubulars come with 
brass or bronze knobs in all 
popular finishes and inside sets 


are also available with glass 
knobs. 





100 YEARS 


j GOOD BUILDINGS DESERVE GOOD HARDWARE 


1849 
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Sell more brushes, with less effort, with these 
attention-getting permanent Rubberset Displays! 


Adjustable for all size brushes—brush hangers can be 
placed into any of the holes for proper spacing. 
Sturdy all-steel construction. Attractive baked green 
enamel finish. Order from your wholesaler. 


OW eye-catching 
(ISDIAVS! rice ne one 


that suit your store! 


ee 








12" square, 30" 
high. With 20 hang- 
ers, $15.25. 





FREE MATS!—complete newspaper ads. Run 
them and bring in new business! Ads feature 
not only brushes, but all kinds of paint sup- 
plies. Sizes: 75, 100, 150 lines. Write Rubberset 
for descriptive folder. 


FREE DIAL-CHART!—tells how to pick the 
right Rubberset Brush for any job. Just set the 
dial to the type of job, and presto!—you read 
off the recommended brushes! Sizes 11" x 17". 
Write Rubberset for chart. 


bberset merchandising alds 

















Bola, (ail ata a 









Height 34", width 30", depth 18". Trays at bottom 
haveglass walls, with dividers and clips. 16 hangers. 


Price $10 with purchase of special household brush 
assortment—16% doz. brushes for $235.32, less 
regular dealer’s discount. Assortment includes sash, 
enamel, 2 type varnish, 2 type wall brushes. (For 
complete details, write Rubberset for folder.) 


Display without brush assortment, $17.50. 






For posts, walls, cup- 
board doors. Size 
12" x 24", Use in 
combination with 
Panel 4D to fit any 
space. With 5 hang- 
ers, $3.30 each. 


Same as Panel 3D, 
but narrower. Size 
8" x 24". Use in com- 
bination with Panel 
3D to fit any space. 
With 3 hangers, 
$2.20 each. 


RUBBERSET COMPANY, 56 FERRY STREET, NEWARK 5, N. J. © ESTABLISHED 1873 
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2 doz. 1" Varnish Brushes @ 25¢  $ 6.00 
1 doz. 1%" Varnish Brushes @ 35¢ 4.20 
1 doz. 2" Varnish Brushes @ 40¢ 4.80 
Your selling price $15.00 
Your cost 9.65 
YOUR PROFIT—35% $5.35 





Ys doz. 3" Wall Brushes @ $1.69 $6.76 
Ys doz. 3Y%2" Wall Brushes @ 2.25 9.00 
Y3 doz. 4" Wall Brushes @ 2.49 9.96 


Your selling price $25.72 
Your cost 16.67 
y YOUR PROFIT—35% $9.05 








best-selle 
ASSOFTMENTS! 10 compees 


display boxes that speed up sales 


— 
| 
C75 








Order from your wholesaler. 


1 doz. 1" Varnish Brushes @$ .55 $6.60 
1 doz. 1%2" Varnish Brushes @ .75 9.00 
1 doz. 2" Varnish Brushes @ 1.19 14.28 


Your selling price $29.88 
Your cost 19.33 
YOUR PROFIT—35% $10.55 


RupBerset BRusHes 


FACTORIES: Newark, N. J., Salisbury, Md., Gravenhurst, Ont., Canada. »« BRANCHES: Los Angeles, Cal., Chicago, Ill. 
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Nylons cost up to 70% less than 
comparable bristle brushes! 


For example, the 4" Rubberset Nylon Wall Brush (shown at 
right) costs 55% less than a comparable bristle brush. 
Today Rubberset Nylon Brushes are a better buy than 
ever—because unsettled conditions in China have 


sent bristle prices sky high! 


They lest 52 times as long / 


Not only is initial cost lower—but the life is 


longer too! Because actual tests show 
Note the 55% saving on 
this 4" Rubberset Nylon 
Wall Brush $1265, list 
$8.54. The average list price 
of 3 leading brands of the 
comparable bristle brush is 
approximately $19.00. 


Russerset j////’ BRUSHES 


are ways better on the job! 


Rubberset Nylon Brushes outwear the 
finest hog bristles by 51% to 1! 








Smoother film! Compare More paint pick-up!.. . No breaking in! Saves ff Ideal for calcimine and 
bristle ridges (left) with because Rubberset’s exclu- time and effort. The chisel whitewash—which ruin 
smooth texture left by fine- sive Permanent Wave* (a) tip lays to asmooth, straight hog bristles!—as well as for 
tapered Nylon filaments. gives more open spaces than edge when wet. oil paints. 


ordinary nylon (b) or even 
finest hog bristles (c)! 


How to clean a Rubberset Nylon Brush: Normally clean same as bristle brush. If hardened, clean in 15% 
solution of trisodium phosphate and hot water. Wash out in warm water until clean, shake out, comb, wrap. 


*Patent Applied For 


Rubberset Company, 56 Ferry Street, Newark 5, N. J., Established 1873 
Branches: Los Angeles, Cal., Chicago, Ill. 
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boperwoo od Mills 


WM. E. HOOPER & SONS CO. 
General Sales Offices: 
New York PHILADELPHIA Chieago 


320 Broadway Juniper & Cherry Sts. 300 W Adams St 
Hooperwood Mills: Woodberry, Baltimore, Md 
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Parker Garden Tools 
bring out the gardening 
instinct in your custom- 
ers. They spot Parker 
quality and utility the 
minute they look at 
Parker Grass Shears, 
Pruning Shears (three 
models) and Lopping 
Shears. They know they're 
getting their money’s 
worth in rugged construc- 
tion and ease of operation 
thanks to the many Parker 
features. Display them 
prominently. Depend on 
their sales appeal to keep 
your cash register busier 
and your garden tool 
profits higher. 


Customers 
unto 


(Gardeners 
with 
Famous Quality 


PARKER 
Garden Tools 


































GRASS SHEARS No. G-2 
Ground edges on blades of 
hardened steel, plated finish. 
Perfect grip handles with 
dark green baked enamel 
finish, Heavy duty volute 
spring. Simplified safety 
catch. 

PRUNING SHEARS No. P-10 
Rugged all-purpose. Tough 
cutlery steel blade. Machine 
ground edges. Heavy duty 
volute spring. Handy thumb 
lock. Baked lacquer hand 
fitting handles. Size 7/2”. 
PRUNING SHEARS No. SP-2 
The original lightweight, 
strong aluminum alloy. ““Com- 
fort-Grip” handles. Machine 
ground cutlery steel blades. 
Concealed torsion lubricated 
spring. Exclusive thumb catch. 
Satin finish, enameled han- 
dles. Size 82”. 

PRUNING SHEARS No. JP-1 













Exactly like SP-2. Size 6V2”. 














P.S. Display As- 
LOPPING SHEARS No. P-50 

sortment- (3) JP-1 
Long Handled Pruner. and (3) SP-2. 


Sure comfort rubber grips. All forged 
steel blade and anvil, hardened and 
tempered, with finely ground edge. 
Anvil and blade riveted to handles of 
steel tubing. 2814” overall length. 


i 
Fey te! Parker |G 
PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., VU. S$. A. 








102 











The Best Selling 


FARM & INDUSTRIAL 


Wheels in America ! 


GLEASON WHEELS 


with your customers be- 
First cause of quality and low 
oemmmmm price. The same ball 
bearing steel disc wheels with punc- 
ture-proof rubber tires found on 
original equipment sold to farmers 
and factories. The right sizes and 
types for 90% of all small wheel 
needs. 


with hardware dealers 
First because of quality and 
asum@ sales; the best selling 
wheels backed by a two-year sales 
testing program. Each size screened 
for profit making ability. The only 
wheels backed by a complete mer- 
chandising program. 


A COMPLETE WHEEL 
DEPARTMENT NEEDS 
ONLY THESE 6 SIZES! 


@ All you need to corner the profitable wheel supply mar 
ket in your community. Best of all your wheel depart 
ment makes money from only 2 sq. ft. of counter space 
when you use the Wheel-Seller action display, supplisd 
at no cost, with the Wheel Deals. 


THE TESTED SELLERS 


6 x 2.00 


equipment. 


LIST $4.00 


8 x 2.50 


dustrial wheel. 


LIST $5.80 


10 x 2.75 


10’ wheel, 250 
lb. load capac- 
ity: for wheel- 
barrows, si- 
lage carts, 
portable com- 
pressors, etc. 
Tire 234" thick. 


LIST $5.80 


ORATION 
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6” diameter industrial 
wheel used on hand 
trucks and caster 


8” lug type puncture 
proof tire, 5% ball 
bearing farm and in- 


LIST PRICES 10% Higher on West Coast 


S$ 0 


534 N. NINTH ST 
MILWAUKEE 3, 

















































12x 1.75 


12’ wheel, 2 models, light 
and heavy duty, for 
whirling blade mowers, 
milk carts, etc. 


LIST $3.50 


10x 1.75 


Popular 10” size for lawn 
mowers, golf bag car 
riers, push-mobiles, bat- 
tery chargers, feed carts, 
trash carts, etc. 


LIST $2.90 


8 x 1.75 


Light duty 8” wheel used 
on garden tractors, hos 
pital and bakery trucks, 
home vehicles, etc. 


LIST $2.50 


DISTRIBUTED BY 
LEADING JOBBERS 





WISCONSIN 











supply mar 
wheel depart 
ounter space 
lay, supplicd 


ERS 


2 models, light 
y duty, for 
lade mowers, 
etc. 


‘ size for lawn 
olf bag cat 
mobiles, bat- 
s, feed carts, 
etc. 
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Electrimmer leads again 
..-in quality...demand... _ 


FOR 81G PROHITS (N 1949 


© Get ready now for bigger-than-ever sales on 
Electrimmer . . . America’s leading electric hedge trimmer. 


e Your customers know Electrimmer. They’ve seen their 


neighbors use this fast-cutting, high quality tool on hedges 
Millions will sce a7) and bushes. They’ve seen big Electrimmer ads in leading 


Slectrimmen r¢ds tu 1949 / magazines . . . and soon they'll see the most convincing 


Electrimmer campaign in history. 


e Let your good customers know you’ve got Electrimmers for 
them. Use our FREE mats, folders and displays. 
And get your Electrimmer order in early for a long, big- 
volume, big-profit season. Ask your wholesaler about 
filling your Electrimmer order today. 





SKILSAW, INC. 
5033 Elston Avenue, Chicago 30, Ill. 
Factory Branches in Principal Cities 


In Canada: SKILTOOLS, LTD., 66 Portland Street 
Toronto, Ont. 









Meteor. This is the favorite with those who have fine grass 
and a smooth lawn. Available with 7 blades for bent 
and other fine grasses. Widths, 16” and 19”. Net weight, 


16” width, 5-blade model—36 pounds, 


Pennsylvania Power Mower. Now offered 
in 18” and 21” widths. Dependable % 
H.P. motor with Push-Pull control of car- 
buretor and clutch. Extra wide crucible 
steel blades. Simplified adjustment of 
chain and height of cut. Typical Pennsyl- 
vania grass-cutting quality, plus a de- 
pendable power unit. Net weight, 111 
pounds. 
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Trimmer and Edger. A popular 
time-and-work-saving tool— 
Pennsylvania quality through- 
out. The trimmer has a 6” width 
of cut. The edger is a steel disc 
with a small plow. Net weight, 
including handle—23 pounds. 


y 


Penna-Lawn. This new, medium-priced mower should 
become a really popular model. It is an all ‘round 
mower with typical Pennsylvania grass-cutting qual- 
ity—easy to operate and to service—quiet and 
long-lasting. Width of cut, 16”, Net weight, 41 - 
pounds. 
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Pennsylva 
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Train of 3 
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PEWNSYLVANIA YEAR 


Great American. This is the all-time 
favorite—the largest selling quality 
mower—the one that made the 
Pennsylvania name famous. Widths, 
15”, 17” and 19”. Net weight, 10” 
wheels—43 pounds. 


MORE of them 
than ever before 
—every one real 


PENNSYLVANIA QUALITY 


e Get ready NOW for your 1949 lawn mower season. 
Your jobber can supply you with PENNSYLVANIA QUAL- 
ITY MOwWERS—as many of them as you need—for your 
good customers who want the best. 

The Pennsylvania standard line of mowers in- 
cludes the following: 

Great American ¢ Pennsylvania Jr. 

Meteor * Pennsylvania Power Mower 

Penna-Lawn ® Pennsylvania Trimmer and Edger 


‘‘PENNSYLVANIA QUALITY’’—as always—means 
dependable grass cutting, easy operation, long life and 
simple adjustment and service. In short, it means cus- 
tomer satisfaction. 


Pennsylvania Jr. Here is a super-quality hand PENNSYLVANIA SERVICE 


mower—made to cut the finest or the toughest grass. To simplify the service problem, Pennsyl- 
vania offers a complete Replacement Parts Cata- 
log. A copy of this will be sent you free of charge 
on request 







Train of 3 cut gears on both sides gives great driv- 
ing power. Blades oil hardened and tempered. 
Widths, 17” and 18”. Wheel heights, 10” and 8”. 
Net weight, 8” wheels—51 pounds. 





Place your order with your jobber 


DENNSYLVAN|| 


QUALITY LAWNMOWERS SINCE 1877 


PENNSYLVANIA LAWN MOWER DIVISION 
AMERICAN CHAIN & CABLE 
Bridgeport, Conn. © Camden, N. J. 
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- WASHINGTON COOKING and HEATING APPLIANCES 
for Oil, Coal-Wood, Gas 


Lead with 
WASHINGTON 


¢ é | : 
Nd a sha Martha Washington “Hot Blast” 
fa ¢ scone ogel lege ag 
if 





















OU can meet the diverse needs of your cus- 
, ton in price, quality and fuels with the 
large line of WASHINGTON Cooking and 
Heating Appliances for Oil, Gas and Coal-Wood. 


Backed by more than three quarters of a century 
of stove building experience, WASHINGTON 
Appliances are truly “Worthy of the Name”. 
Many leading Dealers have held their franchises 
for years. You can’t be in better company. 


Write today for catalog and prices. 
ESTABLISHED 1862 


The GRAY AND DUDLEY Co. 


NASHVILLE 3 P TENNESSEE Washington Frugal Oil Burning Heater— 
Down-Draft, Hot-Blast combustion for econ- 
omy. Powerful and durable. 


"WORTHY OF THE NAME! 4 
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THOUSANDS OF HOME OWNERS are remodeling troublesome 
swinging garage doors to smooth operating overhead 
doors. And the many advantages of the Coburn #500 
Hardware Set have made it a leader in the field. 

The Coburn #500 Set is adaptable to practically all 
types of garages —on remodeling jobs or new installa- 
tions. It is easy to erect and operate, does not interfere 
with usable floor space and, even though it is high in 
quality, it sells fast in the lowest price field. 

Write today for catalog showing full line of hardware 
for garage and barn sliding doors. Other Coburn Prod- 


ucts include fire door hardware, overhead trolleys and 


conveying systems for carrying loads up to 5,000 Ibs. 








500 FIFTH AVENUE . NEW YORK 18, N. Y. 
Buffalo - Chicago + Denver + _ Ft. Worth Philadelphia 
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CLOTHES LINE 


‘Wissco” Flexible 
Clothes Line 





























a 


Pacific Coast Subsidiary—The California Wire Cloth Corp., Oakland 6, Cal. 


HARDWARE AGE, FEBRUARY 10, 1949 








N 


mea 


certa 
man 
whic 
sevel 
qual 
cons 
like 
price 
whil 
decli 
Tl 
cern 
sees 


cleat 


HAI 





nde 


— | 


sek he 


ketone 





a5 
_ 





land 6, Cal. 


0, 1949 








Poor Quality Despite the Higher Prices 


On Too Many Hardware Lines, 


ARC G. PHILLIPS. hard- 
M ware merchant located in 

Washington. D. C., writes 
me a very serious letter. In no un- 
certain terms, he charges that too 
many hardware store lines (on 
which prices have been raised 
severely) are of decidedly inferior 
quality and are not providing the 
consuming public with anything 
like good values. In fact. he says 
prices are continuing upward 
while quality and value are both 
declining. 

That Mr. Phillips is keenly con- 
cerned about the situation. as he 
sees it. and angry. too. is quite 
clear. vet the entire contents of his 


Says Dealer 


letter are thoughtfully and even 
good naluredly expressed. 

How widespread similar opin- 
ions may be I do not know, but 
always feel that for one articulate 
protest there are many more un- 
spoken protests smoldering in the 
minds and breasts of others. 

While I have constantly de 
fended the majority of higher 


‘prices. and still do. any com- 


promise with quality and value is 
a backward step for any individual 
manufacturer and a_ decidedly 
wrong and vicious trend to force 
on hardware distribution channels 
with their long-time. enviable rec- 
ord for both values and qualities 


and not for’ “cheap John” goods. 
Read what Mr. Phillips writes. 
His letter follows: 

“It might be well for the hard- 
ware merchant to pause for a 
moment in the beginning of this 
year of 1949 and look about him 
for unmistakable signs of a dif- 
ferent trend of buying on the 
part of John Q. Public. No longer 
is he bent upon the acquisition 
of a certain article at any price 
merely because a government 
price control agency howled that 
such and such an article was be- 
coming searce and would be 
placed upon the rationed list. 
The propaganda during those 
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war days now past was pumped 
out in an unending stream that 
only served to create a scarcity 
where none actually existed and 
the public fell for it hook. line 
and sinker. Rumors overnight 
became fact in the minds of 
many who wanted to ‘get in on 
it’ before the directive was is- 
sued. Much of this has now 
been forgotten, and well it may 
be, but the fact remains that the 
buying trend has now been defi- 
nitely established as one of price 
as well as quality. 

“Unfortunately the current 
price range is high which is bad 
enough but with the rise in 
price, quality in many lines of 
manufactured merchandise has 
taken a downward trend. Unless 
the manufacturers to-day place 
quality on an equal footing with 
price, the public will get its ‘ears 
hack’ even further with the re- 
sult of a buying strike which is 
rapidly shaping up by reason of 
a somewhat saturated market in 
some lines, plus a lack of money 
brought about in large measure 
by the price of food. 

“The hardware dealer to-day 
has only to check carefully the 
article he buys under present 
conditions. against the same 
item of merchandise he bought 
in pre-war years. The difference 


noted will always be on the side 


and in favor of the manufac- 
turer who has substituted either 
a cheaper material or a_ less 
costly labor operation or both. 
Generally, it is the lesser cost in 
finish which represents man 
hours, and while the omission of 
some little grinding operation 
taken as a matter of course in 
1939. we now find that this little 
omission makes all the differ- 
ence in the operation of the 
gadget in question. It may look 
the same, operate in the same 
manner and perform the job 
with the same relative efficiency. 
but not for the same period of 
time. 


“The worm gear of a meat 
grinder, which formerly was 
machine ground on the entire 
spiral, is now a rough casting, 
tinned and ground only at points 
of contact with the end housing 
of the main case. Sure, it works 
but not as well. Many appliances 
in the electric field are defective 
in that connections have not 
been completed at the factory. 
Paint containers come through 
without handles or soldered-on 
socket cups for handles that are 
sometimes furnished separately 
in the carton, with the result that 
a case of gallon cans of paint is 
ruined by a hole punched in one 
can by a wire handle crammed 
in at the factory. These, and 
countless other headaches. are 
a part-of the everyday life of a 
hardware merchant today, all of 
which is caused by lack of care 
and a happy-go-lucky method of 
filling an order, and always this 
can be laid at the door of the 
manufacturer. who has his 
troubles also. 

“Tt just so happens that we. 
the retailers of their wares are 
on ‘the hot seat.” We have to 
listen to the gripes of the ulti- 
mate consumer who yells about 
the price. This. we can explain 
by patient effort and a courteous 
discourse on scarcity of certain 
materials. added labor and 
freight costs. and anvthing else 


Oo 


that we can throw in with a fair 
amount of plausibility. So he 
buys it, and leaves the place in 
a relatively pleasant frame of 
mind. 

“Perhaps not for long though, 
and in he comes, three hours or 
two weeks later, lugging a rat- 
tling bag of parts with fire in 
his eye and hate in his heart. 
That, Mr. Manufacturer is when 
he really goes to town. He re- 
members the price all to un- 
pleasantly. He even remembers 
verbatim our explanation and 
after he has all but shot up the 
place. we either repair the ar- 
ticle, if possible, or replace it 
with a new one free of charge 
and without cost, to him, that is. 
He still feels that had he bought 
the damn thing down town in 
some department store he would 
never have had that trouble in 
the first place. But we know 
better, don’t we. Mr. Manufac- 
turer? 

“And so it goes, from day to 
day the prices increasing in the 
same proportion to the boiling 
point of the buyer, the same 
question again and again: “Why 
in hell do they ship out stuff 
like this?’ 

(Signed) Marc G. PHILups” 

Opinions. pro and con, are not 
only welcome but invited. Let me 
hear from readers on this im- 
portant subject. 


a e 


Looks Like $4 Billion Tax Increase 
As Requested By President Truman 


A this issue goes to press. it 
appears almost certain that 
President Truman has successfully 
sold Congress on the additional $4 
billion tax increase he wishes to 
carry out in the program he has 
outlined. That is a lot of money. 
especially in a year when all busi- 


ness costs will be extremely high 
without this extra burden. Just 
how producers of goods can pay 
more heavily on the tax end of the 
line and develop sufficient econo- 
mies for worthwhile price declines 
is a form of arithmetic which I 
cannot understand. 
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SCREEN AND STORM DOOR CLOSERS. 
In three styles and sizes to handle any weight 
door. Positive acting, long wearing. 


A pee 
WAaweée ve 


e 


LIQUID CLOSERS. Sturdily built for 
long, dependable wear and exceptional 
performance under most difficult condi- 
tions. Plenty of types and sizes for all 
kinds of installations. 2 year 


ls » guarantee. 


STREAMLATCH. The last word in modern night 
latches. Three styles: 
ivory with chrome 
trim; slate gray with 
brass trim; neutral 
with brass trim. With 
or without HOLD-O- 
MATIC feature that 
holds back the latch 
automatically for one 
arm operation. 


Quality and value are still first 
considerations in your customers’ 
minds. When you display the 
full ILCO line, you eliminate 
any doubts or questions they 
may have... for the ILCO 


trade mark on a Padlock .. . 
PADLOCKS. One of the most 
complete lines of cylinder pad- 
locks in the trade. All types, 
sizes and finishes; single or 
double locking; disc tumbler or 
pin tumbler. 


Streamlatch . . . Door Closer 
... or Duplicate Key 
is a sure sign they’re getting 


their money’s worth! 


KEY-CUTTING MACHINES. Make money by 
the minute! A complete range of improved 
types for fast, super- 
accurate cutting. 
Plus — the most 
extensive line of 
dependable key 
= blanks on the 
2 ; market. 

. | “ 
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Built just two years ago, this store did a business of over a quarter million last year. 


Open Display 
Encourages 
Self-Service in 


Arizona Store 


Opened two years ago, Six Points Hardware 
& Electric has 8400 sq. ft. of unobstructed 
display space—all visible from the street. 
Sales for second year totaled $267,000. 


Grand Ave., Phoenix, Ariz. To- 
WO years ago Clem day, his annual volume exceeds 


Christison, former Colorado hard- $200,000. When the attractive sin- 
ware man, opened his new, spa- gle story store, operated as Six 
cious hardware store at 1845 Points Hardware & Electric... was 


being built. Mr. Christison was on 
hand to see that it was up to his 
specifications. 


A Spacious Store 


The main feature of the new 
store is its spaciousness. As one 
enters Six Points Hardware, he is 
able to see merchandise displayed 
over 8400 sq. ft. of unencumbered 
floor space, nearly one-fifth of an 
acre of selling space. Not a single 
post blocks the view of the entire 
store. 

From a merchandising stand- 
point, the outstanding factor of the 
new store is that the business is 
practically 100 per cent  self- 
service. “Everything, all of our 
stock, is on display on counters,’ 
says Mr. Christison. “Nothing in 
our store is hidden. It’s all out in 
plain sight where customers can 
see it. And you'd be surprised 
what they pick up by wandering 
around the store. Ninety per cent 
of our merchandise sells itself to 
our customers just by being out in 
the open where they can see it. feel 
it. pick it up.” 


Self-Service Profitable 


Self-service. he claims. is not 
only the key to the fast growth of 
his new business. Under self-ser- 
vice operation, he says, Six Point 
Hardware is doing $267,000 worth 
of business its second year. 

All merchandise, with the ex 
ception of large appliances, is dis 
played on top of tables. Three are 
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placed across the width of the store 
which is 105 ft. wide and 80 ft. 
deep, exclusive of the back room 
warehouse. 

In the center of the store is an 
8-ft. by 30-in. table. This is flanked 
by a 16-ft. by 30-in. unit on each 
side. Large aisles separate coun- 
ters. There are seven rows of this 
three-counter scheme in the major 
section in the front portion of the 
store. In the rear section of the 
selling area is the display of large 
appliance units. Three sides of the 
store have either shelves along the 
walls or have displays. such as 
harness equipment. 


Sectional Divisions 


Merchandise is displayed in sec- 
tional divisions—“variety style”— 
on top of tables. Since tables are 
built low, 331% in. from the floor. 
it is easy for customers to pick up 
and see merchandise. It also gives 
the store the appearance of unin- 
terrupted spaciousness. 

The back of each table has two 
shelves used for storage. As an 
item is sold from the top of the 
table, it is immediately replaced 
by a salesman from the shelf below 
it. 

Mr. Christison has divided the 
store into departments, each under 
the supervision of a salesman. Sur- 
plus stock is kept in the 80 by 40- 





ft. back room in the same depart- 
mentalized method. Thus, when 
a shipment comes in to the stock- 
room, it is checked off and divided 
into the same departments as exist 
in the selling section. The same 
man who takes care of the back 
room stock in his division handles 
it in the display room. Since 90 
per cent of the merchandise is 
picked up by the customers them- 
selves, salesmen have ample time 





Gus McGuckian, in charge of the 
electrical department, shows the 
stock contro! plan. The back room 
stock is controlled by salesmen in 
charge of the departments. 





Clem Christison is young but he 
has been a hardware man 22 years. 


in which to restock counters, top 
and bottom. 


Visual Front 


The store has open front win- 
dows—70 ft. of the 105-ft. front 
and 30 ft. of the side are plate 
glass. Since the windows are of 
the visual front type the entire 
store is like one big showcase when 
seen from the street. 

Along the 70 ft. of window, in- 
side the store. is a 30-in. ledge, 24 
in. from the floor. This provides 


There's plenty of room here for the store has a quarter of an acre of selling space. 
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display space, but the ledge is low 
enough so that merchandise dis- 
played does not obstruct the view of 
table displays. A similar, but nar- 
rower ledge along the side window 
holds another display. 

In order to offer the strongest 
appeal to women shoppers, who are 
in the majority, the store displays 
household items on units nearest 
the two entrances to the store. 
When customers are through shop- 
ping. they bring their purchases to 
a large “U” shaped checkout table 
in the center near the front of the 
store. 


FTC Sets Up 


ROCEDURAL rules for the set- 

ting up of quantity ceilings in 
cases where the government thinks 
it necessary to prevent “unjustly 
discriminatory” discounts have 
been worked out and adopted by 
the Federal Trade Commission. 

Direct action toward establish- 
ment of quantity limits does not 
have to wait for filing of a written 
petition by a complainant who be- 
lieves himself injured. The Com- 
mission may act on its own initia- 
tive should it believe it necessary. 

Prior to establishment of a quan- 
tity ceiling, an investigation could 
he made seeking such data as (a) 
quantity differentials granted to 
purchasers, (b) the number of 
buyers of given quantities, and 
(c) all available facts bearing 
upon competitive conditions exist- 
ing in the distribution of the item 
under investigation. 

After such an_ investigation. 
should the Commission — believe 
that a ceiling should be imposed. 
it will work out a quantity limit 
and publish it. The next step 
would be the calling of public 
hearings at which those interested 
could submit their views, pro and 
con ‘arguments, and alternative or 
substitute proposals. 

If still considered necessary, the 
Commission will then establish 
a quantity limit rule, either in its 
original or revised form as deter- 
mined after the hearing. 

In either event. it would fix and 
establish maximum quantities of 
the item concerned beyond which 
differentials could not be granted. 
It would become effective not less 
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Clem Christison is a native of 
Canon City, Colo. Practically his 
first job was with a hardware firm. 
Of his 22 years in the hardware 
business, he worked 16 of them 
for hardware stores in his native 
city. Six Point Hardware is his 
first business venture on his own. 
In it he has incorporated all the 
features he thought a business of 
his own should have. He divides 
his time between meeting and 
greeting and, of course, waiting on 
customers in the store, and the 
small office at the rear. The office 
front is wide open, separated from 


the store by a table, so he can see 
what’s going on all the time. 

Mr. Christison invested $40,000 
in his new store which he leases 
from the owner of the building 
There is also an adjoining parking 
lot on heavily-traveled Grand Ave. 
The lot can accommodate more 
than two dozen cars. His idea of 
a hardware store must agree pretty 
well with the type of place where 
customers like to stop and shop. 
For at the end of the first year 
total receipts were $186,000. The 
second year showed an increase to 


$267.000. 


Procedural Rules for Quantity Ceilings 


Washington Bureau 
of Hardware Age 


than 30 days after its establisment. 

In adopting the quantity ceiling 
rules of procedures, the FTC was 
acting under authority derived 
from Sec. 2(a) of the Clayton Act, 
as amended by the Robinson- 
Patman Act. 

This section bans harmful dis- 
criminations but specifically ex- 
empts price differentials which 
“make only due allowances for 
difference in the cost of manufac- 
ture, sale and delivery resulting 
from the differing methods or 
quantities in which such commodi- 


ties are . . . sold or delivered.” 

As to differentials on account of 
quantity differences, it provides 
the Commission with the power to 
set quantity limits when the FTC 
finds available that purchasers in 
greater quantities “are so few as 
to render differentials on account 
thereof unjustly discriminatory o1 
promotive of monopoly.” 

The complete text of the new 
rules of procedure in this instance 
were published in the Federal Reg- 
ister, issue of Jan. 14, 1949. Re- 
prints of the Federal Register text 
have been made available for dis- 
tribution upon request to the Com- 


mission. 





Cabinet Encourages Bulk Seed Sales 


EOPLE who come to Kendall’s 
Hardware. Marion, Iowa. to 
buy seed like to put their hands 
into the boxes, of a special seed 
rack and feel bean, corn, pea and 
other seeds. Doing this usually 


makes them buy more. Karl Ken- 
dall. owner, who constructed the 
rack from empty ammunition 
cases. so that a lot of seeds in bulk 
could be displayed to catch the at- 
tention of prospects. 








Letting the seeds trickle through the fingers often leads to sales. 
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This front-of-the-store appliance display may be seen from the 
street and helps turn many a window shopper into a customer. 





Appliances Displayed Up Front- 


Sales Are in Same Position 


, o_o the 


G. G. Wood hardware store in Car- 
rollton, Ky., a community of 3000, 
can at present sell all the appli- 
ances it can get, they are given 
front of the store display space. If 
Wood’s store could obtain larger 
allotments of appliances — gas. 
electric, etc.-—his men would be 
out canvassing to increase sales 
volume. As it is now, store display 
and occasional newspaper adver- 
tising, and the store’s reputation 
keeps appliances moving just about 
as fast as they are received. 

Store demonstrations have not 


G. G. Wood features them prominently despite 
the fact that he can sell all he can get. Outside 
canvassing planned when the demand levels off 


been used as merchandising tools 
since the store was opened in 1891 
with the single exception of a 
range demonstration in October 
1945. That was a real demonstra- 
tion, however, for people from 
miles around visited the store— 
6000 of them in fact. 

The store’s appliance depart- 
ment runs right into one of the 
open back windows, the base of 


which is the store floor. “We go 
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for the better grade appliances,” 
says Mr. Wood, “and have sold a 
considerable number of complete 
kitchen installations, selection va- 
rying according to the customer’s 
needs. Some of our appliances 
have been sold to people living out 
of the state. In fact we shipped 
one bottle gas cooking stove to the 
east coast of Florida, having sold 
it to a customer who lives down 
south in the winter.” 








Store Face litt 


FACE-LIFTING 
operation on the oldest hardware 
store in town has resulted in a 
sales-per-customer increase of bet- 
ter than 25 per cent for Salem 
Hardware of Salem, Ore., a city 
of 31,000. The modernization pro- 


gram, planned by owners P. H. 
Thede, his son Ralf Thede, and 
son-in-law Max Clark, and com- 
pleted approximately two years 
ago, has had other beneficial re- 
sults as well. These are: 

1. An increase in floor display 
area of 50 per cent, plus an in- 





The visual front and the bus stop immediately in front of the store 
attract many passers-by. A modern interior completes the selling job. 
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ing Brings 


crease in the amount of merchan- 
dise actually on display, of more 
than 100 per cent. 

2. An increase in floor traffic of 
women customers of more than 50 
per cent, with corresponding sales 
increases in such items as gifts and 
housewares. This has helped to off- 
set the loss of sales of automotive 
merchandise and farm equipment, 
departments which were discon- 
tinued at the time of moderniza- 
tion. The proportion of women to 
men is now about equal, by com- 
parison with the previous ratio of 
four men to every woman cus- 
tomer. 


Modernization Plans 


3. Reduced labor expense due 
to greater convenience of self- 
service display fixtures, addition 
of upstairs warehouse with plenty 
of shelf space, and more even flow 
of sales throughout the week due 
to increase in women customers. 

4. Doubled sporting goods sales 
by introduction of more aggressive 
merchandising methods in that de- 
partment. 

Plans for the modernization 
were initiated shortly after P. H. 
Thede, formerly an automotive 
and farm equipment dealer for 25 
vears in the middle west, acquired 
the more than 50-year-old Salem 
firm five years ago. With the re- 
turn of his son and son-in-law from 
the service, these plans were speed- 
ily put into effect. Since Mr. Thede 
planned to retire with the comple- 
tion of the modernization job, the 
technical automotive and farm 
equipment departments were omit- 
ted from the new operation. He 
now serves only in an advisory 
capacity, with actual day-to-day 
conduct of the business in the 
hands of his two sons. 

Although floor space was _ in- 
creased considerably by deepening 
the display area, the amount of 
floor space occupied by fixtures is 
actually about the same as that 
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Feminine Trafic Imerease 


Doubled sporting goods sales, increase in floor 
display area and merchandise shown and reduced 
expenses additional benefits for Salem Hardware 


which was required under the old 
set-up. The additional space, there- 
fore, was utilized to widen the 
aisles and permit the free flow of 
floor traffic. This induces a free 
circulation of customers through- 
out the entire store, thus enabling 
them to see merchandise in all de- 
partments and increasing sales of 
“impulse” items. 


Self-Service Displays 


At the same time, installation of 
new, self-service island displays 
and wall shelving at least doubled 
the amount of merchandise which 
could be placed out on display 
where customers could see and 
handle it. Three-step display 
islands, built so that the top shelf 
when fully stocked would still be 
well below eye level, enable all 
parts of the store to be easily seen 
from virtually any point. An in- 
novation in the construction of 


The attractive 
appearance of 
this sporting 
goods depart- 
ment is aided 
by the large 
mounted sam- 
ple of an an- 
gler's skill. It's 
a man section. 


these islands is the fact that they removable. Each shelf was ‘Luilt 
were built in sections with both in two sections which can be sep- 
the top and second shelves easily arated from each other and de- 
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This gives a closeup of a step-up display of plated silverware. At 
the left background is the paint section, builders’ hardware in center. 


tached from the shelf below. Thus, 
for seasonal displays and for dis- 
plays of large items, the display 
unit can be adapted without build- 
ing merchandise up any higher 
than the usual level. 

The effectiveness of the new 
display facilities was further in- 
creased by installation of a triple 
row of fluorescent lighting fixtures, 
with a row of lights directly over 
each row of display islands. Light. 
cream-colored walls and a light 
ceiling add further to the effective- 
ness of the fluorescent fixtures to 
produce even. shadowless illumina- 
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tion of 50-candle power over the 
entire store. Wall displays are 
highlighted by concealed fluores- 
cent fixtures at the tops of the wall 
shelving. 


Plate Glass Front 


In order to take utmost advan- 
tage of the promotional benefits of 
the new lighting fixtures, a floor- 
to-ceiling plate glass front was also 
installed, with a new, attention- 
getting electric sign. Ample floor 
space was left behind the windows 
for displays of appliances and 


other large items, and backless dis- 
play windows installed. Thus, the 
passers-by can see the entire store 
from the street. 

The appearance of the store as 
a whole was thus made to appeal 
more specifically to women shop- 
pers. At the same time, merchan- 
dise was selected which would give 
a wide variety not only in kitchen- 
wares and traffic appliances. but 
also in giftwares such as crystal 
and silverware. These items now 
occupy a good half of the store’s 
display space, with women’s mer- 
chandise on the left-hand side, and 


Gift items in plated silver and dinnerware are neatly arranged and well 
illuminated and attract the feminine customers to this side of the store. 


te 


mum 
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Steel goods and bathroom fixtures are in this section. The top shelf 
of island at the left is removed for a fireplace accessories display. 


men’s on the other side of the 
store. The more showy items, such 
as crystal and fine dinnerware, are 
given the prominence of the wall 
and island display space at the 
front of the store. 

An item in connection with mer- 
chandising of giftwares is the 
firm’s use of a “bride’s register,” 
a familiar but still effective pro- 
motional! device. With this, - the 
name of a bride-to-be is entered 
in a card file, with all gifts which 
have been purchased for her by 
relatives and friends, entered on 
the card. Wedding guests can 


therefore buy at the store without 
fear of duplicating other gifts 
bought previously at Salem Hard- 
ware. This is a very definite in- 
ducement for most if not all of 
the guests to buy for that particu- 
lar wedding, at the hardware store. 


Reduced Expenses 


Labor expense is reduced by 
means of the greater ease with 
which control of stock may be 
maintained with the new, self- 
service fixtures. In addition, an 
entire new floor was added to the 


Here's another view of the feminine side. Wide aisles are a feature 
of the store and do much to make for an uninterrupted traffic flow. 
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building for warehouse space, with 
ample shelving provided. As a re- 
sult, merchandise received is 
promptly taken out of the cases 
and placed on the shelves so that 
there are no half-filled cases. 
The sporting goods department 
also was set up so that it can be 
readily identified, even from the 
extreme front end of the store, 
and serves to draw traffic through 
the entire store. An effective meth- 
od for promotion of outboard mo- 
tor sales in particular and of sport- 
ing goods in general, has been the 
exceptionally complete follow-up 
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Three rows of display units and four aisles give patrons ample room for browsing. 


service provided with each sale of 
Ralf Thede. 


who operates the sporting goods 


an outboard motor. 


department, makes certain that 
every purchaser learns how to op- 
erate the motor correctly. He 
spends at least an hour-and-a-half 
with the customer teaching him to 
operate it, and instructing him in 
the important details of its mech- 
anism. By spending this much 
time he has found that he learns 
to know the customer personally 
and to win his confidence. 
Another service is a free check- 
up of the motor which the custom- 
er is urged to take advantage of 
after 30 to 50 hours of operation. 
This brings the customer back into 


STAIRS 


‘CHINE TOOLS 








Lettering on the stairway leading 
to the mezzanine identifies mer- 
chandise to be found upstairs. 
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the store and results in many addi- 
tional sales of sporting goods as 
well as other hardware merchan- 
dise. The store is fully equipped 
with replacement parts for its 
particular brand of motor and can 
rebuild a motor completely if nec- 
essary. As a result, the firm has 


sold over 200 outboards since the 
first post-war products started com. 
ing through in March of 1947. 
Sales of boats, which are displayed 
on the mezzanine balcony, and 
boating equipment have been @ 
natural outgrowth of the outboard 
motor business. 


927,000 Non-Farm Dwellings 
Started in 1948 


Washington Bureau 
of Hardware Age 


RELIMINARY 
piled by the Bureau of Labor 
Statistics indicate that 927,000 new 
permanent non-farm dwelling units 


figures com- 


were started during 1948. 

This is but about 1 per cent less 
than the record-breaking 937.000 
units put under construction in 
1925 and 9 per cent more than the 
number of starts in 1947. 

Government forecasters are not 
overly optimistic for 1949 unless 
the Congress passes housing legis- 
lation which would give home- 
building a sharp boost. Costs have 
been rising. The monthly totals 
for new starts have declined stead- 
ily from the peak of 99,400 for 
May to 56,000 in December—2800 
less than for December 1947. 

As it stands now. pending pos- 
sible new housing measures, the 
government sees scarcely more 
than about 880.000 new dwelling 
units started next year. This figure 
includes 30.000 family units which 


have been built with public funds. 

Although costs continued to rise 
in 1948, the increase was neither 
so great nor so fast as in 1947 
when costs zoomed by 34 per cent. 
Cost increase in 1948 was about 
& per cent. 

A changing pattern was noted in 
passing. At the beginning of 1948. 
rental housing (two or more fam- 
ily structures) accounted for only 
about 13 per cent of all starts; by 
December, this had risen to 17 
per cent for the year. However. 
this is still considerably below the 
10 per cent rate of the late twenties. 

New York and Los Angeles led 
all American cities in the number 
of permits issued as well as show- 
ing increases over 1947. Both 
Philadelphia and Washington is- 
sued fewer home-building permits 
last year than in 1947. However. 
gains registered by nearby suburbs 
more than offset the decrease for 
the cities proper. 
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Any event that brings people to a town also brings 
potential customers to the stores of that town. Here 
are some promotions that brought profits to dealers 


A NY promotion or 


community event that succeeds in 
bringing people into a town also 
brings potential customers into 
that town. And when a town is 
spotlighted its stores are in the 
same spotlight. In short, commu- 
nity events are business-builders. 
The following are good examples 
of promotions that aided material- 
ly in bringing customers—and dol- 
lars—to towns in various sections 
of the country. 


Goodwill Tours 


In order to promote interest in 
and to acquaint the trading area 
of Kennett, Mo., with the advan- 
tages of buying in Kennett, the 
chamber of that little city promotes 
goodwill tours to neighboring 
towns. Chamber officials work on 
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the theory that publicity in the 
trade area is always good for busi- 
ness and that there is always de- 
sirable, reciprocal trade between 
many towns which keeps local 
money “in the county.” 


* * * 


Annual Farm Festival 


Folks around Hartford, Wis.. 
like the annual Farm Festival so 
well that it has now become an 
established affair, having been held 
for three successive years. A fea- 
ture of the event is a big kiddies’ 
parade staged on Saturday after- 
noon. Merchants report standing 
room on Main Street to be at a 
premium for this parade. There is 
also a harvest dance, with the 
crowning of a Harvest Queen. 
Business in the store is especially 
briks during the three-day affair. 
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with farmers coming in to shop, 
visit and look around. 


Sells More Garbage Cans 


Hardware dealers of the retail 
division of the Sioux City, lowa, 
Chamber of Commerce, recently 
helped to make an appeal to all 
citizens to help keep the city clean. 
The appeal was especially directed 
to the retail merchants to keep 
streets and alleys clean. The ap- 
peal stressed the fact that it was 
impossible for the street sanitary 
department to do the job well 
without the aid of the merchants. 


7 o * 


Wheat Conference 


The joint opportunity of hear- 
ing at first hand from experts the 
latest in wheat growing improve- 


(Continued on page 234) 
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Three Strikes Didn't Put 


Two fires and a flood didn't stop this firm 
for a good, well trained and well paid team 
gets results. Store meetings, staff bonuses and 


consistent advertising help to promote sales E srivstastic reed 


work is one of the keynotes of the 
successful operation of Keller’s 
Electric & Hardware Store, 410- 
412 Spring St., Jeffersonville, Ind. 
Herman Keller, his wife and their 
13 employees all participate in a 
bonus plan, based on profits, so 
there’s reason for enthusiasm that 
pays dividends to everybody. 
Swirling waters from the Ohio 
River, in its rampage of 1937, in- 
nundated the store, which was the 
first strike against the Kellers. Fire 
gutted the establishment in 1946 
and after that second strike the 
firm came back into operation 





The store's office looks out on the 
tool section which is neatly ar- . 
ranged in order to encourage self- BY 
service. Ledge displays are oniy "a 

used for displaying bulky items. “ 
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= The plumbing goods department is 

compact and its neatness is typical 

7 of the entire establishment. This 

display upon an aisle table attracts 

many customers—both men and 
women. 


again, with a modernized store. 
The third strike was fire from a 
neighboring chain store building, 
which occurred just shortly after 
the damages of the first fire had 
been overcome. Keller’s rose again 
from the ashes and in June, 1948, 
held a big 25th anniversary sale. 
incident to which many special of- 
ferings were made with the invi- 
tation to the public to visit “South- 
ern Indiana’s Largest Electric and 
Hardware Store.” The store was 
operated a quarter of a century 





t | Keller Out of Business 
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This canopy of electric lighting fixtures, each having a price tag and ready for instant 
illumination, is between the men's and women's sections. Other lighting units are shown 
on the columns on either side of the canopy and on the center table. All bear price tags. 


ago as the Falls City Electric Co., 
at another address. Illustrated in 
this and following pages are views 
of various sections of the store. 
some taken shortly after Christmas 
decorations for }948 had been in- 
stalled. 

Keller’s 25th anniversary ad was 
a four-page, newspaper size. bulle- 
tin, mailed on a U. S. postal permit 
to homes all over Jeffersonville and 
the surrounding rural areas and 


even in parts of larger Louisville, 
across the Ohio River. The bulle- 
tin traced the history of the firm 
and showed pictures of the Falls 
City store, the present premises 
after the flood, after the fire of 
1946 and as they appeared at the 
time of the anniversary. The pres- 
ent staff of 15, including the pro- 
prietor and his wife—six women 
employees were also shown in that 
four-page broadside. Each em- 


One of the big reasons for heavy feminine traffic is this type 
of display of relatively fancy, but not necessarily high ,priced 
items. A variety of heating needs is displayed in the corner. 
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ployee was named as being “ 

anxious to serve you—at Southern 
Indiana’s Largest Electric and 
Hardware Store.” Souvenirs were 
offered during the one-week anni- 
versary and a total of 4000 people 
were registered during that period. 


Monthly Bonus 
The staff of Keller’s participates 


in a bonus, distribution being on 
a monthly basis. Mr. Keller put 
the bonus plan on a monthly basis 
several years ago, because he says. 
“You can’t get employees enthusi- 
astic about it on an annual basis. 
Where the payment is made each 
month, that is something again. 
We have sold our entire staff on 
the idea that it is just as impor- 
tant for the delivery man to make 
a good impression as it is for the 
salespeople in the store. If the de- 
livery man makes Mrs. Jones an- 
ery, youve defeated your own 
purpose. 


Makes Them Sales-Minded 


“Our present bonus arrangement 
has made all employees more sales 
minded. We teach the importance 
of courtesy and better salesman- 
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ship through half hourly meetings 
once a week and a two-hour ses- 
sion once a month. For those on 
the sales staff the bonus is based 
on 10 per cent of sales over theit 
monthly quota. The quota takes 
into consideration costs of mer- 
chandise, and the selling price plus 
an 8 per cent profit. Bonus pay- 
ments are made the third Saturday 
of each month, based on sales of 
the previous month. If the quota 
is not reached in a certain month 
there is no bonus payment the 
following month, and if the bonus 
for a particular month is low. the 
staff will do a better selling job the 
next time. 


Records Tell Story 


“Without accurate daily records 
you can’t tell where you're going.” 
says Mr. Keller. “We know from 
our records every day whether we 
are going forward or not. There 
hasn’t been a variance of as much 
as 34% per cent in the ratio of ex- 
pense and sales in 10 years.” 

For many years the store’s ad- 
vertising budget has equalled 1%, 
per cent of volume, this being di- 
vided between newspaper, hand- 





This section is devoted to the fancier kind of giftwares which 
are featured on the tops of the aisle tables. Various types of 
bulkier but nevertheless attractive items are kept under them. 


bills and postal permit ‘mailings. 
“Our advertising is designed to 
bring in store traffic and we fea- 
ture at least one special in each 


ad.” says Mr. Keller. “Our copy 


features our prices for the simple 
reason that Louisville has big 
stores and we want to make people 
aware that we can and do give the 


(Continued on pige 136) 


A wide variety of household needs is featured in this section and attracts both urban 


and rural customers who find plenty to interest them here. 


Note the lighting fixtures 


and the chime display which is located between the two units of this attractive store. 
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Everything for the Gardener 


In a Single Location 


Compact seed display is center of section at 
Roussell Hardware but customer has only to 
move a few steps to get all other essentials 


O.: of the largest 


seed cabinets in the area is used 
effectively at Roussell Hardware, 
Dubuque, Iowa, to attract the num- 
erous local gardeners and farmers. 
Gardeners soon learn which 
stores have large and reliable seed 
stock and come back to buy year 
after year, says Leonard Roussell, 
owner. For this reason, his large 
seed cabinet gets key display space 
up in the front of the store from 
March until August 1 each year. 
There are five rows of shelves 
on this seed cabinet. Each row 
contains 30 jars approximately, 
with the quart jars properly mark- 
ed so that gardeners can identify 


‘a had 
wed Hs od 


‘ 


: nome pid 
ed Hod 


the seeds quickly. A cut out space 
at the center of the display pro- 
vides space for a scale and wrap- 
ping supplies. Below the quart 
jar area there are deep bins in 
which seeds such as beans, peas, 
corn, etc. are stored. These draw- 
ers are also identified as to the 
seeds they contain. Every cus- 
tomer that enters this store in 
springtime is sure to see this large 
and neat seed display case. 


Wide Choice of Seeds 


Other garden and flower seed 
racks flank this large case in order 
to give the gardener a wide choice 





of seeds. At the left is a special 
display spot where a line of garden 
tools is shown. The gardeners al- 
ways need one or more of these 
tools and Mr. Roussell and his 
salesmen always suggest such items 
to seed customers. 

Fertilizer in large and small 
packages is also shown near the 
seed department, so that the real 
gardener has an opportunity to get 
all his supplies at this one store. 

“This large stock of seeds tells 
the customer that we are in the 
seed business to stay,” says Mr. 
Roussell, “and they are quick to 
tell their friends about the size of 
this stock. We can supply custom- 
ers with just about any garden 
seeds they ask for. We don’t miss 
one very often. Our seed business 
has grown steadily each year 
through good seeds, service and 
display.” 
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Store and Home Demonstrations 
Boost Television Sales 


_ 
of Elm Grove, Wis., seven miles 
west of Milwaukee, is selling from 
two to three television sets per 
week right now through some good 
merchandising work. These sets 
range in price from $326 for the 
small model to $595 for the large 
size. Installation costs range from 
about $65 to $85, depending on 
the size of the sets. 

Roger Strachota and Norbert 
Behnke long ago realized the op- 
portunity that would come with 


Strachota-Behnke show ‘em in the store and also 
takes ‘em right into the home. Firm maintains its 
own service department for installation of sets 


selling television sets on the early 
market, and so they have been 
plugging them for the past year 
and a half, in a community of 800. 

One front window in the store is 
given over to a showing of tele- 
vision sets. Streamers across the 
inside of the window emblazon the 
word “Television,” and at certain 
hours of the day people can stand 
outside the store and watch tele- 
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vision programs through the win- 
dow. 

This display attracts both pedes- 
trians and motorists. The store has 
a large private drive-in parking 
space in front of the store and 
motorists turn in easily and stop 
to watch television programs. 
“Then they come in and make in- 
quiries, and a considerable num- 


(Continued on page 168) 
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They Trim Their Sails to 


Charles & Sons analyzes changing trends, discovers reasons 
for the popularity of certain merchandise and then pushes 
these fast movers. Right now its demand is for power tools 


PPROXIMATELY 
one-third of the entire floor area 
of the Charles & Sons hardware 
store in Santa Monica, Cal., is de- 
voted to the display and demon- 
stration of power tools. Wood and 
metal working tools are also dis- 
played in one of the store’s two 
large windows. Hand tools and 
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power tools constitute a major por- 
tion of the store’s business. 


Analyze Demand 


“We have always tried to an- 
alyze changing customer demand 
in advance,” says Roy Charles, 
“and endeavored to trim our sales 


to fit the prevailing breeze. Over 





a period of 65 years we have found 
that cycles of popularity apply now 
to one group of articles and now 
to another. We believe that the 
thing to do is to push the fast 
movers for all we are worth. This 
increases our turnover and, hence, 
our profits. 

“For example, before the war 
we noticed a gradual increase in 
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the demand for hand tools. We 
watched sales mount and we cau- 
tiously inquired of customers why 
they were buying them. This, plus 
an examination of the territory we 
serve, convinced us that the big 
Douglas aircraft plant was largely 
responsible. The plant was ex- 
panding its activities, employing 
more and more men and women. 
Many of these new employees were 
acquiring a love of fine tools. 

“It appeared to us that the de- 
mand would increase still further 
and we laid in a big stock of the 
finest hand tools we could secure. 
The demand did increase. And, 
when Pearl Harbor suddenly put 
us into the war, that demand was 
rapidly augmented to such an ex- 
tent that, even with our large in- 
ventory, we were hard pressed to 
maintain a satisfactory stock. 

“We still do a big business in 
hand tools, but for a different rea- 
son. These tools constitute one of 
our major activities.” 


Ready for the Rush 


While the war may have cre- 
ated an unexpected bonanza for 
Charles & Sons, the important 
point is that when the opportunity 
for profits arrived, the company 
was ready for the rush because it 
had previously studied its own 
sales records and market condi- 
tions in its territory, and had acted 
accordingly. 

Following the war, the company 
made a similar analysis. Calls be- 
gan to come in for power tools, a 
line Charles & Sons had never pre- 
viously carried. Once again, pros- 
pective customers were queried. 
Roy Charles discovered that many 
former war plant workers who had 
been trained in the use of power 
tools were starting small manu- 
facturing plants of their own in 


the Santa Monica area and were 
making a wide variety of small 
products. The company decided to 
go in for power tools in a big way, 
and feature the line. 

“We carry circular saws, band 
saws, wood and metal lathes, drill 
presses, grinders, and so on,” says 
Roy Charles. “About 65 per cent 
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Fit the Prevailing Breeze 


of our sales are made to small 
local industries while the other 35 
per cent is to individuals, mostly 
retired business men who have 
taken up home crafting as a hobby. 

“Practically all of our sales, in- 
cidentally, have been on a cash 
basis to individuals or the usual 
30-day credit bass to manufac- 
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turing plants. The recent imposi- 
tion of installment credit regula- 
tions has had little effect upon us.” 

In addition to the power tools, 
the expansion of many small fac- 
tories, ranging from the one man 
shop to plants with 10 to 15 em- 
ployees, has continued the former 
demand for hand tools. 


Readjusting Inventories 


The company’s business man- 
agement policy of readjusting the 
store’s inventory from time to time 
to take advantage of changing cus- 
tomer trends was established back 
in the 1880’s when the father of 
the present owner founded the 
business. During the intervening 
years, many leaders have come and 
gone. Some, like the old charcoal 
flat irons, have gone never to re- 
turn because their place in the 
scheme of things has been usurped 
by newer inventions. Others con- 
tinue to warrent stocking in lim- 
ited quantities to take care of oc- 
casional demand, but their heydey 
is over. ‘2 

“From time to time,” says Roy 
Charles, “we have featured a good 
many different types of hardware 
merchandise. After all, we are in 
business to make money. We know 
that slow moving stock will not 
alone do the job. So we concen- 
trate our efforts on the fast mov- 
ing goods and work for rapid turn- 
over. 


Cautious Reordering 


“Our records show not merely 
the dollar sales but also sales by 
types of merchandise. As sales of 
some particular item or group of 
items show signs of falling off we 
are naturally cautious about re- 
ordering. There is no profit to be 
made on goods which gather dust 
on the shelves. Equally. as one 
item or another begins to show 
signs of activity we look into the 
reason for the increased demand. 
If it appears that the activity is 
not just a temporary phenomenon, 
we lay in an extensive stock and 
feature this merchandise. 

“T believe that all hardware deal- 
ers do the same thing because such 
a plan makes good sense. But we 
go a bit further. We deliberately 
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analyze the situation to the best of 
our ability. We ask questions and, 
from the answers, we study our 
trading territory to make sure that 
the demand will continue. We esti- 
mate as best we can what other 
customers might want, we try to 
predetermine how large a stock 
we should carry, and then we order 
accordingly.” 

Charles & Sons carry a general 
line of hardware including house- 
wares, builders’ hardware and 
paint. Throughout its history, the 
company has listed itself as 
“Charles & Sons, Hardware.” 

“This,” says Roy Charles, “gives 
us freedom of movement and the 
ability to change to meet changing 
conditions. Except for the broad 
general term of ‘hardware’ we are 
not by our name restricted to con- 
tinuing merchandise for which 
there is little demand. I don’t mean 
to intimate that our policy is nec- 


essarily the best policy for all 
other hardware men. What may be 
good for us may be rank poison 
for someone else. It all depends 
upon local conditions. An item 
that may be exceptionally popular 
in one city or state may be a slow 
mover somewhere else it just can’t 


be helped. 


Be Forewarned 


“But I do think that if the 
hardware man will carefully an- 
alyze his sales records and handle 
his inventory accordingly, he won’t 
need to worry much about declines 
and advances in the popularity of 
any group of items. Being fore- 
warned is half the battle. Neces- 
sary inventory changes can be 
made in plenty of time. And then. 
when the new leader is moving. 
push it for all it’s worth and keep 
on pushing it.” 


Perch Race Stimulates Local Business 


ERCHANTS of Charlevoix, 
Mich., including Staley Hard- 
ware, McCabe’s and Wood Bros. 
Hardware, last spring put on a 
three-day perch festival. The 
event attracted considerable at- 
tention, because hundreds of fish- 
ermen in small boats could be seen 
on Charlevoix Lake from the main 
street of the city. 
Awards went to the fishermen 
who caught the heaviest catch. the 


biggest perch by weight and to 
the angler who came the longest 
distance. Cards, signs and other 
advertising were distributed in 
towns which were even 100 miles 
distant. 

A feature of the three-day perch 
race was a large parade on May 
9th which attracted thousands of 
people. Hardware and other stores 
had fine sporting goods windows 
for the event. 





Inhabitants of Charlevoix watch the parade. 
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Here's a section of the carpet and rug section. Note display of short ends of carpeting 
and stack of 9 by 12-ft rugs. In the foreground are seen some large rolls of carpeting. 


Floor Coverings Do a $60,000 
Business Annually 


= coverings are a 
major line at Krueger Hardware in 
Janesville, Wis., a city of 23,000, 
and are excellent profit makers as 
they tie in with other lines offered 
by the store. Although the store 
had previously sold linoleum and 
other smooth surface floor cover- 
ings, Frank and Ed. Krueger first 
entered the soft carpeting and rug 
field in 1936, when they were look- 
ing for a line to tie in with other 
floor covering, builders’ hardware 
and other household equipment. 


Soft carpeting and linoleum and other smooth 


surface floor coverings 


increase volume for 


Krueger Hardware. Firm makes own installations 


The entire floor covering depart- 
ment at this store, employing five 
specially trained men, does an an- 
nual business of approximately 
$60,000 with many other sales 
traceable to contacts made through 
the department. 

“We are well pleased with the 
way the department has grown,” 
says Frank Krueger. “Right now 
we have eight complete house jobs 
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on floor coverings awaiting us, and 
we've had a job waiting list for a 
number of years. Not only do we 
lay carpeting and floor coverings 
such as linoleum, but we also sell 
and install wall tile, floor tile- 

everything except steel tile. We 
also cover sink tops and work of 
that kind, which seems to be be- 
coming increasingly popular.” 


The five men who handle this 
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Four of the five installation men employed by the firm measuring 
linoleum for a job. The floor covering section is in the basement. 


firm’s floor covering work at the 
present time have all been trained 
at the Krueger store. They are in- 
structed to do the best job pos- 
sible for the store so that cus- 
tomers are satisfied. the store’s 
floor covering reputation enhanced 
and customer recommendations 
forthcoming. 

The installation men earn from 
$3,600 to $4,100 per year which is 
considered a good wage in that 
area, compared to other skilled 
work. Carpet laying jobs in some 
homes run up to $1,300, says Mr. 
Krueger, depending on the size of 
the area carpeted. Linoleum and 
floor tile jobs run from $200 and 
up as a rule. 

While the rug and carpet stock 
is carried upstairs on the first 
floor, the linoleum and tile stock 
department is located in the base- 
ment. Here the customer can dis- 
cuss her floor laying job in pri- 
vacy, inspect samples and _ talk 
over the project thoroughly with a 
competent salesperson. 

When the service crew installs 
linoleum, tile or carpeting in the 
home, they have many opportuni- 
ties to make additional sales. For 
example, they advise housewives to 
use certain linoleum cleaners and 
waxes which are obtainable at the 
Krueger store. This takes many 
homeowners into the store regu- 
larly, and is an excellent traffic 
building feature. 

In addition, the members of the 
service crew are often able to rec- 
ommend to the homeowner a cer- 
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tain appliance for kitchen or base- 
ment, which Krueger salesmen can 
eventually sell and have installed. 
And the better the floor laying job 
the more confidence the home- 
owner has in the store and its per- 
sonnel and the more favorably dis- 
posed he is to buy appliances and 
other hardware stock items there. 

One of the Kruegers always calls 
on every homeowner where a floor 
covering job has been done by the 
firm. This helps to build good 
will, discover any complaints and 
lay the groundwork for future 
business. 

In one instance, Frank Krueger 
recalls, a housewife telephoned 
him before he had the opportunity 
to schedule her home for a routine 
visit. She said, “I'd just like to 
have you come and see what a 
wonderful carpeting job your men 
have done. That carpet looks as if 
it were actually poured on the 
floor—it’s perfect. We are all rav- 
ing about it and friends marvel at 
how nice it looks.” 


Such satisfaction and the recom- 
mendations which follow are in- 
valuable in building future busi- 
ness. The Kruegers always im- 
press upon their service men this 
idea of quality workmanship. 

Mr. Krueger believes that his 
firm is the only one in the area 
offering such a complete floor- 
covering service. His crew travels 
within a radius of about 40 miles 
making sales and installations. 


The carpet and rug section on 


the first floor of the store is beauti- 
ful to behold. There is a large 
stack of 9 by 12-ft. distinctive rugs 
priced from $69.50 and up. A con- 
siderable number of these are sold 
every month of the year. They re- 
quire no installation. And rug 
customers often become prospects 
for floor laying jobs as well. 

Some of the 9 by 12-ft. rugs are 
displayed on the sidewalls, which 
aids in calling the department to 
the attention of all persons who 
enter the store. The appliance di- 
vision is near the rug department 
because that merchandise interests 
the same type of customer. 

Newspaper and radio advertis- 
ing mention the floor covering 
sales and service features of 
Krueger Hardware, but, of course, 
the largest volume of business 
comes from satisfied customers, 
who recommend the store to their 
friends. 

Due to the large amount of home 
building still in the offing, and with 
remodeling and redecorating prom- 
ising to be active for a long time, 
the Kruegers believe their floor 
covering department, including the 
soft lines, will continue to prosper. 


Cleanliness Pays 
Dividends 


wees of Weitzer Brothers, 
Inc., West Allis, Wis., a suburb 
of Milwaukee, often remark how 
clean the store is day after day. 
There is good reason for their 
comments. 

In addition to daily sweeping 
and dusting, the store gets an 
inch-by-inch cleaning treatment 
once a year, according to John 
Weitzer, Jr., during January or 
February. 

“At this time of year we reno- 
vate the store from top to bottom,” 
he says. “We clean ceilings and 
sidewalls. The floor is scrubbed 
—every inch of it. Then the floor 
is sanded and waxed. The fixtures 
are cleaned and re-varnished. Such 
cleaning pays, because it makes 
the store more attractive.” 

Mr. Weitzer says that in ad- 
dition to sanding once a year, the 
floor is scrubbed and waxed once 
a month, and this helps to keep 
the floor in excellent condition 
at all times. 
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“‘Doc’’ Peters says— 


, 





sales: 


(No. 9 in a series) 


HOW MANY 
PETERS HIGH VELOCITY 
22's IN THIS BOWL? 














Try this new twist on an old trick for more 
sales . .. a guessing contest with Peters 
“High Velocity” 22’s in a fish bowl. Offer a 
gift certificate or merchandise to the winner. 
It’s one good way to attract new prospects 





. compile a fresh mailing list . . . spark 


extra sales from regular customers. 





* 


That new prospect is only a few steps away from a purchase... when... and if... 
he stops in front of your store. Stop him with an eye-catching window display that 
effectively dramatizes the use of merchandise, such as the one above. Easily made with 
crepe and cardboard cutouts, it featurés a telescopic sight popular-priced 22 rifle and 
the Peters “High Velocity” 22’s to go with it. The selling theme: For small game, farm 
pests or plinking, you'll want the best ammunition and gun! Drop us a line for source of 
supply of window background. 





To seil the prospects who don’t pass your 
way, advertise in your local newspaper. For 
example, tie to Peters national advertising 
now appearing in Outdoor, Farm, and Boys’ 





Want a traffic stopper for fly fisher- Score a hit with passersby when base- magazines by spotting ready-made news- 
men? Fasten cardboard cutouts of fish to _ ball is in season. Suspend baseballs, bats, paper mats (send for a copy of new Peters 
your window. Have each fish hooked by and gloves on black thread from the ceil- electrotype catalog) on Peters “High Ve- 
a different fly, and let each line lead toa ing. Against a dark background, such a locity” 22’s in your ads. When you tell peo- 
fly rod mounted in the center of the main display gives an interesting effect that has ple you sell products they know and believe 
display. that look-twice-and-buy appeal! in, they have more confidence in your store! 
P. Show this advertisement to your sales trainees as part of their merchandising 
@ @* course. Reprints of this series are available on request. 


haley 


ETERS packs the, power 


PETERS CARTRIDGE DIVISION—Kemington Arms Company, Inc., Bridgeport 2, Conn. 
“High Velocity” is Reg. U.S. Pat. Off. by Peters Cartridge Division. 





HARDWARE AGE, FEBRUARY 10, 1949 133 








as eagnae 2 


Tt) bof 4 dete Et 


Agee | sp 5 eal 


a i 


& 


" EEEL TE 





The wall display features bulk seeds. Garden tools and fertilizers are nearby. 


Related Sales Loom Larger 


When Gardening Time Nears 


Seeds, fertilizer and garden tools are located 
strategically near one another at Gilbert's. 
Sign at store front paves the way for sales 


orm around 


Oregon, Ill., population 1328, do 
not get a chance to forget the fact 
that the Gilbert Hardware Co. has 
garden, flower and field seeds for 
sale. 

Each year, early in March, C. G. 
Gilbert and J. L. Nisley, partners 
in ownership of the store, hang up 
a special white sign which carries 
the copy “Seed” in big fat white 
letters. 

The sign is especially construct- 
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ed to hang over the entrance of the 
store. It can easily be slipped 
onto special hooks where it re- 
mains tight and does not swing in 
the wind. 

The Gilbert store is on the fam- 
ous Oregon “village square” which 
means that the seed sign can be 
seen by many people all day long. 
Motorists coming along a heavily 
traveled nearby highway, can't 
help seeing the sign, for it is one 


This sign is hung over the door 
when gardening time approaches. 
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| Rew is a hardware “bread and 
butter”’ line. Year after year it 
can be counted on for steady, profit- 
able sales volume. 

That’s why it’s important that you 
keep the subject of chain alive... 
keep chain constantly on display. 

The Cleveland Reel Salesman sells 
chain “right off the reel’. It makes 
many sales that would otherwise be 
delayed or lost. 

Put one of these profit-makers in 
your store today. Your jobber will 


gladly give you full details. 


CLE VELAND (HAIN 





The Cleveland (hain & Mfe Co: 


Cleveland 5, Ohio 


Associate Companies: David Round & Son, 
Cleveland 5, Ohio ¢ The Bridgeport Chain & Mfg. 
Co., Bridgeport 1, Conn. © Seattle Chain & Mfg. 
Co., Seattle 8, Wash. ¢ Round California Chain Co., 
So. San Francisco and Los Angeles 54, California 
Woodhouse Chain Works, Trenton 7, N. J. 


Certified 


Sine LARA 1869 CHAIN INSTITUTE 


Neng wo Member 
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This display of bulk seeds, just inside the entrance, attracts the 
gardeners and catches the eye of everyone who enters the store. 


of the best in the area, and can be 
seen from a long distance. 

Inside the store, the firm also 
shows seeds in two locations, both 
of which help get gardeners think- 
ing about seeding time and making 
plans for the coming season. One 
display just inside the entrance 
shows bulk seeds such as corn, peas 
and beans in large pails. Each pail 
has a neat descriptive identifica- 
tion sign thrust intu the seeds. 


Three Strikes Didn't Put Keller Out of 


same prices as even chain store 
competition, for we try to meet 
but not beat chain store prices.” 

Herman 
Keller, who is a director of the 
Indiana Retail Hardware Associa- 
tion, “ranges from as much as 
three or four columns by 16 inches, 
twice a week, to as little as two 
columns by 10 inches during Au- 


“Advertising,” says 


gust. Our program is flexible to 
meet seasonal needs.” 

The store’s quarter-hour, once-a- 
week sales meeting, is supplement- 
ed once a month with a two-hour 
night meeting from 7:30 to 9:30, 
at which time bonus payments are 
announced, The regular weekly 
meetings are held from 5:30 to 
5:45, the store closing a quarter 
of an hour earlier for that purpose. 
Chairmanship of the meetings ro- 
tates among the employees who 


head the store’s basic departments: 
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Seed information on these pla- 
cards is quite extensive and en- 
ables the customer to sell himself 
on the various varieties. This 
pail display actually commands the 
attention of everyone who enters 
the store. 

A wall display at the right in 
the store features a step-up show- 
ing of other bulk seeds in neat jars 
having identifying labels. At stra- 
tegic spots in the front of the store 


(Continued from page 125) 
1, Appliances; 2, Paint: 3, Elec- 
trical Supplies; 4, Hardware; 5, 
Housewares; and 6, Plumbing 
Supplies. 

At one time the store was closed 
Wednesday afternoons. This pol- 
icy. however, has been discon- 
tinued, with arrangements being 
made for a staggered half day holi- 
day each week for each member of 
the staff. Since the full Wednesday 
schedule was inaugurated, sales for 
that day have averaged as high as 
four times that of the half-day 
setup. 

Outside selling follows up store- 
developed leads on major appli- 
ances and other major units of 
sale. the firm’s staff going as far 
as 30 miles from Jeffersonville to 
make sales from leads. 

Fixtures of the present store 
were largely made by the store’s 
staff, based on association plans. 
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there are bags of fertilizer in var 
ious sizes. The garden tool sec- 
tion is also visible from the front 
of the store, so that related sales 
can be suggested effectively. 


Pays To Start Early 


“It pays to focus attention on 
seeds and fertilizer at an early 
date,” says Mr. Nisley. “We can 
notice a sharp pickup in seed busi- 
ness when we put up that outdoor 
sign each year. It reminds people 
that gardening time is drawing 
near, and it enables us to get a 
sizable share of the business before 
the actual planting period. Then. 
too, when the planting season is 
here, people who rush to town to 
get extra seeds, see the sign and 
are reminded to come to our store 
instead of going elsewhere for 
their needs.” 

Mr. Nisley says that the store 
has two other signs of the same 
size as the “Seed” sign. They are 
lettered “Paints” and “Appliances” 
and they are used at various times 
of the year when the seed sign is 
not in use. Through the use of 
these signs, the Gilbert Hardware 
Co. has a means of attracting max- 
imum attention for three divi- 
sions of the store. 


Business 


The front, most of which is of the 
visual type, has two closed back 
units, one on either end, and is of 
Pittsburgh Plate Glass Co. maroon 
and white glass. There are two en- 
trance doors, between which is sit- 
uated the sweeping visual front 
which is recessed from the street. 
The display room, a consolidation 
of two adjoining rooms, measures 
about 44 by 80 ft. in one section 
and 2214 by 90 ft. in the other. 

Fires and flood stopped business 
for a time at Keller’s, but team- 
work makes the store keep going, 
the neatness of the store both in- 
side and out being a big part of 
the story of the public’s acceptance 
of it and its wares. Parking space 
is metered in Jeffersonville so the 
firm has its own parking lot. oper- 
ated in co-operation with a chain 
food store. up to 75 cars being 


accommodated in the joint venture. 
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How Should Taxes 


A former Undersecretary of the Treasury points 
out some basic faults in our present tax setup 


a siciaibialn of 
the federal tax angle is vital in all 
today’s business plans. The fed- 
eral tax structure also determines, 
in large measure, the ability of our 
economy to respond to individual 
and public needs. On a clean 
slate, what kind of a tax program 
could be written that would per- 
mit the necessary governmental 
functions to be carried on efficient- 
ly without endangering the eco- 
nomic well-being of the citizenry 

-individually and as a group? 

Two things would confront those 
who set out to establish a more 
rational and equitable tax structure 
at this last date. One of these is 
the national debt of $253,000,000,- 
000. The second is a federal bud- 
get which has been ranging around 
$40,000,000,000 a year, and which, 
it has been predicted, may even go 
up to $50,000,000,000 when new 
expenditures for national defense 
are added. 

What must determine the Gov- 
ernment’s total tax take is, of 
course, the amount of government 
expenditure. If the Government 
is to keep solvent, at least in the 
long run taxes must be sufficient to 
cover current outgo and to yield 
a margin for debt retirement. 

That’s a first requirement—but 
there’s another side to the story 
and a most important one. The tax 
system also can serve as a brake on 
wasteful use of federal monies. In 
concern over inflation, the inflation 
of the vastly expanded cost of gov- 
ernment has a chief place. The 

*Reprinted by special permission of 
the Tax Outlook, published by the Tax 
Foundation, Inc., and The Nation’s 
Business, which originally published 
this article in more detail, the conden- 
sation herewith reproduced having ap- 


peared in Tax Outlook. [ilustrations 
courtesy, Tax Outlook. 
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cost of government will not be re- 
duced until taxes are reduced. 
There are too many ways in which 
potential surpluses are diverted 
into expenditures. 


Escape Difficult 


This is why it has been so difh- 
cult to get away from war taxes. 
During the war taxes reached the 
heights. Individual income taxes 
reached down to incomes of as low 
as $500, and up by a steep scale to 
a top bracket of 91 per cent, be- 
sides a normal tax of three per 
cent. Corporation incomes were 
taxed at 40 per cent, with excess 
profits tax—after allowed credits 
—reaching a top of 95 per cent 
subject to a post-war credit of ten 
per cent. Excise taxes were in- 
creased and multiplied. 

For the year 1945 the total tax 
yield from all sources exceeded 
$46,000,000,000. 

Yet during the war, in spite of 
such yields, $224,000,000,000 was 
added to the national debt. 

In time of war, the Government 
must take every risk, including the 
risk of almost unlimited taxation 
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and borrowing. In time of peace, 
the Government must get back to 
safe practices. 

Up to the present time there 
have been some adjustments in 
the rate of corporate and individ- 
ual income taxes, and the excess 
profits tax has been repealed. In 
addition, the tax-splitting benefits 
previously enjoyed by residents of 
community property states now 
are available to all. Nearly 7,500,- 
000 taxpayers have been struck 
from the rolls by increase of ex- 
emptions. 

The surplus of more than 
$8,000,000,000 realized by the 
Treasury in 1947 suggests the pos- 
sibility of further relief—but wait! 
Expenditures for 1947 were more 
than $36,000,000,000, some four 
times expenditures for 1939. Huge 
new expenditures are urged and 
Secretary of the Treasury Snyder 
predicted a deficit for 1948. The 
question arises as to whether any 
system of taxation can be devised 
which can operate at such a high 
break-even point. What are the 
prospects? 

Providing money for federal ex- 


Mr. Ballantine, an attorney and member 
of the law firm, Root, Ballantine, Harlan, 
Bushby and Palmer, served as Undersec- 
retary of the Treasury during the Hoover 
Administration and retained that office at 
the request of President Roosevelt, who 
asked him to take immediate charge of 
U. S. Treasury operations during the bank- 
ing crisis. He has been an advisor to the 
Joint Committee of Congress on Infernal 
Revenue Taxation (1927). 
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Be Revised ? 


By ARTHUR A. BALLANTINE* 


Revision of taxes, says Mr. Ballantine, must take into consideration the fact that, 
“In time of war, the Government must take every risk, including the risk of almost 
unlimited taxation and borrowing. In time of peace, the Government must get back 
to safe practices.” He decries, ‘Using the tax on corporate enterprise as . . . a monkey 
wrench which officials not familiar with practicalities can employ to tinker with 


penditures is often discussed as if 
it were a simple matter of using a 
large enough dipper on an assured 
stream of taxable funds. In fact 
there is a rather sharp limit to the 
sources of taxation and to what 
can be dipped without checking 
the flow. 

One striking truth is that when 
federal revenues were so vastly ex- 
panded during the war, more than 
three-fourths of the yield was from 
income taxes. 

The income tax is and will re- 
main the chief reliance of the fed- 
eral government. Even so, it pre- 
sents a difficult question as to the 
treatment of different kinds of 
income. 

A most notable case is that of 
capital gains—the dollar profit on 
the sale of an investment. Such 
gains are not treated as income in 
England and are seriously urged 
not to be true income at all. The 
United States Supreme Court did 
not sustain that view. Congress 





business development.” 


recognized some merit in it by 
placing a limit on the tax burden, 
now 25 per cent. That limitation 
supplies a most desirable induce- 
ment to invest in stocks, providing 
capital so needed for enterprise. 

A problem still to be solved is 
how to treat earned income as con- 
trasted with investment income. 
Perhaps at least a partial answer 
may be found in permitting tax- 
payers, whose years of productive 
service necessarily are limited, to 
establish individual retirement 
plans with postponement of taxa- 
tion in some substantial part until 
the fund is drawn upon, at which 
time the exaction would be at a 
lower rate. 


National Income 
At $215 Billion 


What has sustained the income 
tax, of course, is the immense ac- 
tivity of business which has raised 
the national income up to levels 
reported at $215,500,000,000. That 
pertinent fact gives the Treasury a 
vital stake in promoting the main- 
tenance and development of the 
national income. 

Should additional revenues from 
incomes be required because of 
expanded government expenditures 
the only way to get them would be 
to tap further the national income 
at the bottom. It is there that the 
great bulk of the national income 
is today. The part of the national 
income coming to persons in the 
$25,000 and up bracket is reck- 
oned at little more than two per 
cent. Complete confiscation of all 
incomes over the $50,000 level re- 
maining after payment of taxes 
would add to the revenue hardly 
$500,000,000. 
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It is essential, however, that the 
income tax be supplemented with 
other taxes, for the revenue from 
income taxes may shrink again as 
it did so distressingly in the ’30’s. 

Those other taxes already are 
familiar. Even under the pressure 
of World War II almost nothing 
was discovered in the way of new 
taxes. Liquor and tobacco were 
carried up to a total of more than 
$3,700,000,000, with liquor twice 
tobacco. Manufacturers’ excise 
taxes yielded more than $1,000,- 
000,000 and retailers’ levies about 
half that amount. The gasoline tax 
produced more that $400,000,000 
but the yield of all the miscel- 
lancous taxes reached only about 
$1,600,000,000. 

Estate taxes begun in 1916, sup- 
plemented by the gift tax, with the 
exemption reduced to $60,000 and 
the top bracket raised to 77 per 
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Teue lemver is TOPS in Steel Goods 
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E&XAMPLE—True Temper 3 tine hay forks. For over 100 
years tops in design and workmanship. Test one from your 
stock for balance, dish of tines, lift and finish. Unequalled 
strength and durability makes it Top Value to the user. Equally 
true of True Temper manure, grain and garden forks. User 
appreciation of these values makes True Temper by far a 
world leader in fork sales. 


Nationally advertised, directing users to see and buy in 
their home town hardware stores. 
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cent, Where it now stands, reached 
their maximum yield of something 
under $800,000,000 last year. 

In 1932, the House Ways and 
Means Committee proposed the 
adoption of a general federal sales 
The 


tax was worked out on the Canad- 


tax with certain exemptions. 


jan model, so that it would rest on 
only one stage of the line of sale 
and would not be pyramiding. 
That proposal was rejected, as a 
sales tax obviously must be ab- 
Reliance on se- 
lective sales taxes was maintained. 


sorbed in prices. 


Having learned then, from past 
experience, what the reliable and 
practicable sources of revenue are, 
one would retain them for the fu- 
ture, but with a more simplified 
and efficient administration and a 
more rational and equitable rate 
structure. 


Taxes Must Allow Growth 


\ny tax program that is geared 
to the realities of a dynamic econ- 
omy such as ours must make provi- 
sion for the needs of tomorrow if 
we are to continue to make prog- 
ress or even to maintain our pres- 
ent standard of living. 


Economists agree that “at pres- 


ent American industry is in urgent 


need of huge amounts of addition- 
al capital.” This is so partly be- 
cause it is estimated that at the end 
of 1947 the industrial plant of the 
country represented less than eight 
per cent more capital than in 1929, 
notwithstanding the increase of 
population to more than 146.000,- 
000. The need also reflects the 
greatly increased cost of all equip- 
ment as well as constant new devel- 
epments in methods. 

In view of this it is surprising 
that our tax law imposes a penalty 
reaching 381% per cent on retained 
income of any corporation. 

This tax is not so repressive as 
the unqualified undistributed prof- 
its tax of 1936, imposed at a time 
when it was suggested that the pro- 
ductive facilities of the country 
were fully developed, but aban- 
doned in 1938, because of general 
protest of forward-looking busi- 
hess men and economists. 

What’s needed in any new and 
rational tax law is a simple pro- 
vision which will levy a fair tax on 
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all business corporations according 
to their earnings. Whether the 
corporation, after having paid its 
fair tax, shall distribute its funds 
to stockholders, presently use it for 
expansion or replacement of its 
plant, or whether it shall allow its 
money to accumulate for future use 
as surplus is a decision for the 
owners of the business—the stock- 
holders acting through the man- 
agement they have chosen. 

The individual is not told how 
to spend that part of income re- 
maining after taxes—nor should 
groups of individuals who have 
incorporated to do business. 

Using the tax on corporate en- 
terprise as a source of revenue is 
one thing. Using it as a monkey 
wrench which officials not familiar 
with practicalities can employ to 
tinker with business development 
is another—and scarcely within 
the scope of an equitable tax 
program. 


Aim Is More Flexibility 


Most active business is carried 
on under corporate ownership and 
the corporate setup has to change 
from time to Yet without 
protective provision in the tax 
law, a mere change in the setup, 


time. 


actually representing no realiza- 
tion of profit, might involve seri- 
ous tax consequences, New shares 
of stock received, for example, 
would be taken at market value as 
if paid for old shares turned in. 

When income taxes grew heavy 
it was recognized by the Treasury 
and by Congress that provision 
should be made in the law to per- 
mit freedom in corporation read- 
justments so that the development 
of business should not be hamper- 
ed by artificially based tax liabil- 
ities. 

From the 1918 act on, to permit 
corporate flexibility, the so-called 
“reorganization” sections were in- 
cluded in the income tax statutes. 
The term “reorganization” was not 
employed in a technical sense but 
as a convenient word to cover read- 
justments between 
and between corporation and se- 


corporations 


curity holder deemed to require 
exemption. 
These provisions, intended to 
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TRUE TEMPER 





THE § STAR LINE 





Use of improved steels and modern man- 
ufacturing methods make True Temper 
weed and grass cutters stand-out tools. 
Example, True Temper Perfect Weed 
Cutter No. 26 has won universal user 
preference because of its superior effi- 
ciency and value. 


“2h © WN 


oN O 


HAMMERS: Dynamic design (patented) 
steps up driving power and pulling lever- 
age. 


HATCHETS: Patented, power centered Dy- 
namic design. Value and utility unmatched. 


AXES: Perfect and Flint Edge. User pre- 
ferred the world around. 


SHOVELS: Solid Shank and Dynamic 
Forged Socket, Blade, shank and socket 
forged in one piece. 


STEEL GOODS: Value leaders for more 
than 100 years. Fire-Hardened handles 
and extra utility. 


RODS AND BAITS: The Rod of Champions 
. The Lure of Experts. 


HEDGE AND PRUNING SHEARS: De- 
signed and built by experts for vastly im- 
proved efficiency. 


THE AMERICAN FORK & HOE COMPANY ©-CLEVELAND 15, Onto 














Watch Your Step When You Sell 
Goods Not in Stock! 


This practice frequently results in the dealer being left 
“holding the bag." The safest way is to write the order in 


complete detail on an order blank and have the cus- 


-™ retail hardware 
dealer, at one time or another, has 
had orders for goods not in stock, 
articles for which there may not be 
another call for months or even 
years. The stocking of such mer- 
chandise means accumulated dust, 
a loss of floor or shelf space and 
frozen inventory. The sane busi- 
ness practice is, buy only enough 
goods of this type to fill an order 
when it is taken. 

The call for such goods in most 
instances is made by telephone or 
across the counter by word-of- 
mouth. There is nothing wrong 
or unusual in taking an order in 
this way but the customer may 
change his mind before the goods 
are delivered. 

In Pennsylvania during the last 
war a contractor manufacturing 
mobile repair shops for the gov- 
ernment ordered drills of various 
types from a hardware dealer. The 
orders were received over the tele- 
phone and filled immediately if the 
goods were in stock. If they were 
not, the goods were ordered from 
manufacturers and delivered later. 


Partial Deliveries Made 


Partial deliveries had been made 
on four such orders and the dealer 
asked for payment on the drills 
already delivered. The contractor 
refused to pay on partially filled 
orders but suggested that the un- 
filled portions of these orders be 
cancelled and that payment then 
made for the drills already deliv- 
ered; then new orders would be 
given to replace those already 
given for stock ordered by the re- 
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tomer sign it. By doing this he will be protected from loss. 


By ALBERT WOODRUFF GRAY 
so 8 


tail dealer and not received at 
that time from the manufacturer. 

The unfilled portion of these 
orders was cancelled and the 
dealer was paid for the goods al- 
ready delivered. The contractor, 
however, failed to give the new 
orders as promised, for which the 
merchant had already ordered the 
goods. Suit was brought by the 
retail dealer for the contractor’s 
failure to carry out his promise to 
renew his orders and take up the 
undelivered drills. The drills al- 
ready bought by the hardware 
dealer for filling these promised 
orders went the way of other dust- 
gathering stock. 


No Recovery 


It is clear that if this suit were 
based upon ‘the (contractor’s) 
promise to give new orders, treat- 
ing it as a new contract, then there 
would be yo recovery, because of 
the Statute of Frauds. 

Long ago a statute was passed 
in England providing that, “No 
contract for the sale of any goods, 
wares or merchandise for the price 
of £10 sterling, or upwards, shall 
be allowed to be good, except the 
buyer shall accept part of the 
goods sold and actually receive the 
same, or give something in earnest 
to bind the bargain, or in part pay- 
ment, or that some note or memo- 
randum in writing of the said bar- 
gain be made and signed by the 
parties to be charged by such con- 
tract, or their agents thereunto law- 
fully authorized.” 
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This statute is in substance the 
law of every state of the union, 
except in some instances the £10 
sterling, approximately $50, has 
been increased to $500. In brief, 
a sale or agreement to sell $50 or 
$500 worth of goods when the de- 
livery is postponed, is no sale un- 
less a payment is made on account 
or the customer signs the order. 

In a recent New York case the 
buyer of an automobile agreed 
orally to pay $714, with a trade-in 
allowance for a used car of $325. 
The balance of $416 was to be a 
promisory note payable in 10 days. 
When the buyer failed to carry out 
the agreement the seller sued. He 
failed to recover his money. The 
agreement was not in writing. The 
court said, in deciding against the 
seller, “An... agreement of this 
character may be unenforceable 
under the Statute of Frauds if the 
value of the goods involved is more 
than $50 unless the buyer accepts 
part of the goods and actually re- 
ceives the same, or gives some- 
thing in part payment or unless 
some note or memorandum in writ- 
ing is signed by the buyer or his 
agent.” 


Law Is Arbitrary 


This law is arbitrary and in 
many instances harsh in its effects. 
The efforts of merchants to avoid 
its restrictions are many and vari- 
ous. In a transaction involving a 
carload shipment of seeds in Indi- 
ana the seller failed to deliver. The 
buyer sued to recover $1,421.69 
for damages. The names of the par- 
ties, the method and time of ship- 
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BIG PAINT BRUSH PROFITS 


MINIMUM SELLING SPACE 
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ASSORTMENT NO.1 


Now you can set up a real, PAINT AND VARNISH BRUSHES 


_ result-getting paint brush depart- (DOUBLE THICI:) 
the " 
aes ment in only two feet of counter space! Bristle Suggested 
epts Star Dispensers show standard, compet- 4 rine poap op ps _ 
a s . P oz. 16 . 
itively priced varnish and wall brushes in your 2 doz. 1%" 11546" 30 
choice of assortments ... and they do a whale of 1% doz. 2” 2%," 10) 
a selling job in just a little space! Place your Y2 doz. 2/2" 2%" 69 
Ya doz. 3” 22" 1.00 


order with your wholesaler. Star Brush Manufac- 


turing Company, Inc., Boston 18, Massachusetts. Burgundy and Clear Handle Colors — All Pure 
Chinese Bristles. 


Concentrated Stopping Power SALES RETURN $38.34 
Colorful Star Dispensers pack a lot of attention- YOUR COST 25.56 
getting salesmanship into 23”x 9” of counter space. PROFIT $12.78 


And their all-metal, nickel-plated, permanent con- 
struction features the “loop” design that reduces 
pilferage. Write for details on dispensers oo 
for other popular assortments of 


wall and varnish brushes. 


No Shed...No Streak...No Spatter 
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ment, the terms of payment and 
the description of the seeds were 
written on the seller’s billhead but 
the memorandum had not been 
signed. 

In an effort to escape the pro- 
visions of this law the buyer in- 
sisted the transaction was 131 
sales, 114 bags of seeds and 17 
bushels, and that each item 
amounted to less than the $50 men- 
tioned in the law. 


“A single contract of sale gov- 
erning several items which are sep- 
arately described and priced is un- 
enforceable as to all of the items if 
essential terms of the contract as to 
some of the items are omitted,” 
said the court in determining this 
method of avoiding the $50 re- 
striction of the statute. “In this 
case there can be no serious con- 
tention that the entire transaction 
between the parties was not cov- 
ered by a single contract.” 

Another important feature is a 
distinction between the “goods, 
ware and merchandise” terms used 
in the law and agreements for the 
performance of work, labor or ser- 
vices. This law has no application 
to agreements to pay for services. 
It applies only to the sales of mer- 
chandise. The difference is clear 
but the distinction between services 
and sales, drawn by the courts of 
the different states, is conflicting 
and foggy. 


A Century-Old Case 


Over 100 years ago a hardware 
dealer received an oral order over 
the counter for 300 casks of nails 
which the buyer was using to fill 
an order from a customer of his 
own. He was told that these nails 
were not in stock in that quantity 
but “could be soon knocked off 
or made and be obtained from the 
manufactory on the opening of 
navigation.” 


He did not get his nails and sued 
for damages. The court, deciding 
in favor of the customer, said that 
since the goods were not in stock 
and must be ordered from outside 
sources, the transaction was not a 
sale but an agreement for services. 
“No memorandum at law was nec- 
essary. The contract was not for 
the sale of goods then in solido; 
but for work and labor in part in 
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making articles to be delivered.” 

This decision still represents the 
law in New York and some of the 
other states but it can be a pitfall 
of sorrow and loss to any dealer 
who takes it as a guide. While by 
the law of New York and some of 
the other states of the country, an 
order for goods not in stock need 
not be in writing, in other states 
it is directly the opposite. 


Inferior Merchandise 


A few years after this New York 
decision involving the casks of 
nails, a tallow dealer in Massa- 
chusetts bought 50 casks “of good 
quality and clear” tallow, for de- 
livery on shipboard, consigned to 
London. The written order, how- 
ever, specified simply “tallow.” No 
reference was made to quality. The 
“good quality and clear” had been 
a word-of-mouth understanding 
and was left out of the memoran- 
dum signed by the parties to the 
transaction. The tallow was de- 
livered. It was tallow, but quality 
had been disregarded. The seller 
insisted that since no stipulation 
of quality had been made in the 
signed agreement the oral under- 
standing of quality had nothing to 
do with the sale and that he was 
entitled to his money when he de- 
livered “tallow.” which he had 
done. 

The facts were substantially 
those involved in the controversy 
in New York over the casks of 
nails, but the court here reached 
a conclusion directly contrary to 
that in the New York case. 

“When a person stipulates for 
the future sale of articles which he 
is habitually making and which at 
the time are not made or finished, 
it is essentially a contract of sale 
and not a contract for labor.” 
hence must be in writing and be 
signed. 

Another instance of this con- 
struction of this law occurred some 
years later. A man bought a “new 
cane seat buggy” from another 
man for $675. He ordered the 
buggy in April. The color of the 
lining was to be drab; the outside 
seat cane and the work done in 
about four months. In August. 
when the buggy lacked merely a 
final coat of varnish, it burned. 





The seller sued his customer for 
the price of the buggy. 

Deciding it was not a contract 
for services, but a sale which to be 
valid must be in writing and signed 
by the customer, the court held the 
maker was not entitled to the price. 

“According to a long course of 
decisions in New York and in some 
other states of the union, an agree- 
ment for the sale of any commod- 
ity not in existence at the time but 
which the vendor is to manufacture 
or put in a condition to be de- 
livered (such as flour from wheat 
not yet ground or nails to be made 
from wire in the vendor’s hands) 
is not a contract of sale.” To this 
the court added, “In this Common- 
wealth a contract for the sale of 
an article then existing or such as 
the vendor in the ordinary course 
of his business manufactures or 
procures for the general market, 
whether on hand at the time or not. 
is a contract for the sale of goods 
to which the statute applied.” 


Of Vital Importance 


This disagreement in the law of 
the various states is of vital im- 
portance to a retailer. When he 
takes an order across the counter 
or over the telephone from a cus- 
tomer, for goods not in stock and 
which must be filled with goods 
he buys especially for this trans- 
action, he is safe in ordering the 
goods with which to fill the order 
only if he is doing business in 
New York or some of the other 
states of the union, or his customer 
is in those states. If he is doing 
business in the other states of the 
union and the customer changes 
his mind and decides he does not 
want the goods when they are de- 
livered, then the merchant must 
pocket his loss. 

Recently the same harassing con- 
fusion occurred in an action in the 
Federal courts against a can man- 
ufacturer for failure, during the 
last war, to deliver metal ends for 
use on fiber containers. The agree- 
ment was entirely oral. Over a 
period of three months 3,000,000 
sets of these metal ends were or- 
dered by word of mouth. The mar- 
ket need at that time for metal 
ends for fiber containers as a sub- 


(Continued on page 119) 
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MARCH ENAMELEDWARE MONTH 
TARTS BIGGEST ALL: 
PROMOTION OF INDUSTRY 






to Bring You 


BIG, NEWSY, SALES-MAKING ADS LIKE THIS 
START IN AMERICAN WEEKLY FEBRUARY 27 


This Ad is just No. 1 in a continuous hard-hitting 
campaign designed to help you really merchandise 
and sell Enameledware in your store. 








Exclusive ((lass~on~Steel Construction Enameledware 
is Your Customers’ Best Buy Regardless of Price 39m 


NOW YEARS OF PAINSTAKING 
RESEARCH MAKE ENAMELEDWARE 
TOUGHER, MORE SERVICEABLE, 
MORE BEAUTIFUL THAN EVER 


For the past 9 years a cooperative 
research program has been main- 
tained by the Enameled Utensil 
Manufacturers Council in a nation- 
ally renowned Department of Cer- 
amic Engineering in one of the lead- 
ing midwest universities. Here, 
extensive tests on Enameledware 
have resulted in the development of 
new formulas and new methods of 
manufacture, which are now used to 
improve the usefulness, durability 
and beauty of these utensils. 
TODAY, you can offer your cus- 
tomers Enameledware that gives 
greater satisfaction . . . brings higher 
sales, greater profits for YOU! 
ASK YOUR ENAMELEDWARE SALESMAN 


FOR FREE TIE-IN MATERIAL OR WRITE. . 
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NEW, HARDER 
SURFACE —NO 
DISCOLORATION 
NO PITTING 






CUTAWAY VIEW 
SHOWS WHY MILLIONS 
OF HOUSEWIVES PREFER 
ENAMELEDWARE OVER BRIGHTER, 
ALL OTHER TYPES OF SMOOTHER 
COOKING UTENSILS 4 THAN 

EVER 













WHITER, 

















COMBINES 
THE STRENGTH 
OF STEEL pis: — 
with..._J 2s be | sees 
| °c GLASS! 





suusiciign WARE 


- Enameled Utensil Manufacturers Council, Merchandise Mart, Chicago 
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Sells $5000 Worth of Poisons 


And Repellents in Five Months 


| « Suburban Hard- 


ware Co., Bryn Mawr, Pa., sells 
over $5,000 worth of rodent poi- 
sons and repellents from April to 
August every year. Although these 
items are only a small fraction of 
the complete line of merchandise 
handled by this store, it is doing a 
big job on them. 

“Who would ever think that our 
store could sell this amount of 
poisons and repellents,” says Ed L. 
Riddell, partner with Kell Barone 
of Suburban Hardware, “and yet 
we do just that much and maybe 
even a little more. 

“There isn’t any secret to our 
success in this line.” he says, “only 
the blunt facts. that our customers 
must have this merchandise and 
we make sure that we can supply 
it. No doubt, every hardware deal- 
er stocks these items, but how 
many of them merchandise poisons 


The Suburban Hardware Co. features the line 
inside the store and in windows from April 
until August and stocks more than 20 brands 


and repellents as aggressively as 
they are supposed to. I can well 
understand that people living in 
cities don’t have as much use for 
this line as people living in the 
country or in wide open areas, 
but if you are selling to customers 
living in the latter areas, a good 
job of selling poisons and repel- 
lents can be done if you will apply 
yourself to it.” 


Display Is a “Must” 


Too often, hardware dealers 
tuck poisons and repellents away 
somewhere under a shelf or in a 
corner of the store and only take 
them out when they are asked for 
by customers. This does not give 


this merchandise an opportunity to 
sell. 

“How many hardware dealers 
really do plan to make poisons and 
repellents a big sales item?” ques- 
tions Ed Riddell. “I'll bet very 
few—and yet they can be built 
into a large volume sales item.” 

Because he feels so strongly 
about the display of poisons and 
repellents, he has devoted an en- 
tire counter to their display. He 
stocks more than 20 different 
brands, and makes full displays 
of all this merchandise. “Too often 
a dealer only puts several of one 
brand on a counter for display,” 
he says, “but not us. I believe in 
making a mass display, in this way 





Go 


From April until 
August the line is 
given prominent 
display on the 
same table that 
holds the cash 
register. 


O 
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AET INSERTS! 


Easier to install 
than washers 









*5 out of every 8 customers who enter 
your store will buy Superiors—if you place 
your display box in a prominent spot and ask 
this simple question: “Do you want to perma- 
nently stop faucet leaks?” 

_ Superiors fit 95% of all’ aucets ‘combination or 
single . . . do what ers, re-seating, reaming can 

never accomplish. They y make old faucets 
work better than new 

Sold on an unconditi 
give you added profit 
satisfaction. Ask ee 


Put Supertors on dlaptay. 
—They sell stemseiies 














Installed in 
Zauaules, 
... without Te* —*S oth 
moving faucet . a : 

from water line. z 

... hothing te 


Unscrew cap 




















“from old faucet old faucet stem 





HERE’S HOW St Ss 
faucet mechanism — new stem, new: ~at, hres 
ing bronze bearing is forced up by water pressure t 
down as handle is turned “off”, sealing water flow. A 
float —washer does not rotate. No washers. to. replac 
handle lock fits any faucet handle. , 3 -p 








List Price—75 
De Luxe Model (Chrome Stem) 
List Price—90c each 








SUPERIOR VALVE MFG. CO. 
3301 Mayflower Road ¢* Cleveland 15, Ohio 














Attractive Display Case—Free! 


With your order for complete assortment of 4 dozen inserts, you get an attractive dis- 
play case—free! Note how each insert is mounted on an attractive display card with 
simple installation directions on the rear. © And, remember! Superiors are nation- 
ally advertised . . . full assortment of hard-hitting sales helps is yours for the asking. 


Superior products are sold exclusively through jobbers. 
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The real test of any screen is its 
y in upkeep, easy installati 
and simple storage, and the new 
Keystone Fr | Tensi Screen 
will star in these as well as many 
other features with your customers. 





























KEYSTONE WIRE CLOTH CO., 
Dept. 24, Hanover, Pennsylvania 


Frameless Tension Screens. 









Yes, send me complete details, prices and 
discounts on NEW profit-making Keystone 


me = WIRE CLOTH CO. 


oe HANOVER, PENN. 


PR OE 56 60:6:610-06060600665 0000000 
60-60-66 b Fe ea 65004540 50%6% 


Outstanding 
Selling Points 
For Your Customers 


Easily hung with just one round 
headed screw per holder—no clumsy 
hangers. Tension at bottom easily ad- 
justed to permanent setting. 

Free floating sill bar automatically 
adjusts screen to uneven or off-level 
sills. 

Vertical edges are five strand sel- 
vage, of special flat wire, to keep edges 
taut. 

Economical in first cost and upkeep, 
Keystone tension screens cost less 
(complete) than ordinary wood frame 
screens in the “raw” (without hard- 
ware, painting or fitting). 

“Do it yourself’: customer gives 
dealer correct size and then easily in- 
stalls them all himself same day as 
received. 

Screening easily replaced in case 
of damage by sliding out of bar holders 
and putting in new piece—a mere fold 
holds the wire screening tight in top 
and bottom bars. 


With Keystone Frameless Tension Screens you sell the 
COMPLETE full-length screen. Send coupon now 3 
plete details, prices and discounts. 


RR ee ee 


KEYSTONE 










it can’t be missed by customers 
and when customers see how much 
of this merchandise we are han. 
dling, they get the feeling that it 
must be good in order to have so 
much, and acts as an impulse sales 
item.” 


The line is featured on the cash 
register table. As all customers 
have to come to the registers for 
their change, they always see the 
display. Sales naturally follow. 


Act as Added Sales 


“Very few customers come into 
our store expressly to purchase ro- 
dent poisons or repellents,” points 
out Mr. Riddell, “but a great many 
of them buy them when they come 
in contact with them or they are 
suggested by the salesman waiting 
on them. Selling from 10 cents to 
$1.50, we make many added sales 
to customers, to the tune of $5,000 
within five months. So it can 
readily be seen the number of 
sales that are made.” 


A recent window display was 
that of field mice rooting up a 
garden patch. A large sign in the 
window read, “Are You Bothered 
With Rodents?” and then several 
brands were displayed in the same 
section. 


Everyone a Prospect 


“Every home owner in our vicin- 
ity is bothered by rodents of some 
sort, as well as flies, beetles or 
other insects,” says Mr. Riddell. 
“And every store customer is a 
prospect for something that will 
help clear his grounds and home 
of these annoyances. All we have 
to do at the time a sale is being 
rung up on the cash register is 
say, ‘Are you being bothered by 
any mice rooting up your fields, 
or mosquitoes — we're stocking 
some proven repellents.’ 


“Our customers are sure to pick 
up a bottle or a package and 
read the label. They seldom put 
it down, but decide to take it along. 
These added sales certainly do add 
up—and they are profitable.” 


After August, the open counter 
display is made smaller and it 
stays that way until the following 


April. 
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Watch Your Step When 
You Sell Goods 
Not in Stock 


(Continued from page 144) 


stitute for all-metal cans outlawed 
by wartime conservation orders, 
was about 150,000,000 a year. 

\gain arose this old question 
of the validity of oral contracts for 
goods not in stock. “If goods are 
to be manufamtured by the seller 
especially for the buyer and are 
not suitable for sale to others in 
the ordinary course of the seller's 
business,” said the court, “an oral 
agreement for the manufacture of 
such goods does not fall within the 
New York Statute of Frauds.” 

It is under this same law that 
100 years before an oral agreement 
for the sale of nails which were 
not in stock, was held by the New 
York courts to be binding, while 
the courts of other states said it 
was immaterial whether the goods 
were stocked; that without a pay- 
ment on account or a signed order, 
the could the 
goods when they were offered for 


customer refuse 
delivery. 

For a hardware dealer taking 
an order for merchandise not in 
stock later. 
when the price is $50.00 or more. 


and to be delivered 
there is one and only one way by 
which he can be safe from loss; 
write the order in all its detail, 
size, quality, quantity. and so on, 
on an order blank and have the 
customer sign at the bottom of 
the memorandum. The chance of 
loss that the dealer incurs without 
this protection is not only unnec- 
essary but, whether he be legally 
right or wrong, profits and law- 
suits do not go together. 


Willingness-to-Pay 

VERYONE agrees that econo- 

my in government is impor- 
tant. But the achievement of econ- 
omy requires that our belief in 
economy be directed effectively 
against the particular pressures 
that always will be found in sup- 
port of particular expenditures. In 
other words, as CED suggests, 
every proposal that would expand 
government functions should pass 
the test of society’s willingness-to- 
pay for it in taxes. 





REASONS WHY UTICA TOOLS ARE BETTER 








In all tools, the cutting edges 
get the wear..and in UTICA 
TOOLS the cutting edges can 
take the wear, too! They’re 
electronically hardened for 
thousands of clean, easy 
cuts! 


And UTICA quality does 


a sales job too! 


Entire tool is hardened and tem- 
pered to toughen steel, then a 
patented multiple-turn electronic 
coil induces maximum surface 
hardness to cutting edges. 


FOR UTICA TOOL LEADERSHIP 


1. Special alloy steel 

2. Electronically hardened edges 
3. Smooth working joint 

4. Perfectly aligned cutting edges 
5. Complete variety of tools 

6. Hand-honed cutting edges 


Sold Through 
Recognized Distributors 
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TOOL No. 41 
Electricians’ 
Diagonal Pliers 
a”, 5”, 6” 





UTICA DROP FORGE and TOOL CORP. 
UTICA 4, NEW YORK 


149 





The Ad-Viser 


How to Print Effective Direct 
Mail Pieces at Lowest Prices 


This installment continues the subject discussed in the 
preceeding issue and furnishes the hardware dealer with 
additional information relative to promotional material 


l, the preceding article, 
we discussed various duplicating 
machines and their relationship to 
advertising for the hardware 
dealer. It was indicated that, in 
the printing of promotional ma- 
terial, it is possible to achieve a 
combination of quality and econ- 
omy. A thorough knowledge of 
the machines is necessary, how- 
ever, in order to achieve maximum 
benefits. 

Let us continue, then, with a 
further discussion of additional 
machines which can help the hard- 
ware dealer in his promotional 
activities. 


The Mimeograph 


The mimeograph is probably the 
most commonly known of all dup- 
licating machines. It provides ex- 
act reproduction of typewritten 
work inexpensively. A mimeo- 
graph stencil is used to create a 
printing surface. It is placed 
into a typewriter just like ordin- 
ary paper. Instead of printing, 
the letters cut into the specially 
prepared stencil paper exposing 
the fibers. This allows ink to pass 
through. Hand drawings can also 
be cut into the stencil with a sharp 
pointed instrument called a stylus. 

The machine itself consists of a 
hollow, perforated cylinder upon 
which the stencil is placed. The ink 
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By IRVING SETTEL 
Advertising Manager, 
Concord's, Inc. 
Instructor of Advertising, 
Pace Institute, New York City 


is applied to the inside surface of 
the revolving cylinder and passes 
through the stencil-cut design. 
Printing on a special mimeograph 
paper, the machine can turn out 
between 1500 and 5500 copies per 
hour. The mimeograph is espe- 
cially suitable for: 

1. Quick but not too exacting 
leaflets for mailing or “throw 
away.” ' 

2. Excellent duplication of 
booklets or bulletins for customer 
or store use. 

3. Inexpensive postcard dupli- 
cation. 


Gelatin Duplicators 

This process involves the re- 
production of typewritten material 
by means of gelatin. Usually, a 
gelatin duplicator consists of hand 
fed, flat bed machines and rolls of 
cloth backed gelatin. This is kept 
moist with clean water. The copy 
to be printed is prepared with 
hectograph ink or an_ indelible 
pencil on a sheet of bond paper. 
The master sheet is then pressed 
face down on the moist gelatin, 
transferring the image. The blank 


copy sheets are pressed against the 
design, again transferring the de- 
sign, this time to the paper. This 
is done as many times as duplica- 
tions are required. In order to get 
sharp, clear copies, the operator 
must work both carefully and 
quickly. 

Gelatin duplication is best for 
short runs at low costs. 


Silk Screen 


For the production of multi- 
color signs in small quantity, the 
silk screen machine is probably 
most practical. 

This popular method of sign 
printing is produced by means of 
a large wooden frame upon which 
is stretched a sheet of pure silk. 
The frame is mounted on a base 
with hinges on one side, allowing 
for upward movement. The oper- 
ator cuts a stencil out of a gelatin- 
like paper called “Pliofilm.” This 
is glued to the silk and as many 
stencils and frames are used as are 
colors desired. 


How It Works 


The paper to receive the image 
is placed between the frame and 
the base. Paint, instead of ink, 
is mixed to proper consistency and 
poured into the frame. A hand 
rubber squeegie is used to push 
the paint across the face of the 
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No! We didn’t use a 
shoe-horn. We used 
American ingenuity 
and the most up-to- 
date engineering 
methods to produce 
the sturdy, stream- 
lined Sargent Inte- 
graLock. By com- 
bining simplified de- 
sign, precision pro- 
duction and the fin- 
est materials, we 
created a lock set 
with 30% fewer 
parts, a new ease of 
application, a new 
beauty of design, a 
new convenience in 
use, greater security 
...and at a price far 
less than pre-war 
locks of similar types 
... all these features 
add up to the 


INTEGRAJOCK 


a lock we are proud 
to produce, a lock 
you are proud to sell. 
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Get the complete 
IntegraLock story! 
Write for catalog 
pages and descrip- 
tive booklets for 
your customers! 


Sargent and company 
New Haven, Conn. 

New York 

Chicago 


























ccurate 
AB-14 


THE 


CARPENTER’S SQUARE 


Here they are — the squares you’ve been waiting for — 
available in quantity at last! 
this professional carpenter’s square is high 
quality . . . precision made of top grade steel, designed for 
craftsmanship and long rugged service. ‘'"' teed u 
Cash in on the big demand for reliable carpenter’s squares. 
Order from your jobber now. 
Figures and Gradations . . . Scored clearly and precisely on 
face and back. Scaled in eighths and quarters of an inch. 
Prominent inch markings. 
.- - Body — 24” x 2”; Tongue — 16” x 114”. 
Finish . . . Blued with white enameled markings. 
Packed 6 to a carton — 


Dimensions 


- 6 cartons to a case. 
Sold through jobbers only . . . If your jobber can’t supply you, write 
us direct. 

Manufactured by Northern Industrial Supply Co., Chicago 3, Ill. 


Send orders to 


W. R. MULLEN & COMPANY 


20 North Wacker Drive, Chicago 6, III. Exclusive Sales Representatives 











For Precision Soldering at High Speed x 


VULCAN 


Screw Tip 
ELECTRIC 
SOLDERING 
TOOLS 










A Size 
for Every Job 
TIP DIAMETERS — 7/16” - 12” 
i” = ha ” 14” a 134” - 154” ~ 134” 


OTHER FINE VULCAN 
ELECTRIC SOLDERING TOOLS 
















UL 
APPROVED 







PLUG TIP — all parts replaceable 


oe a 


PYGMY — for delicate work. 


VULCAN ELECTRIC COMPANY 
DANVERS 3, “MASS. 


Makers of a wide variety of Heating Elements for assembly into manu- 
facturers' own products and of Heating Specialties that use electricity. 
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frame, forcing it through the thou- 
sands of tiny holes of the silk. The 
paper beneath, of course, takes the 
paint and design. 

Each sign must be printed by 
hand and given time to dry in 
While it is slow, 


allows for 


wooden racks. 
the silk 


economy in small runs of multi- 


screen great 


color signs. Plates are completely 
eliminated. Its results are bright 
and brilliant colors because paint 
used. — Silk 


screen machines are ideal for win- 


rather than ink is 
dow signs. store displays, counter 


cards, car cards. etc. 


Decalcomania 


The “Decal” is coming into its 
own more than ever these days. 
It consists of a transparent gelatin 
film containing a design. usually 
in color. It may be gummed on 
windows. walls, etc. and other non- 
printing surfaces. 

Generally, decals are supplied to 
the dealer by the manufacturer for 
trade mark window display. The 
are excellent for promoting names 
of products, especially when color 
is desired. 


Addressing Machines 


For the hardware merchant who 
sends out quantities of direct mail 
material, an addressing machine is 
indispensable. Often, a great deal 
of time is lost in typing names and 
addresses of customers to whom 
mail is directed. Time and money 
can be saved with addressing ma- 
chines, which come in the follow- 
ing two types: 

1. Machines which use a fibe: 
stencil “cut” with a typewriter. 

2. Machines 


plates, embossed with the names 


which use metal 
and addresses of customers. 

The machine is made to auto- 
matically print quickly and clearly 
hundreds of names. It can address 
envelopes. cards, paper tape, etc. 
The 


times before they wear. Generally. 


stencils can be used many 
stencil files assure accuracy of lists. 
If you do not have enough mailing 
to warrant owning an addressing 
machine, business firms are avail- 
able which specialize in this type 
of work. Not only do they address. 
but they will keep your lists up 
to date. 
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NATIONAL METAL PRODUCTS CO., INC., 


when you sell the 


ORDER NOW AND BE SURE YOU’RE 
READY FOR SPRING SALES 


Wide-awake hardwaremen are ordering their Hurricane rotary 
power mowers NOW for top-profit sales this spring. Shortages 
of steel and vital materials used in building the Hurricane 
may again force delays in shipment when the spring 
rush arrives. 


Now you can offer your customers an improved 
rotary power mower that will cut tough, heavy grass 
and weeds which reel-type mowers can’t touch. 
Hurricane does an easy, velvety smooth job 
on all lawns. Its efficient, trouble-free rotary 
operation gives complete satisfaction. 


EASY SELLING 
HURRICANE 
INSURES CUSTOMER 
SATISFACTION 


Enthusiastic users from 
Florida to Seattle offer 
positive proof of Hurri- 
cane’s popularity earned 
by doing the right cutting iva ¥ 
job on any type lawn... a) ‘io vo Ww 
cutting tough, troublesome i ; a 
weeds and high grass. No 
wonder Hurricane’s sales volume 
has almost doubled in just three years. 


Precision engineering, combined with exclusive 
















Floating Friction Drive—in- 
* sures constant driving con- 
tact between driven disc and 


Hurricane features, consistently builds sales for you — a on 
sales that sfay sold! Start planning spring profits now. Removable Blade Tips — re- 
a place original cutting edges 


Contact your hardware jobber, or write direct for the lnexponsively ond easily. 
Hurricane’s 4-wheel Car- 


name of your nearest Hurricane distributor. 
riage — keeps cutting unit 


ATTENTION JOBBERS—write for complete information x in plane parallel to lawn at 
about the Hurricane. A few top-notch territories are is er aueiian. eaiee 
still open. lawn is mowed evenly. 

Silver Plated Drive Shaft— 

ye assures engine and bearings 

extra long life, superior 
mechanical performance. 



























































HURRICANE SPECIAL 


SAFETY GUARD 


This heavy aluminum guard — an ex 

clusive Hurricane feature —covers blade 
while engine is started, then folds back 
during cutting to permit even distribu- 
tion of grass through throw out. 


HURRICANE HAS 


What your customers want! 


Fan Tip Blade—throws grass 
evenly, prevents windrowing. 


Easy Starting 1% - 2H. P. 
4-cycle Engine — slashes 
weeds and high grass with 
plenty of power for heavy 
duty cutting. Automatic 
governor maintains constant 
engine speed during every 
kind of work, 


Full Floating Handle—stays 
at same level in operator's 
hands while Hurricane fol- 
lows natural lawn contour 

over high or low spots. 
Far-front carriage and 
handle connection permits 
mower to glide effortlessly 
over the lawn. 


2720 CHERRY ST., KANSAS CITY 8, MO 
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Here is the firm's display at last year's fair. All equipment is 
hooked up for immediate demonstration and many sales result. 


Running Water Display Helps 
Sell Water Systems 


« story of running 


water and water systems is told the 
year ’round at Lamon & Davis 
Hardware in Corydon, Ind., a town 
of 2000, where they always have at 
least one unit in running opera- 
tion to graphically demonstrate to 
prospects what such a system is 
and how it works. When the an- 
nual Harrison County Fair is 
open, in August of each year, the 
store takes its running water story 
there, as well as household and 
farm appliances operated by elec- 


154 


Year ‘round display at Lamon & Davis store keeps 
them in the public eye at all times. Display of 
line a feature at firm's exhibit at annual fair 


tricity or bottle gas. All equipment 
shown at the show is set up in op- 
eration, even to a whistling tea- 
kettle on one of the ranges. 
Although many purchasers of 
water systems make their own in- 
stallations, Lamon & Davis handles 
this detail in other instances. Sale 
of a water system and other related 
lines has resulted in sales of as 
much as 1300 ft. of copper tubing 


as an extra. The year round run- 
ning water display helps keep the 
story always active although the 
heaviest selling season is in the 
spring. 

Lamon & Davis offers four 
makes of water systems but place 
major emphasis on one line, show- 
ing that one exclusively at the Fair. 
Balloons featuring that line are dis- 
tributed at the Fair, as well as 


HARDWARE AGE, FEBRUARY 10, 1949 








eneartvrvoearF ut > 





HARDY 




























un- 
the 
the 
the 


ur 
w- 


ir. 
‘is- 





PINCOR’S ON-THE-SPOT STUDY 
SPOTLIGHTS YOUR LOCAL 
POWER MOWER SALES VOLUME 


Pincor’s current market study of your area 
takes the guesswork out of buying. 


This study is based on your area’s number of D eC a | eC & Are 
homes, income, population, lawn jo 
growing season, lawn size, types of grass 

. and special local factors that affect Tu rm | if 9 to 


your business. Only Pincor offers you 
this authoritative service. 


PINCOR SELLS 
DIRECT TO DEALER 


POWERFUL NATIONAL 
ADVERTISING 


ae Pincor’s four-color full-page and 
= ~ half-page ads in America’s leading 
> national magazines reach three 
bg Te a out of every four power mower 
— prospects in your community. 






















PINCOR PRICES ARE. 4 re DSTOMERS TO YOU 
f,, YOUR PROFIT S Every Pincor national ad says 


‘For name of nearby Pincor 
dealer, call Western Union by 
number. Ask for Operator 25.’ 


PINCOR GIVES YOU tet | Pincor ads direct prospects to you! 
A COMPLETE LINE = a 


Three great power mowers to meet three different needs! 






PINCOR P-24 
24-inch cut 





PINCOR P-20 6.) pINCOR P-18 < 
20-inch cut < 





18-inch cut 






-$ * 
NOW—PINCOR 165 
AUTHORIZED 
SERVICE AND 
LOCAL PARTS 
DEPOTS 


Nationwide service 





PINCOR’S NEW 
X-RAY BOOK GIVES 
stations—parts YOU AUTOMATIC 
depots are stra- SELLING 


tegically located to AMP FO. B. Factory Tp =~ 5 7 Makes every clerk a star! 

give you prompt, “ne Buiids a complete Pincor 
efficient service. power mower before your 
customers’ eyes. Spotlights the 
features that make Pincor 


Write Today—Join the Fast-Growing Pincor Dealer Organization! the best buy in power mowers! 


PINCOR PRODUCTS 


Manufactured by Pioneer Gen-E-Motor Corporation, 5841-49 W. Dickens Ave. Chicage 39, lil. 
















Electric Trimmer for $3450 


Retail price a . 
Shrubbery, Hedges, Bushes! F.0.B. Factory POWER LAWN MOWERS HAND LAWN MOWERS ELECTRIC TRIMMERS 
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You -Wortire 
DOOR LATCH 





Now Available for 
Prompt Delivery 


This time-tested door latch and 
good seller is now available for 
prompt delivery in solid brass or 
steel. The IVES Non-Mortise Latch 
is as easy to install as arim latch... 
as neat in appearance as a mortise 
lock and is unsurpassed for easy 
latching. Perfected by the improve- 
ments listed below, the IVES latch 
will satisfy the demand for superior 
screen, storm and combination 
door hardware. 


1. 

Rugged construction ... larger 
handles . . . larger outside rose. 
2. 


Longer spindle... adjusts auto- 
matically from %” to 1%” doors and 
can be adjusted to 1%”. 


3. 


Redesigned strike... allows for 
sagging of door. 


See Your jobber 
THE H. B. IVES CO.g 


YEW HAVEN, C 
ae 


i 4 | 
- 1 


(Li (7 1A FAL 





SINCE 1876 














Merchandise in this section of the store are largely bulky items 
for the farm home. The running water setup is a prominent feature 
and is one reason why 25 complete systems are in a town of 2000. 


other advertising material includ- 
ing caps for bus boys at the vari- 
ous eating places in the exhibition 
grounds. Neon signs used in the 
store are transferred to the Fair, 
to advertise water systems, bottle 
gas equipment, etc. 

The store sells a wide variety of 
farm needs, including bottle gas. 
While the latter commodity is not 
delivered to customers at the store, 


the regular deliveries made to in- 
dividual farms mean that the 
store’s representatives have that 
much extra contact with prospects 
for a wide variety of merchandise 
and services. Customers having two 
tanks of bottle gas normally send 
a post card requesting replace- 
ments. Those having but a single 
tank will telephone in their orders 
for a new supply. 





How Should Taxes Be Revised? 


(Continued from page 141) 


facilitate enterprise, now stand be- 
fogged and partially frustrated by 
judicial readings into the statute 
of vague requirements not express- 
ed in the statute itself. Provisions 
in a new law must eliminate this 
doubt and frustration. 

Amendment of the present law 
is clearly required to eliminate 
present uncertainties: to allow a 
corporation to simplify its struc- 
ture in a proper case by splitting 
of business units, making them in- 
dependent, and in cases to permit 
partial realizations by stockholders 
on their investment on a capital 
gains basis. 

To prevent frustration of the 
provisions of the statute, the Spe- 
cial Tax Study Committee created 


by the Ways and Means Committee 

suggested: 
“. .. that section 112 (the re- 
organization section) be sup- 
plemented with a provision 
that no other conditions . . 
not specifically expressed in 
the foregoing section shall be 
applied, unless the commis- 
sioner shall have established 
by clear preponderance of the 
evidence, that the principal 
purpose of the plan. . . is to 
defeat or to avoid . . . taxes.” 


A Novel Suggestion 


This suggestion is highly novel 
and of good intent but the “unless” 
clause would let down the bars. A 
purpose of a reorganization plan 
is always not to have income taxes; 
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indeed such avoidance is the whole 
purpose of the reorganization sec- 
tion. To be thrown back on the 
insoluble psychological question of 
what is the “principal” purpose 
would be to score no advance of 
any kind whatsoever. 


Taken as Written 


Congress must do all it can to 
have its carefully drafted provi- 
sions on this intricate subject taken 
as written. Only so can there be 
freedom from crippling restraints 
on flexibility in the legal structure 
of enterprise. 

If financial burdens placed on 
the Government are greater than 
business, industry and the individ- 
ual can bear, the Government rev- 
enue breaks down. If revenue per- 
manently breaks down, something 
entirely different from that which 
we know in the United States 
would have to replace our Govern- 
ment. 


There is no greater stake, not 
merely for business but for that 
common man, than in fair taxation 

indispensable to the continuance 
of jobs, freedom and America in 
the true sense. 


Front-of-Store Display 
Helps Sell Lawn Seed 


Spring and fall, Ben and Joy Litz, 
owners of Fort Hardware, Fort At- 
kinson, Wis., put lawn seed and fer- 
tilizer displays as close to the front 
windows as possible. They find that 
these items, as well as weed killers 
and sprayers, sell well when daily 
store traffic spots them. In the 
fall, for example, many a homeown- 
er decides to reseed when he sees 
an attractive display such as is 
found in the Fort store. 
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"Silent Salesman 
included in 
all 3 deals 


No. 641 eee 
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This is it, Mr. Dealer! Plow into an 


Pavalanche of metal moulding profits ... put 


a CHROMTRIM “silent salesman” to work! The 
proven success of the 8/60 Merchandiser has 
been phenomenal — now, CHROMTRIM offers a 
new, expandable Merchandiser unit which permits 
stores to match their sales program to their 
own qualifications. All new units accommodate 
12 tubes of CHROMTRIM; Start with a small 
stock of 6, 8 or use the maximum stock of 12 
tubes, 60 feet to the tube. This eye-catching 
Merchandiser unit takes up about as much floor 
space as a salesman ... and it’s a hard-hitting 
salesman for you every hour of the day, whether 
you stock the 6/60, 8/60 or the 12/60 assortment. 


Chromtrim 12/60 Deal 


10 lengths each of the complete line of 12 T-I-Y shapes 
— plus one display unit and promotion aids including a 
3 color counter card 





List Price of 720 ft. of stock 156.00 
Dealer cost for complete 12/60 deal _78.00 
100% dealer profit on 12/60 deal 78.00 | 


Chromtrim 8/60 Deal 


10 lengths each of the original selection of T-I-Y shapes 
now being sold by more than 15,000 dealers — plus 
one display unit and promotional aids 


List Price of 480 ft. of stock 105.00 
Dealer cost for complete 8/60 deal 59.50 


Dealer profit on original 8/60 deal 


Chromtrim 6/60 Deal 
10 lengths each of 6 popular Chromtrim T-I-Y shapes 
— plus one display unit and promotional aids 


List Price of 360 ft. of stock 69.60 
Dealer cost for complete 6/60 deal 39.95 


Dealer profit on original 6/60 deal . 29.65 | 
— 2 


Profits abead! 100% dealer profit 
on all Chromtrim refills. 





Sold only through a nationwide 
distributor organization. 









Write To Division HA-2 


295 Fifth Avenue New York 16, N. Y. 

Please ship me, through my regular distributor, complete 12/60 FJ 
8/60 () 6/60 (1) Chromtrim Deal(s). 

Also send FREE copy of “Trim Ideas'’ and additional information on Chromtrim’s Deals and 


mat service 
Name 
Firm 


My Distributor is 


State 











Left to right, front row: S. M. Wylie, vice president; W. M. Stout, executive vice president and general 





manager; E. A. Hastings, treasurer and assistant general manager, and Earl Wyant. Rear row: William R. 
Ritter; Frank Smith; Warren Goodenow; M. R. George; W. R. Conaway and Paul Miller. Charles Scarbor- 
ough, president of the company, was absent, due to illness, when this picture was taken. 


American Hardware Supply Reports 
$9,665,000 Volume for 1948 


349 dealer-stockholders of 

American Hardware Supply 
Co., Pittsburgh, Pa., dealer-owned 
wholesale house, attended the 39th 
annual merchandise fair and meet- 
ing of the organization at its head- 
quarters, 41 Terminal Way, Pitts- 
burgh, Pa., Jan. 24 to 26, inclu- 
sive. Sales for 1948 were re- 
ported as totaling $9,665,000. A 
stockholders’ meeting was held 
Monday afternoon and an educa- 
tional session and platform sale 
that evening. The annual stock- 
holders’ meeting and election of 
officers were held Wednesday af- 
ternoon, festivities concluding with 
a big banquet, entertainment and 
dance Wednesday evening in the 
William Penn Hotel. 

In his address, “You Can’t 
Spare the Time in *49,” William 
M. Stout, executive vice president 
and general manager, said, in part, 


N INETY-FIVE per cent of the 


158 


“Much has happened in the 16 
fleeting years since 1932. Our staff 
has grown from 16 to 165 employ- 
ees and our growth has enabled 
American to give you, the dealer, 
a better buying service than ever 
before. Our annual sales have 
grown from $232,000 in 1932 to 
$9,665,000 in 1948. 


Modernizing Program 


“Tt is true, there has been a 
slight percentage rise in operating 
costs during the past year but this 
has been due to increased wages 
and a more extensive advertising 
program. American... has spent 
a large sum in modernization dur- 
ing the past 16 years. This mod- 
ernizing program has_ enabled 
American to do a better job of 
buying merchandise and selling to 
you—the dealer. Many improve- 
ments have been made to facilitate 





the handling of incoming mer- 
chandise. New I.B.M. pricing and 
billing equipment has been in- 
stalled to standardize invoicing of 
merchandise purchased by our 
dealers.” He urged planning for 
the next month and next year, with 
better employee sales training by 
the dealers for one must “Pro- 
gress or Decay.” 

E. A. Hastings, treasurer and 
assistant general manager, advised 
dealers to invest their money in 
government bonds and savings ac- 
counts, keeping only enough funds 
on hand to be used as working 
capital. “Keep prepared,” he 
urged, “for any eventuality. We 
are now changing from a seller’s 
to a buyer’s market but you can 
have a profitable business in 1949 
if you concentrate your purchases. 

In his address, “Pulling To- 
gether for Greater Profits in *49” 
H. Leslie Gould, vice president in 
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FLY- WHEEL 
ACTION 


STREAMLITE 
$12.50 


LURECAST 
$15.00 


Dick Miller, 


Executive Vice President 
of Langley Corp. catches 
a beauty with a Langley 
Streamlite during a regular 
field-testing trip. 


pee 


FIELD TESTED REELS FROM 
aS SS SSO $6.75 TO $15 
THE GREATEST LINE OF CASTING REELS IN AMERICA TODAY 


TARGET e PLUGCAST CASTRITE 
} $6.75 


a, oe 
NS 


; Deluxe 1 = 
LAKECAST LAKECAST . ~~ 
$8.75 < $10.50 al 


LANGLEY CORPORATION, 660 Second St., San Diego, California 
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Sherman 
“‘long-grip” Menders 
and Couplings With 


STAGGERED 
jingors 


Yes, Sherman again has some- 

thing new, something better, 

Also: something with greater sales 
“Dart” appeal! The superiority of 
“Gold Label" these improved “long-grip" 
“Brass King” Couplings and Menders shows 


Nozzles at a glance. Every one of 
BrassHose _— those alternate long and short 
Clamps fingers takes a separate, inde- 
“Tulip” pendent grip on the hose, in- 
Sprinklers suring a connection of lasting 


Full line of strength and permanence. 


a These improved clincher cou- 
prinklers plings and menders are just a 
and Hose 

sample of what Sherman offers 
Accessories 


in today's Lawn Hose Fitting 
line. Find out about this line. 
Write today for new catalog. 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICHIGAN 


BRASS LAWN HOSE FITTINGS 








charge of sales, urged concentra- 
tion on the national brands car- 
ried by the company. “We need 
teamwork,” he said, “to insure 
growth and success and we can all 
pull together for greater profit in 
1949, 

Buying and prices in 1949 were 
outlined by Virgil O. Hall, vice 
president in charge of purchases. 

James A. Stewart, James A. 
Stewart Advertising Agency, out- 
lined “American Advertising Prog- 
ress” for 1949. He highlighted 
“Store Modernization the Amer- 
ican Way” which enables the deal- 
er to retain his individuality. 

Charles Scarborough,  Pitts- 
burgh, was re-elected president of 
the company, at the annual meet- 


ing. Sherwin M. Wylie, Elizabeth, 
Pa., is vice president. William M. 
Stout, Pittsburgh, continues as ex- 
ecutive vice president and general 
manager and E. A. Hastings, Pitts- 
burgh, as treasurer and assistant 
general manager. Mr. Wylie and 
Earl Wyant, Huntington, W. Va., 
were re-elected members of the 
board of directors. Messrs. Scar- 
borough, Wylie and Wyant, and 
William R. Ritter, Mechanicsburg, 
Pa.; M. R. George, Mt. Pleasant, 
Pa.; W. R. Conaway, New Lex- 
ington, Ohio; Warren Goodenow, 
Girard, Ohio; Paul Miller, Pitts- 
burgh, and Frank Smith, Ham- 
burg, N. Y., comprise the board, 
Mr. Smith being a newly elected 
member. 


Personal Touch Is the Thing 
That Counts in Sporting Goods 


Krotz Hardware believes in keeping customers 
informed as to what they need and where to go 
for sports, and it's a policy that means sales 


aie J. KROTZ, 
Krotz Hardware, Anita, lowa, has 
always had a lifelong interest in 
sports, especially fishing, and this 
interest has helped him build his 
sports department. 





Large fish can be caught in 
lowa’s rivers and lakes and Mr. 
Krotz has mounted some of his 
largest catches and placed them in 
his sporting goods department. 
People who are contemplating pur- 





; 
} 
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Mr. Krotz holds one of the fish he caught. He has had a 
number of them mounted and often uses the min displays. 
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chasing fishing tackle certainly see 
those big mounted fish and their 
appetites become whetted. 

Every so often he features some 
of these fish in a window and 
builds the display around them. 
They help to step up considerable 
interest in the displays. 

Mr. Krotz has fished in many 
Iowa rivers and lakes, as well as 
in Minnesota lakes, only about 150 
miles distant, and can recommend 
plenty of good fishing spots to his 
customers. This sort of personal 
experience brings in the sportsmen 
and helps to promote business. 


Display for Horsemen 


Mr. Krotz had a promotional 
tie-in with the Horsemen’s Show 
which was held in Anita last sum- 
mer. During this event he put in 
a saddle horse equipment window 
which attracted considerable atten- 
tion. 

The background of the display 
was made of wood and resembled 
a log corral. Yellow straw was 
strewn on the floor and saddles and 
accessory pieces were placed in the 
center of this window display, 
mounted on a 6-in.-high platform. 
A couple of cowboy hats hung on 
the corral post corners, and a few 
placards advertised the horse 
show. It was a realistic window 
which brought in some of the vis- 
iting horsemen and resulted in a 
number of sales. 

Guns and ammunition also are 
popular lines at this store. Iowa 
farmers like to hunt small game 
on their farms and also buy guns 
to kill rodents. Rats, skunks and 
other small “varmints” can raise 
hob with feed, poultry and live- 
stock, and need to be curbed. Mr. 
Krotz also has a connection with 
a gunsmith who can handle repair 
work, 

Mr. Krotz at one time worked 
in an automobile accessory store 
in Council Bluffs, Iowa. It was a 
store which also handled sporting 
goods. For many years he wanted 
to open a hardware store of his 
own. After the war, he made a 
trip through Iowa and found a 
store at Anita, a town of 1200, 
which he could buy. Now that he 
is in business for himself, he is 
contented and is working hard to 
build the business. 
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Thats the 


LY ‘ladle le Ala 
SUPER FALCON 


You’re loaded with sales ammunition when you start to 
tell prospects about the Super Falcon. The clutch is an 
automotive friction type, proved by years of excellent per- 
formance. It’s connected both to the power take-off and 
the cutting reel by roller chains, so there is no slipping. Its 
fibre facing makes it operate instantly—for quick, sure starts 
and stops. And it springs out automatically if the cutting 
blade comes into contact with a stone or other hard object— 
thus preventing damage to blades. 


Find out about this better clutch, and the many other Phila- 
delphia features which can make 1949 g bigger profit year 
for you. Your jobber will tell you the complete Philadelphia 
story—or write us for literature. 


Philadelphia Lawn Mower Division 
COLDWELL-PHILADELPHIA LAWN MOWER CO., INC, 
Newburgh, New York 


The Super Falcon, with 1% h.p. 

\ engine and 21" cutting width, is 
- _ __. only one of the complete line of 
j Philadelphia power and hand 
mowers. There’s a Philadelphia in 
a price range and style to suit 
every one of your customers. Get 
the facts! 
















MORE THAN ~ DEPEND ON 
EVER IN ‘49 / 
YOU CAN PHILADELPHIA 


FOR TOP VALUE! 














ROBERT H. RUSSELL 


= understand at 


the start that when we say.com- 
munism we refer to the brand 
being dispensed currently by Uncle 
Joe from Moscow and not some un- 
known product dreamed up for a 
future Utopia. And when we say 
capitalism, we refer to the eco- 
nomic system in vogue in the 
U.S.A. and not laissez faire capi- 
talism of the robber-baron-age, 
which is gone forever except as 
kept alive in the minds of various 
and kindred malcontents. 
“Communism is true democ- 
racy, said a son of my friend on 
his return from college. How do 
you suppose he got that way? 
Could it be the result of higher 
education? Well, the State of 
Washington has its Canwell Com- 
mittee, which is investigating com- 
munism in the state university, and 
contempt proceedings have been 
started against several professors 
who refused to answer if they were 
communists. Seems like a reason- 
able request to make of people 
being supported with taxpayers’ 
money! There isn’t any question, 
is there, that communism is defi- 
nitely being advocated in the class 
rooms of U. S. public and private 
schools, colleges and universities? 
All sorts of “gentlemen of the 
*Reprinted by special permission 
from the October, 1948, issue of 
“Through the Keyhole,” published by 


the “Know Your Bank” Committee of 
the Holyoke Savings Bank. 
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What's Good 


About Communism? 


Emphasizing that the iron curtain's purpose is ‘not to hide 
any advantages from prying eyes.” Mr. Russell, wholesale 
hardware executive and banker, says that if Communists are 
interested in improving the lot of the common man they 
overlook sight of the fact that American capitalism with six 
per cent of the world's people has produced one third of the 
world's wealth and one third of its income. He urges that 
we "not destroy our house unless we are first sure of a better 


place to live." 


By ROBERT H. RUSSELL* _ 
Treasurer, J. Russell & Co., Inc. 


President, Holyoke Savings Bank, 
both of Holyoke, Mass. 


cloth”: intellectuals, university 
presidents and professors are affil- 
iated with communist-front organi- 
zations and are engaged in daily 
promotion of communism, some- 
times openly, but more often 
through sly and often dishonest 
condemnation of capitalism. This 
kind of talk has made capitalism 
synonymous with injustice in the 
minds of many. ' 


Which Is It? 


Wasn't it strange that Moscow, 
in an election for Congress, pro- 
moted a specific slate by radio and 
a noted educator was able to get 
active and violent support of this 
program from small groups in 
practically every college and uni- 
versity? Certainly these latter 
groups represented only a small 
majority of their respective fac- 
ulties. Does silence lend consent 
here or is this the way academic 
freedom works out practically? 

Well, there must be something 
good about communism to attract 
the intelligensia as well as the 
hoodlums. Very few Americans 
are permitted to look back of the 


iron curtain, but White’s report on 
Russia is revealing. It may not be 
fair to ask American citizens to 
report on Russian communism, so 
why not ask the Russian school- 
teacher who jumped out of the 
third story window rather than re- 
turn to communism? Or we might 
ask anyone of the million slave 
labor gangs who operate today in 
Russia. It is significant that Rus- 
sia could not maintain her soldiers 
where they could observe the ad- 
vantages of U. S. soldiers, and 
neither could she maintain her con- 
sulates in America because the 
favored commies who belonged to 
the consulate were exposed to 
capitalism and were deserting 
wholesale. In this regard, let’s try 
to understand the attitude of 
American communists when ques- 
tioned publicly about their posi- 
tion. Even though they have been 
on communist payrolls, they in- 
variably claim immunity or refuse 
to answer. Why should they deny 
their master? Are they secretly 
ashamed? Not very noble, cer- 
tainly!' And why is there an iron 


(Continued on page 170) 
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Team up with the 
Sales Magic of 


new booklet 
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Your customers will be in a buying mood after 
they’ve read don herold’s new booklet, ‘““How 
to Water your Lawn... Right’’. 

Using data compiled by leading authorities, 
the famous humorist and cartoonist gives the 
do’s and don’ts about watering care of the lawn. 
His booklet, specially prepared by Scovill, is 
now available FREE to GREEN SPOT dealers. 
You'll reap a high percentage of extra sales from 
the copies you give away. 

And, the booklet has lots of information on 
the popular GREEN SPOT Bonus Items, your 
customers should know about— Quick Connect- 
or, Fan Spray, Gooseneck Connection, Multiple 


SCM 


GARDEN HOSE EQUIPMENT 
A PRODUCT OF SCOVILL 


KEEPS THAT SPOT GREEN 


SPRINKLERS - FAN SPRAYS - HOSE NOZZLES - QUICK CONNECTORS 
COUPLINGS - HOSE MENDERS - CLAMPS - NIPPLES - GOOSENECKS 















Sprinkler, and “Y’’ Connector. Explain how 
useful they are and you’ve made a sale! In a 
recent survey of homeowners, these Bonus 
Items proved so hot that pegple wanted to buy 
them right from the interviewers. 

Yes, GREEN SPOT offers customers every- 
thing they need in garden hose equipment... 
30 products—all from one source of supply. So 
put don herold’s booklet, plus all the rest of 
Scovill’s Merchandising Plan, to work for you 
and watch your profits soar. For full informa- 
tion on the GREEN SPOT Merchandising 
Plan, including don herold’s booklet, fill out the 
coupon below and mail it today. 


- 
| Seovill Manufacturing Company 

| 36 Mill Street, Waterbury 91, Conn. 

| Please send me my copy of the 1949 “GREEN 
SPOT” MERCHANDISING PLAN and all 
I the details on how it means more sales and 
| profits for me. 

| 

| 

| 

| 

| 


My Jobber’s Name.......... 
Address. ..... 








The Pasewalk service man starts work on an ailing lawn mower. 


Lawn Mower Hospital Furnishes 
First Aid to Greater Volume 


Pasewalk Hardware finds it furnishes a point 
of contact with homeowners and leads to many 
other sales. Railings also a source of revenue 


a Hardware, 
Norfolk, Neb., operated by G. B. 
Pasewalk and his son, Paul, main- 
tains a busy service shop that is a 
source of considerable revenue. 
This shop handles many hand and 
power lawn mower repairs. In fact 
a sign on the exterior of the build- 
ing states that this store has a 
“Lawnmower Hospital” service, a 
fact which helps to bring in con- 
siderable business, 
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People who bring lawnmowers 
in for repairs also are in the mar- 
ket for hedge shears and other gar- 
den and lawn tools and the service 
men invariably suggest such items, 
and as a result, often make addi- 
tional sales. 

Lawnmower owners, also, buy 
fertilizer and lawn and garden 
seeds. Displays of these are prom- 
inent at the Pasewalk store during 
the season. 

Another special and profitable 
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service maintained by this shop is 
the making of iron porch railings 
to order. These ornamental rail- 
ings run about $4 per foot for time 
and materials and the shop is kept 
busy much .of the time handling 
such special jobs. Today, with a 
great deal of building and remodel- 
ing of homes taking place, the 
Pasewalk iron railing business is 
booming. 

The Pasewalk service shop is 
equipped with a couple of large 
sized lathes and a drill press, 
among other equipment, which 
help the firm to handle its numer- 
ous service jobs more quickly. 

“Our service shop certainly 
brings us into contact with nu- 
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POWER MOWERS” 


“I know from experience that when you sell Jacobsen 
power mowers there’s a solid foundation of facts behind 
the product that is mighty convincing to purchasers. 


“Fact No. 1—PRODUCT QUALITY. Compact, 


well-balanced and sturdy, Jacobsen mowers are 


noted for ease of handling, precision engineering 
and durable construction. — Hacobsen 
\\ PARK 30 













\\ LAWN QUEEN 


“Fact No. 2—SIZE RANGE, Jacobsen offers a 


wide choice of sizes and models — there are mow- 
ers for the small private lawn and units ranging 
up to the largest grass-cutting operation, Your 
customers can select the right mower to fit both 
lawn and purse. 


1% hp. Engine 
— 20-inch 
cutting width 















3 hp. Engine 
— 30-inch 


cutting width 
“Fact No. 3—COMPANY REPUTATION. : —— Gacobsen 
5 Jacobsen, with over a quarter century of power \ BANTAM 
mower building experience, is a pioneer and na- \ 
tionally recognized leader in the industry. Today — Dacobsen \ 
the Jacobsen organization is the largest producer of — 24 } 
grass-cutting equipment in the country.” 
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) is ' P te , 1 hp. Engine 
1s In order to provide even wider distribution of Jacobsen — 18-inch 
ail- mowers, there is an unusually attractive dealership op- cutting width 
me portunity in some areas. Your inquiry will receive 1% ~~ i 
ppt prompt attention, cutting width } { 
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@ FAST-SELLING 
ROYAL 
JOINT FASTENERS 


@ SELF-SELLING 
ROYAL 
DISPLAYS 


e 4) WAYS TO PROFITS! © 
f ALL-INCLUSIVE SIZES! 


TWO 
STEPS TO 
















































SMOOTHER 
PROFITS! 






















Divergent corrugations, saw style, drive across 
or with grain. Available in tempered cold rolled 
steel, galvanized and solid brass. 

DEPTH: %”, %”. 2", %", %”, %”, 1” 
CORRUGATIONS: 2, 3, 4, 5, 6, 7, etc. 
~—SPECIAL SIZES TO ORDER 


IN BULK: In kegs of 50 or 100 Ibs., and car- 
tons of 500 or 1000. 


Most Popular Wood Joiner— 











ia\ 
\ 


— For Everyone! 


OW NATIONALLY ADVERTISED! 


See your jobber — or write direct! 
[) 








\ «* 
, wine OF Corrucatt? 
«e *REG. U. S: PAT. OFF. 














Independent Metal Strap Co., Inc. 
ESTABLISHED 1907 


232 Third St., Brooklyn 15, N.Y. 












merous homeowners in this vicin- 
ity,” says Mr. Pasewalk, “and these 
contacts aid us in selling more 
hardware. The average home- 
owner needs many things, and 


when we put up an ornamental 
railing for him or repair his lawn 
mower he gets into the habit of 
dealing with us and buying at 
our store.” 





Fitting the Gun 
41 UNS are like shoes and 


clothes—the more you use 
‘em the better they feel,” says Henry 
P. Davis, public relations division, 
Remington Arms Company, Inc. 
“Almost everybody likes to look at 
and fondle the sleek, trim lines of a 
shiny new sporting weapon, but it is 
only when the stock becomes a bit 
scuffed and the bluing is worn 
through use that Old Betsy really 
becomes dear to the heart of the 
sportsman. And the more the 
shooter handles his gun, the better it 
fits him, the better it feels. 

“It is true that the average sports- 
man, with only a little practice, can 
generally so accustom himself to 
the average gun that he will shoot it 
well. This is simply because he is 
an average sportsman, of average 
size and proportions, and gun manu- 
facturers have adopted standard 
stock specifications, designed to fit 
just such an individual. These stand- 
ard stock specifications are: drop at 
heel 2% in., drop at comb 15% in., 
length of stock 14 in. Years of ex- 
perience have taught the manufac- 
turers that these specifications are 
entirely suitable to the vast majority 
of American shooters. 

“Guns of these specifications may 
not be perfect fits for a lot of sports- 
men, but they will so nearly approx- 
imate a fit that these individuals are 
able to adjust themselves readily to 
such an extent that the ‘feel’ is right. 
There are individuals so physically 
proportioned, however, as to make it 
impossible to feel comfortable with 
a gun of standard dimensions. For 
proficiency in shooting to come eas- 
ily to such a person, a specially 
made stock, built to his own mea- 
surements, should be provided. Any 
good gunsmith can make a stock to 
order, or the shooter can have one 
built at the factory and fitted to his 
gun there. 

“How is one to know whether or 
not his gun ‘fits’ him? There is one 
determining factor in the answer to 
that one. That is ‘comfort.’ If the 
gun feels comfortable, it can be 
easily handled and quickly thrown 
up to the shoulder and the barrel, 
naturally and without effort, prop- 
erly aligned on the desired target, 
that gun fits the individual handling 
it. If, when you quickly place it to 
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your shoulder and point at the tar- 
get, you see a good portion of the 
top of the barrel, the stock is too 
straight for you, and you will be 
inclined to shoot high. If, when 
quickly mounting the gun, you see 
hardly any of the barrel, but only 
the top of the receiver, the stock has 
too much drop and is a bit too 
crooked. With such a gun you would 
be inclined to shoot under the tar- 
get. 

“Either of these conditions can 
be corrected by working on the 
stock. In the case of the stock which 
is too straight, a bit of the wood 
may be scraped off of the comb. 
without too much trouble. In the 
case of the gun which shoots low, 
the comb should be built up a bit 
... and this takes some doing. Com- 
paratively few gunners take the 
trouble to make these adjustments, 
for, in the majority of cases, shoot- 
ing experience will allow them to 
adjust themselves to the gun or make 
adjustments in their manner of hold- 
ing. To a few, however, this means 
a constant ‘fighting the gun,’ which 
is entirely unnezessary when simple 
stock adjustments would solve the 
trouble and bring complete comfort 
to the gunner. Any good gunsmith 
can quickly make these adjustments 
and at little cost. 

“Many sportsmen often wonder 
how gun dimensions are determined. 
Here is the simple formula, which 
any one can use: Take a piece of 
straight wood or iron sufficiently 
long to reach from the muzzle end 
of the barrel to the end of the butt. 
Lay it straight along the top of the 
barrel and over the butt. Measure 
up from the top of the comb (which 
starts just back of the top of the 
grip) to the straight-edge. This 
gives you the drop at comb. Mea- 
sure up from the top of the butt to 
the straight-edge and you get the 
drop at heel. Measure from the 
trigger to the end of the stock at the 
middle of the butt and you get the 
length of stock. 

“An old and commonly accepted 
method of determining whether 4 
gunstock is of proper length for you 
is to place the butt in the hollow of 
your elbow. If the first joint of 
your index finger can comfortably 
curl around the trigger, the stock is 
of proper length.” 
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Depth of cut 214”. Table 1414” x 17”—with exten- 
sion 54” x 17”. Up to 46” between blade and fence. 
Table tilts to any enya —paaitive | lock 


to w _— s 





—the new record-setting 5-in-1 power tool 


What are the sales records? 

Store after store reports: “SHOPSMITH sales exceed all oiher power tools 
combined.” This new 5-in-1 power tool unit sells on sight: 2 out of 3 
SHOPSMITH owners bought at first demonstration, check of owners shows! 


» Why does it sell so fast? 

SHOPSMITH combines 5 basic power tools in one unit run by one rugged 
motor. It converts from tool to tool in less than one minute. It is compact 
—takes just 18” x 60” floor space. It is precision-engineered, does accurate 
work on big or small jobs. It is economical —costs far less than 5 single- 
purpose tools of comparable work capacity. 


>> FO 


Is SHOPSMITH advertised ? 

Yes, SHOPSMITH is nationally advertised in one of the largest consumer 
advertising campaigns in power tool history. Big-space ads in Better 
Homes & Gardens, Outdoor Life, Popular Mechanics, Popular Science. 
Sunset, many other magazines. SHOPSMITH advertising is sending power 
tool prospects to see a store demonstration. 


> i> 


SHOPSMITH MEETS A BIG DEMAND — SHOPSMITH OFFERS AN OPPORTUNITY 
from hobbyists, craftsmen, farmers — for quick turnover and steady profits 
for a multi-purpose power tool that’s with a small power-tool inventory (only 
both precision-engineered and rugged 18” x 60” floor space required to show 
(weight: 200 pounds). SHOPSMITH). 


MAGNA ENGINEERING CORPORATION 


465 California Street, San Francisco 4 e¢ Plants in Cleveland and San Francisco 


SHOPSMITH as an 8” Circular Saw. ; 2 SHOPSMITH as a 34” Wood Lathe. 











(34” between centers) with a 15-inch swing. Quill 
feed 41%, inches. Tool rest always slides parallel 


i mg 





SHOPSMITH as a 
Vertical Drill Press. 
Drills to center of 15-inch 
circle. 27-inch maximum 
distance from table to 
chuck, 41/4-inch feed 














SHOPSMITH as a 12” Disc Sander. 


SHOPSMITH as a Horizontal Drill Pree. 














Adjustable mitre gauge. 1414” x 17” table tilts to Brand new in the power tool field! Provides ac- 
45 degrees. Discs can be removed and replaced curate drilling for doweling. No limit on length 


in seconds of work 
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Store and Home Demonstrations 
Boost Television Sales 


(Continued from page 127) 


ber of them buy,” says Roger 
Strachota. 

In the Milwaukee area radio dis- 
tributors charge approximately 
$65 for installation of television, 
and do the installing for dealers. 
However, Strachota-Behnke has its 
own service shop with a trained 
television and radio man. The 
money which is thus charged for 
installing a set goes a long way to- 
ward helping to pay the expenses 
of the service department. 

“We like to install the sets we 
sell,” says Mr. Strachota, “because 
it gives us another opportunity to 
serve our customers and to make 
certain that every factor is satis- 
factory. We thus control the trans- 
action from start to finish. And, 
when we call back a week or two 
later, the customer feels more like 
giving us information regarding 
friends who are interested in tele- 
vision sets.” 

A large number of television 
sets are sold right at the store with- 


out a home demonstration, al- 
though some home demonstrations 
are now being made by the firm. 

When the firm puts in a tele- 
vision set on demonstration in a 
home it is left there for two or 
three days. By that time the home- 
owner’s liking for television has 
usually been stimulated to the 
point where he will buy. Mr. 
Strachota feels it is a mistake to 
leave a television set in a home too 
long. Better take it out right after 
an interesting performance, he 
says. Then you'll get action one 
way or the other. 


No "Cold Canvassing” 


“We are not ‘cold canvassing’ 
on television sets as yet,” says Mr. 
Strachota, “and I don’t think that 
we'll need to do so for some time. 
Our best prospects come from sat- 
isfied set owners. Each owner can 
usually give us two or three names 
of people who are interested. Then 


we follow up on those prospects.” 

If there is opposition to the pur- 
chase of a television set by any 
member of the family, Mr. Stra- 
chota says it can often be over- 
come by having all members of the 
family either come to the store to 
see a television program, or have 
a set taken into a home for a trial 
period. 

When the unconvinced person 
sees a few television programs, 
opposition often melts away. A 
number of chairs are placed near 
the store’s front window where in- 
terested people can sit and watch 
the programs. 

Milwaukee now has a hookup 
with eastern television stations, a 
factor which will help sales in this 
area, says Mr. Strachota. 

“TI cannot emphasize too much 
the importance of making follow- 
up contacts with television set pur- 
chasers, or people who buy appli- 
ances,” he says. “We do it regu- 
larly and it’s a profitable source of 
sales. The person who buys a tele- 
vision set will often buy a re- 
frigerator, a washing machine, a 
farm freezer, an automatic washer, 
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“OR BOILERS « HOT WATER 
HEATERS « SMALL ~ 


Model 2A- 
300. 9-1/16” 
High. 512” 
Dia. Filter 
Size 63 Cu. 
In. 3@” Pipe 
Openings. 


Luxe MODE 
24-300 


FURNACES 
SPACE ~ 
HEATERS 


Model 2A- 
y me ee - 
High. 4-5/16” 
Dia. Filter 
Unit Surface 
72 Sq. In. 4" 
Pipe Open- 
ings. 


YEARLY 
DIVIDENDS 


After making the original sale of a GEN- 

ERAL FILTER, dealers make a dividend each year 

through the sale of replacement cartridges. The customer, 

of course, returns to the dealer who made the original installation 

-and installation is so simple that it can be made in less than two minutes. 

If you haven‘t already done so, investigate the profit possibilities of GENERAL 
FILTERS. See that each one of your customers has one. 


WRITE FOR THE NAME OF YOUR NEAREST JOBBER 
GENERAL FILTERS 12890 WESTWOOD AVE. 


INCORPORATED DETRONM 23, c 
CANADIAN FACTORY BRANCH: GENERAL FILTERS CANADA, LTD., 173 STRACHAN AVE., TORONTO 3, ONTARIO 


Model 1A-25. 
434," High. 
314" Dia. Fil- 
ter Unit Sur- 
face 31 Sq. 
In. 34” Pipe 
Openings. 
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The evaporative cooler market isn’t a bed of 
roses—but Dearborn is tackling it with the same 
ammunition with which it captured the top spot 
in the Gas Heater field: 


QUALITY 
eorborn. 2 Mow-#ow 

VALUE 

PRICE STABILITY 


This year, the three best evaporative coolers on 
the market will carry the Dearborn trade-mark: 


the 2200 CFM DEF-22, a superb window cooler 
the 2500 CFM DEB-25, a blower-type cooler of 
unsurpassed efficiency 


and the 3500 CFM DEB-35, a big blower-type 
cooler that will do a big job—and do it well! 





Here’s your chance to sell Dearborn YEAR "ROUND 


LY COMFORT —\the finest gas heaters in winter... the 
world’s finest evaporative coolers in summer. It’s a 
IDS profit-combination you can’t beat! 
a GEN- 
ch year WRITE, ’PHONE OR WIRE TODAY FOR 
ystomer, COMPLETE INFORMATION ABOUT 
allation DEARBORN EVAPORATIVE COOLERS... 
tiie. You're going to agree that 
ENERAL ; ‘ oe . , 
DEARBORN HAS DONE IT AGAIN 





~“Deorhorn STOVE COQ, 1700 w. commence st., DALLAS, TEXAS 
. ee ee 
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America Asks 
for 


ww 
ore than Any 


Other Hack 
Naw Blade 


When a leading popular maga- 
zine* recently polled hardware 
dealers from coast-to-coast to 
find out what maker-branded 
hack saw blades are most fre- 
quently asked for by brand 
name at sales counters, the re- 
sponse was overwhelmingly 
“STAR”. 

Of all dealers replying, 50% 
named Star. 

Reflected in this outstanding 
leadership are; Star’s 69-year-old 
reputation for consistent high 
quality workmanship—Star’s 
merchandising policy designed 
to help you... year-round ad- 
vertising to your customers, sales 
aids such as the Star Wall Chart 
and the Star Metal Cutting 
Booklet, ready references on se- 
lection, use and care of hack saw 
blades for workshop and pocket 
or tool kit respectively. 

Be sure of your share of Star 
profits—stock the complete Star 
line. 

*Name upon request. 
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CLEMSON 


BROS., INC. 
MIDDLETOWN, N. Y. 


Makers of hand and power hack saw 
blades, frames, metal cutting band saw 
blades and the Clemson Lawn Machine. 








170 









an ironer or drier. We have sold 
a number of automatic washers to 
television set purchasers, just by 
making follow-up calls and inquir- 
ing about other appliance needs. 
And, by calling on our washer, 
drier, ironer customers, we have 
also sold many television sets.” 

Mr. Strachota and Mr. Behnke 
say that it pays to spend time satis- 
fying the man who purchases an 
appliance at the store, because 
such a customer will always come 
back for “consultation” when he is 
in the market for some other major 
unit of sale. 

“Treat him right, and he’ll give 
you first chance,” says Mr. Stra- 
chota. “We have seen this work 
out time and again to our benefit. 
We have customers who have pur- 
chased from $1,000 to $3,000 
worth of appliances at our store 
in the past few years, one appli- 
ance at a time. And some of them 
are going to purchase more. We 
regard our service department as 
absolutely essential in giving ap- 
pliance customers the service they 
want, so that they'll come to see 
us again when they want to buy 
additional items. If you don’t give 


the service, you won't get them 
back.” 

The store has sold a consider- 
able number of automatic washers 
and has an effective sales plan for 
re-contacting such customers. Af- 
ter the customer has become ac- 
customed to the automatic washer, 
an official of the firm calls on her 
and suggests the purchase of an 
ironer to help speed operations. 
In numerous instances, the house- 
wife is ready to purchase the extra 
appliance. 


Method Brings Results 


After another two to three 
months, another call is made, and 
the suggestion made that the pur- 
chase of a drier would speed oper- 
ations on washday, save time and 
labor and be a good investment. 
Many of the housewives purchase 
driers when approached on this 
step-by-step plan. 

More than 50 per cent of the 
television set and appliance sales 
at the Strachota-Behnke store are 
on a cash basis at the present time. 
The remainder are financed 
through a local bank. 





What's Good About Communism? 


(Continued from page 162) 


curtain anyway? Certainly not to 
hide any advantages from prying 
eyes. 

The commies are clever! | 
mean it. How can they otherwise 
convince our intellectuals that 
capitalistic avarice (greed for 
profit) is the cause of the world 
crisis? What about the Kremlin’s 
greed for power? If communism 
is good, why don’t we adopt it 
openly through democratic proc- 
esses—the only legal means in this 
country? Why is larceny, deceit- 
fulness, physical violence, enslave- 
ment of labor, etc., necessary to 
promote communism and to main- 
tain it after the overthrow of 
democratic government? Queer 
that people have to be forced to 
keep something that is good for 
them! Unfortunately you can’t try 
communism. It doesn’t permit any 
referendum or public opinion poll 
once it is adopted. 

So what is good about com- 
munism that unites such strange 


bed-fellows? Do they really think 


that they are interested in improv- 
ing the lot of the common man? 
They can’t believe that when you 
realize that in a few years Ameri- 
can capitalism with 6 per cent of 
the world’s people has produced 
one third of the world’s wealth and 
one third of the world’s income, 
and that America has the best dis- 
tribution of wealth, when you con- 
sider that the American worker 
works less and gets far more than 
any other world worker. Maybe 
these dissenters just don’t like 
America—or it might be personal 
greed—or desire to own some- 
thing that someone else has earned 
and saved. 

Make no mistake, America lives 
in the best house on the street. 
Sure, we are making improve- 
ments and additions in the best 
way we know how and are being 
criticized by our neighbors who 
live in shacks or worse, but let’s 
not destroy our house unless we 
are first sure of a better place to 
live. 
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| THE DOW MAGNESIUM 


= | CINK-ROD 





e and 
ment. 
chase 
| this 
f the 
sales 
e are 
time. 
al 15,000,000 Water Heater Owners Are | || 
e e e | +} 
Looking for The Dow Magnesium Link-Rod | ‘ 
9 9 | | \ Low Cost Corrosion Protection 
1 44 

Every owner of an unprotected water heater will be \ 4 for Every 

looking for this low-cost protection—and there are 1 th W 

15,000,000 of them! Count your best customers in this | \ ater 
prov- group and you'll see why the Dow Link-Rod offers you , Heater 
nan? a sales opportunity—a profit opportunity you can’t ; 
1 you afford to miss. Step-up sales—stock-up on Dow Mag- | 
meri- nesium Link-Rods today! | Here’s the original 
nt of Dow Magnesium 
luced Link-Rod — the 
1 and Made of the Finer Dow Magnesium Used by | ‘!<xible rod that 
ome, ; can be installed 
t dis- Leading Water Heater Manufacturers | in any heater, no 
panel | matter how cramped the quarters. Low 
orker You’ve heard about the Dow Magnesium Rod—the rod that’s gle = oe pec 
than being used by many prominent water heater manufacturers as | ry win nti a rr . rig oe — 
eaten standard equipment in their heaters. The Dow Link-Rod is made | ens . ri yee rene ¥ ot aye chee 7 is, 
| ike of the same high quality Dow extruded Magnesium—accepted | — ee = rad - . aan ta \. nf 

- for its dependable performance. The design and development of | acide co my . ee : : ‘a pt? Link- 

sonal this scientific, low-cost heater protection is another important | od is easy to install —easier to sell. 
ome- contribution of The Dow Chemical Company—known and | 
ned respected by your best customers. 


lives Here’s how to get your share of this big new market 


reet. You'll want your supply of Dow Link Anodes right away. Start 
rove- by writing us today. We will gladly put you in touch with a well- 


hest known dependable fabricator of Dow Magnesium Link Anodes. 

eing 

who MAGNESIUM DIVISION CHEMICALS INDISPENSABLE 
let’s TO INDUSTRY AND AGRICULTURE 
$ we THE DOW CHEMICAL COMPANY © MIDLAND, MICHIGAN 

“ New York © Boston © Philadelphia © Washington © Cleveland © Detroit ¢ Chicago 

7€ LO St. Lovis ©® Houston © San Francisco © Los Angeles © Seattie 


Dow Chemical of Canada, Limited, Toronto, Canada 
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for these TWO great models” 


Wis PINKING 
SHEARS 














/ 
¥ 
Millions of women want Wiss Pinking t j 
Shears — their turnover is the talk of CU Oe. a 4 
bed s, 7 5 * 
the trade. : . Me he f % 
Only a little more than a decade ago Wiss 
ae aii TWO MODELS 
was first to perfect and distribute pinking shears. 
Since then they have become standard equipment Model C is full drop-forged construction, designed for 
for every woman who sews, saving time labor, and cutting light materials. Model A is of light-weight alu- 
~-* ‘ i ' ; J minum frame construction. It has heavy duty oversize 
material, and providing a professional looking ravel- teeth. Primarily for pinking heavy fabrics, airplane 
free finish of fabrics cloth, overcoating, upholstery fabrics, etc., it also cuts 
E : , the sheerest material perfectly. Sketch shows actual size One ad, 
There are two models—Model C for light materials of pinking of both models. Model C, 9”, 724 oz. Model enna 
and Model A for heavier cutting. Sell both types A, 11", 7% oz. ena 
and enjoy even greater profits from pinking shears. — ERS by 1 
MODEL A a... 
| 7% 5 used, nc 
sia? ASA\/N\WIWSfhNW/W/I WINS this wel 
! Brewed 
Quality for over a century MODEL C -_ 
wh Millions 
} 1163 
| Bm AMM“ YM“@—myey=Y” oe 
J. WISS & SONS COMPANY t years o 
Newark 7, N. & the wor 
; durable 
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One ad, in one newspaper, in one me- 
dium-sized city sold nearly a thousand 
dollars worth of MEMCO COFFEE MAK- 
ERS by mail. No special inducement was 
used, no premium, no price cut — just 
this welcome news: “Make Finest Glass- 
Brewed Coffee without Glass-Grief.” 


Millions prefer coffee vacuum-brewed 
in glass. Now they can have it — and 
years of economy, too. For MEMCO is 
the world’s first vacuum coffee maker of 
durable glass on unbreakable steel. 
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Glass: on- Steal 
COFFEE MAKER 


No matter what your coffee maker in- 
ventory, you are missing some good, 
profitable business without this new, 
finer coffee maker. National advertising 
is telling more than 30 million readers 
of women’s magazines about MEMCO's 
answer to their prayers. A full promotion 
program helps you tie in locally. Drop 
us a note right now for details and 
prices or, better still, send your initial 
order for as few as one half dozen. The 
Moore Enameling & Manufacturing 
Company, West Lafayette, Ohio. 


. . . America’s Only 
Nationally Advertised, 
Permanently Branded 
Porcelain Enameled 
Ware Line... 








Hoover Fractional 
Horsepower Motors 


The Hoover Co., North Canton, Ohio, 
is offering a line of resilient and rigid 
base motors, built to NEMA mounting 





—— — 


standards. Available in ratings of ™%4, 
1/3, and % h.p. Single phase 1725 
RPM, dual voltage, capacitor start 
motors which can be furnished with 
sleeve or ball bearings. Sleeve bearing 
units have accurately machined, wool 
packed bearings and finely finished 
shafts, says maker. Oil reservoirs and 


a 


oil return grooves keep re-oiling at 
minimum. Resilient type ball bearing 
motors feature set screws which may be 
easily removed for periodical re-lubri- 
cating. Ball-bearings are pre-lubri- 
cated, sealed against dirt and require a 
minimum of re-greasing it is said. One 
may install these ball bearing motors 
in any position from horizontal to verti- 
cal, it is reported. 


Hamilton Beach 
Food Mixer 


Hamilton Beach Co.. Division of Sco- 
vill Mfg. Co., Racine, Wis., offers to 
dealers a folder showing the sales fea- 
tures of the Hamilton Beach food mixer, 
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entitled, “Beats Everything for Saving 
You Work.” Folder features the Mix- 
guide which puts 10 tested speeds under 
the user’s thumb and eye, magnified for 
flash reading, and bowl control which 
permits finger-tip shifting of bowls 
while beaters are turning to assure per- 
fect mixing. Folder is available from 
company. 


Junior Golf Clubs 
Hillerich & Bradsby Co., Louisville, 


Ky., has added a Junior Outfit to its line 
of Grand Slam golf clubs. Not “toy” 
clubs, this Junior Outfit is of typical 
Grand Slam quality and design, says 
maker, and clubs differ from regular 
clubs only in size. Set consists of one 
wood club, three iron clubs, No. 2, No. 
5, and putter and a junior goif bag. 
Wood is 40 in. long, No. 2 iron is 361% 
in. long, the No. 5 iron is 35 in. and the 
putter is 32% in. All clubs are for right 
hand only and will meet requirements 
of boy and girl golfers. 





Deluxe Kitchen Basket 


An aluminum bottomed kitchen basket 
which is washable and sanitary is made 
of 29-gage steel in the body and rein- 
forced with a heavy steel ring underneath 





the top bead. Body is finished inside 
with a double coat of powdered alumi- 
num coating protected with a Vinyl type 
varnish which is claimed to be acid and 
caustic resistant. Outside is coated 
with good paint, protected with the 
Vinyl varnish. Each basket cellophane 
wrapped. Has 26-qt. capacity, is 14! 
in. high, 13 in. top diameter and 10 in. 
bottom diameter. Packed a doz. 1 color 
to carton. Available in several colors. 
The Ohio Can & Crown Co., Massillon, 
Ohio. 


1949 Calendar Poster 
The F. E. Myers & Bro. Co., Ashland. 


Ohio, has distributed its 1949 calendar 
poster which illustrates every product in 
the Myers line in the panels which 
appear below the poster headpiece. 
Twenty-two thousand copies of the cal- 
endar were mailed out this year and im- 
printed lots were shipped to distributors 
in the states. Also featured is an artist's 
sketch of the Myers factories which out- 
lines the expansion program just com- 
ple ted. 
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Free of die-castings—inside 
parts of rust-protected 
steel — trim of solid brass. 


DEXTER-TUBULAR 


Nothing to it! 


NO, THERE’S NOTHING TO IT— if what you mean is 
that the simplicity of Dexter Tubular design is so 
elemental that nothing can gum up the works. And 
a good feature it is, too, for who wants a lot of 
hocus-pocus mystery in a piece of equipment that’s 
used so continuously as a door latch! Folks never 
need look for a locksmith when their doors are Dexter 
Tubularized! 

Of course, such simplicity doesn’t just happen. The 
beauty of a Dexter Tubular is that the “inside” 
story is one of precise engineering, imparting to the 
mechanism a perfection that carries a lifetime 
warranty. 

There’s nothing simpler than a Dexter Tubular — 
and the simplest thing of all is the way it can be 
installed by any carpenter in less than six minutes 
—from scratch! Yes, six minutes and it’s all done, 
from start to finish! 

You're right — there’s nothing to it! Makes the selling 
of Dexter Tubulars mighty interesting and attractive, 
doesn’t it! 


NATIONAL BRASS COMPANY 
Grand Rapids, Michigan 


MAKERS OF BUILDERS, CABINET, SCREEN DOOR 
AND SHELF HARDWARE 


Sales Representatives in NEW YORK BOSTON MILWAUKEE COLUMBUS, Ohio 
TAMPA DETROIT PORTLAND, Ore. ST. LOUIS BALTIMORE FORT WORTH CHICAGO 
CLEVELAND PHILADELPHIA SAN FRANCISCO LOS ANGELES OMAHA KNOXVILLE 


In Canada: Dexter Lock Canada Ltd., Guelph, Ontario 


IRON — 





Pi m@) eM Noll 
with a NEW LINE 


Popular Priced High Quality 
Hot-Dipped Galvanized Ware 


Every Can Bears The Iron Horse Label 
and this label 


Wi LL NOT LEAK 





THAT SELLS AND SELLS 


K-6 6 gallon size 
K-8 8 gallon size 
K-I1 11 gallon size 













Style K Garbage 
Poils 


Write for 
descriptive bulletin 


Ey) 


LE 





—— 
’ 





Style K Gar- 
bage or Ash 
Cans 

K-20 20 gallon 
size 

Write for 


descriptive 
bulletin 





PROMPT DELIVERY 


Also manufacturers of a complete line of 
long-lasting high quality galvanized ware at 
popular prices. Write for complete catalog. 


ROCHESTER CAN COMPANY 
82 Greenleaf Street 


Rochester 9, New York 








WHAT'S NEW 





Sargent Burglar, Weather 
Resistant Padlock 


Padlock offers user the burglar re- 
sistance of steel with the weather re- 
sistance of brass in one stainless steel 





shackle in all sizes. Equipped with five 
pin tumblers, it is said to be so sturdily 
built that it will resist forcing. Made 
in three sizes but in one type. This 
style of padlock is shipped complete 
with a compact eye-catching display 
box. The 1'% in. size may be supplied 
keyed alike or master keyed in sets. 
Padlocks in 1% in. and 2 in. sizes, in 
addition to the above keying may be 
furnished either master keyed or so 
keyed that they can be opened by the 
same key as employed with the Sargent 
front and back door lock sets. Also 
furnished with brass chain if desired. 
Sargent & Co., New Haven, Conn. 


1949 'Coolerator' Line 


Duluth, Minn, 
has added electric ranges to its appli- 


The Coolerator Co., 


ance line. Line includes four models 
and refrigerators, two freezer models 
and three electric ranges. The 9 
MC-61 deluxe range has an up and 
down high speed, “Well-E-Vator,” spe- 
cially designed 2100 watt unit which 
may be lowered for deep-well cooking 
and deep frying or raised to serve as 
a fourth surface unit. An automatic 
timer, kitchen clock, special lighting 
and an outlet for small electric appli- 
ances are other features of this model. 
All feature ample rangetop work space. 
roomy roller bearing drawers claimed 
to afford adequate storage space foi 
pots and pans, and one piece, acid-re 
sisting, life time finish porcelain top. 
Top and bottom units in the oven in- 
sure even heat for baking, and fast au- 
tomatic preheating it is reported. The 
1949 refrigerators are designed to pro- 
vide full width freezer lockers for fast- 
frezing and low temperature storage. 
maintaining a controlled cold of 18 deg. 
below freezing. Also an adjustable 
“Chill-R-Ator” shelf = permits — quick 


chilling of bottled beverages, desserts, 
salads, etc., and provides excellent stor- 
age for fresh meats or extra ice cubes, 
according to the maker. Sizes in the 
new models include the DeLuxe, 9RD-8, 
82/3 cu. ft. capacity with dry storage 
bin and deluxe features, the Regal 
9ORC-8, 82/3 cu. ft. both with sealed 
units, wrap-around exteriors, duPont 
delux acid, chip and abrasion resistant 
interiors and pressure-packed Pneupro 
insulation. Rounding out the freezer 
line are two models of Space-Saver 
units, designed to replace obsolete small 
size, small dimension refrigerators in 
older homes and to meet the space- 
economy demands of small kitchens. 
Installation of Thermo-Pane cold_ re- 
taining insulated glass sliding doors 
permit full visibility of the contents 
and use of Freon 22 permits installa- 
tion of the smaller ™% hp. sealed-in 
unit with five year warranty, savs 
maker. Suggested retail prices of re- 
frigerators range from $339.95 to 
$234.95, for freezers, $529.50 and 
$499.50 and the electric ranges, 
$299.95, $239.95 and $224.95. 


Chime Hook-Up Kit 


The Rittenhouse Co., Inc., Honeoye 
Falls, N. Y., has introduced a Chime 
Hook-up Kit. Kit for 10 volt chim: 
models includes a transformer, co! 
nector block, a push-button, cable, 
screws and staples, along with complete 
instructions. Kits for 16 and 24 volt 
models do not include transformer as 
those Rittenhouse models are sold com 
plete with plug-in transformers. Plower- 
plug transformer plugs into a_ wall 
socket. All cross connections are made 
inside the connector block which is in 
stalled along baseboard or on wall 
Merely connect wires from chime. the 
transformer and the push-button to 
clearly marked terminals in the block 
connector. No tape or soldering neces- 


sary. 
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The Most Beautiful 
The Most Durable 


‘Ue roristocnat of 
STOVE MATS 


Not just ordinary stainless steel but bright, 
crystal clear, mirror-like finish stainless 
steel, gleaming with a sparkling lustre 
that will be lastingly beautiful. Made to 
our rigid specifications by UNITED 
STATES STEEL CORPORATION, 
producers of quality steel. Heavy asbestos 
cushioned back for heat protection, with 
patent safety ringed Kant-Kut Corners, 
and all other exclusive Aristo-Mat features. 
Sizes to fit every range. 









Oe Ke 
* Guaranteed by ~ 
Good Housekeeping 
© te, ey 


GUARANTEED 
PARENTS 
MAGATING 


Ce 


NATIONALLY ADVERTISED... 

In Ladies’ Home Journal, Woman’s 
Home Companion, Better Homes & 
Gardens, Good Housekeeping, Mc- 
Call’s Magazine, Woman’s Day, House Exclusive permanent show-rooms: 
Beautiful, Guide for the Bride, Life, 11-104 Merchandise Mart, Chicago, III. 
Saturday Evening Post, Liberty, Amer- Canadian Representatives: The D. G. Clark 
ican Magazine, Sunset Magazine, and Agencies — London, Ontario, Canada 
daily newspapers. 


& 


45 soventisi® rat 


CuMPA\io For further information regarding other patterns, see your local jobber, 
IMPANTON 


& 


> PHOENIX 


distributor or write direct. 





ABLE MAT COMPANY 


S a 


1315 West Con 
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NEW! sell the 
Handiest of All 


Portable Electric Tools! 


BRADFORD 
ane 


TRIPLE 


e¢ Sander 
¢ Polisher 
© Drill 


TOOL! 


Model 3-4-1 






only $4g75 complete 


Including 3 sanding discs,wool bonnet, backing pad 
78 Jacobs chuck and key with patented keyholder 


THREE portable electric tools in 
ONE! The Triple Tool converts from 
sander to polisher to drill in seconds! 
5” sander and polisher; drills 44” in 
steel, 14,” in hardwood. Equipped with 
spindle lock for easy, quick change of | 
sanding discs, backing pad or drill | 
chuck. 

Here’s the outstanding tool of today! | 
Be first in your area to build profitable 
sales with the new Bradford Triple 
Tool. Ideal for light sanding, polish- 
ing, drilling wood, metal and plastics. 
Has countless uses around farm, home, 
shop. Order now. Distributed through 
leading wholesalers. Write for descrip- 
tive bulletin and full details. 


Also manufacturers of 


PORTABLE ELECTRIC DRILLS, SAWS, 
DISC SANDERS; BENCH & PEDESTAL 
GRINDERS, BUFFERS, POLISHERS. 


THE BRADFORD MACHINE 
TOOL COMPANY 


661 Evans Street, Cincinnati, Ohio 
Precision Since 1840 
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BWHAT’S NEWE 


Portable Refrigerator 
Freez-In Mig. Corp., 2144-46 Mack 


Ave., Detroit 17, Mich., is introducing 
a portable refrigerator which has 1!2 
cu. ft. of storage space plus two full 
i i Weighs 43 Ibs. 


size ice cube trays. 








complete. Operates on 110 volts AC; 
models operating on six volts to 110 
volts DC as well, are available for use 
in trailers, automobiles, boats, etc. En- 
cased in a die-stamped aluminum cab- 
inet, the refrigerator is styled to blend 
with the decor of home, office or labo- 
ratory with a choice of several baked 
enamel finishes. Inside finish is white, 
stain proof and acid resistant, says 
maker. Top handle and two removable 
end handles simplify carrying. Maker 
claims that the refrigerating efficiency 
of the unit is equal to that of full size 
reirigerators, 


South Bend 
Lathe Catalog 


South Bend Lathe Works, South Bend 
22, Ind., is offering its catalog No. 73 
describing the 13 and 14% in. swing 
South Bend precision lathes, which fea- 
ture a new headstock spindle with 
larger bore, to take collets up to 1 in. 
maximum capacity. Prices of the lathes 
are shown as well as prices of attach- 
ments and accessories for the 1 in. 
collet capacity spindles. Copy may be 
obtained by writing to the company. 


Colorful Line of 
Transparent Oilers 


Eagle Mfg. Co., Wellsburg, West Va., 
is introducing a line of improved trans- 
parent “Scan-Cans.” Made of transpar- 
ent plastic materials claimed to be un- 
affected by lubricating oils, kerosene or 
gasoline. Bottoms and spouts are of 
tinned steel. Merchandised in a carton 
called the Jewel Oiler display which 
contains a doz. 1% oz. oilers with 3% 
in. spouts. Bodies are in jewel like 
colors of Ruby, Emerald, Sapphire and 
crystal, equally assorted. 
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- OTHER HAMMOND 





HOPE ADVERTIMG 
fo MIRE SALES! 


“KEEP PLENTY of th 


ORIGINAL 3: 
PLANT DUST in STOC 


This season, be prepared for even 
greater sales turnover of this famous 
long-profit leader. Because Ham- 
mond’s Slug Shot is being more 
widely advertised in National mag- 
azines. Telling gardeners about this 
great all-purpose garden DUST— 
which now contains more ROTE- 
NONE then ever! 

With more than 74 years of popu- 
larity and repeat sales, Hammond’s 
Slug Shot has an outstanding rec- 
ord for making dealer profits. 





PROFIT-MAKING ITEMS 


GRAPE AND ROSE DUST-prevents 
mildew and black spot. KIX—all-purpose 
rose, flower and vegetable spray. COP- 
PER-SOLUTION-—for fungous diseases. 
DOG SKAT-—easy-to-use animal repellent. 
WEED KILLER-~kills all weeds, grasses, 
etc. NO CROW-—crow and bird repellent. 
ANT GAS-~kills ants in their homes. STA- 
BILIZED (ROTENONE) “75” DUST 
—controls all insects on vegetables—for 
gardens, etc. ‘‘Rotenone at Its Best.”” EGG 
PRESERVATIVE -for preserving eggs. 
HORICUM-lime sulphur solution for 
dormant spray. 


Check over your stock. Keep plenty 
of these well-known Hammond 
products on hand. Order now. 
Hammond Paint & Chemical Co., 
4121-9 Ferry Street, Beacon, N. Y. 
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Revolving Seed Display 
Fredonia Seed Co., Inc., Fredonia, 
N. Y., is offering a revolving seed dis- 
play all of whose sections revolve. Of 
all metal, no dirt can collect in pockets. 
Packets all visible from one standing 





position. Height of average person; 20 
in. oor clearance. Features three point 
standard and takes 28 in. sq. floor 
space. Swinging sign attracts atten- 
tion. Sections collapse for shipping. 
Fits in 20 by 20 by 18 in. shipping 
case. No tools necessary to set up. 


Boll Searing 
Window Glide 


East Side Tool & Die Works, Port- 
land, Ore., is introducing a _ device 
called the Ball Bearing Window Glide, 
which provides both control of the sash, 
and weather seal in one unit. Device 
consists of a non-ferrous metal strip 
with % in. holes punched at regular 
intervals of 1% in. that lays in the side 
channels and a ball bearing which is 
mounted in the side of the sash. As 
bearing rolls up or down the strip, it 
seats itself in the holes so the sash may 
be secured at any of many levels. Glides 
are furnished with or without weather 





seal. As no space is required for bal- 
ance, mullions may be reduced to 14 
in. between sash to give more light. 
Suggested to retail for $3.95 with 
Weather seal oz $1.95 without. 
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KESTER SOLDER 


4201 Wrightwood Avenue, Chicago 39, Illinois 


Newark, New Jersey * Brantford, Canada 


STANDARD FOR 
THE HARDWARE TRADE 




















Kester makes a complete line of outstanding 
hardware products for the hardware trade... 
Kester Acid-Core Solder. . . Kester Metal Mender 
.. . Kester Plastic Rosin-Core Solder . . . Kester 
Radio Solder . . . Kester Soldering Fluxes (liquid 
... Soldering Paste and Salts. 





Insist upon Kester Products 
from your jobber. Increased 
sales are assured by Kester’s 
vast advertising program. 


COMPANY 


Factories Also At 











BEAN | 


SPARTAN 
SPRAYER 


a real profit 
opportunity 





There's a big market for the 
medium - priced, rugged Spartan 
sprayer. Around homes, farms, 
factories, resorts, the Spartan 


sprayer will do dozens of jobs, 
saving time and money and destroy- 
ing pests. It brings the advantages 
of power pressure spraying to 
thousands of new users. Write for 
profitable dealer proposition today. 





The Sparton sprayer Is powered with 
either gaseline engine or electric motor. 
Famous John Bean duplex pump de- 
livers up to 3 g. p. m. at any pressure 
to 250 Ibs. 15 gallon, corrosion re- 
sistant steel tank. Complete with high 
pressure hose and spray gun. 


Here are just some of | 
Many Spartan Uses 


Your customers will use and poultry houses, and 
the Spartan Sprayer to many other applica- 
rout flies and mosqui- tions. You'll find it 
tos; kill weeds; profitable to handle 
protect crops, the Spartan spray- 


trees, shrubbery; tne er. Send coupon, 
whitewash build- or write for free 
ings; disinfect barns : literature today. 


JOHN BEAN 


Division Food Machinery 
and Chemicals Corporation 
SSS SS SSS SS SSS SSS eeeeeeae 


John Bean, Deportment 11, Lansing 4, Michigan 
Rush without obligation, complete information 
on the profitable Spartan dealer proposition. 
Dealer’s Name ........... 

Street 

GA occ , Zone . State 


individual's Name 
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WHAT'S NEW 








Clemson Lawn Machine 


Improvements in the 1949 Clemson 
lawn machine include a welded reel, 
unbreakable handle, steel dust covers 
to keep grass and dirt out of working 
parts and a lock claimed to be positive 
for the shear adjustment. It is fair 
traded to retail for $31.95 east of Den- 
ver with prices west of Denver slightly 
higher. Mower incorporates a heavier 
fixed-bed-knife than previous models. 
Wing screw adjustment with locking 
device is claimed to maintain proper 
contact between reel and bed-knife. 
Height adjustment is simple and _ posi- 
tive, it is reported. Three-section roller 
permits easier turning and_ reduces 
scufing of sod. Shipping weight of the 
machine is 35 lbs., complete in a single 
cardboard carton. A complete assort- 
ment of dealer aids will be offered to 
the trade. Clemson Bros., Inc., Middle- 
town, N. Y. 


Electric Immersion Heater 


Fulcean Electric Co.. Danvers, Mass.. 
has developed a thermostatically con- 
trolled electric immersion heater which 





salle aaigiele 7.) 


may be connected to anv hot water tank 
or boiler to provide electrically gener- 
ated heat, says maker. Heater is fitted 
with a bushing which has a one in. 
tapered pipe thread, which will fit 
standard domestic hot water boilers. or 
a 1% in. thread if desired, and a pilot 
light according to Vulcan. Thermostat 
is reported to maintain the heat at any 
desired temperature, is adjustable and 
prevents danger of overheating. 


Kellogg Household 


Brushes 


Kellogg Brush Mig. Co., Westfield, 
Mass., is offering a line of household 
brushes for 1949. Line is re-styled and 
matched, following the modern trend 
to color. Of fibre, bristle or nylon, ac- 
cording to use, the brushes have han- 
dles of special design in “Lustrex”, a 
heat-resistant plastic. | Long-handled 
brushes are of wood, finished in match- 
ing ivory enamel. Brushes are topped 
with red plastic tips, slotted for con- 
Handle and 


venience in hanging. 


brush are fused together. Illustration 
shows tumbler brush, dish mop, bow! 
brush, vegetable brush, pastry brush 
and bottle brush. Entire line consists 


of 30 brushes. 


Disston Garden | 
Tool Catalog 


Henry Disston & Sons, Inc., Philadel- 
phia 35. Pa.. is offering its garden tool 
line catalog including many new items. 
Illustrates and describes all the tools 
in the line. 


Sylvania 
‘Handy 6 Pack’ 


Sylvania Electric Products, Inc.. 500 
Fifth Ave. New York City, offers an 
idea in packaging 40-watt fluorescent 
lamps. New carton. “Handy 6 Pack” 
contains six fluorescent lamps. Maker 
says that while the individual package 
carries a small packing charge it is 
more than compensated for by the re- 
duced shipping and packing costs to 





dealers. Height and weight of the new 
pack, 4 by 6 in. is half that of the 
standard carton. Eliminates opening @ 
standard repacking the 
smaller quantity desired, 


carton and 
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NEW cabinet Door Pull (4419) is 
designed to give you extra-dollar 
volume, For use with a Stanley 
friction catch. Makes an excellent 
combination. The 4420 Drawer Pull 
(not shown) matches it perfectly. 





NEW cabinet Hinge (1539) means 
bigger volume from related sales. 
Designed for application on flush 
doors, these surface mounted 
matching cabinet hinges come in 
gleaming chrome. Also available 
for lipped doors under class 1529. 





NEW Cabinet Latch (4220) has 
added sales appeal. By popular de- 
mand, this positive door latch is 
furnished with a chrome thumb- 
piece (available also with plastic 
thumb-piece, choice of red or 
black). Matches 4420 Drawer Pull. 
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WOW! Fi 


MATCHING 
CABINET HARDWARE 


with these profitable new items 
added to the Stanley line 


je 
nie 


For customer satisfaction, nothing can match the beauty of 
Stanley Matching Cabinet Hardware. Here are the latest addi- 
tions to this popular, fast-selling line—furnished in gleaming 
chrome and in Solid Brass—to increase your sales and profits. 

The Solid Brass Door and Drawer Pulls, like the chromium 
finished Cabinet Pulls, Latches and Hinges, are matched, elimi- 
nating guesswork in selecting the right combination for 
cabinets. Feature and stock these new, nationally advertised 
Stanley Hardware items. Order now from your jobber. The 
Stanley Works, New Britain, Connecticut. 


STANLEY 


Reg. U.S. Pat. Off. 


HARDWARE * ‘HAND TOOLS ¢ ELECTRIC TOOLS 





NO. 4453, 2-11/16" 


NO. 4452, 4” 


NEW Solid Brass Cabinet Pulls by Stanley in trim, modern 
designs appeal to customers who want the very finest. Hand- 
somely finished in gleaming, lustrous brass, chromium, or choice 
of standard hardware finishes. Display Boards available. 








@ more sales! 
@ more profit! 


AUTOMATIC DRINKING FOUNTS 
FOR BABY CHICKS AND POULTRY 


BABY CHICK FOUNT 


Here’s a brooder house 
must. Made of brass 
and durable plastic; 
provides a constant 
level of clean, fresh 
water at all times. 
Promotes faster, surer 
growth. Bowl 7 inch 
diameter. Saves time. 
‘Saves work. Sells for 


S43 we 





POULTRY FOUNT 


Automatically 
provides clean, 
fresh water at 
all times. Pro- 
motes increased 








t. s ms. 

\ aes = Made of brass 

and durable plastic. Bowl 7 inch stand 

diameter. Make more sales, more $ 35 
profit. Sell Little Giant. 

ORDER FROM YOUR JOBBER OR WRITE FOR FOLDER 


MILLER MANUFACTURING COMPANY 
Dept. 6, 251 W. Kellogg Bivd., St. Paul 2, Minn. 
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‘Trubilt’ Rowboats 


Trubilt Boat Co., 3400 S. 28th St., 
Milwaukee 7, Wis., is offering rowboats 
designed to suit resort owners and in- 
dividuals who are interested in large, 
deep, seaworthy rowboats, according to 
the maker. Model 200 is designed so 
that it is full at the water line, pro- 
viding more carrying capacity and al- 
most as much freeboard with four peo- 
ple as with two. At the same time, 
says the maker, the boat has enough 
rake at the keel so it rows very read- 
ily. Deep bow of the boat is reported 
to enable it to take heavy seas easily. 
Double set of seat braces, double set 
of side plates, tie ring, metal stem band 
and a set of car lock horns are included 
with each boat. Materials used in the 
keel, ribs, gunwales, tramson cleats of 
straight grain white oak; choice of 
straight grain white pine or western 
red cedar planking. Suggested to retail 
for $170. It is 14 ft. long, 47 in. wide 
amidship, 16 in. deep, 43 in. wide at 
transom and depth at bowend is 27 in. 


‘Auto Safety Play Pen’ 


Foldaway Stairway Co., Inc., 813 Sea- 
board St., Portsmouth, Va., offers the 
“Foldaway Play Pen” constructed of 
straight-grain, knot-free wood, natural 
finish, clean cut and fine sanded, ac- 
cording to maker. May be washed as 


often as necessary, painted or enameled. 





Available in double size, 31 in. long and 
single, 22 in. Both are 20 in. wide and 
16% in. high. May be used for market- 
ing, in the home to keep the baby on 
sofa or chair or for a small wash it is 
an ideal drying rack. Maker says pen 
can’t slip out of place in the car. It is 
self locked between the seat and back 
cushions. 


Store Modernization 
Clinic Book 


Store Modernization Show, 40 E. 
19th St., New York City 17, is offering 
a compilation of the addresses given at 
the second annual Store Modernization 
Show held in New York City last sum- 
mer in the book, “1948 Store Modern- 
ization Clinics.” Included are detailed 
questions and answers that arose in in- 
formal discussions with audience par- 
ticipation. Information explores five as- 


WHAT'S NEW 


pects of the retailer's modernization 
problem: “Store Layout & Traffic,” 
“Store Lighting & Color,” “Displays & 
Fixturing,” “Store Fronts,” and “Plan- 
ning & Budgeting.” Available for $5 
from above address. 





Capson 'Food Saver' 


Work Savers Industries, 12436 Van 
Dyke, Detroit 5, Mich., offers a handy 
kitchen tool that shaves potatoes, onions 
and all type of vegetables for salads. 





Also apples for pies. Designed to chop 


nuts and a fine cutter blade is avail- 
able for crumbling dried bread, grind- 
ing crackers, and lump chocolate. Built 
of light weight aluminum, the shaver is 
finished in a hard nickel. Maker says 
the tool will not corrode or discolor. 
Food shaver is self-feeding, using up 
every shred of food. Suggested to re- 
tail for $3.45. 


Porto-Vise 


Parent Bros., 3341 Union Pacific Ave., 
Los Angeles 23, Cal., is introducing a 
portable vise which weighs less than 
3% Ibs. May be clamped anywhere and 
is designed for carpenters’ kits, radio 
mechanics, hobbyists, boat maker, cabi- 
net shops, schools or as a glue clamp. 
When clamped to saw horse or bench, 
board is allowed to rest solid or pass 
through. Reversible steel forged clamp 
permits clamping to side or end of 
bench or saw horse by lifting clamp 
lock and turning to change position. 
Reinforced steel guide for both jaws 
and steel bushings in the jaws insure 
rigidity and perfect alignment says 
maker. Jaws move outward from work 
bench. 
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NEW - FAST SELLING 


Dome Har Chipper 


Cuts ond 
Trims Hoir 






Shaves Arms 
and Legs 







39.95 


. 


ELECTRIC HAIR CLIPPER 


You can build sales volume with the inex- 
pensive “Cadet” because it offers many 
money-saving opportunities for the whole 
family. The practical, plastic-housed’'Cadet” 
has a special design blade for clean, close 
cutting and trimming. Ideal for removing 
superfluous hair quickly and safely. Oper- 
ates on 110v., 60 cycle A.C. Fully approved 
by Underwriters’ Laboratories. Proudly dis- 
play this smartly-styled, ‘‘jewel'’ of a clip- 
per to your customers. Priced at only $9.95! 
Write Today for Dealer Proposition. 


ELECTRO TOOL CORPORATION 
DEPT. C739-B © RACINE, WISCONSIN 









Removes Hair 
Under Arms — 


THE VERSATILE \ 











Start the year in high with fast-selling 
HANDICRAFT 


* 
as 
M-ACTO lives sto 
*heg. U.S. Pat. Off Aon _~~ 














$ 
7 ‘2 








No. 86 
X-ACTO 
HOBBY CHEST 

$10 


retail 


Preferred by 
experts, perfect for Pi 
beginners. The right knife, 
blade, tool for every hobby job— sy, 
woodcarving, whittling, modelbuilding, 

art and handicraft. High-profit, year-round 
sellers, nationally advertised, fair-traded. 


Singly and in sets, 50¢ to $50. 


FREE! Display Cabinet & Stock Rack with pur- 
chase of $96 (retail) merchandise... No. 201 
Special X-acto Display Deal. 


X-acto Crescent Products Co., Inc. 
440 Fourth Ave., New York 16, N. Y. 
Canada: Handicraft Tools, Ltd., Toronto 





; Write for details to 
ALFRED FIELD & CO. 
(Mfrs. Agents in Hardware Field) 
93 Chambers St., New York 7, N.Y. 











184 


| 





WHAT'S NEW 









Frigidaire Compact Range 


Frigidaire Division, General Motors 
Corp., 300 Taylor St., Dayton 1, Ohio, 
is offering a compact range with four 
surface units and a full size oven for 


electric cooking in confined kitchen 
areas. Measures 42 in. high, 21 in. 


wide and 25! in. deep. Streamline in 
with acid resisting 
porcelain cooking top and back splash- 
er. Thick spun-glass insulation on al! 
six sides of the heat, 
while a high speed broiler is also in- 
cluded. Three six in. and one eight in. 
Radiantube surface units each offer 
five constant cooking heats. Units are 
self cleaning and each has a removable 
bowl which catches spillovers and acts 


design one-piece 


oven conserves 


' 
as a heat reflector. Smooth porcelain 
base permits range to be moved easily 
for cleaning or servicing. Companion 
model, suggested to retail for $189.75, 
with special hardware is available to 
fit with deluxe models in a tandem ar- 
rangement. Regular model is $179.75. 


‘Lawnkeeper' 


The Moto-Mower Co., 4600 Wood- 
ward Ave., Detroit 1, Mich., offers a 
popularly priced but heavy duty power 
lawn mower that cuts a swath of 24 
in. Other two models within the $100 


to $200 class are “Motoboy,” 20 in. 
model and “Scout,” 22 in. model. 


“Lawnkeeper’ is powered with one and 
a half hp. motor and is designed to cut 
a minimum of 3% to 4 acres per day, 
says maker. The 6 in. cutting reel re- 
volves on roller bearings and the five 
cutting blades are of crucible steel with 
a flexible bottom blade. Cutting height 
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is adjustable from *; to 1% in. Equip- 
ped with traction wheels, it has a 3 in. 
rubber trend and wheels are 15 in. 
diameter. Claimed to climb a 35 per 
cent grade while a double-V belt and 
chain drive together with larger sheaves, 
makes practical reducing engine speed 
and operation of mower at a slow- 
walking speed. Shipping weight 190 


Ibs. 


Evans Plastic Rule 


Evans & Co., 57 Branford St., New- 
ark 5, N. J., is offering a six ft. fold- 
ing rule made from “Evanex,” a plast’ 
which is reported not to shrink, stretch 
or warp. Claimed to bow tip to tip 
without breaking, regardless of heat or 
cold. Large black numerals. Markings 
fused into material. Easily cleaned with 
soap and water. retail 
for 98 cents, it is accurate to within 
1/64 in. full length. Brass plated steel 
joints. 


Suggested to 


Tulip Decorated 
Kitchen Ware 


The National Enameling & Stamping 
Co., Milwaukee 1, Wis., has added 
Tulip decorated kitchenware to its line. 
Tulip motif is lithographed in red and 
silver on a background of white. Red 





trims and covers are featured. Con 


struction entails well-turned — beads, 
strong flat seams and snug fitting cov 


ers, it is reported. 
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Stamping NCREASE your sales of WYTEFACE* Steel tapes and 
as added Tape Rules by putting this new merchandiser to work in 
- a — your store. It takes less than 1 square foot of space, yet: 
oy Red e It displays a popular assortment of WYTEFACE Steel 


{ting 


0, 





Tapes and Tape Rules where more customers 


SELL MORE 
STEEL TAPES 








Front and rear views of the new all-metal counter merchandiser that can increase your sales of WYTEFACE Steel Tapes and Tape Rules 


jobber for either one of the two assortments which come 

to you packed in this handsome display. 
You, as a hardware dealer, already know the sales ad- 
vantages of WYTEFACE Tapes. The black markings on 
the white background are easy to read in any 





will see and buy them. 

* Its glass front and sturdy metal construction 
discourage pilfering. 

* It has a roomy back compartment which 
holds a complete stock. 

® It has sales helps printed on the back to aid 
your clerks in making sales. 
Next time you order WYTEFACE Steel 

Tapes and Tape Rules and Refills ask your 





Kee 


Drafting, 
Reproduction, 
Surveying Equipment 
and Matertals. 
Slide Rules, 
Measuring Tapes. 


light. The patented white surface prevents rust- 
ing and will not crack, chip or peel off—and 
it is easy to keep clean. 

Now, with this new merchandiser, you can 
sell WYTEFACE Steel Tapes and Tape Rules 
faster than ever before. For complete details, 
ask your jobber or write Keuffel & Esser Co., 
Hoboken, N. J. 


*Trade Mark, Wyteface Steel Tapes are protected by 
U. S. Patent 2,089,209. 
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assickK 
Casters 


Here’s good news 
For hardware men — 
Deliveries now 

Are prompt again. 





Popular standard sizes 
and types of 


BASSICK CASTERS 


Now available 
promptly from your 
wholesaler 





A Suggestion: Be sure you 
have Bassick ‘‘Diamond-Darts”’ 
available for your customers... 
High quality, popular priced, 
full floating ball bearing casters 
for household furniture. 


Note these two numbers in 
your want book! 


LJ ¢05259x42 


7259 x42 


WHAT'S NEW 














Now being supplied with 
| “Atlasite” non-marking wheels 














THE BASSICK COMPANY 


Bridgeport 2, Conn. 
DIVISION OF STEWART-WARNER CORP. 


In Canada — BASSICK DIVISION, 
Stewart-Warner-Alemite Corp., Ltd., Belleville, Ont. 


MAKING MORE KINDS OF CASTERS 
» » » MAKING CASTERS DO MORE 
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Fresh'nd-Aire '‘Fanette’ 
Fresh nd-Aire Co., 221 N. LaSalle St., 


Chicago 1, Ill., is introducing a midget 
fan made from light-weight plastic. 
This portable unit is styled in pastel 


green plastic. Measures less than 10 
in. high and is 9 in. wide and less than 
4 in. thick. Weighs 3% lbs. and in- 
corporates a carrying handle. Smooth 
unobstructed surface permits taking the 
unit in an overnight bag. U-shaped legs 
allow the fan to stand on a desk, win- 
dow sill or the back of a sofa or arm 
chair. Housing is mounted on the legs 
so as to permit 90 deg. of arc to the 
air flow. Will blow straight up, straight 
out or anywhere in between... Housing 
tilts easily, providing fingertip control 
of the air flow, it is reported. Suggested 
to retail for $11.95. 


Ironing Speed Pad 


Electrically heated unit, sealed with- 
in aluminum sheets that slips between 
the ironing board top and its pad 
covers, is offered by The Ensley Corp., 
26 Queen St., East, Toronto, Ontario, 
Canada. Low wattage element heats the 
pads providing a uniform heat under 
damp clothes to be ironed. This heat plus 
that of the iron used on top is claimed 
to cut the ironing time over 33 per cent. 
Maker claims that blouses or shirts 
needed in a hurry may be washed out, 
wrung by hand and immediately ironed. 
Asbestos covered nichrome heating wire, 
again insulated between asbestos sheets 
is used in this unit. Electrical con- 
nections are solidly anchored and fiber- 


glas covered. Each electrically heated 
unit is guaranteed by Ensley for a 
year. Individually packed in carton, 
six to master carton, weighing about 35 
Ibs. Pad is 30 by 12% in. Equipped 
with six ft. attached cord with flat rub- 
ber cap. Watts. 250 AC. or DC., 110 
volts. 


Chapin Gas 
Operated Sprayer 


R. E. Chapin Mfg. Works, Inc., 200 
Chapin St., Batavia, N. Y., is offering a 
gas operated sprayer, model No. 120-7 
which eliminates hand pumping. Unit 
is equipped with a valve regulator of 
CO2 cylinder which controls flow of gas 
to tank; 30 Ibs. pressure at all times. 
says maker. Full three gal. tank may 
be used. Designed for 2, 4-D for garden, 
lawn and farm use. 


Ground Thread Socket 
Set Screw Assortment 


Parker-Kalon Corp., 200 Varick St.. 
New York City 14, offers an assortment 
of its ground thread socket set screws. 


Designated as the No. 225 assortment, 
these set screws are centerless thread 
ground and are free from nicks, burrs, 
hardening scale and other imperfec- 
tions, says maker. Home owners can 
now obtain these set screws in individ- 
ual pieces or small quantities. As a 
companion, P-K is also offering the No. 
125 assortment of engineered hex keys. 
Former assortment consists of 225 pieces 
of the fastest moving sizes and the sug- 
gested retail value of $17. Both dis- 
plays measure 4144 by 6 in. Hex key 
assortment has a suggested retail vaiuc 
of $9.50. Keys are for removing, tight- 
ening, and adjusting standard socket 
set and cap screws. Made of a specia! 
analysis alloy steel and heat treated 
Assortment consists of 25 1/16 in. keys 
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The Best Are 





BETTER BRAND 


mouse and rat 
TRAPS 








e METAL OR WOOD TRIGGER 
© FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 














THE LAST WORD IN 
WIRE PRODUCTS 








BRASS, COPPER, DARK, TINNED, 
GALVANIZED COILS AND SPOOLS 
1 OZ. TO 20 LB. PACKAGES 





STOVEPIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 


STRANDED AND 
SOLID CLOTHES 
LINE WIRE 
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on 
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STRANDED 
AERIAL WIRE 
RADIO ACCESSORIES 
SOLDER AND PASTE 











BRAIDED 
PICTURE 
WIRE 












SOLD THROUGH 
JOBBERS ONLY’ 
ASK yours FOR PARTICULARS 


witsH ee ee 


DANCHOR 


WIRE CORPORATION 
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WHAT'S NEW 


Jeff's Originals 
Jeffers Mfg. Co., Fresno, Cal., is offer- 


ing lures which are said to be a repro- 
duction of nature in rubber. Included 
in the line are the Nymph grasshopper, 
green, hook size No. 8, Mustad Ringed 
Sproat; Timber ant, brown or black, 
hook size No. 9, Mustad Limerick, 





T.D.C.; large grub worm, hook size 
No. 2, Mustad Kirby, T.D.C.; Stone- 
Fly-Nymph, hook size No. 8, Mastad 
Ringed Sproat; Hellgramite, Hook Size 
No. 8, Mustad Carlisle; Midget frog, 
hook size No. 8, Mustad Ringed Sproat; 
Nymph grasshopper, brown, Hook Size, 
No. 8, Mustad Ringed Sproat; Midget 
Crawfish, hook size, No. 8, Mustad Carl- 
isle; Small grub worm, hook size, No. 
9, Mustad Limerick, T.D.E.; Catalpa 
worm, hook size, No. 8, Mustad Carl- 
isle; Black Cricket, hook size No. 8, 
Mustad Ringed Sproat and Grass 
shrimp, hook size, No. 8, Mustad Carl- 
isle. 


Decortile Patterns 


Bird & Son, Inc., East Walpole, 
Mass., is introducing two 18th century 
floral and two Decortile patterns. For- 
mer are similar to large scale border- 
less designs popular in soft goods. Pat- 
tern 6330 has a green background 
which is brightened by large floral 
sprays of colors. Pattern 6331 presents 
a background of flowing leaves of taupe 
colors lightened by roses and blue 
flowers. Decortile designs in Armorlite 
rugs and yard goods are said to present 
a new departure in enamel surface tile 
design construction. Patterns are geo- 
metrically styled with the “new look” be- 
ing obtained by a simple flower arrange- 
ment woven throughout. Trim flowers in- 
terspersed among the tile correspond 
with the decalcomania decorations used 
in kitchens. Tie-ins with floral design 
kitchen curtains and oilcloth are also 
available. Color accents are red and 
green with yellow as secondary color. 
Background colors are tan for one pat- 
tern and light gray for other. Also fea- 
tured are nursery patterns. Patterns 
6345 and 6343 background colors of 
pink and blue respectively have been 
correlated to a_ selection of nursery 
items. Simplicity is characteristic of 
patterns and all rug sizes were specially 
developed to provide proper design pro- 
portion throughout. 








REGENT TROWELS 


Brick and Pointing 
ee 







STURDY 


Uae DEPENDABLE 


Sell Them With Confidence 


REGENT Trowels are tempered and 
tapered ground just right—the fine 
steel blades are nicely polished. 


Made with electro welded steel stem 
—extra strong where strength is needed, 





Hard wood handle set at tested angle 
for correct balance and hang. Brass 
ferrule on handle. Fully approved by 
Master Craftsmen. 


Philadelphia 9 and 10" and 5 and 
6" Pointing patterns available for 


IMMEDIATE DELIVERY. 


Their popular price 
guarantee help the sale. 


and quality 


Our literature gives details. Our trade 
discounts will please you. 


REGENT INDUSTRIES INC. 


443 60TH STREET 
WEST NEW YORK, NEW JERSEY 














Oue Good Rete 


. deserves another i 


Ruggedly Made 

Thoroughly Reliable 

Known Since 1870 
ROE COURT PATCHOGUE, N. ’ 
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Deep Well Piston 


Type Pump 

Flint & Walling Mig. Co., Inc., Ken- 
dallville, Ind., is offering the D-100 
6 in. stroke, deep well piston type pump 
with a 42 gal. pressure tank which oc- 





cupies a total space of 20 by 32 by 38 
in. Will deliver up to 450 gals. per hr., 
says maker, depending on the lift re- 
quired and the size of the cylinder. 
Pump mechanism is completely en- 
closed in a cast iron housing. Water 
section is separated from the oil reser- 
voir by an integral cast wall. Cover 
may be raised for access to mechanism. 
Motor base is adjustable for correct, 
belt tension. Oversize precision bear- 
ings used throughout. Gear blanks and 
crankshaft are cast in one piece for 
accuracy and alignment which is said 
to provide maximum rigidity to elim- 
inate gear deflection under load. All 
oscillating bearings receive lubrication 
from pressure type oil pump through 
pressure lines, drilled rocker shafts and 
cored section castings. Gears operate in 
the oil reservoir to lubricate lower 
working parts. Other features include 
easy access to well, rigidly mounted 
water box, dual V-belt drive and a com- 
pact assembly. Pump itself including 
motor measures 25 by 13 by 12 in. 


‘Pen Drake’ Snow 


Plow Wax 


Pennsylvania Refining Co., 2686 Lis- 
bon Rd., Cleveland 4, Ohio, is offering 
its Penn Drake snow plow wax. Wax is 
specially compounded of tough ingre- 
dients and will remain effective through 
a full day of average plow conditions, 
Says maker. Applied with either brush 
or spray gun. Imparts a hard slippery 
layer on plow surfaces to which snow 
can’t stick, it is claimed. Reported to 
prevent snow from piling up on the 
Plow and eliminates clearing delays and 
breakdowns. A gal. covers about 300 
sq. ft. Available in five gal. pails, 15, 
30, and 55 gal. drums. 
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-..day-in, day-out dependability 
for the dealer and his customers 


You can always depend on a GREENLEE 22. 
For each of these fine Solid-Center Auger 
Bits is given special care by craftsmen 





through every step of manufacture. 
Each is Induction Heat-treated so it 
will take and hold uniformly sharp 
cutting edges. And each is 
Plastic-Sealed with a heavy 
protective coating to Ss 





assure its reaching you 






and the user ‘‘factory perfect’. 

























SOLID-CENTER AUGER BITS 












TOOLS FOR CRAFTSMEN 


<— 


STOCKED BY LEADING WHOLESALERS 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 
Auger Bits e-Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels e Car Bits e Razor Blade 
Draw Knives e Automatic Push Drills e Spiral Screw Drivers e Bit Extensions e Bell Hangers’ Drills e 
Turning Tools e For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1802 Herbert Avenue, Rockford, Illinois, U.S.A. 
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Jpsured PROFITS 


For Retailers 


FEATURES 
PRICE PROTECTION 


DELIVERY PRIORITY 


BILLING INDUCEMENTS 


COMPLETE HEATER LINE 


NEW MODERN FEATURES 
e 





REAL SELLING HELPS 


MARKET DOMINANCE 


SURE PROFITS 





WITH 


BRILLIANT FIRE 
GAS HEATERS 


for 


1949-50 HEATING SEASON 


Contact your BRILLIANT 
FIRE Distributor or Write, 
Phone, Wire for complete 
details of 

THE B-F PLAN .. . NOW. 


She 
OHIO FOUNDRY 


& MANUFACTURING CO. 


STEUBENVILLE 
OHIO 
U.S.A. 


“Quality Heating Equipment 





Since 1846” 
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‘Evinrude’ 1949 Line 


Evinrude Motors, Milwaukee, 9, Wis., 
has introduced its 40th anniversary line 
of detachable boat motors including 
seven models, 1.5 to 50 h.p. In first 
class is the 3.3 h.p. “Sportwin” illu- 
strated with a service top of 4,000 r.p.m. 
Maker claims it will readily throttle 
down to below 400 r.p.m. Power head 
is of twin cylinder alternate firing type. 
Offers lever-locked, leak-proof fuel filler 
closure, fuel gage, fore and aft carry- 
ing handles, full reverse and Fisherman 
Drive. Smaller companion model, is the 
1.5 h.p. “Sportsman.” Fisherman Drive 
featured in *49 Zephyr is claimed to 
keep on driving just about anywhere 
there is water to float the boat. This 
model is four cylinder, 5.4 h.p. Drive 
was engineered to meet the require- 
ments of this model’s higher power, ac- 
cording to Evinrude. It is available 
with standard lower housing also. The 
9.7 hp. “Lightfour” is designed for 
sportsmen who like to swiftly cover the 
miles to distant fishing grounds. Four- 
cylinder power head is floated in rubber 
and power is transmitted through spiral 
bevel gears and rubber cushioned pro- 





peller drive. Available with heavy duty 
reduction gear drive turning a large 
wheel. “Speeditwin” and “Speedifour,” 
22.5 h.p. and 33.4 h.p. respectively fea- 
ture newly designed lower housings 
streamlined for efficiency at higher 
ranges of speed. “Big Four” returns to 
line. This 50 h.p. model will be allo- 
cated to dealers due to material short- 
ages. Two “Elto” models are again in 
production, “Sportster,” 5 h.p. and the 
“Speedster,” 12 h.p. Both are modern 
in designs, and are of two-cylinder 
alternate firing type. “Sportster” has 
full reverse. With exception of “Big 
Four” all Evinrude and Elto models are 
of 4,000 r.p.m. The former is 50.0 
rated at recommended top service speed 
brake h.p. at 5,000 r.p.m., 





‘Dynasno-Plow' 


Snow plow known as the “Dynasno- 
Plow” is a rotary type machine powered 
by a 2.3 hp. four cycle gasoline engine 
with two 12 in. impellers which pick 
up the snow and eject it through an 
adjustable stack in any desired direc- 
tion. Self propelled through chain 
drives and enclosed machine cut steel 
gears. Basic unit is constructed of 
steel throughout while the impellers 
are shielded by an aluminum housing. 
Capacity, 28 in. shipping weight, 275 
Ibs. All controls mounted on handle. 
All drive chains and “V” belts are eas- 
ily adjustable to compensate for wear, 
says maker. Lambert Products, Inc., 
Dayton 4, Ohio. Unit travels 48 to 70 
ft. per’ minute or from % to % miles 
per hour. May be varied through gov- 
ernor control on handle. 


Wilcox Crittenden 
1949 Catalog 


Wilcox Crittenden, Middletown, 
Conn., has published its 1949 catalog 
covering boat equipment and heavy and 
shelf hardware. Containing 155 pages, 
it includes descriptions, specifications 
and illustrations of different items in 
above lines. Has both an alphabetical 
index and a figure number index. 


—_——_» 


Scharf Level Additions 


The J. H. Scharf Mfg. Co., Omaha, 
Neb., has added to its line of extruded 
aluminum alloy levels, the line now in- 
cluding 24, 28, 30, 42, 48, and 72 in. 
lengths. Vial units are adjustable and 
may be replaced easily. Scharf level 


features light weight, streamline design 
and unfailing accuracy, says maker. 
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TALK " AVELLE TO YOUR JOBBER 


| -e- for the Complete Plumbing Rubber Department! 





Stock LAVELLE! Nationally recognized 


for over 35 years as the complete 


LEAKY Y FAUCETS 





No. 36 Lucky Strike FAUCET 
WASHER ASSORTMENT 


Tops everywhere in ‘‘over the 
counter"’ faucet washer assort- 
ment sales. Point-of-sale tests 
prove No. 36 Lucky Strike dis- 
play creates double sales — 
another LAVELLE first in dealer ee a 


aids. Visi Ad 
CET WASHERS | FAUCET WARY 
‘UKKY STAT 


plumbing rubber department—a ‘‘self- 
selling’’ department to meet important 


needs for home, farm, and institution. 


Here’s LAVELLE quality . . . priced, 
packaged, displayed to move. Every- 


thing to make your sales job easier. 36 individual packages per 
unit. Each includes 10 Genuine . [gen 
Lavelle beveled faucet washers ‘ te 


in all popular sizes with neces- 


Talk LAVELLE to your jobber, today. 


AREAL LUCKY staiay 
sary brass screws. oa 


KELP A PACKAGE ware 











No. 5 Lucky Strike 
GARDEN HOSE WASHERS 
Colorful ‘‘on the spot" sales- 
man—reminding your custom- 
ers of their needs in Garden 

Hose Washers. 

12 Garden Hose Washers 
per envelope; 25 labeled 
cellophane envelopes to a 
display carton, 


tl een 









wtber 


Lucky Strike White SOLID 
BASIN, BATH and LAUNDRY 
TUB STOPPERS 


Every customer is a prospect. 
Firm white rubber withstands 
action of hot, soapy water— 
cannot swell. Locked-in brass 
posts with nickel-plated rings. 

Easily displayed — 12 to 
carton. 








420 N. WOOD ST., CHICAGO, ILL. 
TANK BALLS — FAUCET WASHERS — FORCE CUPS — HOSE WASHERS — BASIN STOPPERS — REPAIR ASSORTMENTS 
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PLUMBERS’ TOOLS 


STAR DRILLS 


PUNCHES 


a 
© | 
©) 
p- 
~ 
oO 
[> 4 
“ 
: 


SCREW DRIVERS 


ARCH PUNCHES 


COLD CHISELS 


ROCKFORD, ILLINOIS, U. S.A. 


DAMASCUS STEEL PRODUCTS CORPORATION e 











Wire Rope Sound 
Color Film 


{ four color sound film entitled 
“Indian Paint” is now available for 
public showing. The picture runs for 
35 minutes, portraying the making of 
steel from ore to finished product—wire 
rope. The story is described so that 
the film is both educational and enter- 
taining. Arrangements can be made 
for the showing of the film, without 
obligation, before any group or organiza- 
tion by writing to The Colorado Fuel & 
Tron Corp., Wickwire Spencer Steel 
Division, Palmer, Mass. 


Threadwell Gage 


Catalog 


Threadwell Tap & Die Co., Green- 
field, Mass., is offering a price list and 
catalog No. 48G. Includes many illu- 
strations and tables, plus descriptive 
material, 


——_-e 


‘HandKlip’ Line 

H. K. Porter, Inc., Somerville, 43, 
Mass., is offering the “HandKlip” line 
which includes a shear cutter, (cuts 
steel strapping, wire stay and box 
wire); the wire cutter, bottom, (for 





cutting soft wires, rods and ™%4 in. 
bolts), and the third one, top, is an 
angle cutter, (for close cutting of Cotter 
pins, rods, bolts, etc). All three tools 
have the same power joint principle, 
and the same pressed steel handles 
covered with a red plastic, said to be 


unaffected by weather or water. 


Washable Shelf Paper 


E. W. Twitchell, Inc., Public Ledger 
Bldg., Philadelphia 6, Pa., is offering a 
shelf paper said to be washable and 
grease-resistant. This is permitted by a 
coating of Bakelite polyethylene resins, 
Shelf covering, 14 in. wide, is available 
in white, red, pink, light blue, peach, 
yellow and light green. Also available 
in 21 in. width for drawer lining. The 
14 in. roll 50 ft. long, is suggested to 
retail for 75 cents and the 21 in. width, 
50 ft. long. is $1 per roll. 





WHAT'S NEW 


‘Usalite’ Purse 
Pocket Flashlight 

United States Electric Mfg. Corp., 
222 W. 14th St., New York City, is 
offering a purse and pocket flashlight 





4 





with a safety lock. Hinged construction 
for added sturdiness. Unit is 3 in. long. 
Modern in design in variety of jewel- 
like colors with chrome trim. Ideal for 
theater, nursery, car, etc. Uses two No. 
907 Penlite cells. Display deal No. 125 
includes 6 flashlights in assorted colors 
on self-selling display, 12 No. 908 Pen- 
lite cells inserted two each in flashlights, 
and 12 No. 908 Penlite cells for replace- 
ments. Suggested retail value $8.40. 
Each flashlight with cells retails for 


$1.25. 


‘Klean-Strip' 


All purpose remover which can be 
used to remove paints, varnishes, shel- 
lacs, baked enamels, synthetic enamels, 
lacquers, etc. It is said to work well on 
wood, metal, plaster, wallboard or fab- 
ric. Reported not to harm filler in 
wood or remove stain from wood. 
Claimed to be non-inflammable and wax 


moves Faint F 
QUICKLY 





free. A gal. is suggested to retail tor 
$3.95. W. M. Barr & Co., P. O. Box 
3518, Memphis, 6, Tenn. 
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well on Distributors find it pays to stock Shinyland studs 

‘digas because of the large and increasing demand for 

wood. this quality product. 

and wax 
Shinylands of the usual Ferry Cap high quality are S, imply, S. pecify 
furnished to regular milled stud standards with this 
additional feature — the land between threads a SHINYL AWN DS 

; shiny, bright, mirror-finish. with land between threads, 


Shinylands are sold in standard catalog sizes in shiny, bright, mirror-finish 
attractively labeled packages and in bulk: sizes, 
%4” dia. and under. 


How’s your stock of Shinylands? 


/ The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD © « CLEVELAND 13, OHIO 

é il tor 

4 at CAP AND SET SCREWS + CONNECTING ROD BOLTS « MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS « SPECIAL 
; ALLOY STEEL SCREWS * VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN wuts 
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ALUMINUM EXTENSION 


is 
od will make money for 


me LADDERS! 


Here’s the ladder that 
3 sells on sight and ‘‘lift!’’ 
You'll be amazed how 
many of your customers 
Swill lift the Duraladd 
Extension Ladder you 
have on display. And a 
“lifted” Duraladd is 
practically a sale. 
Here’s why Duraladd 
easy selling and 


you. 














LIGHTER! 








STRONGER! 





GUARANTEED! 


Unconditionally guar- 
anteed against defec- 
tive workmanship and 
materials. 








Complete line of exten- 
sion, straight, staging, 
orchard, window-wash- 
ing and car-washing 
ladders from 6’ to 75’. 












POPULAR PRICED! 


Duraladd aluminum 
ladders are priced to 
give you a handsome 
mark-up. You cannot 
afford to be without 
such a fast, easy-sell- 
ing, profitable line. 











(] Staging 


Distributor. 
My Name 
Store Name 


Street 





City 
DURALADD PRODUCTS CORP. 





er ee 


DURALADD PRODUCTS CORP., DUNELLEN, N. J. 
Please send me literature and prices on 

() Extension Ladders [] Window Washing 

(C) Straight Ladders 


() Please send me name of nearest Duraladd 


Your customers have 
already asked you for 
this type of ladder. 
Take steps, today, to 
carry a stock of Dura- 
ladd ladders. Write for 
literature, prices and 
name of the nearest 
iy Duraladd distributor. 


MAIL COUPON TODAY! 





Ladders 
(] Car Washing Ladders 
{_] Orchard Ladders 


Zone... State 





DUNFLLEN N J 
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WHAT'S NE 





‘Lazy Susan’ 
Hostess Server 


Vational Silver Co., 295 Fifth Ave., 
New York City, is introducing a 10 
piece all purpose “Lazy Susan” hostess 
set. Made from full, semi-vitrified oven- 





ware, set consists of two 12 in. relish 
trays, four 4 in. side trays and a 9 in. 
embossed 
floral design. Base is ball bearing; 


casserole and cover, with 
the wood is hand turned hardwood in 
natural finish, 18 in. in diameter, 
equipped with a special plastic “hot 
pad.” Available in mission ivory, mist 
gray. california lime and siesta yellow. 


Reynolds Aluminum 
Architectural Shapes 


Reynolds Metals Co., 2500 S. Third 
St., Louisville. Ky.. is offering a_port- 
folio which features detailed drawings 
of the line of Reynolds standard archi- 
tectural shapes of extruded aluminum. 
Drawings are on standard 8'2 by 11 in. 
sheets for easy filing. Cross sections 
are printed solid black in actual size, 
full scale. Drawings are not bound to- 
gether but are assembled in a_ pocket 
in a special binder. Index in front. 
\ssembly drawings in portfolio show 
how the various sections go together fot 
building up windows and copings. 


Nocombo Handled 
Screwdrivers 


Forsberg Mig. Co., Bridgeport, Conn., 
is offering Whale and Viking screw 
drivers with new Nocombo handles 
which are made from a plastic which 
is claimed to be no more flammable 
than hard wood. Meets safety require- 
ments of Laboratories, 
Inc. Maker reports that it will not 


soften when warm or shatter if dropped 


Underwriters’ 


Also said to be an electrical 
insulator and impervious to oil, grease 
and water. Handle is extruded in a de- 


when cold. 


sign optimum gripping comfort. Com- 


bined with special chrome vanadium 
alloy steel blades. Both square grooved 
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and round shank blades are shouldered 
at handle and maker states neither can 
be driven into or turned in the handle 





Nye 2N Pipe Cutter 


Vye Tool Co., 4128 Fullerton Ave, 
Chicago, 39, Ill., is offering the Nye 
2N pipe cutter, 4% to 2 in. Features 
include: welded steel construction, mal- 
leable wheel block, travels on. steel 
slides; and uses Nye 1 and 2R wheels, 


rollers and pins. Retails for $6.90. 





Threadwell Tap, Die 
Catalog, Pricing Manual 


The Sheffield Corp., Dayton, 1, Ohio, 
is offering a catalog and pricing manual 
with easy reference tables to determine 
selling prices for its line of fixed gages, 
an addition to the company’s too! line. 





Pipe Mending Cement 
In Stick Form 


Lake Chemical Co., 607 N. Western 
Ave., Chicago 12, IIL, is making 
Plumber “Krak-Stik” said to be a posi- 
tive seal for repairing split soil pipes, 
sand holes, cracked pipes, gaskets, and 
pinholes. Reported to stop leak in- 
stantly even while liquid runs througi 
pipes under pressure or remains in con- 
tainer. Pipe surfaces do not have to 
be prepared for application of plumber 
*Krak-Stik.” 


‘Earth Carpet,’ 
Seed Mixture 


L. Teweles Seed Co., Milwaukee, Wis.. 
has introduced a hormone treated misx- 
ture for lawns known as “Earth Carpet.” 
Package is printed in a rich green, 
black and white combination, packages 
are cellophane laminated for extra atten- 
tion value. Perforated punch-out hole: 


on one side permit the package to be 
used as a self seeder, while the rear 
of the carton, when cut out and tacked 
to stick, serves as a “Keep-off” warning 
sign. “Earth Carpet” is packed in one 
and five lb. cartons, also in 25 Ib. cloth 
bags. 
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now packaged in sets... Quik flame Wicking 


In answer to widespread demand from hardware dealers and jobbers, 
Raybestos-Manhattan is now supplying its popular Quik flame wicks in boxed sets 
to fit all standard 8” range burners. 


i 


Quik flame wicking has been a best-seller for years, packaged in continuous six-foot 


lengths. Now, it also comes in crimped sets ready to put right in the range burners. 


Quik flame wicking is the most efficient kindler ever developed for range burners. The 
patented open-mesh construction provides maximum efficiency in burning distillate 
oils. The oversize wick (1” wide) facilitates quick lighting. Glass yarn at the burning edges 


makes carbon removal easy. 


Adequate supplies of these new Quik flame sets insure prompt delivery. Order now. 


RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE DIVISION, MANHEIM, PA. 
Factories: Manheim, Pa.; No. Charleston, S. C. 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Asbestos Textiles « Packings 
Mechanical Rubber Products « Rubber Covered Equipment ¢ Brake Linings 
Brake Blocks « Clutch Facings * Fan Belts « Radiator Hose *« Powdered 
Metal Products « Abrasive and Diamond Wheels «+ Bowling Balls 
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SPORTING GOODS SENSATIONS 


--- for Profit-Minded Dealers 


® 















CASTING AND TROLLING ROD 
THAT AMAZES EXPERTS! 


Nothing else like it! Thrilling 5-ft. action, yet only 21 in. 
long! Here are sales-making, exclusive features: e Fits 
tackle box, 21” length breaks to 14” e Sensational coil 
spring gives full length rod action! e Shortened arc 
gives greater accuracy, maximum distance e Re- 
duces backlash! e Cast 3 or 4 to a boat without 
tangling lines! e Brings fish right to boat — 
fewer losses. Perfect for trolling. Every 
fisherman a prospect. 


$B95 


Retail Price without reel 


NEW oungcacter NOW AVAILABLE 


Conventional 42” blade. High quality, $A95 
light-tip action, fits Stubcaster handle 4 
COOOOOOOOSOOOHOOOOOOOOOOOOOOOOO ECOSOC OOE®S 


a gree 


















Perfect Knife for 
Every Outdoorsman...NEW 


of Ghee 


Folding Pocket WOODSMAN, or 
Gites Wethines FISHERMAN Knife...Two Models 


An outdoor folding knife . . . really new! Handle folds around blade 
to form sheath. Safe, easy to carry—weighs only 4 ozs.—measures 
434” closed, 844” open—no belt sheath required. Carries easily 
in pocket. 

Blade finest, hollow-ground tool steel. Fisherman’s model has 
both serrated and keen edge, plus handy all-purpose sharp-edged 
hook. Husky handle, tailored to fit the palm. Safety 
catch at both open and closed positions. 

Sample this new knife today —and we state flatly it 
will be your biggest seller! Our reorders prove it! 


Retails at 


$995 
2 ALL NATIONALLY ADVERTISED! 


Stubcaster, Longcaster and Saf-T-Sheath advertising appears consistently in 21 
national magazines, over 61 million readers monthly . . . Field & Stream, Sports 
Afield, Outdoor Life, Argosy, True, American Legion, Esquire . Many more. 
Plus advertising in 305 newspapers! 

If your jobber can't supply, write 


WALTCO PRODUCTS . 2300 W. 49th St., Chicago 9, Ill. 
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Twn ee 
FRANK A. HOPPE ie 
PHMADELSMIA mA 


HOPPE PRODUCTS WILL 
INCREASE YOUR INCOME 


Considered from the viewpoints of good will, customer 
satisfaction, repeated demand, fast turnover, income and 
the selling power of consistent advertising 

Hoppe’s No. 9 Solvent, 

Hoppe’s Gun Cleaning Patches, 

Hoppe’s Lubricating Oil, 

Hoppe’s Gun Grease — and 

Hoppe Gun Cleaning Packs 





represent an ideal dealer's proposition. Millions of 
shooters use these products and they're easy for you to 
get. Ask your jobber. 


FRANK A. HOPPE, INC. 


2314A North 8th St., Philadelphia 33, Pa. 











Complete line of 
bases for the hard 
and soft ball game. 
Also Bat Bags, Leather 
Belts, etc. 
SEND FOR CATALOG 


BRADLEY E..GRIMES CO. 


Mfrs. of Hunting, Camping; Fishing & Sports Accessories 
W. COLLINGSWOOD HEIGHTS, N. J. 
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De Laval route truck of Brown & Hughes, Janesville, 
Wisconsin, which carries new De Laval equipment 
for demonstrating and a complete line of replace- 
ment parts for service. 



















Can Hoists 






Food Freezers 


De Laval dealers... everywhere ...are basing their operations on 
systematic planning. More and more De Laval sales and service trucks 
are being added to the hundreds which are already operating daily on 
regular route schedules. He, Or 


This is all to the good... and highly necessary because the new and big- / kee eg 
ger De Laval Line is “hot”. . .with prospects to be called on the year round. Ps 


This will interest you ... if you are interested in “going places” with 2a Wie Muck, 
“ ns 


one of the best known and most respected “name lines” in the farm field. 


WRITE YOUR NEAREST DE LAVAL OFFICE 


FOR FULL DEALERSHIP INFORMATION DE LAVAL SEPARATOR CO. 
165 Broadway, New York 6 were 
— 427 Randolph St., Chicago 6 e 








61 Beale St., San Francisco 5 
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COMPETITION’S RETURN EVIDENT 
AT 1949 HOUSEWARES SHOW 


8,500 Buyers View Exhibits 


New and Lower Priced Lines Make Bow; 
Fill-In Staples Sought By Buyers 


The 8,500 buyers who attend- | have to roll up their sleeves when 


ed the 1949 National 
wares Manufacturers  Associa- 
tion’s third show held Jan. 13-20, 
at the Navy Pier in Chicago, gave 
exhibitors the impression that 
they had money to spend, “if 
they found what they wanted.” 
One of the developments at the 
show, according to buyers, was 
the manner in which competition 
evidenced itself in various mer- 
chandise classifications. The total 
number of exhibitors at the show 
was 535 according to A. W. 
Buddenberg, executive secretary 
of NHMA. 

Manufacturers generally com- 
pared this show to a good prewar 


show. Buyers, they claimed, 
were buying for short terms. 


Buying in seasonal merchandise 
like garden goods, was said to be 
getting under way later this year 
than last. Some firms attributed 
this to the greater supply of 
goods this year. Most of the 
aluminum utensil manufacturers 
said that they could use more 
metal but at the same time. very 
few are no filling their orders on 
schedule. 

One thing which proved evi- 
dent at the show was the number 
of lower-end numbers which man- 
ufacturers of various 
tions of housewares 


duced. While 


classifica- 
have 
prices remained 


fairly steady to slightly upward | 


on current branded goods, this 
broadening of the 
downward was noted 
lines. 


scale 
many 


price 
in 


Housewares buyers seemed to 
have little enthusiasm for 


found. Although most every man- 
ufacturer had some sort of pro- 
motional deal, the feeling seemed 
to be that they were not quite 
satisfactory. A manufacturer 


commented that retailers will just | 


198 


House- | 


intro- | 


the | 
show specials which were to be | 








they get home and start doing a 
selling job on the merchandise 
available and get reconciled to 
the idea that what was shown was 
just what the manufacturers have 
to offer. 

One authoritative source said 
that scrap lead for which a buyer 
had to pay a premium 30 days 
ago can now be bought at mar- 
ket prices. It appeared that the 
metal supply picture is easing. 





The feeling that nothing radi- 
cally different and unusual was 
being offered prevailed. For the 
most part, according to the buy- 
ers, the new show products were 
a rehashing of older models. 

A capacity crowd of 1,200 peo- 
ple attended the semi-annual 
dinner of the National Hardware 
Manufacturers Association held 
in the Grand Ballroom of the 
Palmer House on the evening of 


| Jan. 18. 








Earl V. Pomeroy Made General 
Manager of P. & F. Corbin Division 


The appointment of Earl V. | 


Pomeroy to the position of gen- 
eral manager of P. & F. Corbin 
Division, New Britain, Conn., was 
announced recently by Charles B. 
Parsons, president of The Ameri- 
can Hardware Corp. Mr. Pomes 
roy succeeds P. E. Barth, notice 
of whose appears 
elsewhere in these pages. 

Mr. Pomeroy joined the P. & 


resignation 





EARL 


Vv. POMEROY 





| sidiaries as well. 


F. Corbin Division in 1923. Seve. 
ral vears later he became export 
sales manager in charge of con- 
solidated sales for the three Cor- 
bin divisions, a position he held 
up to the time of his recent ad- 
vancement. 

He is a native of Michigan, a 
graduate of the University of 
Chicago and he received his 
Masters Degree at Georgetown 
University. During World War 
1 Mr. Pomeroy served as line 
officer in the United States Navy. 


NAME AM. STEEL & WIRE 
ASSISTANT TO PRESIDENT 


Appointment of William I. 
Ong as assistant to the president 
of American Steel & Wire Co., 
Rockefeller Bldg., Cleveland 13, 
Ohio, was announced by Clifford 
F. Hood, president of this United 
States Steel subsidiary. 

Mr. Ong has directed the com- 


pany’s public relations depart- 
ment since its organization in 


May, 1937, and the Ohio-Michi- 
gan district public relations ac- 
tivity of other U. S. Steel sub- 
Prior to 1937 








WILLIAM I. ONG 


he was associated for 10 years 
with Dow-Jones & Co., publishers 
of the Wall Street Journal. 


NATIONAL HOUSEWARES 
MFRS. PLAN ATLANTIC 
CITY SHOW, JULY 11-15 


The National Housewares Man 
ufacturers Association has an- 
nounced that it will sponsor a 
National Housewares and Major 
Appliance Manufacturers Exhibit, 
in Atlantic City, N. J., July 11 
to 15, 1949, in the Atlantic City 
Auditorium. 

A. W. Buddenberg, Room 1402, 
Merchandise Mart, Chicago 54, 
Ill., is executive secretary of the 
National Housewares Manufac- 
turers Association. 


NESCO SPECIAL 
PRODUCTS SALES 
MGR. APPOINTED 


Announcement has been made 
by Alfred J. Kieckhefer, presi- 
dent, National Enameling & 
Stamping Co., Milwaukee, Wis., 
of the appointment of Raymond 
L. Henley manager. 
products with 


as sales 


special division, 
headquarters in Milwaukee. 

In his new capacity Mr. Henley 
will devote his entire time and 
effort to the development of sales 
on stainless steel ware and pres 
sure pans. 

For the past three years Mr. 
Henley has been sales manager of 
the premium department. 


HARDWARE AGE, FEBRUARY 10. 1949 


FEBRUARY 


Reor 


Wm. 


William 
cently elec 
reorganizat 





WM. 


Hardware 
Mr. Habb 
J. Sulliva: 
WwW. M 
named vic 
Ferdinand 
Mr. J 
treasurer 
in that ca 
Kramer, 1 
to the po 
George H 
tary. 
Membe: 
rectors 
Caroline | 
bersett an 
Before | 
1, 1948, a: 
Mr. Hab 
and was 
Keil Lock 
N. H., w 
tures bui 
During 
in Washi: 
duction | 
hardware 
sion. Pric 
sociated 
Russell é 


HARD 





ARE 


F 


AGE FOR 


AGE while it’s NEWS 


THE TRADE x sxnus 


FEBRUARY 10, 1949 














* e. heavy chemicals salesman for the | 
Reorganize Reading Hardware company in Pittsburgh, and as- | 
sistant to the director of sales of 
W C that division. 
During the war he served with 
m. e Habbersett Now Pres. the Army’s Chemical Warfare 
Service. 
William C. Habbersett was re- | Britain, Conn., as general sales Pennsalt also announced the 
cently elected president in the | manager. addition to its Agricultural Chem- 
reorganization of the Reading | Mr. Johnson served as a sec- | icals Division staff of Charles G. 
| ond lieutenant during World | Whinfrey, Jr., who will be at- 
War I, and after the war he was | tached to the company’s main 
associated with the Delaware & | offices in Philadelphia. Mr. Whin- 
Hudson Railroad for nearly five | frey is a graduate in agriculture 
years. from Cornell University. 
In 1926 he joined the Russell ss 
& Erwin Manufacturing Co. in APPOINT R. B. BROWN 
ad cosgmange! in the he purer ELECTROMASTER 
assistan Oo le genera T 
G for 10 years. SALES MANAGER R. P. BROWN 
In 1936, he was employed by R. B. Marshall, president, Elec- 
1) weane the firm of Coverdale & Colpitts, | tromaster, Inc., Mount Clemens, Navy for electric range installa- 
ublishers New York consulting engineers, | Mich., has announced the ap- | tious in ships of all sizes. 
alt until the beginning of World | pointment of R. R. Brown as Immediately after the war he 
sales manager. was appointed director of distri- 
Mr. Brown, a 15-year sales vet- | bution. In this capacity, he 
WARES eran with the company, came up | helped to formulate the plan of 
ANTIC through the ranks. He was named | a_ national sales organization 
11-15 district manager for the Illinois | which distributes the Electromas- 
territory in 1934. During the war | ter ranges through a network of 
“eago’ WM. C. HABBERSETT yours he was the company’s sales- | 70 distributors and over 8000 
contact representative to the ' dealers. 
yonsor a 
oe Hardware Corp., Reading, Pa. 
uxhibit, Mr. Habbersett succeeds Robert ° 
July 1 Tame o aoe a ae F. A. Luebbe Appointed V.-P. General 
onal a oe see ae Sales Mgr. of Nichols Wire & Aluminum 
named vice-president, succeeding 
om 1402, Ferdinand K. Goetz. Frank A. Luebbe has been re- | Davenport, Iowa. He has had a 
ago 54, Mr. Johnson, who became cently appointed vice-president | lifetime of experience in the wire 
y of the treasurer in 1942, will continue and general sales manager of the | business. His field has been mer- 
fanufac- in that capacity, assisted by Carl Nichols Wire & Aluminum Co., | chants’ products with principal 
Kramer, who has been advanced emphasis upon ornamental lawn 
to the position of controller. J. fence and poultry netting. For 
L George Heim was named secre- w. M. JOHNSON many years he was in business 
tary. for himself, selling lawn fence 
ES Members of the board of di-| ,, as The Luebbe Sales Co., with 
-_D rectors are: Messrs. Sullivan, War II. In the early pest of the offices in Cincinnati. 
‘n made Caroline H. Sullivan, Goetz, Hab- war he was associated with Booz, Mr. Luebbe was eastern repre- 
, presi- bersett and Johnson. Allen & Hamilton as chief con- sentative for Northwestern Steel 
ling & Before joining Reading on Jan. sultant to the Bureau of Aero- & Wire Co. during the time when 
e, Wis., 1, 1948, as general sales manager, nautics of the Navy Department. Northwestern was introducing its 
aymond Mr. Habbersett had organized improved type poultry netting. 
anager, and was vice-president of the PENNSALT NAMES BIXBY In 1939 he became sales manager 
n, with Keil Lock Co., Inc., Charlestown, ~ of Ornamental Fence for Pitts- 
e. N. H., which concern manufac- ASS’'T. SALES MGR. burgh Steel Co., and continued 
Henley tures builders’ hardware. The appointment of Arthur F. with them until 1943. 
me and During the war he was located | Bixby as assistant sales manager Mr. Luebbe was employed by 
of sales in Washington with the War Pro- | of the Agricultural Chemicals Di- the then Nichols Wire & Steel 
id pres- duction Board in charge of the | vision has been announced by Co. in 1944 as genvral sales man- 
hardware and small tools divi- | Pennsylvania Salt Mfg. Co., ager, and his merchandising abil- 
irs Mr. sion. Prior to the war he was as- | Philadelphia. Mr. Bixby, who has ity was directed upon the sales 
ager of sociated for 19 years with the | been with Pennsalt for more of the aluminum wire products 
Russell & Erwin Mfg. Co., New ' than 10 years, formerly was a FRANK LUEBBE and sheet products. 
1949 HARDWARE AGE, FEBRUARY 10, 1949 199 















































Seth Marshall Receives Philadelphia 
Merchants’, Manufacturers’ Award of Merit 





SETH MARSHALL 


At the 63rd annual banquet 
of the Hardware Merchants’ and 


the same taxation basis as pri- 
| vate industry, with which they 
compete. Mr. Perine pointed out 
that Mr. Marshall, in addition to 
| his efforts toward tax equality, 
| as a hardware wholesaler and as 
chairman of the N.W.H.A. Com- 
mittee on Co-operatives is also 
chairman of the Executive Com- 
mittee of the National Tax Equal- 
ity Association. Other members 
of the Jury of Award are E. E. 
Chandlee, Edw. K. Tryon Co., 
Philadelphia, hardware  whole- 
salers and Charles F. Griffith, 
Shields & Brother, Philadelphia, 
hardware wholesalers. 

In accepting the award Mr. 
Marshall declared 
doing so not 


that he was 
only in his own 


Committee of Co-operatives. He 
traced 


the growth of the con- 


Manufacturers’ Association of | .umer co-ops from a_ business 
Philadelphia, held Jan. 27, at | volume of $600 million in 1937 
the Benjamin Franklin Hotel 7 kN . . 

*! to $17 billion in 1948, pointed 
Philadelphia, Seth Marshall, . 


chairman of the board, Marshall 
Wells Co., Duluth, Minn., hard- 
ware wholesalers, and chairman 
of the National Wholesale Hard- 
ware Association’s Committee of 
Co-operatives, received the Phila- 
delphia group’s 1949 Award of 
Merit, awarded each year to the 
outstanding individual of the 
year connect with the hardware 
industry. Nearly 500 members 
and guests attended the banquet. 

Nelson D. Perine, Pennsyl- 
vania Lawn Mower Works, Phil- 
adelphia, as chairman of the 
jury of award, lauded Seth Mar- 
shall, for his efforts in seeking 
to have the Federal government 
place consumer co-operatives on 





N. D. PERINE 
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far as placing them on a tax 
equality basis, is convincing the 


try that tax equality is fair and 
necessary for the survival of pri- 
vate business. If co-operatives 
pay taxes on the same basis as 
private corporations and 
nesses with which they compete 
they will have to operate more 


he de- 


efficiently to survive, 


clared. 


said, will destroy private tax 
paying businesses. He urged all 
| present to communicate with 
| their U. S. Senators and Con- 
gressmen urging immediate tax 





| equality legislation. 


Speaking on, “The Business 
of Being a _ Citizen,” Dr. 
Theodore A. Distler, president, 
Franklin and Marshall College. 
Lancaster, Pa., asked whether 
this nation can preserve its in- 
ternational leadership and_ its 
own political and economic sys- 
tem. Tamper with our economic 
system and you tamper with our 
political system. Too few people. 
in this country, he emphasized, 
know how and why this coun- 
try was started, by the greatest 
thinkers of the 18th century. As 
to the tax structure, in this 
country, 
much for what we get and we 
are asking the Federal govern- 


“we are 


name but also in behalf of all | 


other members of the N.W.H.A. | 


out that they are buying private | 
businesses, all over the nation, | 
and said that the solution, inso- | 


6,000,000 taxpayers in this coun- | 


busi- | 


Success, on the part of 
tax subsidized businesses, he 


ment to do more than was ever 
intended.” 

Asking, “Who has a mandate 
from whom?”, he pointed out 
that in 1896, 83 per cent of the 
that 


eligible voters exercised 


in 1944 and to less than 50 per 
| cent in the 1948 Federal elec- 
; tion. Our per capita tax was 
| but $20.48 in 1915, but in 1948 


was in Federal taxes. 

“We must,” said Dr. Distler, 
“have faith in a Divine Being and 
in our fellow man. Although 
we are the greatest salesmen in 
the world we are not selling the 


right in national elections, the | 
number slipping to 56 per cent | 


it was $357.00, of which $263.00 | 





- HOEFLICH 


most precious thing we have 


democracy. 





Being decent mem- 


bers in a free society is the 
most important thing in_ the 
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| Scroll of the Award of Merit presented to Seth Marshall. 
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for BORG 
Feb. 28 


Full Page: 


Only BORG offers: 


“A Accuracy within Y2 of 1%. 
Compact, streamlined design. 
Patented coined-beam mechanism, 
Guaranteed for life, under 

Service Warranty. 


Bigger Business Ahead 
in Bathroom Scales! 


Borg brings the scale business to “life”, Feb. 28! That's 
the date 27,500,000 readers see the Borg in LIFE—in full 
page space... 1 out of every 6 people in the country. 


Now’s the time to plan your tie-in activity. Put Borgs 
on display—feature them in newspaper advertising (mats 
on request)—cash in while consumer interest in Borg 
Scales is at a peak. 

No other scale is made like a Borg ... No other scale 
provides such powerful advertising ... No other scale 
offers so much sales volume. 

If you do not carry Borg scales, 
now is the time to get aboard a winner. 


“New Friends” DEAL 


for Smaller Stores 





BORG-ERICKSON CORPORATION, 469 E. Ohio St., Chicago 11 Put in a 3-scale department for only $14.50. 
Make $7.35 quick profit, build a steadily 


increasing scale business. 


2 Model No. 8124 @ 6.95 $13.90 
1 Model No. 8224 @ 7.95 7.95 
Special counter-display unit No Charge 


(West of the Rockies, Total Retail Value $21.85 


retail value $23.35— Your Cost, only 14.50 
stains Your Profit $7.35 





Available only through wholesalers 
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See your local jobber or 
write us for full informa- 
tion. Dealer and jobber 
territories open now. 


Southern Metal Stamping Co. Inc 
New Orleans, La. 








E. J. WEIERSTALL 


world. The great curse of the 
American people, of today, is 
that we are not 
enough.” 
Llewellyn A. Hoeflich, Sup- 
plee Biddle Co., Philadelphia, 
hardware wholesalers, is _presi- 
dent of the association and act- 
ed as toastmaster. Edward J. 


working hard 





THOMAS A. FERNLEY, JR. 


| Weierstall, North Bros. Mfg. Co. 


| Division, The Stanley Works, is 
bene president and Thomas A. 
Fernley, Jr., executive secretary, 
National Wholesale Hardware 
Association, is secretary-treasurer 
of the Hardware Merchants’ & 
Manufacturers’ 


| Philadelphia. 


Association of 











SUPERHEATER, INC. 
NAMES GEN. DIVISION 
SALES MANAGER 


Combustion Engineering Super- 
heater, Inc., 200 Madison Ave., 
New York, has recently an- 

' nounced the appointment of E. 
J. McFadden as general sales 
manager of its water heater, 
range boiler and soil pipe de- 
partment. 

Mr. McFadden’s experience 
has included Government service 
(U. S. Department of Com- 
merce), advertising agency work, 
editorial work on a trade publi- 
cation, and advertising and sales 
promotion for General Electric 
Co. He entered the armed ser- 
vices in 1942 and after his dis- 

| charge in November, 1945, he 

| returned to General Electric as 








E. J. McFADDEN 


sales manager of the water heater 
division. 

Mr. McFadden will make his 
headquarters at the company’s 
plant in Chattanooga, Tenn. 


LOWE BROS. ACQUIRES 
LARGER CHICAGO OFFICE 


The Lowe Brothers Co., Day- 
ton 2, Ohio, North Central dis- 
trict office and warehouse for- 
merly located at 1048-1058 West 
37th St., Chicago, has moved in- 
to larger quarters at 3341 West 
Walton Street at Homan Avenue, 
Chicago 51, Ill. 

The new building provides 80 
percent more floor space and per- 
mits greater amounts of stock to 
be carried in the warehouse 
space. Additional land is avail- 
able for further expansion. The 
building is strategically located 
near all transportation facilities, 
thereby assuring better dealer 
service. 

All administration offices are 
located in the same _ building. 
W. E. Anderson is the North 
Central district manager. 





N.R.H.A. CONGRESS 
IN BOSTON, JULY 11-14 


The annual Congress of the 
National Retail Hardware Asso- 
ciation will be held at the Statler 
Hotel, Boston, Mass., July 11-14, 
inclusive, 1949, Rivers Peterson, 
managing director, N.R.H.A., has 





announced. 
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FRED .CUMMINS DIRECTS 
TRADE SALES FOR 
‘SEWALL PAINT CO. 
W. C. McCaslin, general man- 
ager of Sewall Paint & Varnish 
Co., Kansas City, Mo., and vice 





FRED CUMMINS 





president of American-Marietta 
Co., the parent organization, has 
announced the appointment of | 
Fred Cummins as manager of | 
trade sales and factory branch | 
offices, with headquarters in | 
Kansas City. 

Mr. Cummins, who was assis- 
tant sales manager for Sewall, 
has been associated with the 
company for 16 years, in sales | 
and administrative service. His | 
background includes wide ex- | 


perience in Oklahoma, Kansas, 
Missouri and Iowa hardware, 
lumber, and paint fields. 
Starting as a territorial sales- 
man for Sewall in 1932, Mr. 
Cummins spent 10 years on the 
road before entering the armed 
in 1942. After more 
than three years with the 90th 
Division Combat Engineers, he 
returned to the Sewall organi- 
zation trade sales territory in 
February 1946. Successively, he 
became manager of the St. Jo- 
seph, Mo., branch, later was 
moved on to the Des Moines, Ia., 
branch managership, and then 
became assistant sales manager 


in 1947. 


services 


COLORADO FUEL & IRON 
NAMES ASSISTANT WIRE 
ROPE SALES MANAGER 


E. L. Klingler will direct the 
sale of Wickwire rope in the 
mid-continent area (Houston, 
Abilene, Texas, and Tulsa, Okla.) 
for the Wickwire Spencer Steel 
| Div., 500 Fifth Ave., New York 
| City 18. After Feb. 1 he will be 
permanently located at Houston, 
Texas. He previously operated 
out of the Palmer, Mass., sales 
office. 

Mr. Klingler has a background 
of 19 years in the wire rope in- 
dustry including production, en- 
gineering and sales. He previous- 
ly spent six years in the 
mid-continent area as a wire rope 
salesman. 











DONALD B. DOUGLAS, vice 


Service” 


to Roy H. Smith, president, 


-president, The Quaker Oats 
Co. and vice-chairman of the Board of Brand Names Foun- 
dation, Inc. of New York City, is shown at left presenting 
the Foundation’s Golden Anniversary “Certificate of Public 


The Lamson & Ses- 


sions Co. of Cleveland, in recognition of the brand name 


‘Lamson” 
since 1886. The citation, one 
in the Northern Ohio area, h 


which has identified bolts made by this company 


of 26 to brand names made 


igh-lighted the Brand Names 


Dinner held in Cleveland in connection with the quarterly 


meeting of the Foundation's 
Union Club recently. 


Brands cited 


officers and directors at the 
represented a cross- 


section of Northern Ohio industry, all of them with distin- 


guished records of continuous 


service to the American con- 


sumer dating back fifty years or more. 
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AJAX AUTOMATIC 
TANK HEATER KIT 





COMPLETE PACKAGE 
FOR BUILDING AUTOMATIC 
SIDE ARM WATER HEATERS 


The Ajax Automatic Tank Heater Kit saves extra work 
and trouble on installation. It is designed for simple and 
easy hook up. 

Includes: 

1—one model "S” snap action thermostat; 2—one model 
P-16 safety pilot which shuts off the gas to the pilot and 
the main burner (100% shut off); 3—the necessary fittings 
and % tubing to connect the safety pilot to the heater 
(A-102 Connector Set); 4—one bracket No. 160 which 
holds the pilot securely in its proper position; 5—fittings 
and % tubing to connect the thermostat to the safety 
pilot (A-103 Connector Set); 6—pilot valve and ¥ pilot 
tubing; 7—one Chester No. 20 double copper heater 
which is designed for easy and proper installation of the 


P-16 safety pilot; 8—one bottom heater coupling. 


No Pipe Nipples, No Pipe 
Fitting, No Guess Work 


This complete kit saves time and labor. No pipe to 
cut and thread. No nipples to connect. No guess work 
on installing the safety pilot. The heater and pilot 
bracket are so designed that the safety pilot fits in only 
one position. 


Controls sold separately if desired. 
THE AJAX THERMOSTATIC CONTROLS CO. 


COUNTY LINE ROAD 
DEPT. H., GATES MILLS, OHIO 
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BERT DINSMORE NAMED | Pacific Theatre role in the Army | 


\ir Forces, he directed sales for 
|a nationally known manufacturer 
| of space heaters over a large area 


OIL HEATER DIV. SALES 
MGR. FOR GUIBERSON 


is a specialist in the promotional. 
advertising, merchandising, and 
sales fields. This appointment is 
in line with Elliott’s expansion 


The appointment of Bert E. | 


Dinsmore to the newly created 


post of sales manager of the 


BERT E. DINSMORE 


Guiberson Corp., Oil Heater Di- | 
vision, Dallas, Tex., has been an- | 


nounced recently. 


Credited with having 


Heater to the trade during the 


immediate pre-war years of 1940- | 


1942, Mr. Dinsmore is well equip- 
ped to direct the expansion of 
the company in this field, accord- 
ing to the company. It was 
pointed out that Mr. Dinsmore 
spent several years in an execu- 
tive capacity with the Norge Di- 
vision of the Borg-Warner Corp., 
to joining Guiberson in 
Following the war and his 


prior 
1940. 


intro- | 
duced the Guiberson Oil Space 


of the nation. He returned to| program which is now _ in 
|Guiberson on January Ist, to | progress. 
| take over his new assignment. aes 


SYLVANIA OPENS NEW 
LIGHTING CENTER 

The Sylvania Electric Prod- 
ucts Co., New York City, has re- 
| cently opened a new and com- 
pletely remodeled lighting cen- 
ter which incorporates more 
than 20 ideas for utilizing light 
|to the best advantage in the 
home. The new which 
were built in cooperation with 
| Lurelle Guild, design consultant, 
how fluorescent 
and incandescent lighting can be 


APPOINT H. F. WECKEL 
GENERAL SALES MGR. 
OF ELLIOTT PAINT 

Howard F. Weckel has been 
| appointed general sales manager | 
|of the Elliott Paint & Varnish 
Co., Chicago. Mr. Weckel, who 


rooms 


illustrate both 


| used decoratively to illuminate 
a wide variety of seeing tasks. 

Keyed to comfort, 
and decoration, all the ideas dis- 
played, according to Jan Rey- 
| nolds, home lighting consultant 
of Sylvania Electric, are within 
| the reach of people with average 
To how an 
old house could be modernized, 


usefulness 


incomes. visualize 
| and to illustrate the contrast be- 
| tween old and new, an authentic 
| reproduction of the living room 
| of a typical suburban home built 
25 to 30 years ago has been 

Alongside of this 
| tically grew up in the paint in- | poorly lighted room, the same 
dustry. Over 20 years’ service | area, remodeled, redecorated and 
| with one of the country’s largest | lighted according to modern 
paint manufacturers has given | standards forms the living room 
him a broad background of all | and the basis for the lighting 
phases of the paint industry. He | center. 


H. F. WECKEL 


joined Elliott during 1948, prac- | constructed, 
| 











THREE GENERATIONS 


represented Morley Bros., 
salers, when David O. Farrand, B. F. Bladding Co., 
awarded his company’s “Certificate of Apppreciation” 
business relations between the two companies. 
certificate is Ralph 3a Morley, chairman of the board of Morley Bros. 


Saginaw, Mich., hardware whole- 
South Otselic, N. Y., recently 
marking the 50th anniversary of 
Seated at the desk, holding the framed 
Also left to right 


are: David O. Farrand, Gladding Co.; C. J. Frisch, department manager and buyer for 
Morley; Ralph C. Morley, Jr.; Edward B. Morley; Burrows Morley; and Edward B. Mor- 


ley, Jr. 
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L, E. GILLIARD 


who recently became a repre- 
sentative for the Universal 
Metal Products Co., Lowell, 
Mich. covering Pennsylvania, 
New Jersey, Delaware, Mary- 
land and Washington, D.C. 








E. E. EICKMEYER ELECTED 
PRES. DURO COMPANY 
Earl E. Eickmeyer hag recently 

been elected president of the 

Duro Co., 537 E. Monument Ave., 

Dayton 1, Ohio, a newly formed 

organization which has assumed 

the assets of the Duro division of 
the Hydraulic Machinery 

Dearborn, Mich. Directors of the 

company named E. J. Graef 

executive vice-president and treas- 
urer. 

The two gentlemen named 
above are principal shareholders 
of the corporation and the re- 
mainder of the stock is divided 
among Duro distributors and 
employees. Other officers in- 
clude: Richard B. Baird, vice- 
president and sales manager, and 
Robert F. Young, attorney. 
Charles A. Albright who has been 
with the company for 12 years, 
has been named assistant treas- 
urer. Other executive personnel 
include: C. W. Shade, assistant 
sales manager and O. H. Boyer, 
service manager. 

For the past 20 years Mr. 
Eickmeyer has been vice-presi- 
dent and general manager of the 
Dayton Pump & Mfg. Co. He 
formerly was with the inventions 
department of the National Cash 
Register Co. and National Pump 
Co. Mr. Graef was an executive 
of the Delco division of General 
Motors Corp., and was associated 
with Charles F. Kettering, W. A. 
Chryst and O. L. Harrison dur- 
ing the development of the Delco 
Co. Mr. Baird with 
Duro for 24 years as field dis- 
tributor, sales manager and gen- 
eral manager. The company will 
continue to offer electric water 
pumps, filters 
and allied lines. 


Co., 


has been 


water softeners, 
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Carving Knife and 
Fork Set y, 
C7 









S.eak Knile 
Sets of 
4,6 
and 






3-piece 
Carving Knife 
Set. (Also avail- 
able with fork) 





Carvel Hall 
Cutlery 


If you’re interested in fast selling items, here’s something 
you can’t afford to overlook ... Carvel Hall Cutlery by Briddell! 





Master Set, 
6 Steak Knives, “4 
Carving Knife and Fork 


Keen hollow-ground chrome-vanadium steel blades are set 
in handsome ivory Lustrex handles with sparkling chrome- 
plated safety bolster and ferrule. You can sell individual 
Steak Knives, Carving Knives, Slicers, Carving Forks or 
Honing Steels in sets. And talk about packaging! Besides the 
standard Briddell plastic jewel box case, there’s a new line 
in colorful limed-oak frames with burgundy velvatyn lining 
and plastic cover with tremendous display possibilities. You 
can sell a wide price range, too (from about $3 to $35 retail). 


Carvel Hall Cutlery and the dealers who sell it are backed 
up by Briddell’s big advertising campaign in Good House- 
keeping and Better Homes and Gardens. There are special 
gift promotions in the peak selling seasons. See your jobber and 
cash in on these fast selling cutlery items today. 





Famous Carvel Hall 


Cutlery bears the CHAS. D. e 
Good Housekeeping 
aren"! ay Briddell 
atl J 





ks Ul 
@ Guaranteed by > 
Good Housekeeping 

2 43 serrate ES 


\ Lf INCORPORATED 
sm CRISFIELD, MARYLAND 


Bine Quality Cnllery 
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Retail Merchants Push 
“Democracy Works Here’’ 
—Nationwide Campaign 


Plan seeks to sell all Americans on 
the importance of preserving our 
Heritage of Freedom 


Working as “The Retail As- 
sociation of America,” trade as- 
sociations in all retail fields, are 
promoting the “Democracy Works 
Here” campaign which empha- 
sizes that although this coun- 
try’s mass production system 
sells its products, our system of 
enterprise and freedom has not 
been properly nor fully sold to 
all in this nation. 

The Saturday Evening Post, 
Independence Square, Philadel- 
phia, Pa., is spearheading the 
program with a two-page spread 
in full color in its Feb. 19, 1949 
issue and is supplying retail 
dealers, in all fields, reproduc- 
tions of the “Democracy Works 
Here” placard, in colors, the 
placard to be used by retail 
stores for window and store dis- 
plays. Upon request The Satur- 
day Evening Post will also fur- 
nish, without cost, suggestions 
for window and store displays, 
for newspaper advertisements, 
radio transcripts, radio scripts, 
publicity releases and other aids. 
Like material is also available 
from Campaign Headquarters, 
Retail Association of America, 
100 W. 31st St., New York 1, 
N.Y. 

Of this campaign Maj. Benja- 
min H. Namm, chairman of the 
board, Namm’s, Inc., Brooklyn, 


 N. Y., a past president of the 


National Dry Goods Association, 
said, in part, “During recent 
years I regret to say, most of 
us have been devoting our busi- 
ness lives to selling goods and 
services to the American public, 
without attempting to sell to them 
the simple ideas which we all 
hold so dear. 

“At the same time that we 
were breaking all records in ad- 
vertising and selling . . we 
were making little or no effort to 
remind the American public of 
the political and economic source 
from which all of our blessings 
flow—namely, our free economy. 

“ ... We have sold our prod- 
ucts, yes, but we have not sold 
our system. Until that job is 
done, there can be no real eco- 
nomic security in America . 
There are more than a million 
retail merchants scattered over 
























“Yours is the right 
to pick and choose... 


DEMOCRACY 
WORKS HERE! 


+. without a free 


exchange of goods 
you cannot have 
a free people” 

“THE SATURDAY EVENING POST 






























The 
Here” 
store display purposes. 


“Democracy Works 
placard for retail 


the length and breadth of this 
land. Their sales this year will 
exceed 125 billions of dollars. 
They give employment to be- 
tween four and five million 
people. They pay out more in 
taxes and spend more money 
for advertising than any other 
group.” 

Major Namm further stated, 
“The retailers of America and 
The Saturday Evening Post in- 
sist that democracy does work 
here . . . and under the cam- 
paign heading of ‘Democracy 
Works Here,’ we are going to 
do something about it . . . Our 
strength must start at home. 
Therefore, we hope that every 
merchant in the United States 
will, starting, Feb. 19, 1949, dis- 
play the shield which reads ‘De- 
mocracy Works Here.’ We are 
urging every store throughout 
the land to remind its customers 
and employees that without a 
free exchange of goods, we can- 
not have a free people. We hope 
that they will remind them also 
of the freedom that is theirs to 
pick and choose—without regi- 
mentation, without bureaucratic 
controls and without affronts to 
their dignity as individuals . . . 
No battle-cry ever won a battle 
and no slogan ever won a cam- 
paign. We must all hold stead- 
fastly to one course and we must 
likewise conduct ourselves and 
our respective enterprises so 4S 
to demonstrate, day by day, that 
democracy really works here.” 
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Pp. E. BARTH RESIGNS AS 
P. & F. CORBIN DIV. 
GENERAL MANAGER 

P. E. Barth recently tendered 


his resignation as general mana- 
ger of the P. & F. Division, The 





P. E. BARTH 


\merican Hardware Corp., New 
Britain, Conn. Mr. Barth, whose 
home address is 1041 Ridge Rd., 
Hamden, Conn., intends to take 
an indefinite vacation before an- 
nouncing any future plans. 


——_—_——_ 


W. J. TILTON ADVANCED 
BY WINPOWER MFG. 


W. J. (Bill) Tilton formerly 
service manager for Winpower 
Mfg. Co., Newton, Iowa, has 
been appointed sales manager of 
the power and appliance divi- 
sion. 

Mr. Tilton joined the com- 
pany in 1946 as order clerk and 


was advanced to service mana- 
ger in 1947, 
As sales manager of Win- 


power’s power and appliance di- 
vision, Mr. Tilton will be in 
charge of sales for the compa- 


nies complete line of power 








plants and appliances including 
wind, gas and diesel electric 
generators as well as freezers, 
washers, vacuum cleaners and 
electric irons. 

Mr. Tilton spent several years 


with the Marines in World War | 


Il. Prior to the war he was 


associated in the appliance and 





W. J. TILTON 


electric generator industry com- 
ing to Winpower from The May- 
tag Co. 


SCHALK CHEMICAL 
NAMES ADMINISTRATIVE 
ASS’T TO PRESIDENT 


Jack M. Althouse has been 
made administrative assistant to 
G. I. Farman, president of Schalk 
Chemical Co., Los Angeles, with 
headquarters at the Chicago 
plant, where he will be manager 
of the Eastern division. He 
served in the second World War 
for six years, being discharged 
as a lieutenant commander. Mr. 
Althouse was associated with in- 
vestment banking prior to join- 
ing Schalk Chemical. He had 
served in the Dallas area before 
his advancement to Chicago. 








Frank T. Budge Concentrates 
On Wholesale Hardware Sales 


Frank T. Budge Co., 401 N. W. 
Tist St., Miami 30, Fla., has an- 
nounced its withdrawal from the 
retail hardware field and the de- 
votion of its entire efforts to the 
development of the wholesale 
hardware division located at the 
above address where the company 
occupies about 40,000 sq. ft. of 
space on one floor. Frank T. 
Budge had operated the retail 
store since 1896 when the popu- 
lation of Miami was less than 
2,500. 

T. J. Kenny, president, an- 
nounced that the board of direc- 





tors approved of this change in 
operation as it felt the company 
could better serve the trade in 
that area of Florida through the 
hundreds of substantial indepen- 
dent retail outlets in the section. 

A sale was instituted in Nov. 
of the retail hardware stock lo- 
cated in the retail store at Flag- 
ler St. and Miami Ave. This 
sale was terminated on Dec. 31, 
and during the time the retail 
store inventory was cleared out. 
During the past six months, Mr. 
Kenny stated, the sales organiza- 
tion has been increased. 
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WHEN IT'S <> 
IT’S “REEL” 


“Make it at the lowest price 
consistent with fine quality 
—and advertise it!”” That’s 
H-I’s policy ....and the 
reason H-I dealers are out 
front in today’s competitive 
market. . . H-I advertising 
builds customer confidence. 
H-I’s EYE and PRICE ap- 
peal do the selling. It’s a 
successful formula ready to 
work for you. Try it! Order 
direct for immediate deliv- 
ery ...and VOLUME H-I 
TACKLE SALES. 


VOLUME 


The MOHAWK 
(No. 1106) 


A new— sturdy, single ac- 
tion reel of special alloy. 
Built to take it. Hardened 
steel gears and ratchet 
springs. 

$3.50 RETAIL 


The COMMODORE 
(No. 1865) 
A brand new H-lI “‘reel- 
value.’’ Hardened steel 
bearing and spiral gears 
assure dependable. . 
trouble-free service. Easy 
running level wind fea- 
ture, attractive, durable, 
chrome finish. 
$6.00 RETAIL 


The SQUID KING 
(No. 420) 


Features a brand new 
... patented push button 
throw-off. Developed and 
built by H-l, proved by 
salt water fishermen. Free 
spool... star drag... 
200 yd. line capacity. 


$10.00 RETAIL 


POPULAR 


<J> 
PRICES 
MOVE 
TACKLE 


FASTER 


HORROCKS IBBOTSON CO. 


UTICA, N.Y. 


Manufacturers of the Largest Line of Fishing Tackle in the World 











THERE’S A 


HUGE MARKET 


FOR 


DUPONT PRO-TEK 


Painters, mechanics, motorists, 






housewives and factory workers all 
need this hand protective cream 






















EVERYBODY WHO WORKS 
with his hands is your market 
for Du Pont PRO-TEK hand 
protective cream. Rubbed on 
before work, PRO-TEK guards 
skin against paint, oil, grime 
and stains. Easy to wash off 
afterwards—takes the grime 
with it. For EXTRA sales, dis- 
play PRO-TEK near your cash 
register. Tell customers about 
it—and watch it move! Ask 
your jobber for fast-selling 
PRO-TEK today! E.I.duPont 
de Nemours & Co. (Inc.), Wil- 
mington 98, Del. 


REG. V. 5. PAT. OFF. 
Better Things for Better Living 
Through Chemistry 


PRO-TEK 


S PAT OFF 


HAND PROTECTIVE CREAM 
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ELECT G. W. STEPHENS 
MANSFIELD RUBBER 
BOARD CHAIRMAN 

‘ ; Mr. Stephens became associ- 

oe See geo president of | ated with the company in 1913. 

Bovey rie ee y fig ge | was made vice-president in 1919 

pecans cag ege ’ “Y | and became president and gen- 

years, G. W. Stephens has been | eral manager five vears later. He 
| has retained that post continu- 

| ously since 1923. 

| Mr. Soulen has been connected 

with the rubber industry for 30 
| years. He came to Mansfield as 
vice-president and factory man- 
ager in 1937 from the Kelly. 

Springfield Tire Co., Cumberland, 

Md., where he was vice-president 


| post after having had 35 years of 
affiliation with the Mansfield 
company. 


| 
| 


| and factory manager. 





G. W. STEPHENS 


elected to the position of chair- 
|man of the board of directors. 
| Elected to succeed him was 
| Harry B. Soulen, who has been 
| vice-president and factory man- 
ager of the company for the past 
ll years. 





HARRY B. SOULEN 

It was announced that there 
will be no major changes with | pyior 
respect to company policies or 
operations 


to that he was vice- 
president of the Federal Rubbet 
Mfg. Co., Cudahy, Wis. 

As chairman of the board, Mr. Mr. Soulen is a_ vice-presi- 
Stephens will remain active in an | dent of the Copolymer Corp., 
| advisory capacity and in the di- 
| rection of policy matters of the 
| company. He moved into his new 





Baton Rouge, La., which is said 
to have pioneered the develop- 





ment of coid rubber. 





The Denver Pot & Kettle Club recently entertained the 
children of its members at a Christmas Party. There were 
gifts for all and refreshments were plentiful. The morning of 
the day the party was to be held, the club where it was 





scheduled to be held, burned to the ground, but the members 
co-operated in finding a new location and decorated same 
appropriately. 
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3 Masor ITEMS... 
I masor source 


Jtlantic Single Braid Garden Hose 


Made to exacting laboratory standards by Atlantic, one of 
America’s oldest manufacturers of quality rubber products. 
Inner braiding of DuPont “Cordura” rayon cords, insuring 
greater strength, flexibility and longer life. Full-flow coup- 
lings deliver all the water the hose carries. All sizes; black, 
red and green; 25’ and 50’ lengths. 











Aqua Site Plastic Garden Hose 


Made of our own “Imperialyte” laboratory-tested plastic 
... Strong, light-weight, easy on the hands. New full-flow 
couplings. New “Carry-home” display packing. Written 
guarantee. Red or green, 25’ and 50’ lengths. 
















dHlantic Plastic Toilet Seats 


Many exclusive features in a top quality seat of 
our own “Imperialyte” plastic. Solid rubber bump- 
ers, concealed rust-proof fittings; guaranteed not 
to chip, crack, peel or fade. Six popular mar- 
belized colors. 








y 
4Nb profits 


“Meek 


ORDER FROM YOUR WHOLESALER 
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CARLTON S. PHILLIPS 


STARRETT ANNOUNCES 
PERSONNEL CHANGES 


The following changes in per- 
sonnel have been announced by 
William J. Greene, vice-president 
and director of sales for The L. S. 
Starrett Co., Athol, Mass. 





CARL 


0. NEWTON 


Carlton S. Phillips, formerly 
New York branch manager, has 
been appointed eastern sales 
manager. Mr. Phillips has been 
associated with the Starrett com- 
pany since 1912. He was New 
England representative prior to 
becoming New York branch man- 
ager in 1946. 

Walter W. Haskins, formerly 


Chicago branch manager, has 
been appointed Western sales 


manager. He has been associated 
with the company since 1927 and 
served as sales representative in 
Ohio before his appointmert as 
Chicago branch manager in 1946. 
Carl O. Newton has become 
New York branch manager to 
succeed Mr. Phillips. He has been 
with the Starrett organization 
since 1929, formerly as New 
England sales representative and 
more recently engaged in special 
sales work at the home office. 
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WALTER W. HASKINS 


Robert J. Norwalk has suc- 
ceeded Mr. Haskins as Chicago 
branch manager. With the com- 
pany since 1939, he was engaged 
in sales work in Ohio and Illinois 





ROBERT J. NORWALK 


prior to serving as sales repre- 


| 


sentative in the St. Louis terri- 


tory. 








| ROLLIN B. PLUMB 


CENTRAL STATES HDWE. 
MEET AND DINNER 
ATTENDED BY 175 


General States Hardware Club 
recently held its 11th annual 
meeting and dinner party in the 
Grand Ball-Room of the LaSalle 
Hotel, Chicago, which was at- 
tended by 175 members and 
Entertaininent by profes- 
sional artists followed the busi- 
ness meeting. The officers re 
elected by 1949 were as follows: 
Andrew R. Meyers, General 
Hardware Co., president; Rollin 
B. Plumb, Eagle Industries, Inc., 
vice-president; Ben Leve, The 
Carborundum Co., secretary; J. 
A. Billings, Payson Mfg. Co., 
treasurer; Will J. Feddery, 
Harpware Ace, chairman of the 
board of directors. The board 
consists of the following elected 
to serve a three-year term: Robert 
W. Dierker, Gary Screw & Bolt 
Division, Pittsburgh Screw & Bolt 
Corp., John E. Dolan, The Lam- 


guests, 





| son & Sessions Co., and W. L. 
| Hochschild, R. E. Dietz Co. 








ANDREW R. MEYERS 


The club plans to hold a din 
ner dance at the Palm Beach 
Biltmore Hotel, Palm Beach, 
Fla., Sunday, April 3, prior to 
the opening of the Southern 
Hardware Convention. Also the 
annual golf party will be held in 
June, the dates to be announced 
later. The dinner party at At- 
lantic City, Traymore Hotel, 
prior to the opening of the Na 
tional Hardware Convention will 
be held on Oct. 9. 


EAGLE SALES CO. 
HAS NEW OFFICES 


The announcement that the 
Eagle Sales Company of Newark, 
N. J., will meve to its new quar- 
ters at 310 Sherman Ave., corner 
of Concord St., Newark, 
was made recently by Morris H. 
Freedman, vice-president. The 
move, step No. 1 in the expansion 
program presently underway al 
Eagle, will supply the company 
with 43,000 square feet of ware- 
house and shipping space. 


soon, 











NEW OFFICERS elected at the annual convention of the Western Retail Implement & 


Hardware Association, Jan. 


Cash Hardware, 


Westmoreland, 


18-20, at Municipal Auditorium, Kansas City, Mo., are, left 
to right:—J. C. Nitsch, Nitsch & Nitsch, Oberlin, Kan., president; Leslie F. Smith, Smith 


Kan., 


first vice president; Harold M. House, Douglass, 


Kan., retiring president; Herbert Owen, St. Joseph, Mo., new director and Melvin Rice, 
Rice Truck & Tractor, Butler, Mo., second vice president. William J. Shaw, Kansas City, 


Mo., was reelected 


secretary-treasurer. 


New members of the 


board of directors are, 


Harold M. House, Herbert Owen and Melvin Kramer, Marysville, Kan. 


HARDWARE AGE, FEBRUARY 


10, 1949 
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New Officers of Mountain States: At the 47th annual convention of the Mountain 
States Hardware & Implement Association, held Jan. 12-13 at the Cosmopolitan Hotel, 
Denver, presided over by Ed C. Romine, president, the following officers were elected: 
Left to right front row: T. W. Backlund, Burlington, director; Ed. C. Romine, Casper, Wyo., 
retiring president; Hardware Gilliland, Las Aninas, first vice-president; James F. “Jim” 


Ellis, Greeley, president; 


Henry Brown, 


Eaton, 


second vice-president; 


W. 


Francis 


“Franny” Reich, Boulder, secretary-treasurer. Rear row, left to right: Louis Hunter, Fort 
Collins, director; Leland Schmidt, Grand Junction, director; Bert Jessup, Monte Vista, 
director; James E. “‘Jim’’ Ward, Monte Vista, national councillor; J. M. Kellogg, Golden, 
director; L. Lorane Fredregill, Sterling, past president and member of advisory council. 


Outstanding among the guest speakers was 


on. Charles F. Brannon, Secretary of Agri- 


culture, who called for further land development, better care of the acres now in produc- 
tion, continued mechanization of farming, improvement of plant varieties and develop- 
ment of the best methods of pest and weed control. 


1949 NAT’L HDWE. SHOW 
TO BE HELD OCT. 12-15 
Frank M. Yeager has recently 

announced that the dates for 

the 1949 National Hardware 

Show are Oct. 12 through Oct. 

15, Grand Central Palace, New 

York City. It will again be a 

four floor show with the entire 

fourth floor being set aside for 
the fishing and hunting division. 


HOME BUILDER’S ASS’N 
TO MEET FEB. 20-24 


Home builders who attend the 
Fifth Annual Convention and Ex- 
position of the National Associa- 
tion of Home Builders, 11 W. 
Jackson Blvd., in Chicago, Feb. 
20-24, can expect a program de- 
signed to meet the issues of the 


industry as a whole as well as 


the problems of the individual 
builder, according the 
N.A.H.B. convention committee. 


to 


In announcing a tentative con- 


vention program, W. Hamilton 
Crawford, Baton Rouge, La.. 


chairman, reported that the back- 
bone of the convention will be a 
carefully selected series of six 
discus- 
The clinics will be held 
first on Tuesday, Feb. 22, and re- 
on Wed., February 23. 
They are to be repeated the sec- 
ond day in order to give every- 
one an opportunity to attend as 
many as possible. The panel dis- 


clinics and four panel 


sions. 


peated 


cussins will be incorporated into 
the general sessions. 


Clinic discussions are slated on 





trical wires and cables. Mr. 
Jones started his career with 
B. T. Babbitt, Inc.. and later 





the following topics: FHA Ques- | 
tions and Answers, Dry Wall | 
Construction Methods, The | 
Builder-Erector’s Place in Build- | 
ing and Marketing Prefabricated 


Houses, Panel Heating, The 
Economy House, and Merchan- 


dising Houses Through Better 
Design. 


Panel discussions are entitled: 
Tomorrow's Market, Land Plan- 
ning for Permanence, and Grand 
Roundup. A fourth 
be announced later. 


panel will 


| Practice 


an 


REVISE ON R29-42 
APPROVED 
The revision of the Simplified 
Recommendation for 
Eaves Trough, Conductor Pipe 
and Fittings has been approved 
for promulgation, according to 
announcement by the Com- 
modity Standards Division of the 
National Bureau of Standards. 
The revision will bear the serial 


| number and title R29-49, Eaves 


Trough, Conductor Pipe and 
Fittings, and was issued January 
15. 1949, 

This recommendation is 
cerned with rain carrying equip- 
ment for buildings. 

The revision omits ridge rolls, 
gutter pipe, 
and J, one 


con- 


114-inch plain round 
box gutter styles G 
size of style K box gutter, and 
roof gutter styles B and BB. 
Ridge rolls were omitted because 
they properly belong in another 


recommendation for iron and 
steel roofing; the other items 


omitted were found to be obso- 


| lete or in small demand. 


| increasing demand. 


Aluminum and stainless steel 
products were added in view of 
The recom- 
includes sizes 


mendation now 


| and gages of trough, pipe and 


fittings, and gutters made of gal- 


vanized steel _ sheet, copper, 


aluminum and stainless steel 








OBITUARIES 








FRANK C. JONES 
Frank Cazenove Jones, presi- | 
dent and general manager of | 
The Okonite Co., Passaic, N. J., | 
died Jan. 20, at the Lenox Hill 
Hospital, New York City, follow- 
ing a three month’s illness. 

His Frank Cazenove 
Jones, together with John Haven 
Cheever, established the Oko- 
nite Co., in 1878, to make elec- 


father, 


was made treasurer of Edgar A. 
Wilhelmi, Inc., export agents. In 
1914 he import- 
ing business, Jones & Cammack. 
which he left in 1917 to serve in 
the Army Ordnance Department 
the first World War. Fol- 
his father’s death he be- 
came a director of Okonite and 
in 1919 was elected 

and general manager. 

and 


established an 


during 
lowing 


treasurer 
He 


general 


was 
elected president 
manager in 1932. 
president of The 
lender Cable Co., 


son, N. J. 


He was also 
Okonite-Cal- 
Pater- 


Inc., 
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BOYD E. DUDLEY, JR. 


Boyd E. Dudley, 60, president 
of E. C. Stearns & Co., Syracuse, 
N. Y., died recently at his home 
in that city. Before becoming 
associated with the Stearns com- 
pany he was officer of the 
Amphion Piano Co. The manu- 
facturing plant of E. C. 
& Co., was demolished by fire in 
1945 and was not rebuilt prior 
to his passing. 


an 


Stearns 


J. H. CRAWFORD 
J. Henry Crawford, 77. 
with his brother J. Worthy Craw- 
ford, owned and 
hardware store in Corydon, Ky.. 
died recently in the Henderson 
Methodist Hospital, Henderson. 
Ky. He served as mayor of Cory- 
don for 10 years. 


who 


managed a 


WARREN L. BAIN 


Warren Lee Bain, 78, retired 





| ner 
Implement & 


hardware dealer, Lexington, Ky.., | 


died recently. 
ed and operated the Bain Hard- 
Co., and for 38 vears he 
was associated the Van 
Deren Hardware Co. 


ware 
with 


He formerly own- | 


GROVER A. CLIQUENNOI 


Grover A. Cliquennoi, 61, pres- 
ident of the Henry Lester Hard- 
ware Co., Inc., 150 Main St., W. 
Rochester, N. Y., died recently. 
He was a director of the Ameri- 
can Society of Architectural 
Hardware Consultants and was a 
member of the Rochester Build- 
ers Exchange and the New 
York State Hardware Dealers As- 


sociation. 


SEELY PRATT 


Seely Pratt, 
treasurer of Union Steel Chester 


LeRoy, N. Y., died re- 


president and 
Corp., 
cently. 


FRANK REYNOLDS 


Frank Reynolds, 78, a_part- 
the Reynolds & Power 
Hardware 
Greenfield, Iowa, died recently 
after an illness of long duration. 
He 
sade Masonic Lodge of Green- 
field having joined the Masonic 
order in Maquoketa, Iowa 


in 
store, 


was a member of the Cru- 
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Ask Your Jobber For This Quick-Selling 


UNIVERSAL 


























































HAND-DRILL 


| Xo} at w loyesl- Mob elo We ac0)i-1-1-}le} fol MOI 


Reaches spots no 
other drill can reach 














Patented adjustable hand 
drill has chuck that can 
be positioned at any 
angle over a range of 
270 to permit drilling into 
close corners by just a 
twist of a thumb screw. 


Capacity up to %”", 


Model BD-124 


Positioned at any angle 


WATCH FOR ADDITIONAL TOOLS 
NEW NUMBERS APPEARING REGULARLY 


If your jobber can't supply you, write 


TWIX MANUFACTURING CO., Inc. 


40-09 21st STREET, LONG ISLAND CITY 1,N.Y 


s 














ALBERT H. CHIAPPE 


A. H. CHIAPPE ASS’T 
VICE PRES. OF SALES 
FOR NICRO STEEL 


Albert H. Chiappe, manufac- 
turer’s agent, has been appoint- 
ed assistant vice president in 
charge of sales of Nicro Steel 
Products, Inc., Chicago, Ill, ac- 





cording to James P. Fallis, vice 
president. Mr. Chiappe will con- 
tinue to operate his manufactur. 
er’s agency in Chicago’s Mer. 
chandise Mart in addition to his 
duties at Nicro. 

Mr. Chiappe was formerly 
manager of the Chicago western 
sales office of the Silex Co., for 
a period of 10 years and prior 
to that district sales manager 
of Bird’s Eye Frozen Foods. 
VACUUM CLEANER MFRS. 
ELECT OFFICERS 


Frank C. Callahan, Chicago, 
president of Health-Mor, Inc.; 
C. H. Holl, assistant vice-presi- 
dent in charge of sales, The 
Hoover Co., North Canton, Ohio, 
and Lannon F. Mead, president, 
Regina Corporation, Rahway, 
N. J., have been elected directors 
of the Vacuum Cleaner Manufac- 
turers’ Association, according to 
an announcement by C. G. 
Frantz, its secretary-treasurer 
and president, Apex Electrical 
Manufacturing Co., Cleveland, 


Ohio. 














CONNECTICUT HDWE. ASSN. ELECTS OFFICERS: At 
the recent annual convention of the Connecticut Hardware 
Association in Bridgeport, Conn., the above officers were 
elected to serve for 1949. Seated, left to right, are: Fred 
Hall, Canaan, first vice-president; William B. Welden, Sims- 
bury, president; Ned Russell, Southport, secretary. Stand- 
ing, left to right, are: Don Dickinson, New Haven, third 
vice-president; Samuel Mazo, Hartford, second vice-presi- 
dent; and Carl Nygard, Branford, treasurer. One year 
directors of the association are: Everett Eaton, Collinsville; 
Russell V. Carlson, New Milford; C. Reid Hudgins, Jr., New 
London; Francis Prichard, Rockville. Two year directors 
are: Lawrence Wyllie, Niantic; Charles Schmidt, Water- 
bury; Charles Bacon, Middletown; Charles Greenspon, Hart- 
ford. Three year directors are: Jerry Ginsberg, Danbury; 
Michael Allara, Stamford; William Bowers, Willimantic; 
Edward Walsh, New Haven. 

In resolutions passed at the convention, the association 
urged upon Congress the principle of tax equality and the 
clear and complete exemption of retail dealers from the 
expected revision of the Wage-Hour Law. The association 
commended those manufacturers who have established fair 
minimum prices under the Fair Trade Laws and urged 
others to utilize the privilege of price agreements under 
these laws. It recommended that members exert greater ef- 
fort in establishing aggressive merchandising plans for 1949. 
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PRESIDENT-ELECT J. LLOYD STUHLMAN, ST. PAUL, 
second from left, is congratulated on his advancement to the 
presidency of the Minnesota Retail Hardware Association, by 
C. J. Christopher, manager-treasurer of the association. 
Other officers who were elected at the final session of the 
52nd anniversary convention of the association, held at the 
Curtis Hotel, Minneapolis, Jan. 18 to 20, were, left, Chester 
H. Johanson, Wheaton, Minn., vice president, and John A. | 
Grande, Virginia, Minn., new member of the executive board. 

Despite extremely cold weather and some snow, more than 
2380 persons registered for the convention and the trade 
show which was held in the Minneapolis Auditorium. More 
than 750 representatives of manufacturers and wholesalers 
were registered. 

Members were urged by an adopted resolution to urge 
their Senators and Representatives in Congress to enact | 
legislation which would clarify the present perplexing prob- | 
lem of delivered and zone pricing of goods. 

The outstanding feature of the convention was a merchan- | 
dising forum during which dealers in the capacity audience | 
asked specific questions on all phases of hardware merchan- 
dising. The “‘experts’’ who comprised the panel were: R. M. | 
Fleming, Janney, Semple, Hill & Co.; W. A. Moulton, Far- 
well, Ozum, Kirk & Co.; H. K. Nilssen, George A. Clark & 
Son; James Pause, Reinhard Brothers Co.; York Langston, 
Coast to Coast Stores; P. B. Juster, Juster Brothers, Minne- 
apolis clothiers. The Quizmaster was F. T. Rockwell, Hall 
Hardware Co. 











NAT’L SILVER NAMES | He will operate as salesman in 
THREE SALESMEN the state of Michigan working 
; * * pet annd out > Lafavette ~. 
National Silver Co., 295 Fifth a Hg sag a De 
Ave., New York City, has re- | “0! Under tom Magee, district 
: sales manager. 
cently announced the appoint- \] Ided | ft | 
3 he so adde » sales staff | 
ment of Chalmers P. Enright to Bs Willicm 1 Be “4 > se i 

: ci ‘ =— : 

the Detroit sales office. Mr. rs me = to Hi - "Tvle 

; serve as assistant to He y 
Enright formerly served as buyer ! oe See 
‘ 4 _; | Midwestern sales manager in 

of silverware, china and glass for og 
Crowley, Milner & Co., Detroit charge of the Chicago sales office | 
y> is "| in the Merchandise Mart. To | 
service accounts in the states of | 
Missouri and Nebraska, Joseph | 
De Varco has been assigned to | 
the New York sales force. He | 
was formerly with the National 
Pressure Cooker Co., in a sales 
executive capacity. 








JUSTUS ROE APPOINTS 
B. K. THROCKMORTON 


Justus Roe & Sons, Roe Court, | 
| Patchogue, N. Y., has appointed 
Barron K. Throckmorton & Co., 
Inc., 17 E. 42nd St., New York | 
City 17, and 122 S. Michigan 
Ave., Chicago 3, as its repre- 
| sentatives for steel measuring 





CHARLES B. ENRIGHT and New England territories. 
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tapes for the Midwest, East coast | 





WARWOOD WORKMANSHIP 
MAKES THE DIFFERENCE 




































The great demand for Warwood 
Forged Tools is reflected in the pop- 
ularity of the two items, here ill- 





ustrated, the Wood Chopper’s 
Maul and Railroad or Clay Pick. 
Correctly designed, accurately 
forged and scientifically heat 
treated, they meet the require- 
ments of exacting buyers. 
Warwood is a line you can 
sell with confidence. 
MATTOCKS..SLEDGES..MAULS 
HAMMERS...WEDGES... PICKS 
BARS... HOES... ALSO TRACK 
TOOLS..ANVILTOOLS..MINING 
TOOLS, AUGERS AND CUTTER 
BITS. 





NO. 30 


Sh WO ~ 
|| SINCE 1854 








WARWOOD TOOL COMPANY 
WHEELING, WEST VIRGINIA 












CIRCULATING FAN. 





- | 


FS 


FAN EVER BUILT 





ANOTHER PIECE OF FURNITURE 
FOR THE HOME 

For the past three years, the PALM BREEZE tan has been the most talked of fan 

on the market, and has sold like hot cakes all over America. 

Get ready now to cash in on the demand already created for these sensational fans 

The new 1949 De luxe model incorporates the finest in manufacturer’s engineering, 

design and utility, and will build sales for you from the very first. 

PALM BREEZE’S new advertising material and dealer-helps will help you mer 

chandise these fans. Three models to choose from, $39.95 and up, list price 


Write today for more information about PALM BREEZE 


LEE HOLLAND CO. 


1012 NORTH MAIN ST. 
FORT WORTH 6, TEX. 





LQUALITY PRODUCTS / 








L-SOM ne-tare aw RECORD-KTS 
Spark Sales in your Venetian Blind Department 


Store traffic does not by-pass your Venetian blind section 
when you display RU-SON Kits prominently. Their color 
and low cost make them an easy over-the-counter sales 
leader. 


Attractively packed in neat cellophane wrapper complete 
with instructions. Sell them on do-it-yourself basis. One 
dozen solid woven ladder Re-Tape Kits, one dozen Re- 
Cord Kits in display box. Sixteen harmonizing 
colors to match any style of decoration. 





Write now for 
full information. 
JOBBERS.... 
DISTRIBUTORS 


Ask us about the fast 
moving RU-SON line. 






J. RUBENSTEIN & SONS 
815 Neptune Avenue, Jersey City, N. 
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Most Dealers 
Prefer ATLAS Wicks 


Our Glaswik, Flamemaster and 
Top Notch brands are preferred 
by more dealers in America than 
any other brand, The reason is 
based upon the fact they are 
superior in quality and give 
greater satisfaction to the con- 
sumer. 












LN Loca S | 


ASBESTOS COMPANY 





NORTH WALES, PA. 





_ MAKERS OF GLASWIK, FLAMEMASTER, TOP NOTCH AND VICTORY WICKS 4 











Majestic 


a ae 


HOME INCINERATORS 


Their wide appeal as- 
sures steady, extra profits 
for you. Thousands of 
users vouch for thei: 
economy and conven- 
ience. Homes with auto- 
matic heat especially 
elas masts mesatleleliyi meter 
not be burned in furnace. 
Majestic Incinerators 
burn wet and dry gar- 
bage and refuse without 
fuss or fumes. Use no fuel 
except waste itself. Guar- 
anteed performance 
(Downdraft dries con- 
tents; speeds burning.) 
Easy to install in base- 
ment or utility room. 
Two popular-priced, 
Amn 


portable models. Write cs 

for details 2. 
= 
“A 


The Majestic Co., 107 Erie St., Huntington, Ind 


TYPICAL MAJESTIC PRODUCTS EVERY HOME NEEDS 





for Over 40 Years! 


RMQHY SS MQ Qq 
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SCIS! 


#9117 


HARDWA 











*% — scissors and shears assortment no. 756 
with free display cabinet retails complete: $125 








Height—1214" 
Base —1114"x15” 


YOUR COST3*§333. 


(write for complete assortment) 


@ THE BUY-WORD IS QUALITY... 
scissors and shears made of surgical 
high carbon steel, unconditionally 
guaranteed against defects. 


@ SALES COMPELLING ASSORTMENT 
... Universally accepted best sellers 
GUARANTEED AGAINST SLOW SELL- 
ING by Griffon’s offer to exchange 
any item for any other item in the 
assortment. 


@ HANDSOME DISPLAY CABINET... 


FREE... solid wood cabinet in light 
finish .. . small, compact with display 
pod under glass; surplus stock on 
shelves protected by back sliding 
panel. 


@ PERFECT SALES SYSTEM... each 
item identified on pad with surplus 
stock in boxes correspondingly labeled. 


@ FAST SALES...HIGH PROFIT... 
assortment gives you complete cutlery 
stock... keeps inventory down... dis- 
plays merchandise attractively for 
sight selling. 


Shipping Weight in corrugated container—About 25 Ibs, 


SCISSORS AND SHEARS IN ASSORTMENT CAN BE PURCHASED INDIVIDUALLY ONE-HALF DOZEN TO BOX 


#9117 HOUSEHOLD SHEARS #0900 HAIR TRIMMING SHEARS 
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#9151 LIGHT SILK SHEARS #3915P EMBROIDERY SCISSORS #9118 DRESSMAKER SHEARS 
#3915 SEWING SCISSORS . (bent trimmers) 


p> 
o ‘A 
Ji! . 


151 West 19th Street, New York 11 
“Quality Cutlery Ever Since 1888” 
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Radio and television — The 
Hallicrafters Co. reduced the price of its 
7-inch television receivers $50, from 
$189.50 to $139.50. W. J. Halligan, 
president, in announcing the reduction, 
said that the move was taken to stabilize, 
and at the same time revitalize, the 7- 
inch market. “Sales of 7-inch sets had 
been slowing down since mid-December 
—both our sets and those of other man- 
ufacturers. Some dealers with high 
inventories were starting to offer these 
sets in under-the-counter deals at vary- 
ing price reductions. So, after check- 
ing around the country, we established 
the new prices and authorized all ac- 
counts to advertise them.” 

Introducing 30 ‘new radio and tele- 
vision set models for 1949, Emerson 
Radio & Phonograph Corp. has made 
price reductions on several models but 
maintained current prices on most sets. 

A $30 reduction under the previous 
price was announced for Emerson’s 52- 
inch television set, which will now retail 
for $269.50. Emerson also presented a 
console phonograph listing at $89.50, 
which is the lowest-priced console com- 
bination set in the company’s history. 
Commenting on the outlook this year 
for the television industry, president 
Benj. Abrams said: “The number of 
television sets which will be produced 
in 1949 will exceed by 21% times the 
number of units produced in 1948, and 
the dollar volume is expected to be 3% 
times greater than in 1948. I am of the 
opinion that by 1955 the industry will 
do a volume of $5 billion dollers and 
will rank as one of the six largest in 


the country.” 
aE * te 


Galvanized sheet extras re- 
vised — Republic Steel Corp., recog- 
nizing the variation in the amount of 
zinc required in coating the various 
gages of galvanized flat sheets and 
formed roofing, is quoting extras by a 
new standard. Instead of the galva- 
nized flat sheet gages being divided 
into four groups, there is now a dif- 
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ferent extra for each gage. The various 
forms of roofing have been classified in 
two groups, with a different extra for 
each group. Previously a different coat- 
ing extra was quoted for each gage of 
formed roofing sold. One reason for 
the changes was that it was recognized 
that too much was being charged for 
some of the heavier gages and not 
enough for some of the lighter ones. 
Now, the “individualized” extras result 
in some reduced price in the heavier 
gages, and some advance in the lighter 


ones. 
* * « 


Lead traps and bends—Na- 
tional Lead Co. announced its price of 
lead traps and bends has been reduced 
from list plus 80 per cent to list plus 
70 per cent, effective Jan. 17. National’s 
prices on combination lead and iron 
bends and ferrules, and on drum traps, 
have also been reduced by the same 
percentages. Prices for full lead sheets 
and lead pipe remain unchanged. 


oe * * 


Platinum price reduced—On 
Jan. 24, the price of platinum was re- 


duced $5 an ounce by a leading 
refiner. The new prices now are $88 


an ounce for large quantities, and $91 
an ounce for retail lots. The former 
prices of $93 wholesale and $96 retail 
had been in effect since July 26, 1948, 
when the quotation was marked up $5 
an ounce. The current lowering in price 
is attributed to lessened demand for 





high-price jewelry articles. Several sales 
of the metal had been made in recent 
weeks at concessions from the recent 


$91-$96 level. 


* * &* 


Brass and bronze ingots 
down—Brass and bronze ingots, made 
from scrap metals, were cut a half cent 
to one cent a pound, late in January, 
by a leading producer. Observers say 
that recently the demand for these 
ingots has fallen off sharply, as a result 
of curtailed activity in the foundry in- 
dustry, their major consumer. 


* * * 


Rubber prices—Rubber prices 
seem destined for lower levels this year, 
in fact, they have already skidded sharp- 
ly. Worth 25 cents a pound in New York 
as late as last July, rubber now sells for 
19 cents. The 1939 average was just un- 
der 18 cents. The world’s top rubber 
user is the U. S. tire industry. Its produc- 
tion is being trimmed emphatically. In 
1947 the U. S. made over 95 million 
casings. Last year output was cut to 
81 million. Despite the slash, manu- 
facturers’ tire inventories at over 10 
million units, in December, were double 
the year-ago total. Tire production this 
year, according to some industry lead- 
ers, may be reduced as much as 20 per 
cent from the 1948 level. With motor 
vehicle registrations 30 per cent above 
pre-war last year, tire output was about 
60 per cent above the 1935-39 average. 
World rubber output, meanwhile, con- 
tinues to climb. Reports from Singa- 
pore estimate 1948 production in Malaya 





ADVANCES 


Extras on some galvanized flat sheets and formed roofing. 


DECLINES 


One line television sets. One line television receivers. One line lead traps, 

bends and drum traps. One line combination lead and iron bends and fer- 

rules. Platinum. Brass and bronze ingots. Rubber. Extras on some galvanized 
flat sheets and formed roofing. Some fuel oils. 
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The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 
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at a mountainous 697,000 tons. The 
| best pre-war output for that area was 
| around 550,000 tons. 


* a a 


Oil and prices—Booming pro- steel buyer 
duction in U. S. oil fields poured forth 
a record two billion barrels of the 
ANOTHER | crude product last year, oil industry 
TREMCO experts estimate. Official Bureau of 
PRODUCT Mines figures (not yet available for 
1948) placed the 1947 total at over 
1.853 million barrels. The estimated 
1948 production was almost double the 
output of pre-war 1939, and was nearly 
six times as great as the nation’s crude 
oil production of three decades ago. One 
result is that oil prices have started to 


it in a fey 





as if steel 
more steel 
the other 
supplies. N 
‘want to 
tories if le 
ening’ pha 
of gossip, 
and sales 
steel busi 
the unusu 
move downward, after a ten-year climb. years and 
Some sales of fuel oil used in home on growth 
the steel 
worst cril 


heating, were recently made in New 
York at 8.5 cents to 8.6 cents a gallon 
wholesale. This is under the 9 cents a annual ra 
gallon price in November when prices ingots. Tl 
for home heating oils on the eastern months o1 
seaboard were cut 6/10 cent a gallon. 
Inventories now total about 74 million 


barrels or more than 58 per cent above 


ably will 
many mol 


way towal 





R U 4 T Pp A j he T last year. Also recently, prices of for the 
heavy fuel oils, used mainly in industry, ment shot 
were cut as much as 22 cents a barrel. The steel 


Oil men say it will take sharp produc- percent 0 


LARGER 
tion cuts to forestall further price 
breaks. In fact, these cut-backs have SIZES 
already started in some areas. Crude 
oil is the raw base of fuel for millions M 
Demand | 


of American homes and for thousands BIG VARIETY OF ti ] 
, é inues a 


of factories, for autos and ships and 


diesel engines. Behind its price today VOLUME BUYERS ie a 
week, Ss 


is a record of tremendous post-war de- 




















Stops rust on rusted metal. from a w 


Prevents rust on clean metal. 


There’s a big consumer market 
for this new product on farms, 
in homes, and wherever rust 
conditions prevail. 








Widely used and proved in in- 
dustrial maintenance. Now 
available as a profitable, fast- shovtane 
mand for oil, outraced by an even vaster “ 





turning item for hardware or . ° ° aa 
: . ‘ ‘ ‘ : try. The 
paint retailers expansion in oil production. Demand Larcoloid sells fast to Painters, Mainte- 7 - 
° ° an even 
; rose so rapidly in early post-war years ~ 
Paints over rust > er ro Y nance Men, Contractors, Sign Manufac- aie 4 


and won't peel off! that prices bounced upward. Oil that 


sold in East Texas for $1.70 a barrel in | turers, Automotive Men, Householders 
early 1947 was priced at $2.65 by the 


resulted 





Tremclad sea/s rust and paints 


in a single operation. Trem- paying p 


clad adibaeie. a end of that year. Though the general | © * » They all prefer its Quick-Drying, — saat 
; ee : : 5 ducers, © 
ust by making it inactive. price level has remained at the $2.65 | Long-Wearing Qualities — Outdoors or enlanaial 


figure since, “premium” prices above 


official quotations were common in 1948, Indoors — on Metal or Wood. 


and as late as last September several 


Seals entire surface against 
moisture. Available in Alumi- 
num and Black. 


pound C 


the copp 
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climb from the $1.10 a barrel of pre- 
war 1939. The first clear-cut signs of 
supply getting ahead of demand, have 
appeared in the past eight weeks, in 
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wilting prices for refined oil products. 3 Coast re! 
Three “rounds” of price cuts on heavy tie-up er 
fuel oil in the important Eastern con- other fas 
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fuel oils. 
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way to a normal market. Scrap is more | 
plentiful, pig iron output is higher and 
the unusual pressure from customers is 
on the wane. This does not mean that 
the “great day” has arrived—when the 


steel buyer can place his order and get | Sawing —_ 
° ° . wi arving 
it in a few weeks. This week it looks models modern a5 
’ : plastics — M 
as if steel consumers, while crying for ff : sculpture 


more steel on the one hand, are with 
the other taking close check on their 
supplies. None, reported The Iron Age, 
“want to show up with heavy inven- 
tories if later in the year a ‘belt tight- 
ening’ phase sets in. In all the welter : ahd 6: 

of gossip, guesses, chartist statements <a 

and sales reports, it appears that the ‘ Another new . ude ° 
steel business is reaching a plateau in , 


the unusual demand of the last few “ Dumore tool for more 


years and is poised for a market based 


on growth and replacements. This week Filing rotitable hobh sales— 
the steel industry astounded even its RF. | Dp y 
worst critics by making steel at an 
annual rate of 97 million tons of steel 
ingots. This rate cannot continue for 

months on end—but it can, and prob- The DYUlaalelass Hobby-Flex 
ably will stay close to that rate for | 
many months. And that will go a long | z b| S al f T 
way towards folding up any seniitite F Se » || = ad tT foto) 


for the time being—that the govern- 














ment should get into the steel business. 
The steel ingot rate this week is 101 Here’s a new tool with the famous Dumore name that’s bound 
percent of rated capacity, up one point to sell like hotcakes for you! It has so many uses that it is 
from a week ago.” bound to appeal to any hobby-fan — no matter what his specific 
| enthusiasm may be. The illustrations give you a few examples of 
+ @ the ‘many jobs it can do for wood and .metal workshop fans, 
model railroaders, amateur lapidaries, wood carvers, plastic 
Metals demand unabated— sculptors, etc. And that’s only the beginning. 
Demand for copper, zinc and lead con- Look at the special features that make this fine Dumore tool 
tinues large, with prices firm. The an outstanding seller: 
Utah mine shutdown, starting its 14th 1. A vibrationless 4% hp Dumore motor (15000 rpm.) 
week, is responsible for the present 2. A durable 30” flexible shaft: 8-foot cord 
. . . ° ? ? 
. shortage of copper in American indus- 3. A pen-size handpiece for “close control” on fine work. 
lainte- try. The supply pinch will be felt to 4. A chuck that takes both 1%” and 32” tools. 
nufac- an even greater extent in coming 5. A handy hanger-ring to hold the motor on a hook or 
months. The tight copper condition has overhead pipe. 
olders resulted recently in a. ene Doesn’t that add up to profit-making sales appeal? And it’s 
paying premiums, up to 25% cents, for priced to sell. Let it prove itself in your store. Write for com- 
rying, resale metal. Even so, the primary pro- | ae a then follow through with a stock order. (This 
ducers, while rationing supplies, are tool available through your jobber). 
ors or maintaining their price at 23% cents a 
pound Connecticut Valley base. While 


Don't forget these Hobby Favorites 


Dumore Duplex Grinder — 44 hp grinder with chuck 
capacity for 342”, 4%”, and 44” tools. Accessories to con- 
vert it quickly to flexible-shaft tool, polisher-sander, 
bench-grinder, or Jathe-grinder. 


| 
the copper situation is full of strain, | 
there has been a definite improvement | 
in the lead supply, which is now de- | 
scribed as being in balance with de- | 


mand. This improvement stems from an 











increased tonnage coming from abroad, 
Dumore Carvit — Fascinating 
wood-carving duplicator; allows 
anyone to do fine work without 
skill or training. Reproduces in- 

expensive models in fine 

woods, Flexible-shaft at- 
™». tachment increases utility, 


and from concentrates released to West | 
Coast refineries when the long shipping 
tie-up ended there late last year. An- 
other factor in the lead picture is the 
falling off in demand for the metal from 
the makers of storage batteries. Several 


of these are understood to have cut back 





on their production schedules, because | 
of record shipments of these batteries | 
in the last half of 1948. The inquiry for | 

| 





4 zinc remains large, particularly from Write for complete information and prices on 
C0 galvanizers and die casters. The price RACINE, WISCONSIN the Dumore Hobby Tool line. 
“a of prime western grade holds firm at Reg. U. S. Pat. Off. The Dumore Company 
apeinltn a ; ; 
ASS. 1744 cents a pound East St. Louis. Sold by leading industrial distributors yp.4 Department A-56 . Racine, Wisconsin 
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“Measured for Greater Efficiency . . . 
Built for Better Service” 

“THE STELLAR” precision made 

all aluminum 6 ft. rule 
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Here is unmistakable evidence of the finest Rule on th 
market today, designed to serve the needs of CARPENTERS, 
BUILDERS, ENGINEERS, ARCHITECTS, PLUMBERS and many 


others. Here is a 
the same price. 


double duty 


the way. 
Unconditionally guaranteed to last a |i 


‘st orce $7.00 MITRE 


MECHANICS AND TOOL MAKERS “SQUARE 


etime under 


Rule all in one at 
Precision made for 100 per cent top per- 
formance and traditionally accurate the whole length of 


List price 


$1.95 


normal 


1 


wear 


« Reinforced with Ma- 
chine Brass Hinges 


Held Together by 
Machine Brass Rivets 


For the first time anywhere, here is an offering of un- 


precedented value, an all aluminum combination metric 
and inches square that will be welcomed by Mechanics, 
It contains a vial to insure 
This su- 
perior square is precision made for guaranteed accuracy. 


Toolmakers and many others. 
flatness and a hardened ground steel scriber. 


WRITE FOR COMPLETE 











CASEMENT OPERATOR 


for years a leading operator 
in design, versatility and 
construction, yet priced to sell 
rapidly... one of an ever increasing 
number of finer builder’s 


hardware items. 


WRITE FOR FOLDER 


PACIFIC BRASS & HARDWARE 
MANUFACTURING CO. 
1126 Chico Ave., El Monte, Calif. 
WAREHOUSES IN NEW YORK + BOSTON - CHICAGO 
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INFORMATION 


STELLAR TOOL & MFG. CO., Inc. 








Numerals Embossed 
and Lacquer Filled 


Greater Thickness 
than Average Rule 


wv USUAL DEALERS 


93-34 170th St., Jamaica 3, L. 





@ Includes Washer, Lockwasher and 
Wing Nut, '/44" special wide head bolt. 
Electro galvanized. All fasteners assem- 
bled. Packed 100 in display carton. 
Large profit at a small investment. 


Order from your jobber or direct 


; 7 
Shavou Boll and Screw Lo. 


BOSTON 10, MASS. 














Copper use falls off — Re. 
fined copper shipments to U. S. indus. 
try last year amounted to 1,344,445 
tons, off 39,221 tons from 1947, the 
Copper Institute reported. This _in- 
cludes domestic and foreign metal. A 
strike in effect since last Oct. 24 at 
Kennecott Copper’s Utah mine sharply 
Do- 
mestic output in December fell to 54, 
362 tons, against a monthly average 
rate of 72,000 tons before this crippling 
strike. 


reduced U. S. copper production. 


* oo * 


Administration asks control 
powers—Commerce Secretary Sawyer 
has told Congress that the administra- 
tion soon will ask “mandatory powers” 
to control the distribution of steel and 
other basic products in short supply. 
Mr. Sawyer said this direct government 
control will be sought as part of the 
anti-inflation program recommended by 
President Truman. 

* * 

Industrial silver in 1948 
Industrial use of silver in the United 
States during 1948 exceeded 100 million 
trey ounces, according to Admiral D. J. 
Ramsey, treasurer of the Silver Users 
Association. The use of silver in many 
industries has more than tripled, com- 
pared with pre-war. Its use in brazing 
alloys, for joining metal parts, which 
had declined from the wartime peak, 
again is on the increase. Consumption 
of silver also has increased for making 
the tiny inlaid tips of electrical contact 
points in household appliances, oil 
burners, automobiles, and many kinds 
The re- 


stricted availability of silver for table- 


of assembly line machinery. 


ware during the war was followed by a 
post-war period when the marriage rate 
has been high As a result, use of the 
metal by the silverware industry has 
Photographic films 


had 


been allocated to distributors because 


been at a new peak. 
—in which silver nitrate is used 


production capacity was not equal to 
Although the 
situation has eased appreciably, there 


the increased demands. 


still were shortages of some types of 
film at the end of 1948. In all three 
major lines of use there are indications 
of continued heavy demand into 1949. 
During 1948 there was a decline in 
silver consumed by the jewelry indus- 
try. The 1948 production of silver in 
the United States—all of which the 
Treasury buys—may approach 38 mil- 
lion troy ounces, about three million 
Net imports may be 
with 


ounces above 1947. 
about 85 million, as compared 
about 56 million ounces in 1947. Silver’s 


price, at New York, has remained 
steady recently, at 70 cents per ounce. 
+ * aa 


China and glassware—A fa- 
miliar new “pattern” appeared recently, 
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in Pittsburgh, at the annual exhibit of 
the Associated Glass & Pottery Manu- 
facturers, which includes most domestic 
producers. Representatives of the na- 
tion’s retail stores were reported as 
“looking,” but not buying much. Price 
reductions are not expected soon 
through the entire industry; some top 
grade lines are expected to hold at 
present levels. For instance, the “Rus- 
sel Wright” line made by Ohio’s Steu- 
benville Pottery Co. will be parcelled 
out all year, according to the manufac- 
turer. Dinnerware made by Homer 
Laughlin China, is still on allocation. 
Foreign dinnerware at latest check in 
late 1948 was being imported at the 
rate of $1,500,000 monthly—half again 


as much as in any 1947 month. 


* ~ * 


WAUKE 


WASHERS 





7e SYMBOL of QUALITY for 62 YEARS 


WASHERS . . . Standard and Special, Every Type, Material, Purpose, 
Finish ... STAMPINGS of every Description . . . Blanking, Forming, 
Drawing, Extruding. 

Your most dependable source of supply — the world’s largest manufac- 
turer of Washers, serving Industry since 1887. Over 22,000 sets of Dies. 


Submit your blueprints and quantity requirements for estimates. 


overnme nn . 
B ent The union reports on coal 


Coal production in 1949 will not be as 
great as in 1948, but the outlook “is 
encouraging,” the United Mine Workers 
Journal said. It forecast that 1949 output 
n 1948 probably will be below 1948's estimated 


the United 596 million tons. In 1947 it was 630 | 
100 million 
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million tons. But the journal said in- 
creased coal consumption by the steel, 
utilities and other heavy industries lends 
an encouraging note to the outlook for 
1949. In the light of this, “management 
should go ahead with its announced 
program to spend $500 million on plant 
improvement.” 


Coal use falls off—The coal 


bins of the nation’s industrial users 


and retailers, on Dec. 1, were bulging 
with the largest pile of soft coal since 
Oct., 1943. The Bureau of Mines re- 
ported that 69,579,000 tons were in the 
these consumers. By later, 
total had 
climbed to 85 million tons by Jan. 1. 
In Jan., 1948, coal stocks were only 


52 million tons, equivalent to a supply 


yards of 


unofficial, estimates, the 


of 31 days. The jump from the year-ago 
level is 63 per cent. A warmer than 
usual winter, except in the west, has 
reduced coal’s home-and-factory heating 
market, which normally takes about 25 
per cent of the annual output of the 
bituminous variety. In the wake of the 
mild weather have come 


curtailments and some price cuts. By 


production 


pre-war standards, coal’s prospects ap- 
pear excellent. Major commercial pro- 
ducers are optimistic. But a new cau- 
tion has crept into their predictions on 





FREE! 


1 dz. 10¢ Brush Cleaner $1.20 Value 

1 dz. 10¢ Crack Filler 1.20 Value 

1 dz. 25¢ Crack Filler 3.00 Value 

With your order for 

14 dz. 4 Oz. Donley Enamel (15¢ seller) 
@ $1.20—$16.80 

10 dz. 10 Oz. Donley Enamel (35¢ seller) 
@ $2.52—$25.20 


Total Sale Value $72.60 Your Cost $42.00 


Choice of colors (as on ad) 

Full freight allowed up to 300 mi. of 

Cleveland, Ohio, $1 hundredweight al- 

lowance over 300 mi. 

Write today for Hardware Age special 
(expires March 31, 1949) 


ONE-COAT 
& FLOOR et 


WROUGHT WASHER 
MANUFACTURING CO. 


The World's Lorgest Producer of Washers 

















wer 1949 output. The top coal states of ; Write on cards and price CHOICE OF COLORS 
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7. Silver’ : " . . i i lar pricec Peach Chinese Red Jade Green é 
7. Silver's per cent of the nation’s total bituminous Causes open for this popu P Tan Dark Green Light Gray cs 
remained : Raging OE * paint line. Delphinium Royal Blue Buff a 
production of 595 million tons. In this : 
ounce. winter’s eastern “warm wave” they 
haven’t fared nearly as well as the big D @) N L & y PAI N T C Oo. 
e—A fa- 


recently, 


0, 1949 





mid-western coal-producing states, like 
Illinois, which are closer to the western 
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A PORTABLE ELECTRIC 
CHISEL MORTISER! 


i” 
Now Available \ 
immediate , 





AT LAST! 


coal zone. In the first two 1949 weeks, 
soft coal mines throughout the country 
about 23 tons, a 
drop of about 20 per cent from the 


turned out million 
comparable period of 1948. But even 
with this reduced output, coal has been 
flowing into consumer hands faster than 
they can use it. Some of it has gone at 
bargain prices on the spot market—for 
as much as $1.50 and $2 a ton (or 
between 20 per cent and 25 per cent) 
under the quotations of a few months 
ago. The contra-seasonal weather has 
roughly coincided with a slackening of 
general business activity, and has come, 
too, on top of a steady decline in coal 


exports. 


Fac- 


tory sales of standard-sized household 


Vacuum cleaner sales 


vacuum cleaners in December were 26.5 
per cent below the like month of 1947, 
but were 7.5 per cent over November 
sales, according to the Vacuum Cleaner 
Manufacturers Association. December 
sales totaled 274,180 units, compared 
with 373,254 in December, 1947, which 


was the industry’s record month. Total 
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MADE IN SWEDEN 





| BUSHMAN SWEDISH BOW SAWS 


The All-Purpose Saw for Home, 
Farm, Ranch, or Cabin. Patented 
blade is razor sharp, cuts faster and 
easier. 24, 30, 36, 42, 48 inch lengths. 
Replacement blades for all bow and 
buck saws. 


1948 amounted to 3,361,149 
units, a decrease of 11.6 per cent from 
the record 3,800,687 units sold in 1947. 
Nevertheless, 
1948 topped the total of the industry’s 


sales for 


vacuum cleaner sales in 





BUSHMAN SWEDISH 
PRUNING SAWS 


Patented Bushman blade cuts on 
both forward and_ back 
Charcoal alloy blades. Folding, rigid 
and tubular extension handles. 


SLASHES COSTS IN GENERAL MAINTENANCE two best pre-war years, 1940 and 1941, 
BY REPLACING HAND TOOL OPERATION by 


11.6 per cent. 





This fine English tool, now available for the first rime, = = 


is adaptable to a wide range of uses and accessories in 
both factory and field. It is quickly adjustable to 
various sizes of mortise. It serves as both a bench 
drill and your hand drill. With auxiliary handle and 
8 inch buffing head, it is an efficient polishing tool. 
Steel drilling capacity 3/9’ diam. Speed on full load 
450 r.p.m., 110-120 volts AC. OG. 
Save Costs! Get this long needed tool, today! 


strokes. 

Lumber past its peak—That 
the high cost of lumber has passed its 
peak for the present era of inflation, is 
the almost unanimous cpinion among 





MORA SWEDISH 
HUNTING KNIVES 


Popular priced knives with Swedish 
charcoal alloy steel blades, curly 
birch handles with cross guard and 
leather sheaths with metal safety 


saindinistadl lumber dealers. But they disagree as 
to how much of a dip is ahead for 1949. 
Most predictions range between 10 per 
LOWER YOUR PRODUCTION panies 
COSTS WITH THESE FINE 
ENGLISH TOOLS. PROVED 
FOR HALF A CENTURY IN 50 
‘WORLD MARKETS. NOW 
AVAILABLE FOR THE FIRST 


TIME IN THE UNITED STATES 


cent and 15 per cent. Some lumbermen 


think the decline will not be that sharp. 
Most concede that it could be sharper if 


. . ‘ . 
builder resistance to high costs should 
cut home construction steeply this year. 
Meanwhile, dealers are evincing lack of 





faith in today’s prices by sharply paring 





inventories. Back of this nervousness 


GENSCO SWEDISH 
WOOD CHISELS 


Tanged butt wood chisels in- 
dividually heat treated, tem- 


comida over prices are several factors. One is 


TION TOOLS 





lumber production hustling along at a 


level 50 per cent above pre-war 1939. 
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sii | ers. Last year the nation’s sawmills Write us for complete Literature. Seatee 
| ground out an estimated 38 billion line { 

__ PGs. | board feet of lumber. Annual output featu: 

) volun 


in the years just before the war ran 
around 24 billion. As recently as 1935, 
production was less than 20 billion. 
Despite the mountainous output, lum- 
ber’s average wholesale price, even after 
declining some in the last half of the 
year, ended 1948 about 230 per cent 
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6” HAND GRINDER HAMMER KITS 
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Ideal for Work on 
Plasterboard and Wallboard 


The Hyde giant No. 2E-5” Scraper is the 
perfect tool for use in covering plaster- 
board and wallboard joints, and for sealing cracks in 
plaster. The scientifically tempered SuperHYDEX Steel 
blade is made from high carbon alloys, 

and is carefully ground to just the right degree 

of flexibility for fine, precise work. The plastic handle, 








with single seam at sides, is designed with a full-tang 
construction for extra strength and durability. Ask 
your jobber for the Hyde No. 2E-5” Scraper—today! 


HYDE MANUFACTURING COMPANY 


SOUTHBRIDGE, MAS S., U.S.A. 



















DURA-BUILT 
CLOTHES BASKET 





be ore cereees ae nl 


The complete line of HAWKEYE Hampers and Clothes 
Baskets supplies YOUR complete needs. It is the preferred 
line for top quality, modern design and enduring finish— 
features that have made HAWKEYE the leader in sales 
volume and profits! 
Write today for our new illustrated 
folder and price list 





Burlington Basket Company, Burlington, lowa 


QUALITY PRODUCTS FOR OVER 60 YEARS 
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| Besides, each rental customer 









MORE BRUSHES—MORE SANDPAPER—MORE TOOLS and SUPPLIES! 


It’s a Promise! You can share in 
extra heavy profits now being made on 
home building and modernization jobs 
by owning and renting out this new 
Lincoln Speed-O-Lite 7” Sander. Cus- 
tomers eagerly PAY UP TO $5 PER 
DAY in rentals alone. 










invariably buys paint, varnish, 
filler, brushes, sandpaper, tools 
and supplies to keep your cash 
register ringing up MORE 
PROFITABLE SALES. 


Install This New Lincoln 


SPEED-O-LITE 7” 
Hi-Speed Rental Sander 


Take advantage of Lincoln’s 
Easy Payment Plan which en- 
ables you to retire your invest- 
ment out of increased profits. 


Representatives in All Principal Cities 


Write for Proof of the Big Mone 
Making Power of Speed-O-Lite 7" 
Time-Payments to Suit Your Needs. 


FLOOR MACHINERY COMPANY, Inc 
1252 WEST VAN BUREN ST, CHICAGO 7, ILLINOIS 





EDLUND —™® 
JUNIOR i: 
CAN OPENER ™ 


THINK OF 


A/und 


for 
BETTER KITCHEN TOOLS 


EDLUND COMPANY BURLINGTON, VT. 
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Big Time Saver! 





NO. 502 “PIPE MASTER” 
portable threading machine 


@ Look at the time you can 
save threading, cutting off and 
reaming pipe with an Oster 
"Pipe Master’! 


Time Saved Compared with 
Hand Threading 


1 minute-16 seconds saved on '/2" pipe 
2 minutes saved on 3%" pipe 

3 minutes-3! seconds saved on |" pipe 
4 minutes-14 seconds saved on I!/4" pipe 
4 minutes-44 seconds saved on I!/2" pipe 
6 minutes-8 seconds saved on 2" pipe 


Standard range of the Oster No. 502 
“Pipe Master" is 44" to 2". Extra range 
Vg" pipe. Up to 6" pipe can be threaded 
with a special, universal drive shaft. 
Bolt range is '/4" to 1'/.". 


Use form below to get FREE copy 
of "Pipe Master” Catalog No. 24-A. 


MAIL THIS 


THE OSTER MANUFACTURING CO. 


2028 EAST 61st STREET 
CLEVELAND 3, OHIO, U.S.A. 
Send FREE Catalog “LIST NO. 24-A" which 








| describes the No. 502 "PIPE MASTER" | 
| Portable Threading Machine. | 
| ! 
i | nnn | 
| | 
FCI a eeernseseceeerensscoersesnninsecenensvesveteneneeveee | 
| | 
| Street | 
| | 
| City State | 
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above the 1939 level. By contrast, the 
average price level of all building ma- 
terials has climbed only 125 per cent 
since 1939. Most lumber goes into 
houses. After beginning 1948 steeply 
above the 1947 level, new house “starts” 
suddenly slumped to equality with 1947 
in August. They dipped below 1947 in 
September. And monthly totals have 
been below year-ago volume ever since. 
Before 1948 ended, lumber mills in the 
big Pacific Coast production area found 
their inventories some 80 per cent above 
a year earlier and their new orders run- 
ning nearly 40 per cent below the year- 
ago level. It is no wonder that these 
trends, for months, have put a weight 
around the neck of high lumber prices. 
a * % 

1948 was good-—The U. S. De- 
partment of Commerce summarized 
1948 highlights as follows: Retail Sales: 
Following a November cecline, Decem- 
ber sales showed an increase which was 
more than seasonal, with the seasonally 
corrected index of sales rising 2 per 
cent above November. December aggre- 
gate sales of just over $13 billion were 
3 per cent above the final month of 
1947. Employment: Total employment 
in December remained high, with non- 
agricultural jobs at 52 million, a million 
higher than a year ago. Unemployment 
was still below two million, although 
layoffs in soft goods industries and 
certain consumer durable lines in- 
creased. Wholesale Prices: These con- 
tinued slowly downward in December, 
and by the end of the year had reached 
the same level as Dec. 31, 1947. The 
downturn reflected chiefly reductions in 
prices of farm and food products. In- 
dustrial , prices were practically un- 
changed in December for the fifth con. 
secutive month. Industrial Production: 
December production was slightly be- 
low the high rate of October and No- 
vember, but for the fourth quarter as 
a whole, output in both the durable and 
non-durable industries was moderately 
above the preceding quarter and the 
corresponding period of 1947. Personal 
incomes: These continued to rise 
through November when they amounted 
to $217 billion at annual rates, up $3 
billion over the third quarter average. 
The gain reflected “advances in agri- 
cultural and property income and gov- 
ernment payrolls, with private industry 
payrolls showing little change after the 
third quarter rise” 

* * * 

Freight loadings in 1948 
The Association of American Railroads 
said that 42,833,902 cars of freight were 
loaded in 1948—a 3.7 per cent drop 
from the level, perhaps due in great part 
to increased shipments by truck. The 
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Make your store 
the Headquarters for 


Family Fun 


= with 


Sout BEND Croquet! 








PARENTS 
MAGALINE 


Be the source for all equip- 
ment connected with fam- 
ily fun! Tie in South Bend Cro- 
quet with displays of outdoor 
accessories. You'll benefit from 
the increased interest in yard 
activity promoted by this popu- 
lar family game. 


SALES REPRESENTATIVES 
Eastern — Julius Levenson, 7 E. 17th St., N.Y. 
Southern — Louis Williams, Nashville, Tenn. 
Midwest— South Bend Toy Mfg., So. Bend, Ind. 


So. ay By S. W.— Anderson Sales Company, 
730 W. 10th Place, Los Angeles 15, Calif. 


No. Calif.— Standard Toy Agencies, 718 Mission, 
San Francisco, Calif. 

Denver & Pac. N. W.— Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 

SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 


| SOUTH BEND 


BOOS AGRA OST 


AMERICA’S FAMILY GAME 
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A.A.R. said last year’s freight traffic 
was 43 per cent above the pre-war peak 
in 1929, and that the volume was the 
greatest for any peacetime year except 
1947. Also, traffic in 1948 was handled 
“with an all-time record efficiency.” 
Several decreases in carloadings during 
1948 were reported; livestock, 18.1 per 
cent; less-than-carload lots of merchan- 
dise, 10.1 per cent; grain and grain 
products, 9.5 per cent; coal, 3.9 per 
cent; forest products, 2.3 per cent; and 
miscellaneous freight, 1.9 per cent. An 
increase of 4.9 per cent in the loadings 
of ore and of 0.5 per cent in coke load- 
A.A.R. President 
Faricy said that since 1939 the major 


ings was reported. 


items of cost in railroad operation— 
wages and payroll taxes and the prices 
of materials, supplies and fuel—have 
doubled. At the same time, the in- 
crease in the average revenue for haul- 
ing a ton of freight one mile has gone 
up only 28 per cent. “The railroads 
have met this disparity, in part, by in- 
creased volume of business and _in- 
creased efficiency in handling it,” he 
added. 
* * * 


Some 1948 loading records 
U. S. railroads set several records for 
freight carloadings in 1948, the Associa- 
tion of American Railroads reported. 
Some comparisons with the “boom” 
year, 1929, are startling. 


load per freight train last year was 


The average 


1,175 tons—the highest on record, and 
46 per cent above the 1929 level. The 
average freight train turned out 18,658 
net ton-miles of transportation service 
This 


was the highest on record and a 75 per 


for every hour it was on the road. 


cent increase compared with 20 years 
ago. The average load per car, includ- 
ing less-than-carload lot traffic, was 33 
tons, the highest for any peacetime year. 
This compares with an average of 26.9 
tons in 1929. Each serviceable car car- 
ried an average of 1,020 net tons of 
freight one mile each day, compared 
in 1929. 
116.8 
miles a day, a 28 per cent boost over the 
1929 level. 
in 1948 traveled an average of 47.1 


with 582 net tons average 


Freight locomotives averaged 


Each serviceable freight car 


miles a day, a 37 per cent increase over 
1929, 


* * % 


And not only in automobiles 
Representing more and more mer- 
chandise lines, sales armies are invading 
smaller towns again, to tackle the new 
“buyers” market.” A traveler returning 
from a tour of the mid-west says hotels 
in rural communities are jammed with 
men carrying sample cases. In an In- 
diana town, the hotel clerk told him 
“I’ve never seen anything like it. We're 
full up week from Monday 


every 
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ACCESSORY DISPLAY CASE 


Put it on your counter and ring up many 
profitable sales. Three each of the most 
popular accessories are dramatically dis- 
played in this dustproof, theftproof case 
which is 23” high 16” wide 12” deep and 
has easy-sliding shelves and plenty of room 
in back for literature. 

Customers see your varied, clean stock— 
make their own selections—sell them- 
selves! 

THERE'S MONEY IN 


ACCESSORIES 


This new case will attract year-around 
repeat business that means steady income 
and profits. There are 500 accessories in 
the Chicago line—the finest and largest 
line available—and made to fit all portable 
power tools. : 


HANDEE TOOL OF 1001 USES 


The choice of home craftsmen, mechanics, 
hobbyists. Speed 25,000 r.p.m. AC or DC. 
First tool of this type and today’s finest 
for work on metals, alloys, plastics, wood, 
horn, glass, etc. Grinds, drills, polishes, 
engraves, routs, sands, saws. Weighs only 
12 oz. and fits the hand- comfortably. Na- 
tionally advertised with 40 accessories in 
case for $27.50. Handee with 7 accessories 
(no case) $20.50. 


PLASTIC-CRAFT KIT 


Contains everything needed for internal 
carving and coloring of plastics. For use 
with Handee or other portable tools. Re- 
tails for $6.95. 
DEALER AIDS—Free mats, electrotypes, radle 
scripts, circulars and display material. 
Write for discounts and Special Offer on free 
Accessory Case. 

CHICAGO WHEEL & MFG. CO. 
1101 W. Monree St., Dept. HA, Chicage 7, Ill. 


Send details of Free Accessory Case plan. 


Name 


Address 








ANDROCK 





SNAP-TOOTH 


LAWN RAKES 


(Pat. No. 1621276) 


For use on lawns, golf courses; in 
parks, playgrounds, cemeteries, etc. 
Rugged, durable construction, yet 
lightweight and easy to use. Oil tem- 
pered steel teeth anchored securely 
in frame; can be “snapped” out 
easily for repair or replacement. 





\ HANDLE SUPPORT 
\ Extra heavy steel 
support holds handle 
to frame. 


\ FRAME 

\ Heavy gauge steel— 
\ for strength and 
durability. 


\ REPLACEMENT 
TEETH 

“Snap” out easily for 
\ repair or replacement. 


PACKING 

6 to corrugated 
\ shipping carton. Fully 
\ assembled. 


RIVETED BRACE 
4 heavy rivets hold 
handle support to 
frame. 


SPRING STEEL TEETH 
Oil-tempered, 
flexible—follow 
contour of ground, 








Cat. No. 501 
SNAP-TOOTH LAWN RAKE 
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ESTER, MASS., ROCKFORD, ILL 
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through Thursday night with salesmen. 
Sorry, but I can’t put you up.” The 
owner of a general store in a Missouri 
town said: “It seems like I’ve had as 
many salesmen as customers in this 
week.” A conductor on a train running 
out of Chicago declared: “Since the first 
of the year, it has been like the old 
days. About a quarter of my passengers 
are sample-toting salesmen.” 


* * ae 


Another “cost-of-living” drop 
The Bureau of Labor Statistics has 
reported a mid-December decline in 
consumer prices for the third consecu- 
tive month. Its “cost-of-living index,” 
which measures prices which Americans 
pay for their food, clothing, rents, fur- 
niture and other goods, stood at 171.4 
per cent of the 1935-39 average on Dec. 
15. This was a drop of 0.6 per cent 
from the mid-November index, and re- 
flected the general decline in consumer 
prices which began in October, led by 
food items. The current decline in con- 
sumer prices is the most persistent since 
pre-war, except for certain periods dur- 
ing the OPA era of 1943-1946. One of 
its important effects is to dampen labor 
arguments for a fourth-round wage in- 
crease, at least so far as the arguments 
are based on higher costs of living. 
However, at 171.4, the BLS index on 
Dec. 15 was still 2.6 per cent higher 
than a year ago, 29 per cent above June, 
1946, and nearly 74 per cent above the 
August, 1939, level. Substantially lower 
food prices, as in previous months, were 
again chiefly responsible for the most 
recent decline, the Bureau said. Prices 
on apparel dropped by % of one per 
cent, and fuel and _ housefurnishings 
prices declined fractionally. Rents rose 
by 0.6 per cent. That the lowering trend 
continues, is seen by the latest Labor 
Department report, that average whole- 
sale prices declined 0.3 per cent during 
the week ended Jan. 25. As of that 
date, average wholesale prices were 2.1 
per cent below late December, and 3.5 
per cent below late January, 1948. 
cd ™- * 
More freight cars available 
Class [ railroads last year put in ser- 
vice roughly five new freight cars for 
every four retired. In 1947 they retired 
about seven old cars for every six new 
ones placed in service. The Association 
of American Railroads said the roads 
placed 102,737 new cars in 1948 com- 
pared with 81,659 retirements. The pre- 
vious year they retired 71,331 and put 
in service 63,312. Further, on Jan. 1, 
1949, the Class I roads had on order 
89,437 freight cars, while, for a grand 
total, including both Class [ and all 
other railroads and private carlines, 103,- 
896 freight cars were on order on 


Jan. 1. 


TIE IN WITH Gog 
Perfection WINNERS! 


Both are 


PROFITABLE 
REPEATERS 





1. Perfection DUBL-CHEM-FACED 
(Trade Mark) 


MILK FILTER DISCS 


4 





2. Perfection SANIT-AIDS 
(Trade Mark) 

Ideal sanitary cleaners for washing milk pails, 

strainers, separators, milking machines, etc. 

also washing cows’ udders. (Pat. No. 2112963) 


NATIONALLY 
ADVERTISED 


More than 16 mil- 
lion ads this year 
to dairymen.. 
your customers! 
Stock up and 
Display them NOW! 
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ASK YOUR SUPPLIER for Perfection 

DUBL-CHEM-FACED FILTER DISCS 

and the new Perfection SANIT-AIDS 
. ». Modern sanitary cleaners 


SCHWARTZ mec. co., Two Rivers, Wis. 
AMERICA’S FOREMOST MANUFACTURER OF 
SANITARY FILTERING AIDS FOR DAIRYMEN 
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‘May “kill the goose” — The 
Interstate Commerce Commission told 
Congress that transportation “rate in- 
creases may be carried to the point 
where they are largely self-defeating.” 
It warned that “continuing and large 
advances in rates, work changes in the 
national economy which, on the whole, 
should be avoided where possible.” Rail 
freight rates rose 44 per cent between 
June 30, 1946, and last November, the 
Commission pointed out. Since then, 
they have gone up an average of 5.2 per 
cent on a temporary basis, pending the 
L.C.C.’s decision on a plea for a 13 per 
cent rate boost. The [.C.C. asserted 
that, “widespread increases in wages, 
concerning which of course we had no 
voice, and higher fuel and other supply 
costs, formed the basis for each of the 
railroads’ rate-hike petitions. Much 
must be done to increase the efficiency 
and reduce the costs of railroad oper- 
ations,” the I.C.C. report said, and the 
needed changes range from “a multi- 
tude of minor day-to-day operations” to 
“large-scale changes” calling for care- 
ful planning and substantial capital in- 
vestments. The [I.C.C. also reported 
that: Intercity truck carriers carried a 
larger volume of traffic in the past year 
than in any other period, because of a 
“high level of poduction, and presum- 
ably some new diversions of traffic from 
the railroads by reason of rate and ser- 
vice considerations.” 

* *€ & 


More on 1948 building —Home 
building in 1948 was at the second 
highest rate in history. Last year, 
“starts” were made on an estimated 
926,800 non-farm dwelling units, the 
Bureau of Labor Statistics reported. 
This was 9 per cent above the total 
for 1947, but was one per cent below 
the peak year of 1925. “Starts” in De- 
cember were 9000 below the November 
level and 2800 below those of Dec., 1947. 
The Bureau noted, however, that there 
was a sharp upswing in rental-type con- 
struction. 

* a 2 


Less overtime-better output 
Overtime cutbacks and better labor 
productivity nowadays are trimming the 
costs of some companies. A large farm 
equipment manufacturer is drastically 
reducing overtime, although still far 
behind in catching up with orders. 
“Extra cost of the overtime,” he ex- 
plains, “meant we were getting out the 
plus production at no profit.” Labor 
productivity is better in the coal fields; 
absenteeism, and old cost bugaboo, is 
down considerably. Steel workers, also, 
are reported sticking closer to their 
jobs. U.S. Steel, plagued by 396 work 
stoppages in 1943, saw this number 








Adjustable 
to fit 
all size 


Wrought-steel 


throughout. 
3/8 inch 


round bars 


No damage to 
window frame 





HAWKINS Ad 


yuan 


for “over-the-counter” sales 








Installed or removed in a jiffy with spe- 
cial key. This means safety in time of fire, 
convenience for cleaning windows. And 
it means that customers can buy in your 
store and install them themselves, because 
no tools or special equipment are needed. 


They fit any window, being adjustable 
for width through all stock sizes, and 
made in graduated heights to fit all sash 
depths. To install, merely place in win- 
dow, underneath top sash, extend until 
sides are snug, and tighten two locking 
screws with the special key. 


Bring your customers new safety and 
convenience; it'll mean new profits for 


you. Adjustable Railings 


Fit any rise and tread, 
Write for details 


through an economical 
combination of stock parts. 





HAWKINS INC. 


315 North 4th St. 


IRON CO., 


Birmingham 4, Ala. 
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OFFICE & 
BOND BOXES 


No. F92 
CASH BOX 
10'/4 x 45 x 71% 


No. F30 

OFFICE BOX 
10%, x 434 x71, 
Complete with Moldmaster 
Plastic Tray 


No. F14 

OFFICE BOX 

10x 3x 454 

Complete with Moldmaster 
Plastic Tray 


No. F10 
OFFICE BOX 
10, x 2%, x7, 
& Complete with Moldmaster 
Plastic Tray 


Sturdy world-famous fatlara 
Steelmaster home, utility, cash 
and office boxes are designed 
for long usage. 

Supplied with Wloldmacster 
glossy black phenolic plastic 
trays. 

Finished in modern Falara 


grey lustrelite. 


Sledmakler S 


wert Steel Satlea Corp. 


170 WEST 233rd STREET, NEW YORK 63, N. Y. 
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dwindle to 62 in 1947, and to only 15, 
all minor, in the first nine months of 
1948. Said an official of another big 
steel company. “During 1948, we en- 
joyed a business-like set-up with the 


union, as far as keeping men on the job 


” 
was concerned. 


* * * 


Store sales—industrial pro- 
duction—The Federal Reserve Board 
reports that industrial production de- 
clined in December, as did carloadings 
and prices. On the other hand, Decem- 
ber saw more than a seasonal increase 
in department store sales, and in con- 
struction. Department store sales for 
January also have continued above the 
levels of a year ago. The Board’s latest 


weekly report showed that sales for the | 


week ended Jan. 22 were 2 per cent 
higher than in the corresponding week 
of 1948. The December downturn in 
industrial output (to 192 per cent of the 


1935-39 average, from 195 per cent in | 
November) was due mainly to a 2 per | 


cent drop in non-durable goods, in- 
cluding cotton and paperboard. Cotton 
consumption for the year 1948 was the 


lowest since 1940. Minerals production | 
was also down 3 per cent in December, | 


chiefly because of lower coal output. 


* * * 


Stockpiling makes new “com- 


petition” —The government has ordered | 


a speedup in its $3,700 million program 
of stockpiling war materials, with the 
result that some civilian products may 
be scarcer, the Munitions 
revealed. Just what civilian goods will 
be affected by the stepped up layaway 
plan is not yet known, but it is likely 
that lead, copper and zinc may be af- 
fected. The main reason for the speedup 
was the Board’s decision to compete 


with civilians for the 68 critical items | 


needed for the U. 
viously, the Board had tried not to buy 
materials badly needed for civilian re- 
conversion. But stockpiling officials be- 
that 
increased 


lieve, reconversion 
that its 
“will not hurt much.” They make clear 


that the increased buying is not due to 


now 
reserve purchases 


any threat of war soon. By July, 1950, | 


the stockpile is planned to top 60 per 
cent of its desired final mark, and the 
program should be completed by mid- 
1952, one year longer than originally 
planned, a Munitions Board spokesman 
says. 

* a ~ 


Co-ordinating national “stan- 
dards” — U. S. industry is making 
progress in its long search for “stan- 
dards.” 
petition, business is turning to standards 
—which mean more uni- 
formity—as never before to help cut 
costs and increase output. The field is 


sometimes 


Board has | 


S. war chest. Pre- | 


is over, | 


In these days of reviving com- | 








> U.S. Patent number 
2457032, covering the use 
of magnetic cutlery displays, has 
been granted to the makers 
of Robeson Shur-Edge cutlery. 








PROTECTION OF THIS 
PATENT WILL BE 
RIGIDLY ENFORCED 


Information concerning the 

| licensing of retailers for use of 

these displays is available 
on request to 


ROBESON CUTLERY CO., INC. 
PERRY, NEW YORK 














There’s only ONE 


READY PATCH 


MORE AND more dealers are 


finding READY PATCH the logical 
answer to the demand for a ready- 
mixed, easy-to-use patching com- 
position in paste form. 


If you sell patching plasters you 
understand the popularity and 
need for this distinctive product. 








Manufactured by 


M & H LABORATORIES 


2703 ARCHER AVENUE 
CHICAGO 8, ILL. 
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No. 1 in a Series 


PITTSBURGH'S Big Value Line 
Gives Dealers Faster Turnover! 


Painting... Pittsburgh’s famous line of Gold Stripe 
bristle brushes, Neoceta and Bristle-Neoceta gives 
dealers a reliable source of supply, for it includes a 
brush for every purpose. It’s the biggest value in the 
industry—and value makes satisfied customers, repeat 
buyers! 


Maintenance . . . Quality pays off on Pittsburgh’s 
“Lightning Line” of Sweeps, Dusters and Scrubs, too! 
Rugged construction, tough, sturdy, and uniform 
quality. They set a new standard for staple-set brushes. 


All this means more sales and profits for you. Call 
the “Pittsburgh” Branch located near you. Or write 
PITTSBURGH PLATE GLASS COMPANY, BRUSH DIVISION, 
BALTIMORE 29, MARYLAND. 


PITTSBURGH 


L [eit your Crush $C. 


PLATE 











What river 

produced the 

first paint 
orush? 


6 


The first paint brushes were made from 
reeds which grew profusely along the 
banks of the Nile. Early Egyptians cut 
and shredded these reed ends into fibers. 
Similar brushes were made from the 
stems of palm leaves. Remains of such 
brushes are still to be seen in the British Museum. 
Today, on the Chesapeake, “Pittsburgh” produces 
a new brush-making material— Neoceta—and 
makes it into fine brushes that are sold all over the 
world. 

In PITTSBURGH BRUSHES you have the ultimate in 
brush-making skill . . . and in Pittsburgh you have 
a name on which you can depend! 


Staple-Set Brushes, too! 





~— 











SWEEPS, DUSTERS 


and SCRUBS 





GLASS COMPANY 








the Magor simplified line 
of shovels, scoops and 
spades. Magor meets user 
requirements for durability, 
“dig-ability” and easy 
handling — characteristics 
that keep old customers 
coming back again and 
again. Stock the Magor 
simplified line. 










FOR: 
DURABILITY 
“DIG-ABILITY” 


CUSTOMER 
SATISFACTION 


There’s no dead wood in 











Feature: 
MASTER 
POWER 
DIGWELL 
ARROW 
BULL'S EYE 
GOLD TARGET 


@ 4672 
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50 CHURCH ST., NEW YORK 7,N.Y. 





MAGOR 


CAR CORPORATION 
SHOVEL DIVISION 



















| 
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as varied as enterprise. How much 
stress should nylon stockings be able to 
stand before they tear? Will you get 
the same thing if you buy a muffin pan 
in Oklahoma and another in Vermont? 
How much gin should be in a “jigger”? 
Will voltmeters made by one manufac- 
turer fit a panel switchboard made by 
another? “Standards” actually covers 
a wide range of meanings. One set may 
define terms, another may seek inter- 
changeability of parts and_ supplies. 
Still another type of standards has to do 
with construction or performance speci- 
fications for various products and ma- 


terials. Or standards may concern 
methods of testing, operating and 
safety rules, or simplification of types, 
sizes, grades and colors. Industrial 


trade associations now have 336 projects 
involving establishment of new stan- 
pending before the American 
Standards Association, which operates 
as a kind of clearing house for both 
industrial and consumer groups. The 
National Bureau of Standards in Wash- 
ington, federal arbiter in the field, also 
is carrying a record peacetime 
amount of investigation for the benefit 


dards 


out 
of industry. For instance, cooks have 
been spoiling food because the “table- 
spoon” mentioned in their recipe held 
a different amount of salt than the one 
they owned. Measuring spoons pur- 
chased in one city varied as much as 40 
per cent in the amount they would hold. 
This situation led to a recent request to 
the American Standards Association for 
a standard of “dimensions, tolerances 
and terminology for cooking and baking 
utensils.” Besides standardizing mea- 
suring equipment, the same project will 
attempt to iron out kitchenware. When 
a standard is finally approved, articles 
like teakettles and saucepans will have 
to have certain minimum characteristics 
to qualify for the name. And customers 
will have a better idea of what they are 
getting when ordering kitchenware. 
Several projects of interest to the build- 
ing industry are under study at the 
American Standards Association. Some 
are aimed at standardizing materials 
like pipe. Other concern “dimensional 
coordination” —arranging the dimen- 
sions of buildings to reduce time-con- 
suming “cut and try” methods of con- 


struction. 
7 * * 


What makes high prices? — 
The American Management Association 
has been looking into the problem of 
rising costs, by a survey of 1,000 U. S. 
that 
there 


companies. It found business 


executives believe are eight 
major “stumbling blocks” which com- 
plicate the task of lowering costs and 
increasing output and quality. These 


eight problems, the A.M.A. survey dis- 


ARMSTRONG 





DROP FORGED 


clamps 


For ‘‘C’’ 





Clamps that never 
spread, that never spring or 
loosen . . . for unequalled 
stiffness, strength, and holding 


power . . for years of de- 
pendable service, for the finest 
clamps made, specify ARM- 
STRONG ‘‘C’’ Clamps. ARM- 


STRONG ‘‘C’’ Clamps in de- 
sign, steels, heat treating, and 
aecuraey of machining are high 
quality tools. Serews are of 
special analysis steel with 
close fitting thread, hardened 
points or free-action swivel. 
They are handier and abso- 
lutely dependable. Internation- 
ally known, widely 
and continuously ad- 
vertised. ARM- 
STRONG vay? 
Clamps attract cus- 
tomers and build re- 
peat business. Write 
for catalog and ask 
about our spectal 
“o'' Clamp display 
board. 


ARMSTRONG BROS. TOOL CO. 


Chicago 30, U. S. A. 











5214 W. Armstrong Ave. 


EASTERN WAREHOUSE AND SALES: 
199 Lafayette St., New York 12, N. Y. 


PACIFIG WHSE. & SALES OFFICE: 
1275 Mission St., San Franciseo 3, Callf. 


Mol 











HUILOERS SPECIALTIES 


LEAD EXPANSION 
ANCHORS 


Will anchor in’ concrete—stone—marble—tile 
—slate and other solid materials—easily in- 
stalled—rigid holding power—order now for 
immediate delivery. : 


SOLIDLY 
ANCHORS 


¢ SMALL 
MACHINERY 


e ELECTRICAL 
FIXTURES 


¢ PLUMBING 
EQUIPMENT 


e SHELVING 








Send for the complete catalog on 
Paine fastening and hanging devices 


THE PAINE COMPANY 


2963 CARROLL AVE., CHICAGO 12, ILL. 





Serets |) 4/143) 
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closed, are: (1) Insufficient employee 
interest in increased production; (2) 
Inability to meet customer deliveries 
because of uncertainty of deliveries 
from suppliers; (3) Maintenance in- 
efficiency, causing time lost for repairs; 
(4) Less than maximum effectiveness in 
physical handling of materials in the 
manufacturing process; (5) Inade- 
quate leadership by foremen and super- 
visors; (6) Lack of sufficiently close 
coordination between production engi- 
neering and sales; (7) Inadequate in- 
ventory controls in scheduling full use 
of equipment for plants producing a 
wide variety of products; and (8) In- 
terruptions of production where designs 
change rapidly. 
ae * ok 
Farm price index unchanged 
-The levels of prices that farmers re- 
ceived for their products, and of prices 
they pay for the goods they need, 
showed no change during the month 
ended Jan. 15. The Bureau of Agricul- 
tural Economics reported that its index 
of farm prices received stood at 268 at 
the middle of January. This was 13 per 
cent below the record high reached in 
January last year. During the same 
period, B.A.E. said, the “prices-paid” 
index also failed to change, remaining 
at 248 on Jan. 15. While prices paid 
for cost of living items declined four 
points, this drop was offset by increases 
in interest and taxes payable on farm 
real estate. 
ok ak a 
Labor-saving on farms — 
Labor-saving farm machines are posing 
many problems for the government’s 
program of supporting farm prices. 
Farmers will send more tractors, com- 
bines, and corn pickers across U. S. 
fields in 1949 than ever before in his- 
tory. This mechanical revolution has 
multiplied this nation’s ability to feed 
itself and many hungry mouths around 
the world. After World War I, the 
average farm dweller was able to grow 
enough food and fibre for three-and-a- 
half people. Today, he’s producing 
enough to feed and clothe around six 
people. Now, with demand slipping 
from war and post-war peaks, rural 
mechanization is also raising the spectre 
of overproduction. The government is 
committed to buy most major farm crops 
which the grower can’t sell elsewhere 
for a “fair” price. The new Congress 
soon must decide whether to cut down 
the minimum support prices for farm- 
ers or to order crop quotas to keep 
growers from swamping federal support 
in a sea of surpluses. Also, more ma- 
chines to do farm work are driving lads 
off the land and making big farms out 
of little ones. Although there has been 
some return to the farm since the war, 








$5.07 saved a contract 
eee-and a man’s business 


“oy 





i 
Special switches were needed to complete an electrical instrument contract. 
Late delivery of finished items would kill chances of future orders and lay off men. 
Switches were 1100 miles away, but Air Express delivered the 15-lb. package 
at 3 a.m. — 8 hours after pick-up. Cost, only $5.07. Air Express now used 
regularly. Keeps down inventory, improves customer service by early delivery. 





i a 
World's finest Scheduled Airline fleet 
carries Air Express. 24-hour service — 
speeds up to 5 miles a minute. Direct to 
over 1000 airport cities; air-rail for 
22,000 off-airline offices. 


Low as $5.07 was, remember Air Ex- 
press rate included door-to-door service, 
receipt for shipment and more protec- 
tion. It’s the world’s fastest shipping ser- 
vice that every business uses with profit. 


FACTS on low Air Express rates: 


17-lb. carton of hearing aids goes 900 miles for $4.70. 

12 lbs. of table delicacies goes 600 miles for $2.53. 

(Same day delivery in both cases if you ship early.) 

Only Air Express gives you all these advantages: Special pick-up and 

delivery at no extra cost. You get a receipt for every shipment and delivery is 

proved by signature of consignee. One-carrier responsibility. Assured 
rotection, too—valuation coverage up to $50 without extra charge. 

ctically no limitation on size or weight. For fast shipping action, 

hone Air Express Division, Railway Express Agency. And specify 
‘Air Express delivery”’ on orders. 








Rates include special pick-up and delivery 
door to door in principal towns and cities 





AIR EXPRESS, A SERVICE OF sane aes aneeny AND THE 
SCHEDULED AIRLINES of THE u.s. 
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HAMMERED SILVER-GRAY FINISH J 


HEAVY GAUGE STEEL 





The boxes are made with flat key locks 
or with combination locks, operated on 


a 


3 digit combination. Individually boxed, 


and packed 12 of a style in a shipping 
carton. F.O.B. Chicago List Prices. 


No. 923, Key lock 


Styles Without Interior Tray 
List price $2.55 


No. 923CL, Combination lock 3.85 
Styles With 6 Compartment 
Interior Tray 
No. 1923, Key lock $3.95 
No. 1923CL, Combination lock 5.25 


Prices Slightly Higher in areas other than Chicago 
F.O. 


. point. 
i 
Export Representatives 1 
FRAZAR & CO., r. =e ST. 1 
NEW YORK > ae ee 1 
Cable Address “FRAZAR™ New York ; 


Watch for additional numbers to be announced. 


ee CAN COMPANY 


415 West 19th Street 


CHICACO 
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the. trend of farm population is still 
downward. In 1932 there were nearly 
32 million folk on farms; by 1940 this 
was down to a little over 30 million, and 
today it is figured around 27,500,000. 
There are 10 per cent fewer farms in 
the country than in 1920, but 
many more of the bigger (1,000 acres 
or more) holdings. Farm mechanization 
has meant for this nation not only larger 
food and fibre supplies, but also greater 
If 1820 
used, it 


today 


labor availability for industry. 


farm techniques had _ been 
would have required an estimated 132 
nation’s population to 


produce the mammoth 1948 farm crop. 


million of the 
Even under farm conditions of 1929, 
nearly 55 million would have to be on 
farms today to get current production, 
instead of the 27.5 million actual farm 


population. 
* * & 


“Individual incomes” high 
Individual incomes ran at a record an- 
nual rate of $216,700 million in Novem- 
ber, the Commerce Department re- 
About half the November in- 


(1,100 million) the Department 


ported. 
crease 
said, took place in farmers’ income. 
This went up as the volume of livestock 
marketings rose during a season when 
it usually is falling. Upturns in govern- 
ment payrolls, and in dividends and 


interest, accounted for the rest of the 
gain. 


Three Sound Principles 


i we are to meet the challenge 
of our time, if we are to 
strengthen our freedoms and ob- 
tain the greatest possible number 
of jobs freely offered and freely 
held, says the Committee for Eco- 
nomic Development, we must be 
guided by the following principles: 

1. We must begin where we 
are, with what we have, in order 
to make the most of what we pos- 
sess in resources, in institutions, 
and in “know-how.” 

2. We must accept free enter- 
prise as our economic way of life. 
We must discover its shortcomings 
and find ways to correct them. We 
must not dissipate our energies in 
fruitless lip-service or superficial 
criticism, or worse still, in self- 
serving action which undermines 
the system. All of us—in govern- 
ment, agriculture, labor and busi- 
ness—must work positively and 
aggressively to make our free en- 
terprise system function with maxi- 
mum effectiveness. 

3. All elements of our society 








for 
DEPENDABILITY 


Dependability sells ladders . . . and 
Famous ladders have those construc- 
tion features which 
assure strength and 
safety. Sell your 
customers on the 
seasoned woods, 
strong steel braces 
and hinges, smooth 
clean finishes of 
Famous ladders. 
Write for catalog 
and prices. 





LADDERS 


A size, style and type 
for every job. 


IRONING TABLES 


A complete line, quality built, 
at a selling price. 


Leaders in Quality Woodenware over 47 years. 


GOSHEN CHURN & LADDER INC. 
GOSHEN, INDIANA 











‘STORM 
SASH 
ADJUSTER 


Open Storm Windows 
with One Hand 
to Any Desired Degree 


Holds sash firmly in strong winds, 
either open or closed . . . locks se- 
curely . .. remains silent for its 
lifetime. Strong angle formed arms 
are of zinc plated steel, bakelite 
washers. Includes right and left 
arm, pull and screws. Approximate 
retail 60c per set. 


Display Modeis for Dealers 


LH Ask your Jobber 


BRASS WORKS INC 







"250 EAST FIFTH STREET 
ST. PAUL 1, MINNESOTA 
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and government, representing the 

people as a whole, have responsi- g 
LT bilities which they must recognize Expense 

and discharge. 


vane wien ~ pers puyers / y 
ILITY Send Profits Up Make shore yERHOT line J 


ALES of explosives at Roussell with xh € 


> construc- Hardware, Dubuque, Iowa, 
not only send stumps into the air 
and topple cliffs for road building 
crews, but also send profits sky- 
ward for the firm. 

This store sells explosives to 
farmers, contractors and road 
crews. A very small supply of 
explosives is carried legally at the 
store, a much greater amount is 
stored, but in a large magazine out 
in the country. When sales are 
made to customers Mr. Roussell 





e usually drives to the country mag- 
azine with the purchaser and loads 
3LES his truck from that point. 
built, . 
Builds Store Traffic 
er 47 years, “The sale of explosives helps to 
YER INC. build our store traffic in addition 


to being profitable,” says Mr. 
Roussell. “Farmers, contractors 
sive and road officials have many needs Advertisin 
in tools and power items and they 9. 
also buy quite a number of these 
supplies at our store.” 

The person who wants explo- 
sives learns that Roussell Hard- 
ware carries a good stock, because 











Everhot gives you a widely diversified assortment of the appliances 
: required daily in all hom >$ » ; curi 

dt cmiedh enmaneee elmale- _ : y i from the most modest to the most luxurious. 

a ane ‘ a : 

linn to that eflect and from the v00- } ; opper may not always find what she is looking for, but in the 

ili: it ttn ie verhot line she always finds something she wants. 


store also carries a large sign read- 
+ “ 4 ” 
ing “Explosives” under the store 
sign which projects over the side- 
walk. 

Sales on explosives run from a 






































teh ‘ Everhot Roaster-oven Everhat ‘ 
minimum of about $10 to a high rina Ratt Sys erhot Fan and Heater | Everhot Air Flo Heater 
f ? 1 & . espe the on staples | The outstanding room |] A heater for room heating 
é - = n e appliance trade. | hea fc y re d vith Comfitrol cooling i a yp Smart 
0 approximately $1,500. Highway Many patented <idinchog nage hn Gieulaling os Dual ay a proce 2 pg 
departments and contractors often self-selling features. radiant heat as desired compact beautiful unit efficient, Sells on sight 
jree purchase sizable amounts for their " — 
aie extensive operations so they will a. . 
‘ at . 
lien wins not have to delay construction 
for its projects. 
2d arms Because not all hardware stores Everhot Timer Clock Everhot Electric Blanket Everhot Roasterette 
bakelite make an attempt to get explosives Useful with roasters, heat~- | Finest quality, full size. | Cooks a complete meal and Everhot Rangette 
nd left s ers, radios, coffee-makers, | Big intrinsic worth in a [ goes to the table where it | Does everything that can 
, volume on this scale. Mr. Roussell electric lights and othe? | new appliance item of wide [functions as a serving | be done on a kitchen 
»ximate . ? appliances, All electrie | appeal and utility. Zipper utensil. A year ‘round | range. The only cooking 
finds that this department of his movement, Plastic Bag, no added cost, [item unit in thousands of home 
entnse Sohege Sis Gite sesmaet THE SWARTZBAUGH MFG. COMPANY 
~~ with numerous large scale buyers 
th TOLEDO 6, OHIO - ESTABLISHED IN 1884 
bber roughout the entire area. Such 
contacts have proved remarkably 
nm beneficial to other departments of 
INNESOTA his hardware store as well. 
J 
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Packaged attractively for easy 
display and handling, JOHN- ’ 
SON XLO Music Spring Wire \\ ' “gq | 
is a handy hardware item. : j 4 | 
The Wire of a Thousand Uses 4 \ wi, $ | 

j “ | 


comes to you in '/4 Ib., '/2 Ib., 





and 1 Ib. units. JOHNSON 
will help you to specify the 
popular wire size in the hard- ee td) aii ; | 
ware trade. 


nearest JOHNSON office for 


Contact your 


immediate action. SP Mgthet in see | 
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This new CC Expansive Bit with its specially engineered 
cutting blade sets a new standard of accurate, fast, clean, 
smooth cutting in hard or soft wood. 


FULLY GUARANTEED 
CUTS EASIER. Simplified design; tilted blade; no center lip. 
CHROME VANADIUM STEEL BLADES. Holds sharp cutting 
edge longer. 
ALL CHROMED BODY. No rust: looks better; lasts longer. 
QUICK, ACCURATE ADJUSTMENT. Positive lock; no blade 
slippage. 
SELF-CLEARING LEAD SCREW. Constant feed; no loading. 
























CC EXPANSIVE BIT SPECIFICATIONS 
MODEL OR LENGTH [EXPANSION RETAIL 
PART NO. OVERALL CAPACITY PRICE 
7% a" to 
: 250 | $q. shank 1%" + 69 
Short Blade "”" to 
250-5 1" ” 
long Blade %" to 
250-L "4" i 
8%" %" to 
MADE BY THE MANUFACTURERS i 251 | 3q. shank 3” 1.89 
OF CLARK CUTTING TOOLS Short Blade A” to 
r 65 
___ 251-5 1% 
Long Blade 1"”" to 
251-L 3” 











BEVERLY HILLS, CALIF, 


These Ideas Brought 
Customers to Towns 
And Stores 


(Continued from page 121) 


ments and, at the same time, in- 
specting the actual improvements 
in farming and soil conservation, 
attracted more than 2,000 farmers 
and stockmen to Enid, Okla., re- 
cently. The event was put on by 
the Enid Chamber of Commerce 
and a free lunch was served to all 
attending the meetings. Many mer- 
chants reported that farm trade 
during the conference day was 
very brisk. 
* * * 


Venetian Festival 


The community located on or 
near a lake naturally has opportu- 
nity to hold a water carnival, and 
so it is that merchants of Lake 
Geneva, Wis., put on an annual 
Venetian Festival which is known 
throughout the Middle West. 
Known nationally as a_million- 
aires’ resort haven, Lake Geneva 
also shares honors with nearby 
Williams Bay Yerkes Observatory. 

These two attractions bring 
thousands of people into Lake 
Geneva each year, and the Vene- 
tian Festival is the climax to the 
summer season. The highlight of 
the affair is the beautiful parade 
of floats representing various 
marine figures which enters Gene- 
va Bay and floats majestically 
down the long waterfont which 
skirts the downtown district. 


They Don't Forget Courtesy 


An annual Courtesy Week is 
staged each spring by merchants 
at Schenectady, N. Y., and it serves 
the purpose of reminding every- 
one that the small courtesies sweet- 
en life and also help to grease the 
wheels of business. Newspapers 
give Courtesy Week considerable 
publicity, banners advertising the 
Week are strung across the street, 
and salesclerks try to outdo others 
in being courteous. Much of the 
courtesy attitude generated by the 
Week 


months. 


carries over for several 


* * * 
Howdy Neighbor! 
When a big river like the Arkan- 
sas separates two towns and there 
is no bridge, communications and 
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trade suffer. Therefore, at the re- 
cent opening of a new bridge 
across the Arkansas river, the Sal- 
lisaw, Okla., Chamber of Com- 
merce sponsored a Bar-B-Q get 
together for folks on both side of 
the river. The tri-county bridge 
was an occasion for the meeting of 
residents of three counties, and the 
folks liked it. The entertainment 
and get-together were pitched 
along the good neighbor lines to 
show residents across the river 
what good folks live at Sallisaw 
and neighboring territory. Free 
sandwiches and coffee as well as 
entertainment were provided. 


* * * 


Azalea Festival 


Beautiful flowers always attract 
people. Their colorful, fragile 
beauty is often beyond descrip- 
tion, with only the eye and nose 
being able to appreciate their full 
loveliness. 

Charleston, S. C., stages an an- 
nual azalea festival each year, at 
which time thousands of visitors 
can come and view practically 
every worthwhile azalea garden in 
the city and also participate in a 
parade, attend a special dance and 
shop in the various stores. Cham- 
ber of Commerce officials say that 
the beauty of the azalea flowers 
brings back visitors year after 
year. The festival was suspended 
during the war years, but was re- 
sumed last year, much to the de- 
light of azalea lovers. 


Indian Costumes 


What red blooded American 
boy from six to 12 wouldn’t give 
his best marble collection and 
other valuables to possess a real 
Indian suit? Well, the Chamber 
of Commerce of Cheyenne, Wyo., 
recently spent about $2,000 for 
the purchase of a number of au- 
thentic Indian costumes which can 
be used for its annual Frontier 
Days celebration, and which can 
also serve an educational purpose 
in the local historical museum. 
Now children and visitors who 
want to view real Indian costumes 
can see them at first hand. 

7 * * 


Farm Inspection Trips 


The progressive farmer is al- 
ways anxious to visit other farms 
where he can observe improved 
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wm onona: Coyner Calf feeder pail 


POPULAR WITH DAIRYMEN 


Dairy farmers are quick to buy 
Coyner Calf Feeder Pails—the 
easier and better way to raise 
calves. A genuine improvement 
over open-pail feeding, appreciated 
by dairy farmers. 

Selling features include very 
sturdy construction, a heavy bracket 
to hold the pail on the stall, and 
a life-like rubber nipple. 

The fast-selling Coyner Pail is 
now in good supply. Order today, 
and be ready for the spring calving 
season. Write for prices. 





AR M O UR Animal Feed Department * Union Stock Yards + Chicago 9, Illinois 





AND COMPANY 





Why Not? Have,your PERSONAL ACCIDENT 
Y Not? and HEALTH INSURANCE with... 


EASTERN 
COMMERCIAL TRAVELERS 


Mutual Association © Direct Purchase 
No Branch Offices 
Massachusetts Company, Incorporated 1894 


Hospital Confinement Not Necessary to Receive Benefits 
ACCIDENT POLICY PAYS SICKNESS POLICY PAYS 
$5,000.00—$10,000.00 $25.00—$50.00 $25.00 PER WEEK $10.00 PER WEEK 
FOR ACCIDENTAL FOR WEEKLY FOR CONFINING FOR NON-CONFINING 
DEATH DISABILITY SICKNESS SI 8 
Estimated Annual Cost $15 Estimated Annual Cost $24 


MORE THAN 50 YEARS OF UNFAILING SERVICE 
Provides protection 24 hours a day when traveling, while at 
work, around the home or on vacation 
NO POLICY CANCELLED OR RATES INCREASED OR ANY 
BENEFITS REDUCED ON ACCOUNT OF ADVANCED AGE! 




















SEND THE ' John S. Whittemore, Sec-Treas. 
| Eastern Commercial Travelers 
“Bat | 80 Federal St., Boston 
T o Without obligation, please send complete information and 








—> | application for membership to 











DUBIN ovecce<-<<++s0<ececcceeceeese cosesesoesssnsoovenessonscnsseneossoossssseunoosssouesscorenescorenssoseeesecesee 
: Address.. - 
' 
5 NT 7 
! HA-49 (No Solicitors Will Call 
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rw ALUMICAST eal 


Customers 





of every kind seek 
quality and permanence 
when they buy the 


products you offer. The 
Alumicast Letter Boxes 
and Garden ‘Trowels 
have these qualities. 
Suggest them to your 
customers. 


ALUMICAST CORP. 


1515 N. KILPATRICK AVE., CHICAGO 51 


LO Ask your Jobber for all the facts ,, 














“WRIST ACTION’ CORD SET 


Wireless swivel plug | 
turns, bends, swings, Aa 

spins — eliminates all 

cord wear, 95% g 

eof all cord 

troubles. Exclu- 


sive, patented de- 
sign. A_ proven 
seller. 


Attractive 
display card free. 


saree 


Finest quality cord and recepta- 

cles, including new flush range 
receptacle. Underwriter's Ap- | 
proved. 220 volt, 50 amperes. | 
Eliminates costly electrical work 

in connecting ranges. 


your jobber or write direct 
for full details and prices. | 


DAVIS Mfg. Company 
PLANO 1, ILLINOIS 
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feeding, dairying and other prac- 
tices. At Guthrie, Okla., the busi- 
ness men through their chamber 
of commerce make it possible for 
such farmers to visit modern 
farms. They organize farm tours 
and make all arrangements. 

One tour for interested dairy 
breeders and students included the 
dairy bull herd and barns of the 
Enid Dairy Breeding organization. 
The program also included inspec- 
tion of the laboratory facilities 
and annual activities schedule. 

* * * 


Honor Farm Women 


Many business men’s banquets 
have farmers as guests, but at St. 
Charles, Ill., the process is a little 
different. The merchants serve a 
free dinner to more than 200 farm 
women during Farm Home Day, 
and the women certainly appre- 
ciate a chance to taste someone 
else’s cooking. The program for 
the day for the women also in- 
cludes a shopping tour of the city 
and visits to local industrial plants. 

* * * 


Educational Help 


When the Chamber of Com- 
merce of Broken Bow, Neb., dis- 
covered that 50 per cent of rural 
eighth grade graduates in the area 
were not enrolling in high school, 
each eighth grade graduate was 
visited and 
offered. This assistance consisted 
of board, room, part-time jobs, 
etc. This program brought many 
rural students into Broken 
High School. 


necessary assistance 


Bow 


3 x. % 


Woodlawn Week 

The election of a pretty Chrys- 
anthemum Queen was held during 
Woodlawn Week this past 
and she rode in a big parade which 
attracted thousands of people at 
Woodlawn, Ill. This community 
has many beautiful flowers and 
people come from considerable dis- 


tances to view them. 
* * * 


year, 


“Boost Belvidere" 

Almost everyone is proud of the 
town or city in which he works 
and lives, and business men espe- 
cially are anxious to increase such 
local morale. In Belvidere, IIl., 
the chamber of commerce provides 
free “Boost Belvidere” stickers for 
automobile windshields and store 
and home windows. 





WANTED 


Distributors or manufacturer 
agents calling on hardware and 
implement dealers to sell old 
line rotary type Lawn Mowers 
in Wisconsin, Michigan, Minne- 
sota, Ohio, Illinois, Kentucky, 
Tennessee and Texas. 


Write Box N-30, care of HARDWARE AGE, 
100 East 42nd St., New York 17, N. Y. 

















FOLDING CHAIRS 


M les. Upholstered & le 
Toblet yn Mae — Folding Tebles 


PROMPT 
SHIPMENT 
ADIRONDACK 
CHAIR CO. 


1142-A BROADWAY 
NEW YORK I, N.Y. 











T44 

















Gripper Clips 


Registered U. S. Pat. Offices 


Small and large 
sizes for holding 
tools, garden im- 
plements, 
kitchen utensils, 
etc. Nickel plated. 
Packed on cards 
6 doz. to a box. 
Units (2 doz. 
large and 1 doz. 
small.) Retails at 
10¢ each. Circu- 
lars on request. 





@ GIBSON GOOD TOOLS, INC. » 
Box 26B Orange, Mass., U.S.A. 

















Over a Million Sold in 1948 
ALL-METAL 


COOKIE PRESS and 
CAKE DECORATOR SET 


Nickel Steel, 8 design 
discs, 4 decorator tips. 1 
. Makes 16 different 
. noodles. Decorates 
cakes 14 pieces in deserip- 
tive box with recipes. See 
your jobber, or write er 
wire for details. 


‘GUNSHINE 


ss 
proce 
grench 


cHAM 


MADE IN U.S.A. 


ASK YOUR JGOBBER 


FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONSUMER 


TRAM TLL mL ae 
HAVERHILL MASS 











Buy Savings Bonds 
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= C LARK TRADITIONALLY 

_- 5 

m= || | Gem FLUE STOPPER AMERICAN 
as the 


BALD EAGLE 


This lock set prac- 
tically settled American frontiers because of its high-quality iron 
and is still doing yeoman service — casting which resists rust far bet 
in a thousand and one waysand ter thansteel. The ground-finish 
places. From Canada to Texas’ ed bolts and latches; the snappy 














uae it is the answer to inexpensive, long-wearing action of doubly 

FRONT adequate, and easily installed inspected parts make it the old 

. locks. For over 71 years it has American standby in Skillman’s 
Featuring: ~ long line of readily available, 






been the best 


' : . made reasonably priced hardware 
Attractive assortment of pictures lithographed on 


metal blanks permanently clenched into the face | 
of the flue stoppers. Folding wire fasteners at- 
tached to slots raised from the metal of the blank. 














Blank Shipping Weight 
Di + Fast s Per Doz. Per Gross 
#3 Ivory 8-17/64"" 6"* or 7"' 3 Ibs. 7 oz. 43 Ibs. 
#8 Ivory 9%" 7 at" 5 Ibs. 62 Ibs. 
Packing—! dozen per carton, | gross per case 
Order from Your Wholesaler, or Write Us for Reference | * PROMPT SHIPMENT 


* RIGID INSPECTION 


ROCKFORD, SKILLMAN HDW. MFGCo. 
RR a CLARK MANUFACTURING C ey ILLINOIS | © ie oo Wala one ene ine TRENTON-4 * N.J. * “Pe 





NC. » 

















S.A. 
Id in 1948 
“AL 


ESS and 
ATOR SET 


8 design 
or tips. 1 
6 differen 
Decorates | ¢@ HAND AND POWER 
in deserip- i * 
a for extra profits MOWERS — BUILT 
i, FOR SERVICE AND 
Thousands of Myers Hand oh DURABILITY — 
ICAGO 30 Pumps are sold every month “ SOLD TO DEALERS 
for use as the main water g THROUGH JOBBERS 
a supply, or as auxiliary pumps <€ GRIPTROL ! 
on electrified properties. Con- sk Ea 
sult your Myers Hand Pump E ‘2 , feature — fin 





catalog for details of these = jertip control 
and other Myers Pumps in the bo : through the 
most complete line available. 
Display your Myers Hand 
Pumps where customers can 
always see them. Then watch We) : jl 
your sales increase. a ie 2 . TRULY A 


handle grips 





The F. E. MYERS & BRO. CO. 4 as tf 3 QUALITY 
Dept. P-51 Ashland, Ohio rs | } PRODUCT 





Homko Products for Home Comfort 


WESTERN TOOL & STAMPING CO. 


2725 Second Ave. . Des Moines, lowa 
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‘i KENNADRILL 


the fastest drilling masonry 
drill ever built 


Sell to: contractors, plumbers, masons, 
electricians, plant maintenance men. 


Kennadrills are fast; far faster than 
ordinary drills. They drill clean, 
true holes up to 5 times faster, and 
last up to 100 times as long. You 
see real economy in terms of time 
savings and bit cost. One builder 
recorded a savings of $1250.00 on one 
small mill building. The sapphire- 
hard Kennametal cutting edge springs 
the cuttings out of the hole, keeps 
the drill from stalling, sticking, or 
binding. Bit sizes are 4" to 1Y,”. 
Used in rotary drills, drill presses, 
hand braces. Get your share of 
Kennadrill profits—Write for Bulle- 
tin KH—today. 

To help you sell we advertise in trade papers, 
Popular Mechanics; and supply dealer helps. 








Dealers Wanted! 






KENNAMETAL Arc catrose. Pa 













GREAT 
NECK 


Quality in 
every tool— 
at popular prices! 





=o zor => 


—=<= = 


° 


Create VOLUME SALES! 


X 


Great Neck 
tools are being 
sold to millions 
each year. Ask 
your jobber for the 
Great Neck catalog— 
key to sales oat profit- 
able prices. 


GREAT NECK SAW MERS.., Inc. 





Mineola, New York 
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Alabama Retail Hardware Assn. 
annual convention, April 25-26, at the 
Jefferson-Davis Hotel, Montgomery, Ala. 
Mrs. Euna G. Ramsey is association 
secretary-treasurer with headquarters at 
509 North 19th St., Birmingham 3. 


American Hardware Manufac- 
turers Assn., 96th semi-annual con- 
vention to be held jointly with the 58th 
annual convention of the Southern 
Wholesale Hardware Assn., April 4-7, 
at the Palm Beach Biltmore, Palm 
Beach, Fla. Dr. Arthur L. Faubel, 342 


| Madison Ave., New York City 17, is 





secretary-treasurer of the manufacturers’ 
association. T. W. McAllister, Orlando, 
Fla., is secretary of the wholesalers’ 
association. 

American Toy Fair, March 7-18, 
with temporary displays at Hotels New 
Yorker and McAlpin, New York City, 
in addition to displays at 200 Fifth 
Ave., and other permanent showrooms. 
Sponsored by Toy Manufacturers of the 
U.S.A., 200 Fifth Ave., New York City. 
H. D. Clark is secretary. 


Arkansas Retail Hdwe. and Imple- 
ment Assn., convention and_ exhibit, 
Feb. 14-16, at the Hotel Lafayette, Lit- 
tle Rock. A. W. Porter, Lafayette 
Hotel, Little Rock, is executive secre- 
tary. : 


Associated Pot and Kettle Clubs 
of America, convention, June 19-22, 
at the Santa Barbara Biltmore Hotel, 
Santa Barbara, Calif. Convention chair- 
man, George H. Slater, 712 So. Olive 
St., Los Angeles 14. 

Bicycle Institute of America, an- 
nual convention, March 28-April 1, at 
the Boca Raton Hotel, Boca Raton, 


| Fla. Association headquarters, Room 
| 1215, 10 Rockefeller Plaza, New York. 


Builders’ Hardware, Regional Con- 


ference of the National Contract Hard- 


ware Assn. and the American Society of 
Architectural Hardware Consultants, 


April 11-13, at the Arizona Biltmore 


| Hotel, Phoenix, Ariz. Victor H. Nelson, 


Foxworth-McCalla Lumber Co., Phoe- 
nix, Ariz., is chairman of the meeting. 


California Retail Hardware Assn., 


annual convention, Feb. 14-16, at San 


COMING 


CONVENTIONS 


AND 
EVENTS 





Francisco. LeRoy Smith, Room 262, 
Western Merchandise Mart, 1355 Mar- 
ket St., San Francisco, is secretary. 


Cotter & Co., dealer-owned whole- 
salers, convention and merchandise 
show, Feb. 21-22, at its office and ware- 
house, North Pier Terminal, 365 E. 
Illinois St., Chicago 11. 


Eastern Hardware Golf Associa- 
tion, 13th Annual Tournament, May 
18-20, inclusive, 1949, at Shawnee Coun- 
try Club, Shawnee-On-Delaware, Pa. 
H. L. Gilliam, Wood Shovel & Tool Co., 
30 Rockefeller Plaza, New York City is 
secretary of the association. 


Home Show, third annual Home 
Show of St. Louis, Feb. 12-20, at the 
Kiel Auditorium. Sponsored by the 
Home Builders Assn. of Greater St. 
Louis. Details available by writing to 
1624 Delmar Blvd., St. Louis, Mo. 


Illinois Retail Hardware Assn., con- 
vention and exhibit, Feb. 22-24, at The 
Hotel Sherman, Chicago. William F. 
Ewart, 1194 Merchandise Mart, Chicago, 
is association secretary. 


Indiana Retail Hardware Assn., con- 
vention and exhibit, Feb. 15-17, at In- 
dianapolis. Convention and exhibit at 
Murat Temple; hotel headquarters, Lin- 
coln Hotel. G. F. Sheely, 333 No. Penn- 
sylvania St., Indianapolis, is association 
secretary. 


Louisiana Retail Hardware Assn. 
and Mississippi Retail Hardware Assn., 
joint convention and exhibit, June 6-8, 
at the Hotel Jung, New Orleans, La. 
Secretary for both associations is David 
O. Mansfield, 226 S. State St., Rm. 16, 
Jackson, Miss. 

Marshall-Wells Associate Stores 
Congresses sponsored by the Marshall- 
Wells Co., Duluth 1, Minn., as follows: 
March 7-9, at Duluth; March 14-15, at 
Billings, Mont.; March 21-23, at Port- 
land, Ore.; March 28-29, at Spokane, 
Wash. 

Mississippi Retail Hardware Assn. 
and Louisiana Retail Hardware Assn., 
joint convention and exhibit, June 6-8, 
at the Hotel Jung, New Orleans, La. 
Secretary for both associations is David 
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“a | Waow LAWN ROLLERS 
in BRING SALES 





























2 whe 1—Easy to operate and move about—on 
- “4 their new KEYSTONE OILITE self-lubri- 
iene cating bearings. 
big 2—Easy to fill and empty—aluminum pipe 
drum plug is quickly removable. 
l., CON- 
a i 3—Operate with either water or sand as 
ibit at rie let ith h 1 , 
« ii —Drums are water-tight, with heavy stee yt 
“Nn a | whether you 
6—Rounded drum edges, plus clean face 
Assn. welding, prevent damage to turf. a complete installation, 
Assn., 7—Adjustable scraper automatically keeps | 2 : : 
1e 6-8, drums clean. insist on Hirsh Steel Uprights 
s, La. 8—Complete line of popular sizes, popularly | , , 
David vary, P : for a speedy and economical job. 
m. 16 P 
sae 9—These strongly constructed rollers have 
long had pee 9 I acceptance by home- MORE THAN 30 ADJUSTABLE STYLES TO CHOOSE FROM 
stores owners, country club green-eepers, p ark and 
rshall. cemetery superintendents, tennis courts, etc. S. A. HIRSH MANUFACTURING CO. 
llows : Every sign points to increased need this spring 3119-21 West Lake Street * Chicago 12, Illinois 
15, at for Dunham Lawn Rollers. Are you stocked to Gentlemen, Yes, I am interested in Hirsh Standard Steel 
Port- meet the demand? If not, send in your order NOW. Shelf uprights. Please send your latest catalogue and prices. 
ies For full information, discounts, literature, etc., 
‘ contact your jobber. Or, if necessary, write us. 
JG-157 
ium FIRM NAME 
Ss. 
fame | JOHN H.GRAHAM & CO., INC. fines 
. . GENERAL SALES AGENT | ppparse 
David 105 DUANE ST., NEW YORK 8,N. Y. an” ae 
ss ZONE STATE 
1949 
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Don't Forget the BIG 
"Little Things”! 


It’s easy to run out of the useful 
wire items shown above — but not 
very profitable! 

Now is the time to check your 
stock carefully, as to type and size 
range, and let us have your stock 
order. It will receive prompt atten- 
tion. 


M. S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 


BROGKS HOOKS: 





For 


BUILDERS’ 
HARDWARE 


at its best 







LOOK FOR THESE 
SALES FEATURES 


* Smart, modern designs. 

* Wear-resistant basic materials. 

* Care and precision in manufacture. 
* Smooth, friction-free actions. 

* Attractive, protective finishes. 

* Efficient labeling and packaging. 





All these features create sales for 





ALO VUC 


NATIONAL MANUFACTURING 
COMPANY 


STERLING «© ILLINOIS 


O. Mansfield, 226 S. State St., Rm. 
10, Jackson, Miss. 

Missouri Retail Hardware Assn., 
convention and exhibit, March 8-10, at 
the Jefferson Hotel, St. Louis. Louis C. 
Kreh, 1189 Arcadet Bldg., St. Louis, is 
association secretary. 

National Hardware Show, Oct. 12- 
15, Grand Central Palace, New York 
City. Frank M. Yeager is the director 
of the show. 

Nebraska Retail Hardware Assn., 
convention and exhibit, Feb. 15-17, at 
Omaha. Headquarters, Paxton Hotel; 
exhibit, Auditorium. C. A. McCoy, 325 
Insurance Bldg., Lincoln 8, is secretary. 

National Housewares and Major 
Appliance Manufacturers’ Exhibit and 
Meeting, July 11 to 15, 1949, in the 
\tlantic City Auditorium, Atlantic City, 
N. J., sponsored by the National House- 
wares Manufacturers Association. A. W. 
Buddenberg, 1402 Merchandise Mart, 
Chicago 54, IIL, is executive secretary. 

New England Hardware Dealers 
Assn., convention and exhibit, Feb. 22- 
24, at the Statler Hotel, Boston, Mass. 
Russell R. Mueller, 185 Dartmouth St., 
Soston 16, is secretary. 

New York State Retail Hardware 
Assn., convention and exhibit., Feb. 
15-17, at Buffalo. Convention headquar- 
ters at Hotel Statler; exhibit at Mu- 
nicipal Auditorium. Nicholas H. Kiley, 
509 Hills Bldg., Syracuse 2, is secre- 
tary. 

North Coast Retail Hardware Assn.., 
convention, Feb. 13-15, at Seattle, Wash. 
D. D. Stewart, 714 American Bank 
Bldg., Seattle 4, secretary. 

North Dakota Retail Hardware 
Assn., convention and exhibit, March 
22-24, at Fargo. Headquarters, Gard- 
ner Hotel; exhibit, Auditorium. Miss 
Clarine Sherwood, 24 Clifford Bldg., 
Grand Forks, is secretary. 

Northern Wholesale Hardware 
Co. annual dealer meeting will be held 
Feb. 20-22, at company headquarters, 
805 N. W. Glisan St., Portland 9, Ore. 
Thomas L. Willis, president. 


Panhandle Hardware and _ Imple- 
ment Assn., convention, Feb. 13-15, at 
Amarillo, Tex. Mrs. C. L. Thompson. 
Canyon, Tex., executive secretary. 

Pennsylvania and Atlantic Sea- 
board Hdwe. Assn., convention and 
exhibit, Feb. 28-March 3, at Baltimore. 
Hotel headquarters, Lord Baltimore; 
exhibit 5th Regiment Armory. W. 
Glenn Pearce, 400 No. Broad St., Phila- 
delphia 30, Pa., Secretarv. 

Southern California Retail Hard- 
ware Assn., convention and exhibit, Feb. 
22-24, at Long Beach. 
Wilton Hotel; exhibit, Municipal Audi- 
Kammeier, 416 W. 8th 
St.. Los Angeles 14, is secretary. 


Headquarters, 


torium. A. C. 


South Dakota Retail Hardware 
Assn., convention and exhibit, March 
15-17, at Sioux Falls, S. D. Headquar- 
ters, Cataract Hotel; exhibit, Coliseum. 
F. J. Hodoval, Ft. Pierre, secretary. 

Southern Wholesale Hardware 
Assn., 58th annual convention to br 
held jointly with the 96th semi-annual 
convention of the American Hardwar 
Manufacturers’ Assn., at the Palm 
Beach Biltmore, Palm Beach, Fla., April 
1-7. T. W. McAllister, Orlando, Fla., 
is secretary of the wholesalers associa 
tion and Dr. Arthur L. Faubel, 342 
Madison Ave., New York City 17, is 
secretary of the manufacturers’ associa 
tion. 

Tennessee Retail Hardware Assn., 
convention, Feb. 21-22, at the Hotel 
Peabody, Memphis. Morris Jones, P. O. 
Box 784, Nashville, is secretary. 

Triple Mill Supply convention, 
April 25-27, at Cleveland, Ohio. Con 
ference booth program at Cleveland 
Auditorium. Sponsoring associations 
are: American Supply & Machinery 
Manufacturers’ Assn., general manager, 
R. Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa.; National Supply & 
Machinery Distributors’ Assn., secretary- 
treasurer, Henry R. Rinehart, 505 Arch 
St., Philadelphia 6; Southern Supply & 
Machinery Distributors’ Assn., secretary- 
treasurer, E. L. Pugh, 712 Volunteer 
Bldg., Atlanta 3, Ga. 

Virginia Retail Hardware Assn., con- 
vention and exhibit, Feb. 22-24. at 
Roanoke. Headquarters, Hotel Roanoke: 
exhibit, American Legion Auditorium. 
G. T. Omohundro, Jr., Scottsville, sec- 
retary. 

Western Metal Congress and Ex- 
position, Shrine Convention Hall, Los 
Angeles, Cal., April 11-15. 

West Virginia Hardware Assn., con- 
vention and exhibit, Feb. 17-19, at the 
Hotel West Virginian, Bluefield: James 
C. Fielding, 1628 McClung St., Charles- 
ton 2, is association secretary. 


Whose Responsibility? 
AINTENANCE of high em- 
ployment is a responsibility 

shared by everybody in our econ- 
omy, declares the Committee for 
Economic Dévelopment. Separate- 
ly and jointly, job-seekers, job- 
holders, employers. labor leaders, 
local communities and the govern- 
ment. must promote the conditions 
necessary for abundant employ- 
ment. No single group or agency 
can assume sole or ultimate re- 
sponsibility for jobs in a free so- 
ciety. In discharging their several 
responsibilities all groups and in- 
dividuals are mutually _ inter: 
dependent. 
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30 MILLION BUYERS 












INSELTO-LUN,| 8 35,7" 
* ADV. in 
Soturday Evening Post 
° qf House & Garden... 
mee Sunset . . . Hoiland's 
= Ge} A LAWN,TREE PLANT Pathfinder . . . Times 
I A AMS Home Magazine. . . etc. 
*THE NEW EASY WAY e 


* ATTACH TO GARDEN HOSE 
©3-GALLON SIZE 


& SPRAYS OnLy 
SCIENTIFICALLY $ GS 
3 GALLONS of —_ 


@ INSECTICIDES 
© FUNGICIDES “TM Reg 
@ WEED KILLERS 


BUILD GARDEN 
SPRAYER SALES 


with this fast-moving .. . 
full-profit . . . low-priced 
.- « 3-gallon sprayer... 
© SAFE for Insecticides 
© SAFE for Fungicides 
* SAFE for Soluble Fertilizers 







© FERTILIZERS © SAFE for Weed Killers 
THOUSANDS OF SATISFIED USERS * NO TANK TO CARRY © SAFE... . because of: 
SD Jecah auailc Gm tie eae 2a, wane 
| ne Ae won mano Tass cu" | INSECT-O-GUN 
| LIFETIME SERVICE GUARANTEE PATENTS 


peer eaeeiodie jae —All parts exposed for thor- 

| | FREE SOUVENIR COUPON IN EACH BOX ough cleaning . . . TAKES 
—— ONLY 30 SECONDS 

| SOLD AT GARDEN SUPPLY, HARDWARE AND —No Tank . . . No pumping 

DEPT. STORES 


—Scientifically mixes and 
WRITE FOR FREE LITERATURE TO delivers 3 gallons of spray 


LIFETIME SERVICE 
GUARANTEE 











BRADSON COMPANY 


12076 Guerin Street — North Hollywood, California 





COMPARE 
INSECT-O-GUN 
LOW PRICE OF 
WITH THAT OF 

any 3-gallon sprayer 








COMPLETE SALES HELPS 


Window Posters... Newspaper mats... Leaf- 
lets... Prize Contest for Sales People... 
49’er Gold Quartz Souvenir automatically brings 
back each customer with 3 new buyers. 


ORDER THIS FULL PROFIT LINE TODAY 
from your HARDWARE OR GARDEN SUPPLY JOBBER — or write 
BRADSON COMPANY, 12076 GUERIN ST., NO. HOLLYWOOD, CALIF. 























March /th—18th 1949 
in NEW YORK CITY 








HOTEL NEW YORKER 
HOTEL McALPIN 


YO 200 FIFTH AVENUE 
Sy 


exhibits at 


1107 BROADWAY 
H@gT Ei 


D2 


and other Permanent Showrooms 


TOY MANUFACTURERS of U. 8. A., INC. 


BRESLIN 


200 Fifth Avenue 














New York 10, N. Y. 





HARDWARE AGE, FEBRUARY 10, 1949 


r Profi; 


Line for ‘49 


bp t i ’ 
NATIONAL ADVERTISING 
Rings Your Cash Register! 


yo" 





@ You want more business. GLADDING, YouR ProrFit LINE 
FOR ’49, goes all out to get it for you. Pitching with 
dominant space in all, yes all, leading sporting magazines— 
plus a power-house campaign in the SaruRDAY EVENING 
Post, TRUE and Arcosy—Gladding is snowballing the 
sales of AcTION-TESTED Fishing Lines to record totals. 
Alert Gladding dealers everywhere are siphoning off the 
sales power of these millions of advertisements. They’re 
featuring Gladding Action-Tested Fishing Lines with the 
famous U. S. Testing Company’s Award of Merit in their 
windows, and on their counters. Now’s the time to order 
GLApDING, Your Prorit LINE FoR ’49! 


B. F. GLADDING & CO., INC. 
South Otselic, New York 





WORLD FAMOUS GLADDING LINES 


CASTING LINES FLY LINES SALT WATER LINES 
Invincible Trans-Lu-Cent Donegal « Dundee 
Blue Ribbon Whip-Slik Coastal « Carney « Sligo 
Dauntless — ener =~ ed Ny- 

mber jon) « Catalina(Braided) 
ALL PURPOSE LINE Saline Beach Comber (Brald- 
Otselic ed Nylon) 


SILICONE DRESSINGS: Hy-Line » Hy-Fly @ @ « Lo-Leader 
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A 
The Marking Pencil that 
WRITES ON EVERYTHING! 


| 
Lisro’s big, thick leads make clear, On y LISTO has the patented 
easily read prices on everything in your store. “GRIP TYPE SLEEVE” 


Writes on glass, metal, plastic, paper, cellophane 
—or any other surface! You'll find merchandise This tapered metal sleeve grips the entire length 
moves faster— that you get your full price and of the lead. Prevents breakage and the leads do 
profit on ee ree LISTO pricing not fall out! Change leads instantly. Quickest, 
saves clerks’ and customers’ time, Cuts out loss- a ki elit ies dee: some 
es from costly errors at time of sale. LISTOS SE-R-SE Ss er ae Sa 
are quick and easy to use. No broken leads 

—no sharpening needed—no 

wasted stubs. America’s great 

Marking Pencil value! 


EXTRA HEAVY LEADS 
THAT DON’T BREAK 


in 6 cotors 
Z Z An EXTRA sleeve in 
Ask your jobber, stationer every box of leads! es — 
BLUE BROWN 


or paper supplier for LISTO! 
pap PP ; GREEN BLACK 
Single colors to the box 


@ 


Protection! «* “ 


— 


‘Chicago Lock Co. 


SETTER SUIET~INEIGE ANS OVE 2024 NORTH RACINE AVENUE 
CHICAGO 14, ILLINOIS 











HARDWARE AGE, FEBRUARY 10, 1949 
HARDWA 





BLACK 


No. 162 
Size 162 


HEAVY LEADS 
ON’T BREAK 


> COLORS 
YELLOW 
BROWN 
BLACK 

lors to the box 





10, 1949 





WITH NEW 


KK TOOL DISPLAYS 


yw SHIPPED WITH DISPLAYS AND 
i TOOL STOCKS IN ONE PACKAGE! 
Already proved sales builders, P & C displays are even 
better in the new KK series. Now you can order the displays 
you need and they will arrive with tool stocks in the same 
package—ready to set up in a moment and start making 
tool sales for you. Only popular, fast-moving items are 
included on these displays so you can be assured of maximum 


tool turnover and larger profits. Order your KK displays from 
your distributor today or write for complete information— 





® Plainly marked tool sizes and 
prices for customer “self service.” 
® Hardware pre-mounted— 
ready to use. 
®@ Streamlined stocks—no 
slow movers. 
@ Island mounting hardware 
available. 
® 10 boards and stocks to 
choose from. 
® Boards free, if ordered with 
tool stocks. 
® Eye-appealing new designs 
for your store. 


P&C HAND FORGED TOOL CO. 








Bob 





4805 


BOX G, MILWAUKIE P. O. PORTLAND 2, OREGON 











FINGER-TIP RELEASE 
MAKES a AN 


THE NEW KIND OF VISE PLIERS 


A NEW TOOL FOR THOUSANDS! 








GRIPSO’S REVOLUTIONIZING NEW FINGER-TIP 
RELEASE that unlocks jaws with a flick of a finger gives ‘vise 
pliers” a new meaning to thousands of craftsmen, farmers, 
factory workers, machinists, welders, carpenters and electri- HAND VISE, 
cians. NOW for the first time you offer them a vise pliers PIPE WRENCH, 
they adjust, lock tight, and use with one hand—then quickly CLAMP and NUT WRENCH. 

release with one finger. This saves time, saves knuckles. GRIPSO 

gives double-quick adjustment, too, employing both right IT WILL PAY YOU TO GO AFTER THE EXTRA SALES 
and left hand threads on adjustment screw. Add to these THIS NEW TOOL CREATES! 

features GRIPSO’s NEW-TYPE JAWS (flat upper, curved ; ; 

lower) which double resistance to slipping and side twist, Send coupon today for full information and selling plans 
and you have a NEW hand-tool, ideal for use as PLIERS, on GRIPSO, the NEWEST OF HAND TOOLS. 


id rs cnisiels cecsaapiind aiatnattnes sures aac awn TEEN aKa a bnew aasewiuwlnanciamiins Pb bbivduseransekseuavannnsewhon se MONE ainkacceanuan 








De leiinng 0 obGs heii nakseenbusd sc encase meraieeataba peters imssaeebneiduasisiasseaseatnbeidiadaciesensionvewdeewstdetadisiosa’ 





A PRODUCT OF H.R. BASFORD CO. « DEPT. B-5, 235 15th STREET + SAN FRANCISCO, CALIFORNIA 
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For Profitable 
Volume Sales 


The ROD; 
the THING 


Beat all competition with the world's finest line of Tempered Solid 
Steel Rods that retail for 95¢ to $2.95—and sturdy Reel Rods to 
retail for as little as $3.95. It's the Premax Line—known to dealers 
everywhere as the "best seller." 

Send for special bulletin illustrating 14 numbers, together with two 
quick-selling landing nets and two low-cost trolling reels. 


PREMAX PRODUCTS 


DIVISION CHISHOLM-RYDER CO., INC. 
4921 HIGHLAND AVE., NIAGARA FALLS, N. Y. 


Si iS 


THAT HIT THE BULL'S EYE! 


Ss 
peat 















att 7) 






—— > 


« 





COMPOUND 


PIPETITE-Stik . . . a@ quick, 
positive seal for — oil, acid, acids and paste. A safe, 
air, gas, gasoline, butane, fast, clean method of surface 
propane, brine, water, steam, # "preparation: No filing, sand- 


135-4 


FLUX-Stik . . . eliminates 











hydraulic oils. Easy to use; (>>, Papering or wire brushing. 
assures tight joints; with- Non-running, non-injurious. 
stands pressures to 2100 Ibs. Ideal for all metals except 
Contains no lead. aluminum. 


PIPE MENDING CEMENT 


Plumber KRAK-Stik . . . Stops leaks instantly in split soil pipes, sand 
holes, cracks; gaskets, metal vats, and containers. No surface heating 
required. Quick-acting and easy to apply, a positive seal for any 
leak. Just rub over the leak —even while liquid is running through 
pipe. An excellent caulking compound. 


Popular Fast Selling STIKS 
Well Advertised—Good Profits 


Write for Literature and Samples 


Lake Chemical Co.  ¥2:2 North Silinton st. 


Chicago 6, Illinois 








HANDY 
Shoe Last and Foot Rest 


A new item 
for home use. 
Can be used 
for both repairing and shin- 
ing shoes on a bench, chair, 
box or lap. Will fit all sizes 
of shoes. Takes up very 
little space. Finished in 
high black enamel. Made 
in one piece of unbreak- 
able malleable iron and 
guaranteed. Retails at 
a reasonable price. Also 








—) 


J1ISGVN¥VSYUENN 


The Popular STAR Heel Plates 


Always in demand and profitable for you to handle. 

Made in sizes 000 to 6. 

Order your supply 
today. 


STAR 


HEEL PLATE CO. 
tk 4«—- NEWARK, _N.J. 


— AQNVH 
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ANNOUNCING 


THE DIECO 48 
PUSH BUTTON TUBULAR 
LOCK ; 


with screwless knobs 


For a first time a lock with these sensa- 
tional advantages at such a low pricel 
Panic proof .. . practical . . . easy in- 
stallation . . . the DIECO 48 has all the 
features that will make it a best seller! 
also available the DIECO 49 and DIECO 
50 sets for passage and closet. 


WRITE FOR OUR 
COMPLETE 
HARDWARE 


CATALOGUE 
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SQUAREFORM 
STEEL BRACKET 












the new household 
word for “curtain stretcher’ 


test 


Tops in value—made of fine quality lumber, with heavy steel zinc-plated 


>w item 

sone wee hardware attached—no loose pieces to handle. Special design makes it 
7. . 

be used easy to set up or take down—its many features mean satisfaction, sales 

and shin- and profits rite for descriptive literature and discounts. 


ch, chair, 
t all sizes 
» ~ 
shed in 

I. Made | Bi anersrrcre 200 .s 1:51 [iiss ee WORLDSBEST INDUSTRIES, INC. 
unbreak- 1150 BROADWAY - NEW YORK 1, N. Y. 


iron and 
etails at 
ice. Also 


rs ||| CHAMPION | Feat 


“handle, COVERED LOOSE PIN 
SCREEN DOOR HINGES FOR YOU? 


To make sure you can fulfill your customers’ 
demand for this popular hinge we suggest you place 


MODEL 321 MODEL MODEL 
(illustrated) $7.99 221 $6.99 322 $5.99 
Prices shown ore retail. Inquire about additional low-priced promotional 
WORLDSBEST curtain stretchers. 

















@ Steady Sales 


your order now. @ Strong Traffic Builder 
Steel is still in short supply. Your order sent us e Profitable Repeat Business 
now will enable us to take care of your needs promptly, 
before the season starts. Every woodworker needs a steady supply of popular, fast-selling 


Weldwood Glue. Hobbyists, homeowners and handymen will come 
back again and again for this modern plastic bonding agent. And 
customers who come to you for Weldwood Glue will quickly make 
your store headquarters for a// their hardware needs. 





NO. SIZE FINISH 
743° 23%" Japan 
74C 234" Dull Brass 


The removal of the pat- 
ented loose pin in the at- 
tractively designed barrel 
permits a screen door to be 
taken down without remov- 
ing the screws. 


What's the best way to cash in on these three big Weldwood features? 
It's easy! Keep a carton of Weldwood Glue displayed on your counter 
at all times. Explain to every customer these six sure-fire selling points 





1. Tremendous strength 4. Spreads smoothly and evenly 
2. Bacteria and rot-proof 5. Mixes easily with cold tap water 


3. Joints made stronger 6. Stain-free and moisture 
than the wood itself resistant 
Sell Weldwood Glue for 15¢, 35¢, 65¢, and 95¢. Larger sizes, too. 
Ask your jobber for complete details and samples, or write us for 
attractive counter display (give your, jobber’s name ) 


| 
* 
; 
4 
& 
3 


Nearly all hardware jobbers 
handle some products in the 


big CHAMPION line. 








The 
HiIAWIBUAS ALU AL Om ALE 


GENEVA. OHIO 


UNITED STATES PLYWOOD CORPORATION 
Industrial Adhesives Division, Dept. 427 


55 West 44th Street, New York 18, N. Y. @. 


WELDWOOD puastic mune 


Concord TRELLISES, ARBORS, FENCES 


Fast-selling, quality spring-time 
merchandise at reasonable prices 
Write today for literature 




















CONCORD WOODWORKING COMPANY, INC. 


WEST CONCORD, MASS. 
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THE CASE OF THE 


CASEMENT 
OPERATOR 


(From GETTY File No. 4715) 












|The handiest ladder tool 


| of any standard extension 
| ladder with one easy mo- 





“An open-and-| 
shut case” 








. . remarked the Inspector, 
carefully wiping the finger 
prints off the window sill. 
“There was no reason for 
complaint here.” 

















Naturally, there’s no reason for complaint if Getty Casement 
Window Operators are used. But what of the times when 
winter's wind rattled the casements all night, when summer's 


humidity made them stick, when Junior playfully stripped , 


the teeth? Your reputation—and your dealer’s—is safe if 
you specify Getty. Getty No. 4715 Casement Operators 
are a lifetime proposition: install 'em and forget ‘em! 

@ No sticking (working parts lubricated at the factory) 

@ No binding (teeth are machined to accurately fit the worm) 

@ No rusting (channel and arm are thoroughly rust-proofed) 

@ No stripping (teeth of cold rolled steel are integral with arm) 

@ No rattling (arm button is positively locked in channel) 

@ No trouble to install 

@ No complaints from your customers 

@ AND—no effort... the same ease of operation year after year 
Getty experience in building casement operators for over 
a quarter of a century is your guarantee of expert design, 


fine workmanship, lifetime construction. Write for De- 
scriptive Literature today: 


H. S. GETTY & CO., INC. \& 


3348 N. 10th ST., PHILADELPHIA 40, PA. 
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| PROVE THE MERITS 
Safety “Teste OF THESE PRODUCTS 


*LADDER JACKS. 


Simple—easy to use—no 
unnecessary working or at- 
taching parts. Rail sus- 
pension only. Tested for 
positive safety. Made from 
VYinchby 1) 4inchbarstock. 
13 pounds to the pair. Full 
18 inch platform area. One 
pair to complete scaffold. 


$6.00 pair 


eLADDER STEPSe 


ever devised. No fasteners 
—quickly adjusted on rung 


tion. Provides a comfort- 
able platform, banishing 
leg fatigue. Tested for 
safety. Can also be used as 
a shelf for paint or tools. 


$2.89 each 


— FLOOR DISPLAYS AVAILABLE — 


TOLEDO 7 PRODUCTS 


3800 LAGRANGE STREET TOLEDO 12, OHIO 
PRESSURE 


= HARDWARE 

















WITH “GLANCE OF THE EYE” 


PACKAGING 





past selling items everybody 

wants—items that represent 
unmatched value! Super strong— 
super smooth! Precision cast for 
unexcelled impact and tensile 
strength. Handsomely finished in 
ebony, bright zinc, or cadmium, 
brass or chrome. Attractively shelf- 
packaged for fast identification. 
Write for catalog of complete line 
—ask your jobber to show you 
these money-making items. 









\\\\ ‘\\\ 


Cony HALL-WESSEL CO. 


1719 N. Second St. 7 \Ce 
Philadelphia 22, Pa. a 


= sesees- 'eeOt mann 
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Ce? 
- - e 
april 10-14 


Exhibits by manufacturers only. National 
prestige lines. Regional Show for all 
Western States buyers. Five complete 
floors. Sunday thru Thursday. Plan your 


buying trip now! 





alexandria hotel 


Managed by Los Angeles Trade Fair Inc. 
{os Angeles Chamber of Commerce + Los Angeles 15, Californie 


Made of Finest Alloy Steel 
Heavy Gauge 

Correctly Tempered to With- 
stand Heavy Factory Use 
Each Blade Attractively 
Packaged & Labeled 


RIP CROSS CUT 
& COMBINATION 


Deliveries Made 
From Stock, 
Mail & Phone 


Sell These Saws 
At 
COMPETITIVE 
PRICES and 
Make a 
GREATER PROFIT! 


Manufacturers of 
Circular Sows, Band 
Saws, H. S. Planer & 

Jointer Knives, Moulding Blanks, 
Beveled Edge Shaper Steel, Dado Sets 





















































































































LAFAYETTE SAW & KNIFE, INC. 


115 BANKER STREET SROSKATR. 22; Bit. 
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Penny Singleton 


Blondie of Screen and Radio 


HELPS YOU SELL 


Thamicfkay 


copper bottom « stainless steel 


‘eele) @''7-¥ 43 
with 
lost lare 
Vapor Seal 


# 


VAPOR SEAL” 


ar ; 
od of caoking! 


ee eocee. 


- 


CONTACT YOUR NORRIS REPRESENTATIVE TODAY 






S 

In the Leading ELLING HELps 
Home Magazines THAT 
— “America’s No. 1 SELL ! 
Housewife” through I 20" x28” 6 

: Perman, Ull-color 
attention-compel- Shown iene electric Aes <atchin 
ling ads sells your 2 a “sher dispis, 
customers on the 2 Riiow £0 Sell Th 
extra advantages bookieok Ware *Pmic 


found only in 
Thermic Ray 
Norris Ware! 


aR SC Jame 
Ull-coloe - ; ==] 
display cutounated SE hi 
q : key. "i 
4 Colorty; Price =- 


Ww 5 An =e. / 


Ppl - = 

Cook wi?! “How €, 
Ray” folder tetmic® Ss 

6 A plann <y 








Never 
Before.... 








a flashing display that attracts and sells like this one. 
The sparkling lucite will turn all eyes to your Thermic 
Ray display—the display will turn shoppers into 
buyers. Booklets, handout folders, ad mats, all combine 
to make Thermic Ray your profit leader. 


NORRIS STAMPING AND MANUFACTURING CO. 
5217 S. Boyle Avenue ® Los Angeles 11, California 









For 3-WAY PROFITS! 


Add ‘em to your fast-moving line of XCELITE 
“Combination-Detachable” Screwdrivers and 
No. 14 Nut Drivers — you'll add plenty of 
profits! Shorter, for getting in where longer 
reamers can't go! Sizes 1, 2, 3, shown, 
actual size, cover hole range from 14” to 
11/16”. Orper Now they're selling fast! 


PARK METALWARE C0., INC. 


Dept. G., Orchard Park New York 
*Originators — Not Imitators 


WZZLA Tools PREFERRED BY EXPERTS 


*First to use plastic for screwdriver handles 


















gee 





EQUIPMENT 






Send sketch of your store for 
Heller's free store plan. Ask for 
catalog 1048 illustrating largest 
complete line of store fixtures. 


W. C. HELLER & CO. 
1048 BRYANT STREET 
MONTPELIER, OHIO 


[ect Fire ns Pays for Viselg! 

















DEALERS’ 
— 






CUSTOMERS’ FIRST am / 


Superior 
Products 
Since 1876 


Jax Barrow 


WHEELBARROWS 
CONCRETE CARTS 
SALAMANDERS 


DRAG SCRAPERS 


MORTAR TUBS AND 
MIXING BOXES 





LAWN ROLLERS 
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THIS BOW RAKE BUILDS 
HAPPY CUSTOMERS & PROFITS 


No. 250 * HIGH CARBON STEEL 

; * REINFORCED BOW—STRAIGHT BACK 
List $1.70 + on SLENDER CURVED TEETH 
Write for * FULLY GUARANTEED 


Catalog GARDEX, Inc., Michigan City, Ind. 


GARDEX SotFaw 
Since GARDEX skele) a 1934 


Americas Modern Garden 





With FRICTION-GRIP “NO WOBBLE” HANDLE SOCKET 














When You Know 
The Trade-Name— 


of a certain product and want to know “Who Makes 1?” 
look in the General Directory Section of the "Who Makes [#?” 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the Item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphabetically in the same list. Keep your “Who Makes It?” 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd Si. New York 17, N. Y. 
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NEW—SCIENTIFICALLY DESIGNED 


<uasteWINDMASTER” 


BAROMETRIC 


DRAFT CONTROL! 


@ BETTER CONTROL @ EASIER INSTALLATION 
@ MORE PROFIT 





Square housing and patented angle mounted vane provides more 
uniform opening with larger effective area. Tested characteristics 
show a flat curve, assuring even, effective control—efficient 
operation at all draft values. See the test chart—it shows definite 
superiority. 


Exceptional simplicity of design and sturdy construction enable 
you to offer your customer higher quality at lower cost and 
better profit. 


Installation is exceptionally easy—ask your jobber. 


THE SKUTTLE MANUFACTURING COMPANY 









“7 YOU MAY JUST = 
AS WELL BURW IT UP <9 





Otherwise valuable papers are absolutely worthless once fire 
comes. They cannot be protected by typical Fire Insurance. 


Tell that to your customers and sell them a 


PROTECTALL SAFE 


PROTECTALL MFG. CORP. 
938 South Salina St., Syracuse, New York. 





There is profit for you and oN a 7 7 ied fei 
good service for your customers. si "7 > —o = 
Every alert business and professional man — every householder hg, th nal 


and farmer has valuable papers and possessions that are 
worth protecting. 

Nothing less than a PROTECTALL SAFE gives 

them assurance of safekeeping against fire. 
Every PROTECTALL SAFE carries the Underwriters 'C'' Labef 
—available in seven sizes, three colors and various interior 
arrangements, 


©} 
Val 


——— 
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Now! 


iNU?7, | 
mop © 


winpow Brush WEG CTR) aL 
and SQUEEGEE 


There’s a Minute Mop fast-seller to speed every house- 
hold cleaning job. Women want and BUY the popular 
Minute Dish Mop, Soap Bank, Bath Tub Brush, Win- 
dow Brush and Squeegee. Toi-La-Kleen, and the long 
famous standard size Minute Mop and Drainer, and 
also the new Jumbo Minute Mop for large floor areas. 
All made of Du-Pont Cellulose Sponge. Write or phone 
your jobber today. 


| MINUTE MOP CO. 









ie oe & 2. Pe 
CHICAGO 16 ILL. 
























AMERICA'S FASTEST SELLING 
TOOL CASE 


Here is the tool box that is the favorite 
of mechanics every- 
where. 4 tray, canti- 

lever action, finished 

in 2 tone brown 
wrinkle finish. 18” x 

10” x 13”, also in 20” 
—24” sizes. Plenty of 
room. Continuous hinge. 
Comes in 4 or 6 trays. 


SIMONSEN INDUSTRIES INC. 
1410 S$. Michigan Ave., Chicago, III. 















YOUR CUSTOMER NEEDS 


\ HEAT- TIMER 


THERMOSTATIC 
( RADIATOR AIR-VALVE . . . 
SAVES FUEL 





AUTOMATICALLY CONTROLS HEAT OF ADVERTISED 
ANY ROOM INDIVIDUALLY AT MOST NATIONALLY 
Replaces ordinary air valve. Radiator heats $495 

only when temperature drops below valve List Price 
setting and shuts off vent when setting is WRITE FOR 


again reached. Can be used in any one- 
pipe steam system. DISCOUNTS TODAY 


HEAT-TIMER CORP., Dept. HA, 160 Fifth Ave., N.Y. 10, N.Y. 
naa a a a aw as 


MOORE 


PUSH-LESS 
PICTURE HANGERS 


will safely support 10-100 








( COMFORTABLE TEMPERATURE. 








Ibs. of mirrors or pictures. 





Sell them to your cus- 
tomers with COMPLETE 
CONFIDENCE. They're 


nationally advertised. 


PUSH-PINS 


are perfect for lighter wall dec- 








orations, curtain tie-backs, etc. 


MOORE PUSH-PIN CO. Vince /900 











PHILA. 44, PENNA. 
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Get this extra profit NOW! Sell 
MILLER SAFETY HITCH-PINS 


A proven best-seller for implement men; a proven 
better hitch-pin for the farmer. Now, add the 
MILLER PIN to your hardware stock and watch 
it sell! Case-hardening, handy handle, safety 
features, yet the popular 3" size sells for only 
85¢. (5¢ higher on west coast.) Fifteen sizes 
and types. 


Ask your jobber today. Or write... 


f| MILLER PRODUCTS CO. 


713-723 CHERRY ST. DES MOINES, IOWA 
(JOBBERS: Write for full information.) 


HOLD-E-ZEE 


AUTOMATIC GRIP SCREWDRIVERS 


Hold-E-Zees do the job better, faster. 
They excel wherever screwdrivers 
are used. Gripper instantly released 
by spring action, sliding up out of 
way when not in use. Highest quality 
materials throughout. 


UPSON BROS., inc. 


65 Broad St. 
Rochester 4, N.Y. 



























ORDER 
THRU 
YOUR 
JOBBER 


BRUSHES | 


Touch-Up Bronzing 
Marking Varnishing 


Enameling Lacquering 








in 
“ boxes 


M. GRUMBAC ‘HER 


1 NEW YORE 


Send for Descriptive Folder. 









Order from your Jobber 464 WEST 34h STREET NEW YORK 











\ a x mi i 2 
BO RLNUE EL UL 
THE ADJUSTABLE CLIP 


ideal for “PARKING” |~ 
Tools, Brooms, 
Implements or any- 
thing with a handle. 
SMALL - MEDIUM - 
LARGE. 

“HOLD EVERYTHING” 


The Favorite With Home Workshop ‘’Fans”’ 
Just Ask Your Jobber 
PLATT CO., Fairfield, Conn. 


ADJUSTS IN A JIFFY 
ASTENS TO ANY WOODWORK 


ARTHUR I. 
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THE RO 


HARDV 


N! Sell — “mee 3 \v\\ l SS MASONS 
Se ie oo VE k] es 


-PINS 2=AND ALUMINUM 
MAYES GUARANTEES ACCURACY, SERVICE 
or Ne Nolch ze); ; 


a proven ASK YOUR DEALER “AND DURABILITY: eae 


yee moves Foous MAYES BROS. TOOL MANUFACTURING U0. Inc. Porr Austin MicH, 


, safety 
for only 


es COLVMBIAN VISES 


CO. 











THE BEST MADE 


% Columbian Vises 
are the standard for 
strength, workman- 
ship and depend- 
ability. Columbian 
Vises offer your cus- 
tomers the greatest 
value in_ efficient 
and economical vise 
equipment. All types 





oe eg > Aa MOST ALL SIZES ON HAND F.0.B. CHICAGO 
ae, ary \ § ° = 
THE COLUMBIAN VISE & MFG. CO. | Atlas Nail Co., Ine. 
e e | 20 N. Wacker DrivesPhone ANdover 3-3068' Chicago 6, Ill 
9017 Bessemer Ave. Cleveland 4, O. 











SUPERIOR CUTTING QUALITIES (doin w with GARDINER Solder? 


make them easy fo sell 


BROWN & SHARPE MFG. CO., Providence 1, R. I., U.S.A. 

















nna Gardiner Brand ACID 
CORE SOLDER is scientifically al- 
loyed from the purest metals, 
resulting in a precise composition 
which will give strong, lasting 
bonds. For automotive and general 
work. Comes in 1 lb. & 5 Ib. spools. 


METALS DIVISION 


AMERICAN SMELTING & REFINING COMPANY 
WHITING, INDIANA (CHICAGO) 


Ss 7 PORCELAIN 
ee UTILITY 


595 


$475 


In various colors. 22'/2°' x 
122" x 25"" high as illus- 
trated. Ideal for kitchens, 


THRU 
YOUR 
JOBBER 








ring 

































| NEW YORE 















cman 


‘ vie a 
& " 
*: ass b 5 & sf 
; a ae 4 po! gee 














: ACCESSORIES F ror “si bathrooms, etc. 
. | PRODUCTS 


« MPANY » OAKVILLE, s conntENT ro, ss 7 


NS pA ER EI 


1429 Park St., Hartford, Conn. 














TYING TWINE 





Bi speseeninereie BALER TWINE 


PLYMOUTH 


,  Crrdage Product 


THE ROPE YOU CAN TRUST BECAUSE IT 1S MMI Ed 1 i ek 
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assified Aduertising Rates 


alas 
one etc., will not be forwarded to box number 
Business Opportunities BOXED DISPLAY RATES advertisers unless accompanied by sufficient [Sales R lea RB 












































Help Wanted, Accounts Wanted Samples of Merchandise, Literature, Catalogs, 
Representatives Wanted. etc. $8.00 Per Column Inch postage Sor eomening. 
3 - HARDWARE AGE is published every other 
Set solid, maximum, 50 words....... $5.00 Thursday. Classified forms close 15 days 
Each additional word......... ad Cuts or special borders not allowed. previous to date of publication, ee Oy 
sae ¢ . NG N 
Positions Wanted oe aus te 7 2 ae ee Address your correspondence and replies to ISHING Be 
ae ye a set solid, maximum, No Agency Commission allowed on Classified Item tor 
re ee 4 ccoccccce ae Advertising. HARDWARE AGE 5 7 
ech additional word......... . REMITTANCE MUST ACCOMPANY ORDER Classified Opportunities Dept. 
Allow Seven Words for Keyed Address Send check or money order, 
or Your Address not currency or stamps. 100 East 42nd St., New York 17, N. Y. 
SALESM 
AND HEA 


Accounts an 


[_ Help Wanted __—*idys (Sales Representatives Wanted (Sales Representakives Wanted} | ciitcs ana 


mission basi: 





























liament Pro 
vy, Bi. 
NATIONALLY KNOWN PLUMBING SPE- MANUFACTURERS AGENT REQUIRED WANTED SALESMEN—NOW CONTACT- 
CIALTY DISTRIBUTING CONCERN, serv-| FOR ESTABLISHED LINE in North and| ING RETAIL AND WHOLESALE BUILD- 
ing the plumber and retail hardware markets, | South Dakota, Minnesota, Illinois, Wisconsin, | ER’S HARDWARE STORES can make $200- 
needs Experienced Men for decentralization and | Upper Michigan. Opening is immediate. Must | $400 extra per month handling new and_estab- —_————_— 
expansion program. Address Box M-647, care of | be able to adequately cover territory to increase | lished builder’s hardware line. Write: Parlyn, 
Harpwarz Acer, 100 East 42nd St., New York earnings. Give complete details. Address Box N-54, | Ltd.. 707 So. Broadway, Los Angeles 14, Calif. 
7, . %. care of Harpware Ace, 100 East 42nd St., New 
| York 17, N. Y. SALESM 
| FOLLOWI 
by establish 
— - | baseballs, g 
| SALESMEN WANTED BY OLD _ ESTAB- basketballs, 
LISHED NEW YORK WHOLESALE FIRM, — ee 
iSales Representatives Wanted | SALES REPRESENTATIVE. HARDWARE, | calling on Retail and Wholesale Hardware Trade. pee ie Bo 
| SPORTING GOODS, AND GENERAL STORE | Territory open Ohio, Indiana, Illinois, Missouri, aan | 
| ITEMS to be sold to your dealers and jobbers in | Iowa, Michigan, Minnesota, Wisconsin. _Com- East 42nd | 
| 


. a the territory now covered by you or carry as mission basis. No objection to non conflicting 
TION WanrEo oy OOO UTAE TOURER exclusive items. Sales commissions and appeal side lines. Advise territory covered and lines 
fcothafle, Gaaketballe. bacehall shoves, aad allied of items will pay liberal annual income. Write | now handling. Address Box N-63, care of Harp- 
sporting goods to “aell te eeeail "ce onal fully all details to: Sales Manager, 1430 West . Ace, 100 East 42nd St., New York 17, 
sporting goods accounts. Must have established | 29th St., Cleveland, Ohio. Barats 
following. Address Box N-45, care of HaRnwARE 
Aog, 100 East 42nd St., New York 7 a = | } 













































































| SALES REPRESENTATIVES WANTED: WANTED EXPERIENCED SALESMEN BY ' 
Nationally known manufacturer of builders hard- WEL LL ESTABLISHED LOS ANGELES open | 
SALES REPRESENTATIVES OR DIS.-| Wate has several territories open for representa- PLANT manufacturing Outside White Paint 
TRIBUTORS COVERING DEALER TRADES | tion. Experienced representatives having good | exclusively. Very low delivered price and highest 
in all States to sell Ace 14” Electric Drill Com-| following and understanding builders hardware | 44% ~ pal ne base st a go eerie SHARO 
bination (See “What’s New” in December 16th | Sales for shelf and contract work desived. Statc ae | Se 7 Pr Wht deal ae = ir pee 
Hardware Age.) Good discounts and commission, | lines now carried and territory covered. Address ie voll yard an ve ware - “= | I — 
with protected territory. Write stating type of | Box N-20, care of Harpware Ace, 100 East 42nd pam _ 100 East 42nd St “ew Vouk 
trade, territory covered and lines now handled to St., New York 17, N, 17, N 4 ee 
H,. L. Carson Co., 1627 W. Fort Street, Detroit Pais 
16, Michigan. | 
MANUFACTURER or NaATronatty|| SALESMEN WANTED FULL TIME, LIVE 
KNOWN LINE REQUIRES REPRESENTA-|]| By a long established, well rated manufac- WIRE SALESMAN WANTED S 
TIVE for established territory—Colorado, Kan- turer, of a complete line of leather DOG COL- to sell Transmission Supplies and Tools to 
sas, Missouri, Nebraska, Iowa. Must be fully LARS, HARNESSES, etc. Opportunity for ex- wholesale hardware, mill supply and auto sup- 
capable of covering area with desire to increase perienced men calling on retail hardware and ply jobbers Middle West Territory. Excellent ‘ 
already high income from territory. Give full variety stores. Protected territory; liberal com- lasting opportunity for right man. Good salary 
details first letter. Address Box N-53, care of mission. Pension Plan : ; 
ee ez AGE, 100 East 42nd St., New York Address Box N-33, sare of HARDWARE AGE Address Box N-2!, care of HARDWARE AGE . 
4 a 100 East 42nd Street. New York 17, N. 100 East 42nd Street, New York 17, N. Y. Natior 
sires : 
now c 
cea depar 
tional 
SALESMAN EXPERIENCED IN SELLING WAGON JOBBERS AND SALESMEN to 
SALES REPRESENTATIVES ca is cae ee in hendie Conmminnt ~ ee _ with o- ler sy 
A till : z ; | standing reorder recor ackaged to sell itse i 
WANTED — mom | -_ = sag | gt — A solid item to add to your line. Write today $50.00 
ory ae ete. ress qs nes cary 4 for details. Hanson-Loran Chemical Co., 5584 rect t 
Manufacturer of America’s Newest and Finest ie ck, 100 East 42nd St., New York! paramount Blvd., Long Beach, California. Subst 
Tubular Latch and Lock Sets is setting up ; snetie 
national sales organization. If you can meet —— — 5 
our requirements here is ‘‘once-in-a-lifetime’’ rane 
opportunity. We will select only men who are sired, 
ambitious and willing to work hard and at THIS LONG ESTABLISHED HIGHLY RATED SALESMEN WANTED ences 
selling this fully patented line with sensa- COMPANY offers 75 factory lines to salesmen now calling on Hardware and House Furnishing Job 
tional, easy-to-demonstrate, new features covering retail stores outside of the larger bers, Department Stores and Chain Stores to sell our Address 
_ ; : 3 . cities. Here are one hundred complete factory line of Willow Clothes Baskets, Cocoa Mats and 100 £ 
Send full information about yourself. All re- lines, and salesmen earn a good living handling pone Fishing ae os commission beste. bong 
. . . . 4 erritories open. 8 e nes now carried, ype o 
sities acuecnean so varied’ on onserttrent of lines, Write Sates ||| Satoatnt’qzie™ comrine. Ne obietion t0'nen- 
. competitive lines. 
Write Box N-43, care of HARDWARE AGE Manager, Box M-272, care of Hardware Age, Address Box N-5!, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 100 East 42nd St., New York 17, N. Y. 100 East 42nd Street, New York 17, N. Y. 
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—— ae 8s sits NS a 
— Chars pp eclion... 
logs, 
nber 
cient S j “ Wi. ; j , a W ; j ‘iz 7 
ther . . Accounts Wanted 
days 
SIDE LINE POL RSMER ; LINE OF SAND- SALES AGENCIES, SIDELINE SALES- 
3 to ING AND POLISHING DISCS AND POL-| MEN WANTED for Line of Ostrich Dusters. NATIONAL DISTRIBUTORS 
agg: fl BONNETS ~~ ae — a ard — me still open. Address Box Established—Reliable Aggressive 
€ ardware, utomotive an hain 2 
elgg PF go: os Aggy tte The Fe am - Sa ous 4 enowane AcE, 100 East 42nd St., ANCO CORPORATION Pittsburgh 22, Pa. 
Co., 1006 E. 167th St., New York 59, N. Y. | Branch Offices : 
t. New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 


Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references. 


< 
































SALESMEN: TO REPRESENT MANU 


SALESMEN CALLING ON PLUMBING| FACTURER OF NEW LINE of Crystal Hurri 
AND HEATING CONTRACTORS, Hardware | C@mes, Candelabras, Table, Boudour & Pin Up}. . _—— a 
Accounts and Building Contractors. Fast Selling Lamps_in Modern’ Styles, for the better Hard- 


Line, Top Quality Brass Items—Plumbing Spe-| Ware Stores and etc. Must be good prod .cers 
janted, cialties and Supplies. Well Established Firm. Com- | Oly. Protected territories. Write ao oe 
° enkin, 
































mission basis. Give full inf t ly. P: about yourself in first letter to H. } 
liament Products, Inc., 475 5th y oe New York | 131 S. 55th Street, Philadelphia 39, Pa. SPECIALIZED, EXPERIENCED 
‘ONTACT y, w. Y. EXPORT MERCHANTS OFFER 
> BUILD. EXPORT DISTRIBUTION 
nake $200- | | We develep and push the foreign sales of your 
and ae b | | produet, handle all diMieult paper-work, pay you cash, 
ee | | relieve you of expense and headaches. Annual turnover 
“” .. lyn, | | $1,500,000. References and details on inquiry. 
, ant, 
SALESMAN WANTED. PROMINENT NA KURT ORBAN CO., INC. 
‘ TIONAL PAINT BRUSH MANUFACTURER Exporters Purchasing Agents 
SALESMAN WITH EXTENSIVE RETAIL | HAS OPEN TERRITORIES for men now call- | | 21 West Street New Vork, W. Y. 
FOLLOWING Maine, N. H., Vt., Mass., R. ing on paint and hardware dealers, lumber yards, 
by established sporting goods manufacturer to sei department stores, industrials, etc. Sideline men 
baseballs, gloves, bats, fishing tackle, footballs, | or manufacturers’ agents considered. Good com- | 
) _ESTAB- basketballs, ice skates, skis to hardware, sportint | missions. Territory protected. Write details of | 
.E FIRM, goods stores, etc. To the right man we will turn | experience to Box M-672, care of Hanpware Ace, | 
are Trade. over established territory. Straight commission. | 100 East 42nd St., New York 17, N 4 
Missouri, Address Box N-44, care of a Acg, 100 | 
jin. Com- East 42nd St., New York 17, N. | 
a ee SOUTHEASTERN STATES 
> of Harp- | Manufacturer’s Agents. Established 1926. 





os Staff of 5 men. Cover trade 4 times yearly. 


SALESMEN WANTED TO SELL OUR | | Commission basis. Inquiries invited. 
“LEISURE LADY” ELECTRIC BROILER 




















ae — | oe fd a to Department McCUTCHEN-SIMPSON, INC. 
tores an etail Stores as many exclu 

STATE OF MICHIGAN features and is moderate in price. Excell a: oo 6088 Ht. B. Sad Avenue Siiem! 38, Plesiée 
MEN BY SALES TERRITORY portunity for men now calling on this class of 

\.NGELES ° trade. Many territories open on an _ exclusive 

ite Paint open to Builders Hardware Salesman. basis. Excellent commissions. State fully exact 

nd highest territory covered, how often, other details. No a a 
sales and Commission basis only. | — to other lines. Bixler-Miller Products 

- paint, SHARON HARDWARE MANUFACTURING CO. 0., 1354 Winston Road, South Euclid, Ohio. 

eae a SHARON, PENNSYLVANIA 

ieiliiaen MANUFACTURERS REPRESENTATIVE 











Lines Wanted for Hardware and Mill Supply 


ficcounts Wanted Companies, also Chain Stores. We contact 
ae | wholesale accounts throughout Mid-West Ter- 
| ritory consisting of Ohio, Indiana, Illinois, 
Iowa, Minnesota, Wisconsin and Michigan. 

























































| FARM IMPLEMENT AND HARDWARE Address Box N-22, care of HARDWARE AGE 
| MANUFACTURERS. Would you like to have 100 East 42nd Street, New York 17, N. Y. 
| an experienced salesman who can give you ade 
TED SALE SMEN quate and timely representation calling on all the | 
‘ools to jobbing trade in Northeastern Ohio? Write Box | 
to sup- N-48. care of Harpware Ace, 100 East 42nd St., aa 
Xcellent | New York 17, N. sal aici 
salary, } 
° 
AGE i | AGGRESSIVE, YOU NG ORGANIZATION 
A Nationally known manufacturer de- | OF TWO SALESMEN consistently cont icting all 
* | rs ( r omo' € i sup 
sires salesmen in all territories who | | wholesalers of hardware, automotive, and mil Sup, 
| . te) ( oO € order Cot e of 
en enw ot on hesiware denies and | MANUFACTURER'S SALES AGENT COV. | ee tea se ~ hg rer ite pot a caaiien, 
department stores, to sell a sensa- | ERING TENNESSEE AND ARKANSAS an | ssential merchandise. Exclusive territory only, 
: é | handle two good additional lines. Contacting | Sy commission basis. Address Box N-64, care of 
MEN to tional new underground lawn sprink- hardws anh building Saeety, Cepneenaet, and ch: ain | Harpwark Ace, 100 East 42nd St., New York 
vith out- ler system that retails for less than | | S10") TAG atts Bae *. bg a gg | 17, N. Y. 
“a oo $50.00. Only salesmen who sell di- Ace, 100 East 42nd St., New York 17, N. Y. 
‘o., 5584 rect to dealers will be considered. _—" 
” Substantial commission — exclusive 
7 territory—product in great demand. WANTED BY SOUTHERN MANUFAC 
State age, experience, territory de- MFG. REPRESENTATIVE, 16 YEARS EX-| TURERS’ AGENT—LINES to sell - Heed 
i i ; | PERIENCE, HONEST AND CAPABLE, | ware and Paint Wholesalers in Maryland, Dis- 
sired, lines now carried and refer- wishes Reliable Manufacturers Lines for the | trict of Columbia, Virginia, North and 
ences, in first reply. hardware, auto accessories, and auto parts, job- | Carolina, Georgia, Florida, Alabama, —r.~ 
ng Job bers and chains, cover the Metropolitan territory. | Tennessee, West Virginia, Kentucky and n 
sell our Address Box N-38, care of HARDWARE AGE Also wish to buy ye oo goats reliable manu- | cinnati, —. ’ Best —— one, a a 
its and 100 East 42nd Street, New York 17, N. Y. | facturing plant. Address Box N-50, care of | rience. Present annual sales 
ge _—— | Harpware Ace, 100 East 42nd St., New York a ag an < Laue Aor, 100 East 
: | 2: ee ee 42n t., New Yor' . N. 
to non- 
AGE 
Y. “ge Po ° 
(Classified Opportunities continued on page 254) 
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Clansihied Opportumitien. Section... 














| Accounts Wanted 





LINES WANTED. SMALL NORTHERN | 
INDIANA JOBBER—employing three salesmen | 
—excellent credit rating—desires additional lines 
Appliances, washing machines, stoves, refrigerators, 
garden plows, etc., that can be handled on drop 
shipment or commission basis until such time as 
our warehousing situation is improved and 


capital structure enlarged. Address Box N-6l, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 








| Positions Wanted =| 





POSITION WANTED AS SALES FIELD 
REPRESENTATIVE with Hardware Manufac- | 
turer. Wholesale and retail experience in New 
England. No manufacturers agents. Draw, ex- 
pense, bonus arrangement. Address Box N-56, 

100 East 42nd St., New 


care of Harpware AGeE, 
York 17, m. Ee 





SALESMAN, 20 YEARS EXPERIENCE 
SELLING HARDWARE, inside and _ outside, 
building hardware, power tools, etc. Located 
Southern Ohio, 35 miles East of Cincinnati, good 





health, car, reference. Can produce. What have 
you to offer? Address M. R. Wall, 86 E. High 
St., Painesville, Ohio. 

MANUFACTURERS AGENT DESIRES 


LINE FOR NEW JERSEY contacting lumber 
yards, hardware dealers, mill supply houses. 12 
years in territory. Aggressive coverage. Com- 
mission basis. ill carry stock. Address Box 
N-25, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y 





SALES REPRESENTATIVE—LIVE WIRE 
SALESMAN AVAILABLE DESIRES POSI- 
TION as Sales Representative for hardware 
wholesaler or manufacturer. Experienced and 
acquainted with dealers of Michigan and _ sur- 
rounding area. Best references. What have you 
to offer? Write Will E. Driggett, 2622 Bruns 
wick Ave., Flint 3, Michigan. 





HARDWARE SALESMAN, 5 
WHOLESALE, RETAIL AND MILL 
PLY EXPERIENCE, would 
with hardware manufacturer, but will consider 
others. Have late model car. Interested in 
Metropolitan Area Territory. Address Box N-46, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. ¥ 


YEARS 
SUP- 


refer association 


| Will furnish references. What have you to offer? 
| Address H. E. 


RETIRED SALESMAN FOR A NATIONAL 
ABRASIVE MANUFACTURER WANTS SIT- 
UATION selling to Hardware, Mill and Mine 
Supply Jobbers and Dealers in Arizona and 
Southern California. Large acquaintance and 
good standing in trade. Perfect health. Have car. 


Kulle, 339 W. Portland St., 


Phoenix, Arizona. 





COLLEGE GRADUATE IN MERCHANDIS- 
ING, 34 years old with 8 years hardware ex 
perience and owner of 1949 auto desires connec- 
tion with well rated manufacturer or distributor 
for sales or sales service work in the Southwest 
or complete retail coverage of Arizona. Address 
Box N-59, care of Harpware AGE, 100 East 42nd 
St., New York 17, N. : 





BUILDERS HARDWARE SALESMAN 
WITH BUYING AND SELLING EXPERI- 
ENCE. Capable of assuming any position in 
contract builders hardware operation. Experi- 
ence in selling, writing specifications for archi- 


tects and contractors, servicing jobs, etc. Also 
experienced buying for contract department. 
Familiar with Schlage and Sargent lines and 


dozens of others related to this type work. Refer- 
ences and additional information furnished on 
request. Address Box N-47, care of Harpware 
Acr, 100 East 42nd St., New York 17, N. Y. 








[Business Oppodunities | 





BUSINESS OPPORTUNITIES. EXPORT 
CANCELLATION CLOSEOUT, Hand Tool 
Grinders cost $366.00; will sell $200.00. Mon- 
arch 18 each numbers 4,/5 and 6 and 6 number 7; 
12 each numbers 414-415 and 6-416. Brown & 
green. Inc., 150 Broadway, New York 7, 





HARDWARE, HOUSEWARES STORE FOR | 
SALE. Well known, established many years, in | 


very good location, in Midtown Manhattan. | 
Lease available. Address Box N-62, care of 
he Ace, 100 East 42nd St., New York 
i a 








BUYER OR ASST. TO GENERAL MAN- 
AGER for Wholesale or Small Mfg. Firm, also 





experience in administration, simplified stock 
control and office managerial included. Know 
Hardware Lines and Electrical. Will locate any- 
where. Want permanent 74 Address Box | 
N-57, care of Harpware Ace, 100 East 42nd St., | 
i 


New York 17, N. Y. 
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SALE 
16 YR. ESTABLISHED HARDWARE BUSINESS, 
SAN DIEGO, CALIFORNIA 
Hardware, Housewares, Tools, Sport Goods, Bendix Fran- 
chise. Excellent Location. Good Lease. Modern Fixtures. 
3400 Sq. Ft. Floor Space — 50 Foot Frontage. Stock and 
Fixtures $23,000.00 plus $10,000.00. 


Address Box N-60, care og ag age 
100 East 42nd Street, New York 17, 








1] Positions Wanted || [ Business Oppovtunitiea | 


STORE. FOR 
237, Lead, Sx 


FOR SALE: HARDWARE 
DETAILS, write care of Box 
ak. 








SUCCESSFUL HARDWARE, PAINT AND 
APPLIANCE BUSINESS OPERATING FOR MANY 
YEARS IN EASTERN PENNSYLVANIA FOR SALE 


because of age of owner. 1947 sales over $120,000 
gross. Complete stock, no indebtedness. Owner will 
consider mortgage or lease on building, if necessary. 
Address Box N-55, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 




















PICTURE WIRE FOR SALE 


Surplus Stock 
4¢ per Coil—50 ft. Coils 
Regular 10¢—I5¢ Value 
Packed 500 coils per case 
Quantity Discounts — Sample on Request 
SURPLUS TRADING CO., INC. 
128 N. 3rd St., Philadelphia 6, Pa. 

















PRINTING 

i: cir x 11—207 Bond 

1M $5.25 2M _ $9.75 5M 
6% Envelopes—24# Bond 

2 5M $21.95 


IM 2M_ $9.75 
Statements—8'/, x ir fuled or unruled 
IM $4.25 5M $13.95 
Net 10 days. 
MAYFIELD, KY. 


$21.95 


Delivered PP nll 
MAYFIELD PRINTING CO. 














WHEN YOU WANT TO BE HEARD 





Speak to the right "class"—in 
the Classified Opportunities 
Section of 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 











a 
my — 








ASK 
YOUR 
JOBBER 
TODAY! 


Distr 
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* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, 


MARSHALLTOWN 


ge 











\ND 
R MANY 
R SALE 


r $120,000 
Owner will 
necessary. 
E AGE 
N.Y. 











Request 


NC. 
a. 








——————.-_—, 


A $21.95 
A $21.95 


e 

A $13.95 
days. 

ELD, KY. 





EARD 


—in 
ties 



























IOWA 
















ILLINOIS 
WORK 


GLOVES 


FOR FACTORY 
FOR FIELD 
FOR FARM 


@ write for Catalog 


ILLINOIS GLOVE Co. 


CHAMPAIGN, ILLINOIS 
























obstructions on difficult jobs when you install 


my short blade. I save you time! Im clever! 
Ns I'm the KD No.99 Hacksaw 


f . 
WES ek 
vane. As 


























Sell K-D Mfg. Co., Lancaster, Pa. 








JOBBER 
TODAY! 


STYLED FOR BEAUTY * GUARANTEED FOR SERVICE 
Distributed exclusively through your jobber 





Made exclusively for 


AMERICAN IMPORT CO., San Francisco, California 

















CLEANS AND PROTECTS FIREARMS 
Primer Solvent - Fouling Renover 








Preferred by hunters for Rifles, 
Shotguns, Scopes and Sights. 


RETAIL OEALER PRICE 
size PRICE FOB JOBBER 
EacH PER DOZEN 
3 Oz. Cans $0.40 $ 3.20 
Pints 1.60 12.80 
Gallons 76.80 


McCambridge & McCambridge | 
BALTIMORE, MARYLAND 











PREVENTIVE 


Lupricaat 
6m ease 


{/ Supreme Silk 


BAIT CASTING LINE 


NORWICH presents the title-holder—the line that won the world’s 
record of a 151-pound tarpon on an 18-pound test line—makes it 
available in 6 tests from 12 to 36 pound tests to suit every purpose! 


, Ask your Jobber Salesman 


WORWICH. _> 


LINE COMPANY, Inc. 
NORWICH, N.Y. 
The Line of Champions 












































YOU'LL NEVER MISS A SALE 


ucthe 
- 
SCREW HY ORAULIC 


LEV Jacks 


© The Most Complete Line 
since 1899 


@ Nationally Advertised 
IMMEDIATE SHIPMENT, 












EDAL 

AWARDED THE GOLD MEDES 
SAFETY OF J 

FOR TT AMERICAN MUSEUM 





TEMPLETON, KENLY & CO., 


Chicago 44, IIinois 











\ 
THE LEADER SINCE 1872 sours 
Red Devil Glass Cutters and other glaziers’, we: . | 
painters’ tools and machines are designed to the 
times—there’s no substitute for quality 
Send for Catalog 19 


RED DEVIL TOOLS. Irvington 11,N.J.,U.5.A. 











Check Your Garden 
Tool Needs Now! 


With Winter here, can Spring be far behind? Now 
is the time for a check-up on your garden tool needs, 
and 


Why Not Select Those Designed and 
Made Here in the Heart of Agriculture. 


Se2 your Jobber or write direct for prices and delivery 


YEOMAN & CO. 
MONTICELLO, IOWA 


Manufacturers of GARDEN TOOLS, SNOW 
SHOVELS, COLD PACK CANNING TOOLS. 




















Over 25,000 retail hardware stores serviced \ 
through blished well-rated wholesale dis- 
tributors give your product consistent nation- 
wide sales. No credit risk . one contact 
with Tru-Test means a complete over-all 
marketing and merchandising program for 











you. Write today for details. 


TRU-TEST 





DIVISION OF OAKES & COMPANY 
650 S. CLARK ST., CHICAGO 5, ILL. 





OVER 80 YEARS' EXPERIENCE 


PRIEST’S 
CLIPPERS 


Triple plate—copper, 
nickel, chromium finish. 
Ball bearing, easy action. 


Over 80 years’ experience. 


ASK YOUR JOBBER 


AMERICAN SHEARER MFG. CO. 


NASHUA, NEW HAMPSHIRE, U.S.A. 

















Genuine DOMES of SILENCE 


SLIDE SILENTLY — SOFTLY — SMOOTHLY 


15¢ SET - 10c SET SAVE FURNITURE & 


FLOORS-CREATE QUIET 


'*Domes of Silence'’ 
genuine Glide. 


50c SET 


Name 
on each 


Domes of Silence 
Rubber Cushion Glides 
Marble, 


Sizes for metal beds, 
furniture 


Cement and Bathroom Floors. 
wood beds, large 


For Tile, 
Noiseless 
chairs _and all 


if he is not suppliod write to 


DOMES of SILENCE, Inc., 35 Pearl St, N. Y. C. 


Ask your Jobber. 


256 
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Tie-in with 
WHITNEY 
Lawn Seed 
Advertising 
for a Terrific 
Season of 
Sales and 
PROFITS 


At right: one of the 
“National” ads—in 
April BETTER 
HOMES and 
GARDENS 


Write for 
Prices and 
Information 


Stock Up Now! 


Super-Refined 


@ Highest Quality 
—World’s finest grasses. 
@ Super-Refined 


to remove weeds and 
chaff. 


@ Pre-Tested 
for high germination, 


Get our FREE Circular, 
“How to Have a Better 
Lawn” at your Dealer's~ 
or write Dept. E. 


WHITNEY SEED CO., INC. 


Buffalo 5, N. Y. 


WHITNEY’S; 


| 


LAWN SEED! 


| 








The 1949 
MIRACLE GRASS SHEAR 


The only really new grass shear on 
the market and fastest selling be- 
cause it delights the consumer with 
labor saving features. 


1 Easiest working shear 

2 Easily outcuts other shears 

3 Drop forged, heavy gauge steel 

4 Precision hollow ground, sharp as 
a razor 

5 Hardened & tempered individually 

6 Spring breakage unknown 


TRY A SMALL ORDER AND PROVE OUR CLAIMS 


Order through your regular Hardware Jobber 


KEISER MFG. CO. 


For 50 Years Leading Makers of Quality Grass, 
Sheep, Horse and Hedge Shears 


READING, PENNA. U. S. A. 




















Imperial 


Calf and Cow Weaners 


Now’s the time to capital- 
ize on the seasonal demand 
for Imperial Calf and Cow 
Weaners. 
constructed, they do a com- 
plete, thoro- efficient job. 
What’s more — Imperial 
quality builds repeat busi- 
ness through customer sat- 
isfaction. Order from your 
jobber now! 


Scientifically 


IMPERIAL 


BIT & SNAP COMPANY 
RACINE, WISCONSIN 








© Specify Imperial on all your garden 
tool and harness hardware orders. 
Imperial's quality line costs no more— 
yet serves you and your customers 
better! 


258 





Special Aluminum Alloy Weaner 
—#345-2. Strong pliable, light. 
Non-injurious, rust-proof. 


The original Sure-Cure Weaner. 
Prong type. Calf size—*#205; 
Cow size—+* 206. 


Sure-Cure Dull Dise-Type. Calf 
size—#203; Cow size—*#204. 











pore rower 
LAWN MOWERS 


STREAMLINED .. . EXTRA STRONG 
It’s the finest Handy-Dandy Power Mower 
ever built. Quick consumer acceptance. 


Handy-Dandy Exclusive Features 


® Mower is self propelled. 
® Moving parts protected. 
® Sturdy, aluminum alloy 
castings. 
®Pennsylvania’s best 
heavy duty 5 blade, 19 
inch mower. 
®Lauson 1% h. p., 4 
cycle Engine. 
® Sure grip, heavy rubber 
tires. 
® Sectional 
rollers. 
®Single, positive clutch. 
© Finger tip 
controls. 
® Operates on 
terrace. 
® Easily 
sharpened. 
® Light enough 
to carry. 
®In attractive 
colors. Write for open dealers’ territories 


LE CLAIRE MANUFACTURING CO. 
LE CLAIRE, IOWA 
Manufacturers of the Handy-Dandy Lawn Mower Conversion Kit 


Other 
Models 
Also 


Hardwood 


Priced to Meet 
All Quality Competition 
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